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TEXACO 


ave HAVE GREATLY 


REDUCED OUR 


UNIT cOsTSs” 


USING TEXACO exclusively to lubricate all 


plant machinery and equipment, one of the country’s 
leading asphalt tile manufacturers (name on request) 
reports greatly reduced unit costs. The reason why 


BD see 


“Since changing to Texaco . . . results have 
been—much better performance . . . depend- 
able operation ...a material saving in 
maintenance costs.” 


This is but further proof that Texaco Lubricants in 


Name on 
request 


conjunction with Texaco Lubrication Engineering 
Service help industry everywhere to do its jobs faster, 
better and more economically. And such benefits can 
be yours—whatever your line, wherever located. 

Find out at first hand how Texaco can serve you. 
Just call the nearest of the more than 2,000 Texaco 
Distributing Plants in the 48 States, or write: 


vw w 


The Texas Company, 135 East 42nd Street, New 
York 17, N. Y. 


_TEXACO Lubricants, Fuels and 


Lubrication Engineering Service 


- TUNE IN: TEXACO STAR THEATER starring JIMMY DURANTE or DONALD O'CONNOR, on TV Sat. nights. METROPOLITAN OPERA radio broadcasts Sat. afternoons 
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Mammoth 
into small 





act, ashes auto 


Into the world’s largest press Two minutes later it emerges Power for the tremendous 1,018-ton 
goes a junk auto... a bale measuring only 2x2x5 feet! hydraulic pressure was produced by 


five 100 H.P. Century motors 


Porformance-Rated MOTORS 


provide the 
1,018-ton ‘‘muscle’’! 


om Century motors are Performance-Rated to fit all kinds of applications, 
including yvnusual ones like this. These 5 motors combine precisely the 
correct horsepower, speed, torque, frame protection and mounting 
for efficient operation of this huge press. 


Whatever your motor needs, you can depend on Performance-Rated 
Century motors to develop all the performance that’s built into your 
modern production equipment. And, because they are so carefully 
matched to the job, Century motors give maximum service life. 


For Performance-Rated output, specify Century motors on your new 
equipment. For Performance-Rated replacement motors, 
call your nearby Century Authorized Distributor, 

or contact our branch office. 









| 


© 
ated yesS\ CENTURY ELECTRIC COMPANY 





P orformance-& 


1/8 to 400 H.P. 
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Steel swims in a river of hot acid 


A typical example of B. F. Goodrich improvement in rubber 


PUSHING through that tank of hot 
< acid is a long ribbon of steel on 
s way to being shaped into automo- 
ile bodies. The acid bath removes 
ry speck of rust and scale. 
This job used to be done in tanks 
ide of brick and concrete, but they 
ild crack from the heat. Engineers 
elieved rubber linings would be so 
asily damaged the acid would go 
hrough. A satisfactory tank seemed 
possible until B. F. Goodrich came 
p with something entirely new in the 
y of rubber lining. 
[They worked out a combination 


lining of hard rubber and soft rubber, 
called Triflex, that’s protected by brick. 
They made the hard rubber layer in 
sections that overlap so the lining 
could expand and contract with heat- 
ing and cooling, and so never break 
away from the steel tank. 

Acid leaks stopped wherever the 
B. F. Goodrich lining was used. Costly 
shutdowns for tank repairs were a 
thing of the past. 

Developing the first really practical 
lining for steel tanks is typical of the 
work that is constantly going on at 
B. F. Goodrich. Because every prod- 


uct B. F. Goodrich makes is constantly 
being studied to see how it can be 
improved from the user’s standpoint, 
how it can be made to last longer and 
do a better job. Make sure you take 
advantage of these improvements by 
calling in your BFG distributor next 
time you need belting, hose or any 
one of the thousands of industrial 
products B. F. Goodrich makes. The 
B. F. Goodrich Company, Dept. M-335; 
Akron 18, Ohio. 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 
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Midwestern manufacturers can find the steels they use most often at one centrally located 
source of supply. For a detailed description of these products write, on your business 
letterhead, for Inland’s Products Book. 




















HOT AND COLD ROLLED B = *HI-BOND 
SHEETS AND STRIP | alice teltiency tt 


ENAMELING IRON SHEETS HIGH STRENGTH STEELS 


*“TI.NAMEL SHEETS FOR | STEEL SHEET PILING 
ONE COAT PORCELAIN | 
aap: | CARBON STEEL 

| STRUCTURAL SHAPES 








a ineemenilel i mee) vis 
GALVANIZED SHEETS | RAILS AND TRACK 





ACCESSORIES 
ELECTRICAL SHEETS 

“LEDLOY—WORLD'S MOST 
TIN PLATE, ELECTROLYTIC MACHINABLE STEELS 


AND HOT-DIPPED . 
*“RED-TOP FENCE 


SPECIAL COATED Oh ES 
MANUFACTURING TERNES 


CARBON AND RAIL 


*A-WAY SAFETY PLATE 


CARBON STEEL PLATES 





"Registered Inland trademarks 


INLAND STEEL COMPANY 


38 South Dearborn Street + Chicago 3, Illinois 


SALES OFFICES: Chicago « Milwaukee ¢ St. Paul 
Davenport « St. Lovis « Kansas City « Indianapolis 
Detroit « New York 


PRINCIPAL PRODUCTS: Sheets « Strip « Plates 
Structural Shapes « Bars « Tin Mill Products ¢ Rails and Track 
Accessories « Coal Chemicals 
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Power distribution systems that can effectively handle future 
demands are the surest way to avoid electrical obsolescence 


and costly rewiring. 





ment to meet today’s needs...and tomorrow’s. 


Local Graybar Representatives will work with you or your 
electrical contractor in the selection of wiring and equip- 


f 


“Plan in” future plant flexibility...today 


Two FREE booklets on new 
mineral-insulated wiring system 


Mineral-insulated cables available via Graybar 


represent today’s 


newest wiring method. Act- 


ing as its own conduit, m.i. cable trains to any 


contour .. 


. is unaffected by weather, corrosive 


vapors, cold or flame. 
1. Type m.i. safety mineral-insulated cable — 


booklet provides c 


omplete information on con- 
ductor characteristics and 
suggested applications. 

2. NELEX Mineral-insulated 
heater cable — pertinent 
data on how it can lower 
heating costs and provide a 
higher safety factor is con- 
tained in this illustrated 
booklet. 


CALL GRAYBAR FIRST FOR... 
Grayba 


ELECTRIC CO., INC, 
420 Lexington Ave., New York 17, N. Y. 


Planning extra power capacities for future expansion is 
an important consideration in new plant construction. 
Today’s pressure of electrical growth often outstrips 
power-carrying capacity long before the equipment itself 
becomes outmoded. This then, is the most important reason 
why it pays to call Graybar first on any wiring project. 
A Graybar Inside Construction Specialist can not only 
help you determine a power-distribution system to satisfy 
present and near-future needs, but also to “plan in” flexi- 
bility for long range expansion. 


Over 100,000 different electrical items are distributed 
by Graybar through its nation-wide system of offices 
and warehouses. Complete catalog and quotation service 
covering them is available to help you work out job costs 
and specifications — for lighting, power, control, ventila- 
tion, communications, as well as wiring. 
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464-1712 
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FREE INFORMATION SERVICE 


To get further information on anything mentioned in this issue, use Reader 
Service Card opposite page 17 
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PIPE HANGERS 
and SUPPORTS 


To many people, Grinnell is known best as a pro- 
ducer of high quality malleable and cast iron pipe 


fittings oe ae »y or perhaps as 


the manufacturer of Grinnell Automatic 
Sprinkler -Systems. But there are other 
reasons behind Grinnell’s leadership in the 
piping field. For example. . 


Grinnell makes PIPE HANGERS and SUPPORTS of 
all types ... from the simplest hanger for domestic 
service to engineered hangers which provide flex- 
ible but constant support for piping at such tem- 
peratures as 1000°F. 


Grinnell manufactures special VALVES, including 


DIAPHRAGM VALVES... designed to handle cor- 
rosive fluids, gases, beverages, foods, compressed 


Grinnell Company, Inc., Providence, Rhode Island 





‘pipe and tube fittings ° welding fittings ° 
Grinnell-Saunders diaphragm valves * pipe ° 
industrial supplies e 
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engineered pipe hangers and supports es 
prefabricated piping ° 
Grinnell automatic sprinkler fire protection systems ° 


WELDING FITTINGS 


WORKS 


IALTIES 


air, suspended solids . . . in lines where corrosion, 
abrasion, contamination, clogging, leakage and 
maintenance are costly factors. 


Grinnell WELDING FITTINGS and FLANGES are 
available in many different metals. 

Grinnell, in short, offers industry a full line of 
piping supplies — including pipe, valves, fittings, 
hangers and other piping products. GRINNELL is 
an experienced well-rounded team of piping spe- 
cialists, backed by highest quality products. Call 
on Grinnell .. . “whenever piping is involved”. 


GRINNELL 


WHENEVER PIPING IS INVOLVED 





Coast-to-Coast Network of Branch Warehouses and Distributors 





Thermolier unit heaters 


valves 


plumbing and heating specialties * water works supplies 
Amco air conditioning systems 
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Users praise Phillips Cross-Recessed-Head Screws 


REPUBLIC AVIATION finds the speedy, tight fasten- 
ing of recessed head screws invaluable. On access 
plates, for instance, through which the plane is 
serviced and repaired, such screws are essential. 
Servicing of components is done many times and 
easier if such screws are used on access covers. 
Raymond Whalen fastens wing tip covering fore- 
ground, while B. Broman installs access plates 
using Phillips type recessed head screws. 








PRODUCTION IS SPEEDED ON CALDWELL WINDOW SASH BALANCES due 
to Phillips screws. ‘“‘Our power drivers are mounted horizontally,” 
points out Kenneth Meyers, production manager, ‘“‘and, before 
using Phillips screws, fast operators found it hard to engage 
screws immediately. Valuable time was wasted while the driver 
spun around uselessly. With Phillips screws, the screw assembly is 
now the quickest operation in the entire production schedule.” 
Raymond Beecher here assembles the outer case of a Caldwell 
Sash Balance. 


THE FASTENERS 
2 OF TODAY... 
AND OF THE FUTURE 


APEX WASHING MACHINES are designed for a mini- 
mum of 20 years service. ““One reason our machines 
have such a long life,’”’ states William A. Haver- 


° 
= 
- 
lock, superintendent of assembly, “is the highly co 
“0 





protective coating offered by the enameled finish. 


* 
= 
oe M marks the spot 
By using Phillips screws, we have eliminated the . 
danger of scratching this finish. This results in con- ips-—————» ww +++ the mark of extra quality 


siderable saving in refinishing and eliminates 5S-necessen-¥ 
production headaches caused by interruption of as- 
sembly line.”’ 





American Screw Company -« Atlantic Screw Works, Inc. - The Blake & Johnson Co. - Central Screw Company - Continental Screw Company - The Eagle Lock Company 
Elco Tool and Screw Corporation - Great Lakes Screw Corporation - The H. M. Harper Co. - The Lamson & Sessions Company « National Lock Company - The National 
Screw & Manufacturing Co. - Parker-Kalon Div. General American Transportation Corporation » Pheoll Manufacturing Co. - Rockford Screw Products Co. + Scovill 
Manufacturing Co. - Shakeproof - The Southington Hdwe. Mfg. Company - Sterling Bolt Company - Wales-Beech Corp. 








185% * 1954 


LUZ 100 year 


OF SUCCESSFUL MANUFACTURING EXPERIENCE 





AIR CONDITIONING 


Units Are Your Assurance of Satisfaction 


NEW Attractive Window Units in 3 models, 
for commercial and residential use 





The Curtis line is precision-built to assure a long 
life of trouble-free service. You can specify Curtis 
air conditioning equipment with the assurance 

that it will never let you down. 


¥ Installation is fast and easy. 


¥ Maintenance costs are low. 








Vv Priced to meet competition. 
; ¥ Smooth, quiet operation. 
re ¥V A Curtis Unit for every job— 
a complete range of sizes and types. 


See Curtis data in Sweets Catalog File, and write 
for your free copy of NEW Curtis Air 
Conditioning Manual. 


Package Units—2, 3, 5, 7% and 10 tons. 
Choice of Open or Semi-hermetic 
Compressors ...and 15 ton packaged 
central type units. 


RESIDENTIAL.. 





; : Air handling units, cooling towers, Water Cooled Condensing Units— 
Residential Cooling and Heating Units and evaporative condensers through 80 tons 





REFRIGERATING MACHINE DIVISION 


of Curtis Manufacturing Company 
1908 Kienlen Avenue, St. Lovis 20, Missouri 
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DESIGNED WITH DIVERSIPIPE 


-to stop abrasion and corrosion 


mr” 




























H™ to handle huge quantities of an 
extremely abrasive and corrosive phos- 
phate rock slurry in this agricultural chemical 
plant was a real problem to its designers. 
What they needed was a “pipe” that could 
resist both the highly acidic water and the 
sharp rock particles, yet lend itself to the com- 
plicated layout with a minimum of fitting and 
prefabrication. 


The answer came from the G.T.M.—Goodyear 
Technical Man—in the form of DIVERSIPIPE 
— husky, hand-built rubber hose, especially 
compounded and built to withstand the com- 
bined attack of corrosion and abrasion. Its 
quickly coupled, flanged ends and inherent 
flexibility made short work of the many bends 
and curves—greatly simplified installation. 


So well satisfied were the engineers withthe way 
DIVERSIPIPE fitted into the plant, they also 
specified it for the waste disposal line. This 
half-mile long, cross-country conduit was laid 
directly on the ground—required no 
extra fittings. For similar help, see 
the G.T.M., your Goodyear Distrib- Pecos 
utor, or write Goodyear, Industrial @)-Specified DIVERSIPIPE LINES 


Cas ; for handling obrosi d 
Products Division, Akron 16, Ohio. a. 
, A Long-life abrasion-, 


sun- and weather- ~ 


= nt 


resistant cover i, 


YOUR GOODYEAR DISTRIBUTOR can 
quickly supply you with Hose, Flat Belts, 
V-Belts, Packing or Rolls. Look for him 
in the yellow pages of your Telephone 
Directory under “Rubber Products” or 


“Rubber Goods.” B Reinforcement 


of wrapped plies & Tube resists abrasion Photo courtesy International Minerals and 
of heavy fabric and corrosion Chemica! Corporation and Rust Engineering 


plus wire helix Company. 
The Goodyear Tire Rubber Company, Akron, Ohio 
s 
| 


THE GREATEST NAME IN RUBBER 


We think you'll like "THE GREATEST STORY EVER TOLD" — every Sunday —ABC Radio Network—THE GOODYEAR TELEVISION PLAYHOUSE—every other Sunday—NBC TV Network 


Diversipipe —T. M 
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Six ways 


Purchasing men in many busi- 
nesses — large and small — have 


Long Distance pays found it pays to use Long Distance 


RETO 


se 
SG 


rad PB 







in Purchasing 


1 Long Distance helps you 
keep pace with current price 
trends, so that you act fast 
when prices dip low. 


4 It gets shipments under- 
way on verbal orders—often 
cuts days off delivery time. 






A call to your Bell Telephone 
Business Office will bring a repre- 
sentative to discuss these and 
other profitable uses of Long 
Distance in Purchasing. 
















2 It locates hard-to-find 
items by giving you quick, 
direct contact with sup- 
pliers everywhere. 


5 It follows up shipments 
and keeps them moving, 
avoids delays. 


telephone service systematically. 
Here are some of the ways it saves 
you time, money and worry. 


3 It helps you combine 
orders from company units 
into carload orders at sub- 
stantial savings. 






6 It arranges adjustments 
on claims against suppliers 
—tactfully, personally. 


LONG DISTANCE RATES ARE LOW 
Here are some examples: 


New York to Philadelphia. 50¢ New Orleans to Dallas... $1.25 
Cleveland to Pittsburgh .. 60¢ Chicago to Denver siéié‘(a $1.60 
Cincinnati to St. Louis... $1.00 Boston to Los Angeles... . $2.50 
These are daytime Station-to-Station rates for the first three minutes. They 


do not include the federal excise tax. Long Distance rates are even lower 
after 6 o’clock every night and all day Sunday. 


Call by Number. It’s Twice as Fast. 
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Yes, without even the usual “one easy 
lesson’, your NYB&P Distributor can 
make it possible for you to select quickly 
the right NYB&P packing for any normal 
application! 

First, he’ll provide you with the unique 
double-disc Packing Selector shown above. 
By one simple movement of the dial you 
can select the correct NYB&P style 
number to pack your pump or hydraulic 
press for any combination of operating 


conditions. 

In addition, your NYB&P Distributor 
will gladly give you the most helpfully famous ‘“‘Line of Nine’”’ which enables you 
informative packings catalog ever pub- to solve 90% of industrial packing prob- 


lished! Within its 40 pages you’ll find lems from a simplified inventory of only 
time-saving tables, formulas and instal- 9 versatile types. 


lation data, as well as descriptions of Call your nearest NYB&P Distributor 
NYB&P’s extensive line of packings and today. If he isn’t listed in your local phone 
gaskets. Highlighted in this catalog is the or classified directory, write us. 


I" -* 
( silo “TIMING”? BELT DRIVES & V-BELTS 


NYB&P INDUSTRIAL RUBBER PRODUCTS 


TING & PACKING CO. 1 market st, Passaic, W. 


_j) America’s Oldest Manufacturer of Industrial Rubber Products 
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UNITED 
SPECIAL MILLED PRODUCT 


An extensive variety of all sizes 
of automatic screw machines and 
hand screw machines, coupled with 
many types of “second-operation™ 
equipment, including heat treating 
and modern centerless grinding, 
and the know-how to meet your 
requirements—is your guarantee 
that “UNITED” is a good source 
for your special milled products, 


in all available metals. 


—when you think of 
fasteners think of United 


SCREWS - NUTS - WASHERS 


CLUTCH HEAD SCREWS 
STAMPINGS 


... : r 2 fe zs . : : ,, j ; as os ah. 
‘United Screw and Bolt Corporation 


Chicago 8 Cleveland 2 New York 7 
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INVENTORY LIQUIDA- 
TION UNCERTAIN 


FURTHER 
DROP SEEN 


DURABLES VS. 
SOFT GOODS 


NO SACRIFICE 
SELLING 








REPORT 


| for purchasing agents 





December 1, 1954 


Forecast on inventory trends is divided, with some Govern=- 
ment sources maintaining that the period of liquidation has 
ended, and that an upturn in buying is underway. 

Roughly what happened during the last 12 months was a very 
sharp shift from inventory accumulation to liquidation. Inthe 
second quarter of 19535, the rate of net inventory accumulation 
was about $5 billion a year. During the second quarter of this 
year, the rate of liquidation was at about $4 billion a year. 

With this sharp shift from accumulation to liquidation, 
there is optimistic view that the next shift will be equally 
sharp—that buying will start again to build up inventory. 














* * * 


Divergent view uses the same set of statistics as justifi- 
cation for its position. It holds that there has been a sharp 
shift from accumulation to liquidation, that the cause of the 
shift was the drop in production of durable goods. 

Based on the further cutback in military production, those 
who forecast a continued liquidation of inventory maintain that 
the cuts in overall inventory will continue at just about the 
Same rate until early spring-and that even then there will be 
no marked change. 








This applies in the main to durable goods. Non-durables 
have held at a steady pace, and will continue the Same course. 

Next year construction industry will continue the boom 
levels established during the current year, and may even top 
them. This will reflect in both the materials and equipment 
inventories associated with the construction industry. 


x * x 


Even though liquidation of inventory may continue for some 
months, there is nothing hurried in the process. There has been 
little, if any sacrifice selling—and there has been little 
pressure on prices. 

This stability of price levels is likely to continue. There 
is little latitude for price reduction with wages at a high 
level, and with a continued pressure by organized labor. 

There is no problem of supply. The complex materials con- 
trol machinery that was set up during the war in Korea has been 





















Everyone nowadays is bedeviled by the higher cost of things... 
so you can’t really blame a man for buying on price. 


‘Save a dollar on a valve here, a few cents there—it all adds up.” 


But time so often tells a different story, when the dollar saved 
goes out the window in excessive piping maintenance costs. And 
this can run into a mighty big outlay when you consider the num- 
ber of valves in a typical plant. Then it’s easy to appreciate the 
great, good wisdom in buying valves and piping equipment of 
known quality, known dependability. 

That’s when you become a thrifty buyer—when you buy for 
value, and not for dubious savings... when you buy Crane for 
the lasting service you get, and the lower upkeep cost. 


Crane Co., General Offices: 836 S. Michigan Ave., Chicago 5, Ill. 
Branches and Wholesalers Serving All Industrial Areas. 


RANE 
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dismantled, and it will take a shooting war to revive the con- 
trols. 

Concern now is largely with markets and distribution, rather 
than availability and supply. 

Key to the marketing outlook is the prevailing high level of 
earnings, continued increase in the level of savings, and the 
large number of people who are gainfully employed. 

Unemployment has been, and will continue to be a problem, 
but while even a small unemployment total is troublesome, the 
level of total employment remains high. This assures consumer 
demand. 


continued 











* * * 


Distribution changes are developing. There is intense com- 
petition for volume markets, and with the high costs of labor 
virtually built into every product, the economies that can be 
echieved in production are limited. 

At the same time, the competition for distributive out- 
lets has not been without cost. Development of discount selling 
and so-called discount houses has posed some major problems 
in marketing. 

Discount selling is a direct threat to "fair trade" or 
resale price maintenance, but the volume of appliance sales 
merchandised through discount houses has grown to be important. 

There are divergent views on this trend in discount sell- 
ing. The more tolerant view is that discount houses are meet- 
ing a basic need in merchandising—that like the early period 
in supermarkets, which had their beginning in barns with low 
overhead, the discount houses too will gradually adapt them- 
selves and will at some future period offer a high level of con- 
Sumer convenience and service. 























* * * 


At the same time, there is a trend toward fighting back at 
discount selling. Most of the appliances that are being dis- 
counted at retail have been "fair traded" by manufacturers. In 
fact, the discount house lives on nationally advertised trade 
names. 

While there are many direct attacks on "fair traded" 
pricing, an indirect attack has been launched against producers 
who are "fair trading" their products, but whose product prices 
are still being footballed by discount sellers. 





* * * 


Government view on economic trends is that the period of 
readjustment from the Korean inflationary buildup is just about 
over, and that many of the measures that were taken during the 
last 18 months to prime the economy can be relaxed. 

Significant factor is that the Administration will con- 
tinue to stand by to put out any major economic fires. Think- 
ing behind this policy is that: 

1. Violent political currents are stirring in the world 
—that our system of free enterprise is on trial, and that the 
Government cannot stand aloof from the private economy, but 
must stand ready to help maintain a stable prosperity. 

2. Government action must be preventive, not trust exclu- 
Sively to therapeutic measures. 

5. Whatever actions the Government takes, these must in- 
spire favorable expectations about the future. This sug- 
gests prompt action when needed, avoidance of extravagance, 
and reduction in taxes. 
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RISTOLOY CWS CLEAN ANO FAST 


“Machine tool production increased 35 to as 
much as 75 per cent’’—users of leaded steels 
report. The addition of lead acts as a lubricant 
reducing friction between chip and tool. The 
beneficial results—faster machining speeds— 
much longer tool life—and vastly improved 
product finish. With normal heat treating, 
mechanical properties such as yield strength, 
tensile strength and ductility are unaffected. 


You can obtain similar manufacturing bene- 
fits by specifying Aristoloy leaded alloy or 
Ledloy* (leaded) carbon grades. Available 
in all A.I.S.I. or S.A.E. standard analyses— 
write or call today for information about 
application. of free cutting leaded steels to 
your products. 


*Inland Ledloy License 
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NEW INFORMATION FOR YOUR 





Catalog Files ee 


DIE CASTING ENHANCES PRODUCT DESIGN 


A 28-page booklet, profusely illustrated in two 
colors, describes the die casting process and its 
application. It discusses the process as it affects 
product design and surface finish. 


American Zinc Institute 
Circle No. 1 on Inquiry Card—Page 17 


MAGNET WIRE IN HIGH TEMPERATURE 
INSULATION 


Full information on magnet wire, both copper and 
- aluminum is contained in an 84-page, profusely 
illustrated book (C-79-12). It has charts and 
tables. High temperature insulations are dealt with. 


Anaconda Wire & Cable Co. 
Circle No. 2 on Inquiry Card—Page 17 


DIMENSION HARDWOOD CUTS COSTS 
A colorful booklet tells in text and pictures how 
the manufacturer can cut costs and produce a better 
product by availing himself of hardwood dimension 
parts. 


Hardwood Dimension Manufacturers Association 
Circle No. 3 on Inquiry Card—Page 17 


WELDS PRODUCED IN SECONDS 


Illustrated brochure supplies information on cold 
pressure method of producing welds from non- 
ferrous metals in seconds. Many actual photo- 
graphs illustrate data on tools and dies. 


Utica Drop Forge & Tool Corp. 
Circle No. 4 on Inquiry Card—Page 17 


HOW TO SELECT THE PROPER PUMP 
Users of circulating and coolant pumps should 
be interested in bulletin, Form 7074. It deals with 
a complete line of motor pumps. A pictorial index 
facilitates selection of type pump needed. 


The Ingersoll-Rand Co. 
Circle No. 5 on Inquiry Card—Page 17 


EASILY MAINTAINED, ADJUSTABLE 
COMPRESSORS 


Catalog C-100 describes in 26 illustrated pages a 
line of air compressors in sizes from % hp to 
50 hp (500 cfm). Complete specifications are given. 
They are designed for easy maintenance. 


Curtis Pneumatic Mch’y Div., Curtis Mfg. Co. 
Circle No. 6 on Inquiry Card—Page 17 
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TECHNIQUES OF USING WIRE ROPE 
Users of wire rope will find a fund of informa- 
tion in bulletin No. 5448, titled “Ropeology.” It 
shows special boat slings, tow lines, cable as- 
semblies, slings and cable used in aircraft. 


Macwhyte Co. 
Circle No. 7 on Inquiry Card—Page 17 


WHAT TO LOOK FOR IN SCREWS 


A condensed catalog aims to ease screw buying 
problems by giving general information on all 
principal types of screws, bolts, threaded products 
and cold-headed specials of all kinds. 


Elco Tool & Screw Corp. 
Circle No. 8 on Inquiry Card—Page 17 


LEADED ALLOY STEEL MACHINES FAST 
Bulletin No. 14-5 covers the properties of an alloy 
steel, claimed to be the world’s fastest machining 
type in its carbon range (.40 carbon). Included 
are case studies showing typical cost savings. 


Joseph T. Ryerson & Son, Inc. 
Circle No. 9 on Inquiry Card—Page 17 


CAPS, FILLER NECKS SOLVE PROBLEMS 
A 12 page booklet contains engineering data on 
a standard line of stock caps and related necks 
for various fluid tank installations. Their imme- 
diate availability solves problems for equipment 
makers, 


Eaton Mfg. Co., Stamping Div. 
Circle No. 10 on Inquiry Card—Page 17 


PROPER PACKAGING PROTECTS MERCHANDISE 
A 20-page booklet, titled “Creative Package De- 
sign,’ shows how corrugated boxes are designed to 
satisfy special requirements of product protection, 
marketing channels, and shipping and handling 
methods. 


Hinde & Dauch 
Circle No. 11 on Inquriy Card—Page 17 


INSULATED SMALL WIRE, CABLE 


Data sheets on miniature and subminiature wires, 
cables, insulated with Teflon in the form of tape, 
multi-wrapped and fused, have been assembled 
into a handy brochure. The wires are chemically 
inert. 


Tensolite Insulated Wire Co., Inc. 
Circle No. 12 on Inquiry Card—Page 17 
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FASTENERS LOWER PRODUCTION COSTS 
How two and three item assembly has been elim- 
inated in a line of modern fasteners that hold 
production costs to the barest minimum is detailed 
in bulletin No. 31. Specifications are given. 
Standard Locknut & Lockwasher, Inc. 


Circle No. 13 on Inquiry Card—Page 17 


SELECTING FRACTIONAL OR NUMBERED GAGES 
A 334” x 6” desk or tool box gage selector is 
available for use in choosing the right ring or 
plug gage in fractional or numbered sizes. It also 
gives a concise definition of the classes. 


Threadwell Tap & Die Co. 
Circle No. 14 on Inquiry Card—Page 17 


APPLYING BASIC VALVE DESIGNS TO PIPING 
Serving as a handy refresher for specifiers and 
buyers of piping equipment in the application of 
basic valve designs is a 20-page, two-color, pro- 
fusely illustrated pamphlet. 

Crane Co. 


Circle No. 15 on Inquiry Card—Page 17 


POWER DRIVER HOLDS SCREWS 
MAGNETICALLY 
How to utilize the force of modern high energy 
permanent magnets for holding screws, bolts or 
nuts in assembly operations is explained in a 
24-page, 2-color manual on power screw drivers. 


Magna Driver Corp. 
Circle No. 16 on Inquiry Card—Page 17 


SILICONE RUBBER PARTS TAILOR-MADE 
Supplement “B” to the Rubber Data Handbook 
details a method of custom compounding silicone 
rubber to the customer’s specification to achieve 
an improved product for a set purpose at lower cost. 

Acushnet Process Co. 


Circle No. 17 on Inquiry Card—Page 17 


HOW TO IMPROVE QUENCHING PRACTICE 
The properties ideal in a quenching oil for im- 
proved quenching practice are discussed in 24- 
page illustrated brochure with authoritative per- 
formance charts and comparison tables. 


Gulf Oil Corp.-Gulf Refining Co. 
Circle No. 18 on Inquiry Card—Page 17 


HELPS SOLVE WIRE AND TUBING PROBLEMS 
Catalog No. 54 includes 44 pages full of informa- 
tion concerning wires and cables, plastic tubing 
and sleeving and identification markers. It con- 
tains ordering information to speed service. 


William Brand & Co., Inc. 
Circle No. 19 on Inquiry Card—Page 17 


DIAMOND WHEELS, HONES MEET MOST NEEDS 
A comprehensive assortment of standard sized 
diamond grinding wheels and hones are dealt with 
in catalog No. 1233. It should permit selection of 
a suitable wheel or hone for most requirements. 

Norton Co. 


Circle No. 20 on Inquiry Card—Page 17 


SELF-STICKING TAPES HAVE VARIED USES 
Technical data, descriptions, photos and application 
information on pressure-sensitive electrical and 
non-electrical tapes form the text of a 20-page 
catalog. Both types are made for many uses. 

Insulation Manufacturers Corp. 
Circle No. 21 on Inquiry Card—Page 17 


COMBINATION FILTERS EFFECTIVELY CLEAN 
COOLANTS 
A two-stage combination magnetic and fabric filter 
is described in a sixteen page bulletin, No. 350-IK. 
It solves coolant cleaning problems large and small. 
Twenty point check list is a guide to equipment 
selection. 
Barnes Drill Co. 
Circle No. 22 on Inquiry Card—Page 17 


PRECISION THREADED FASTENERS CUT COSTS 
A 32-page, two color catalog, describing in pic- 
tures and text a line of precision threaded fasteners, 
also stresses customer cost and time savings by 
ordering standard instead of special screws. 

Standard Pressed Steel Co. 
Circle No. 23 on Inquiry Card—Page 17 


LIFT TRUCKS MOVE, STORE MULTI-UNIT LOADS 
Pictured and described in an attractive 12 page 
brochure, P-673B, is the moving and storing of 
many types of multi unit loads by pallet hand lift 
trucks. Photos explain lifting mechanism. 

Yale & Towne Mfg. Co. 
Circle No. 24 on Inquiry Card—Page 17 


SELECTIVE COMPILATION OF BEARING SIZES 
More than 600 of the most widely used sizes of 
oil retaining porous bronze bearings are listed in 
Stock List No. 4. Elimination of those infrequently 
used saves user’s time. It also deals with applica- 
tions. 

Bound Brook Oil-less Bearing Co. 
Circle No. 25 on Inquiry Card—Page 17 


SOLVE SASH MAINTENANCE PROBLEMS 
“Complete Sash Maintenance,” a 16-page brochure, 
authoritatively discusses such problems as painting 
rusted metal, sill restoration and caulking and 
glazing, how sash deteriorates, and mastic glazing 
vs putty. 

Tremco Mfg. Co. 
Circle No. 26 on Inquiry Card—Page 17 


APPLICATIONS OF CHAINS AND 
ATTACHMENTS 
The size no., metal thickness, approximate links 
per foot, link width, approximate tensile strength 
and shipping weight are supplied on a complete line 
of chain products in a 16-page, 2-color catalog. 
Risdon Mfg. Co., John M. Russell Div. 
Circle No. 27 on Inquiry Card—Page 17 
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this simple idea‘ 
cuts V-Belt costs 












Pick up any V-Belt that has straight sides (Fig. 1) 
and bend it as if it were going around a pulley. 
At the same time, grip ifs sides with your fingers! 

You will feel the sides bulge out as in Fig. 1-A. 

Clearly, the bulging belt is forced to press unevenly 

against the V-pulley—and this concentrates wear Voy 
at the points shown by arrows (Fig. 1-A). 


Now bend the belt with CONCAVE SIDES 


(U.S. PAT. 1813698) 


... the GATES VULCO ROPE (Fig. 2) 


Instead of bulging, the precisely engineered 
CONCAVE SIDES merely fill out and become per- 
fectly straight. This belt, when bent, precisely fits 
Vis sheave groove (Fig. 2-A). The sides press evenly 
against the V-pulley. Therefore, wear is distributed \is.24] 
uniformly across the full width of the Gates Vulco 
ae 


Rope—and this means longer belt life and lower 
belt costs for you! 





Typical Gates Vulco Rope Drive—the Gates V-belts 
are byilt with Concave Sides to insure longer belt wear. 


When you buy V-belts, be sure to get the V-belt 
with the CONCAVE SIDES — the ea Vuleo 
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STANDARD VALVES ADAPT TO SPECIAL NEEDS 
Sizes and engineering data on many types of valves 
are covered in a 24-page, two-color catalog. A 
table recommends lubricants. It is noted that 
standard valves can be modified to special needs. 
Kohler Co., Precision Controls Div. 


Circle No. 28 on Inquiry Card—Page 17 


SWISS-PATTERN FILES FINISH INTRICATE PARTS 
A 16-page, two color catalog is a guide to the 
proper uses and ordering of Swiss-Pattern files 
that are ideal for finishing delicate, intricate parts. 
A diagram gives coarseness range. 

Heller Brothers Co. 


Circle No. 29 on Inquiry Card—Page 17 


STEEL FORGINGS MINIMIZE WASTE METAL 
Dealing with facilities for producing steel forg- 
ings, a 16-page, 2-color brochure stresses how 
these forgings reduce machining costs and wasted 
metal because contours conform to finished parts. 

American Brake Shoe Co., Amforge Div. 


Circle No. 30 on Inquiry Card—Page 17 


CRANK PRESSES FROM 50 TO 400 TONS 
Catalog 9-D (20-pages, 2-colors) illustrates various 
straight side single crank presses with capacities 
from 50 to 400 tons. They are arranged for many 
accessories such as die cushions and knockouts. 


E. W. Bliss Co. 
Circle No. 31 on Inquiry Card—Page 17 


BLAST CLEANING USES NEWER ABRASIVES 
A full line of blast cleaning barrels is covered in 
bulletin No. 225. Specifications are given for sizes 
from 1% cu ft to 27 cu ft. It describes cost sav- 
ings with unit using the new abrasives. 


Pangborn Corp. 
Circle No. 32 on Inquiry Card—Page 17 


AUTOMATIC BUFFS FOR SPECIFIC NEEDS 
An attractively designed 12-page catalog covers 
a line of automatic buffs designed to meet specific 
needs in a variety of industrial finishing applica- 
tions, such as contoured surfaces, etc. 
American Buff Co. 


Circle No. 33 on Inquiry Card—Page 17 


A GUIDE TO STRAPPING TOOLS, ACCESSORIES 
A six-page brochure contains complete descrip- 
tions and how-to-order information on tensioning 
tools, sealers, seals, cutters, strapping, accessories 
and combination units, Photos illustrate applica- 
tions. 


A. J. Gerrard & Co. 
Circle No. 34 on Inquiry Card—Page 17 
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LUBRICATION, STEAM, LIQUID, AIR FITTINGS 
Complete information, specifications and prices on 
adapters, couplings, nipples, hose stems, tubing 
and other units for lubrication, steam, liquid or 
air applications are included in catalog No. 17-D. 

J. N. Fauver Co., Inc. 


Circle No. 35 on Inquiry Card—Page 17 


AUTOMATIC TURRET LATHES INCREASE OUTPUT 
Some thirty case histories of record performances 
with a line of automatic lathes are detailed in a 
24-page fully illustrated catalog. Line drawings 
point up the operational techniques employed. 

Potter & Johnson Co. 


Circle No. 36 on Inquiry Card—Page 17 


STEEL SCAFFOLDING, HOISTING TOWERS 
Catalog No. 56 consists of a complete description 
of the various parts employed for erection of 
tubular steel scaffolding and materials hoisting 
towers. Complete line drawings are supplied. 


Beaver Art Metal Corp. 
Circle No. 37 on Inquiry Card—Page 17 


SPACE HEATING WITH HEAVY FUEL OIL 
All models of fuel oil heaters are covered in an 
attractive 20-page, 2-color bulletin, No. 743. There 
is detailed information on dimensions, capacities 
and installation. Tables help select proper heater. 
Manning and Lewis Enrg. Co. 


Circle No. 38 on Inquiry Card—Page 17 


AIDS TO BETTER CASTINGS BUYING 


A glossary of terms for users of iron castings 
fills 36 pages with explanation of over 150 tech- 
nical terms used by suppliers and users of castings. 

International Nickel Co. 


Circle No. 39 on Inquiry Card—Page 17 


CHARACTERISTICS OF VARIOUS SYNTHETICS 
Properties of synthetic resins, plasticizers, pen- 
taerythritol, and nonionic surface-active agents 
are listed in an eight page brochure. Their gen- 
eral applications in industry are given. 

Hercules Powder Co., Synthetics Dept. 
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PLATING EQUIPMENT DESIGNED FOR 

BETTER PRODUCTS 
A catalog describes a line of heavy duty produc- 
tion plating barrels, single and multiple plating 
units, cylinder loading and unloading stands, 
alkali cleaning and rinsing units. All are designed 
to achieve better products. 


George A. Stutz Mfg. Co. 
Circle No. 41 on Inquiry Card—Page 17 





Circle Inquiry Card Opposite Page 17 
to Obtain These Catalogs 
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NEWS OF YOUR Suppliers 





W. F. Morrissey has been named 
England district sales manager 





W. F. Morrissey 


or the American Chain Division, 

American Chain & Cable Co., Inc., 

Bridgeport, Conn. He will headquarter 
South Boston, Mass. 


H. G. Cheney has been named mid- 

estern regional sales manager for the 
Electronic Tube Division of Westing- 
house Electric Corp. Pittsburgh. He 
will headquarter in the Merchandise 
Mart Building in Chicago. 


Adamas Carbide Corp., Kenilworth, 
N. J., has appointed Pierce Frauenheim 
is a sales representative in western 
Pennsylvania. At the same time, Don 
R. Manecke was made sales representa- 
tive in Wisconsin, and the R. C. Dom- 
brow: Company was named to handle 

orthern Illinois and northern Indiana. 


The appointment of Walter H. Prine 
as head of the Electroplating-Chemical- 
Catalyst Section of the Nickel Sales 
Department has been announced by 
the International Nickel Co., Inc., New 
York. 


Telecom, Inc., Kansas City, Mo., has 
named W. P. Hercules as sales man- 
ager. He will supervise all sales per- 
sonnel as well as the firm’s distributor 
and dealer organization. 
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In a series of personnel changes in 
the sales department of Inland Steel 
Co., Chicago, James C. Fausch was ap- 
pointed assistant manager of the tin 
plate and export division, Samuel G. 
Wagner replaced Mr. Fausch as as- 
sistant manager of the sheet and strip 
division, and William H. Eichengreen 
was named assistant manager of the 
division to handle sales of secondary 
products. William D. Truesdale, Jr., 
was made manager of the claim divi- 
sion. 


Matt Conley, sales engineer for the 
Timken Roller Bearing Co., Canton, 
O., has been appointed district man- 
ager for the Timken Company’s Steel 
and Tube Division in Milwaukee. At 





M. Conley 


the same time, it was announced that 
Bruce Wise and John Szuhay had com- 
pleted their sales training course and 
been assigned to Timken offices. Mr. 
Wise goes to Los Angeles and Mr. 
Szuhay to Cleveland. 


The addition of two application engi- 
neers to the New York and Newark 
sales offices of the Reliance Electric & 
Engineering Co., Cleveland, has been 
announced. Peterson Nesbit is the new 
member of the New York office, and 
Albo D. Bua goes to Newark. 





Fred C, Stockinger has been made 
west coast district manager for the Bay 





F. C. Stockinger 


State Abrasives Products Co., Westboro, 
Mass. 


The Elwell-Parker Electric Co., 
Cleveland, has named Landes, Zachary 
and Peterson Co., Denver, as distributor 
in Colorado, Wyoming, Utah and New 
Mexico. 


Russell Herig, formerly associated 
with Nye Tool Co., has been appointed 
field sales manager for Beaver Pipe 
Tools, Inc., Warren, Ohio. 


Charles E. Vanderpool has been pro- 
moted to the post of sales manager for 
the Rotor Tool Co., Cleveland. 


Lukens Steel Co., Coatesville, Penna., 
has announced three promotions in its 
Sales Division. W. Harrison Lackey, 
former manager of plate sales, is now 
manager of field sales. Charles A. 
Carlson, Jr., is now manager, carbon 
plate sales, and Robert L. Cahoon, 
former assistant manager of clad and 
foreign conversion, takes over as man- 
ager, alloy plate sales. 


American Brake Shoe Co., New York, 
has appointed N. George Belury as 
sales vice president. 

(Please turn to page 24) 
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SEND FOR ~ BROCHURE From the initial strip steel to the final packaged product, 
This new, illus- 


trated, fact- 
packed brochure 
tells how GM 
Steel Tubing can 
— solve design 
and production 
problems. Send 
today for your 
free copy. 


one continuous process makes GM Steel Tubing and 
converts it into finished push rods. 

Here is a perfect example of how modern “automation” 
can produce better products faster and for less money. 
Why not find out today how Rochester Products and 
GM Steel Tubing can automationally do the same for you. 





SEE SWEET’S PRODUCT DESIGN FILE . 





DDUCTS 
By stexi Tusinc DIVISION OF GENERAL MOTORS 
ROCHESTER, N.Y., U.S.A. 


ALSO MANUFACTURERS OF ROCHESTER CARBURETORS AND ROCHESTER CIGAR LIGHTERS 
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Peter Gasperini has joined the sales 
lepartment of Cooper Alloy Corp., 
Hillside, N. J. He has been assigned to 

Valve & Fitting Division. 


r. Kenneth Haven, former executive 
president of Reichhold Chemicals, 





T. K. Haven 


has been appointed vice president 
the Detrex Corp., Detroit. 


reorge Bell, a veteran among air- 
ft industry suppliers, has been 
med to head up the west coast op- 
erations for Resistoflex Corp., Belle- 
ville, N. J. 


he appointment of L. P. Kahler as 

duct manager, Paint Sales Division, 

; been announced by Joseph Dixon 
Crucible Co., Jersey City, N. J. 





H. M. Wentley 


Stone Container Corp., Chicago, has 
made Howard M. Wentley general 
manager of its Pittsburgh division. 


Pesco Products Division of Borg- 
Warner Corp., Bedford, O., has opened 
a new district sales office at 725 Union 
Arcade Bldg., Davenport, Iowa. 


William J. Freund is the sales man- 
ager of the new Electric Car Division 
of Victor Adding Machine Co., Chi- 
eago. He will headquarter in Chicago. 
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Theodore I. Dunn, Jr., has been 
appointed assistant vice president of 
sales for Russell, Burdsall & Ward 
Bolt and Nut Co., Port Chester, N. Y. 
His chief responsibility is the super- 
vision of eastern sales. At the same 
time, it was announced that James M. 
Bell will take over the post formerly 
held by Mr. Dunn, Pacific Coast sales 
manager. 


Walter S. Snodell has been named 
sales manager of the Special Products 
Division, Acme Steel Co., Chicago. He 
succeeds W. M. Minehart, who is re- 
tiring after 38 years with the company. 


Ward H. Pitkin is now general sales 
manager of Oliver United Filters, Inc., 
New York. 


Rudolf Torbico, formerly associated 
with Moore-Wright Company and Ford 
and General Motors, has joined the 
Carboloy Department of General Elec- 
tric Co., Detroit, as a field sales repre- 
sentative. 


Turbine Equipment Co., New York, 
has advanced Harold Sinclair from 
president to chairman of the board, 





H. Sinclair 


D. Miller 


and Donald F. Miller from executive 
vice president to president. Paul E. 
Linthwaite, formerly sales engineer, 
has been made vice president in charge 
of machinery sales. 


The naming of William E. Bailey as 
Chicago industrial area representative 
for industrial air conditioning equip- 
ment has been announced by Dravo 
Corp., Pittsburgh. 


The new manager of the Chicago 
branch office of the Colson Corp., 
Elyria, O., is John Schippers. He was 
formerly Chicago branch manager for 
Service Caster & Truck Corp. 


The promotion of two sales execu- 
tives has been announced by Exide 
Industrial Division of the Electric 
Storage Battery Co., Philadelphia. 
Charles H. Leet, Pittsburgh branch 
manager since 1949, has been trans- 
ferred to the firm’s larger Chicago of- 
fice as assistant branch sales manager. 
R. L. Kegg, formerly branch sales 
engineer at Pittsburgh, succeeds Mr. 
Leet as branch sales manager there. 


Harry F. Ogden, Jr., has been named 
sales manager of the Precision Ther- 
mometer & Instrument Co., Philadel- 
phia. 


J. J. Langlois has been named gen- 
eral sales manager of General Dry 





J. J. Langlois 


Batteries, Inc., Cleveland. He was 
formerly national sales manager of 
the visible records division of Reming- 
ton Rand Inc. 


The Jackson Supply Co., Mobile, 
Ala., has been appointed a distributor 
of the Republic Rubber Division, Lee 
Rubber & Tire Corp., Youngstown, 
Ohio. 


D. W. Anderson has been made sales 
manager for the newly-formed na- 
tional sales organization of the Instru- 
ment Division of Clary Multiplier Corp., 
San Gabriel, Calif. 


Gar Wood Industries, Wayne, Mich., 
has appointed H. J. Howerth as product 





2 


H. J. Howerth 


sales manager for Gar Wood truck 
winches and cranes. He had been 
assistant sales manager of hydraulic 
hoists and dump bodies. 





Additional News of Your Suppliers 
will be found following the 
Industrial Development section 
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WHATEVER YOUR ROLLER 
BEARING APPLICATION 


Earthmovers, jet turbine engines, 
rolling mill equipment, truck axles— 
you name it! Bower builds a com- 
plete line of tapered, straight and 
journal roller bearings including a 
size and type to fit your product. 
What’s more, these dependable 
bearings have proved themselves in 
virtually every conceivable type of 
application. Their built-in quality, 
skillful engineering and advanced 
design features provide such im- 





BOWER TAPERED ROLLER BEARINGS 
INCORPORATE ADVANCED SPHER-O- 
HONED DESIGN! Spherically gener- 
ated roll heads and higher flange with 
larger, two-zone contact area reduce 
wear, improve roller alignment and 
virtually eliminate “end play.” This 
helps hold adjustment and pre-load 
longer and better. Larger oil groove 


portant bearing advantages as provides positive lubrication. 
reduced wear, longer life and lower 
maintenance requirements. Let a 
Bower engineer give you full details 


on the complete Bower line. 


BOWER STRAIGHT ROLLER BEARINGS 
ARE BUILT TO CARRY MAXIMUM 
LOADS! Integral two-lip race in- 
creases rigidity—keeps rollers in 
proper alignment at all times. Steel 
cage allows free movement of rollers 
between races during normal oper- 
ation. High-grade alloy-steel rollers 
and races are precision-ground for 
quieter, smoother operation. 





BOWER ROLLER BEARING COMPANY 
DETROIT 14, MICHIGAN 


A COMPLETE LINE OF TAPERED, STRAIGHT AND JOURNAL ROLLER BEARINGS 


for every field of transportation and industry 














ROLLER BEA RAEN GS 
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the dirt flies faster—now 
with MUSCLES OF STEEL 


straining laborers plying pick andshovel You'll find Wickwire Rope, too, in the 
re a bygone memory because of today’s mines and the quarries...in the oil 
<cavating and road-building equipment. fields and logging camps... with the 
Modern power shovels and draglines use _ fishing fleets...and in numerous ma- 
cles of steel—rugged wire rope—to terials handling operations. Whatever 
keep the dirt flying fast. the job may be, the extra care and 
Helping to clear the way for needed quality fabrication that goes into Wick- 
ighways is another of the important wire Rope proves itself in longer life, 
i1ys in which Wickwire Rope con- more economical service and utmost 
tributes muscle to America’s might. _ reliability. 


every industry benefits from wire rope 


AS Wy, 
a: acelin " Mes Svar 
CK WIRE ‘(| of 


PRODUCT OF WICKWIRE SPENCER STEEL DIVISION \iMN nd 
THE COLORADO FUEL AND IRON CORPORATION a aa. 


Ds at 
aj Paco 
THE COLORADO FUEL AND IRON CORPORATION—Abilene ex.) « Denver + Houston + ret tg + Salt Lake City » Tulsa 


+ Spokane 
WICKWIRE SPENCER STEEL DIVISION—Beston + Bullalo « Chattanooga + Chicago + Detroit « Emlenton (Pu.)« New Orleans « New York « Philadelphia 
For More Information Circle No. 121 on Inquiry Card—Page 17 
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FROM THE RECEIVING OF SUPPLIES THROUGH STORAGE, 
PRODUCTION AND PACKING, TO THE SHIPMENT OF Bi 
FINISHED PRODUCTS... EXIDE- POWERED TRUCKS AssuRE Ja 
FAST, SAFE, PRECISE HANDLING AT LOWEST COST 
FOR OPERATION, MAINTENANCE AND DEPRECIATION. 
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zarcesT u.s. ORY AEINDED wvoro PLANT 
DEPENDS ON EXIDE-MANCHEX BATTERIES ! 


THIS 33,700 K.W. HYDROELECTRIC PLANT IN WISCONSIN NEEDS 
NO OPERATORS, BUT DOES RELY ON EXIDES TO FURNISH 
STAND-BY POWER FOR SWITCHES AND EMERGENCY NEEDS, 


NCECOYS BVER 0N THE BARRE 


WHEN LIGHTS GO OUT, EXIDE LIGHTGUARD UNITS GO ON, INSTANTLY, AUTOMATICALLY ! 
THEY PROVIDE ADEQUATE AND DEPENDABLE EMERGENCY LIGHTING PROTECTION 
IN RAILROAD STATIONS, FACTORIES, STORES, SCHOOLS, THEATRES, OFFICES, 
WHEREVER PEOPLE CONGREGATE, PROTECT YOUR PEOPLE AND PROPERTY 
AGAINST LIGHTING FAILURES. WRITE FOR DETAILS, DEMONSTRATION. 











EXIDE INDUSTRIAL BATTERIES ARE BUILT FOR LONGER LIFE AND GREATER 


POWER, LET AN EXIDE SALES ENGINEER SHOW YOU HOW EXIDES CAN 
IMPROVE YOUR OPERATIONS, CUT COSTS, PROTECT YOUR BUSINESS. 





| 4 
Ex ide i N D U S T ~ | A L D | V | S | 0 N » The Electric Storage Battery Company, Philadelphia 2, Pa, 
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HE Journal of Commerce reports 

the growing trend—and the tre- 
mendous success—of travel incen- 
tives as top prizes in sales contests. 
It quotes Dick Todd, president of 
Todd Enterprises, a New York 
agency specializing in this sort of 
work, as estimating that at least 
120,000 supersalesmen and dealers 
have taken luxury trips this year as 
a reward for topping their quotas, 
and that the number of concerns 
using travel incentives will double 
in 1955. An all-expense week for 
two in Bermuda is the most popu- 
lar prize package offered, but that is 
by no means the limit. Westing- 
house and Carrier Corporation 
dangle Paris before their panting 
representatives, and General Elec- 
tric radio and TV dealers are even 
now competing for a 17-day Carib- 
bean cruise. Nassau, Havana, Mexico 
City, Acapulco, and “Anywhere, 
U.S.A.” are also on the list. If this 
trend continues, we shall have to 
revise the classic query, “Do your 
traveling salesmen sell, or merely 
travel?” We shall have to ask “Do 
your salesmen merely sell, or do 
they travel?” 


UTBOARD speed champion is 

P. A. Bob Seeger of Morton 
Manufacturing Company, Chicago. 
Sailing a “B” stock hydroplane with a 
speed close to 60 mph., he has taken 
first place at Quincy, Sheboygan, 
McHenry, and Manteno racing 
meets. He is a member of the 
American Power Boat Association 
and the Outboard Club of Chicago. 


HE CITY of Wilmington, Del., 

turns to the experts for advice 
on its municipal purchasing prob- 
lems. Mayor A. F. Walz has ap- 
pointed a special committee to study 
the feasibility of centralized pur- 
chasing for the city, naming H. B. 
Van Dyke, Division Purchasing 
Agent of Hercules Powder Company 
as chairman, working with A. C. 
Jones, Manager of the Basic Mate- 


F.0.B.  i% 


FILOSOFY OF BUYING 





rials Division of DuPont’s purchas- 
ing department, and W. P. Jackson, 
Assistant Purchasing Agent of the 
Delaware Power & Light Company. 
The study will cover three ques- 
tions: 

1. Can savings be achieved in the 
purchase of supplies used by the 
several city departments? 

2. If the committee is satisfied that 
appreciable savings can be made, 
what plan should be developed that 
will fit the city’s needs? 

3. Can a plan be prepared which 
will provide an efficient and eco- 
nomical administrative organization, 
so that savings effected through 
central purchasing are not lost in 
the cost of operation? 

Based on the committee’s recom- 
mendations, legislation will be in- 
troduced at the January meeting 
of the General Assembly. 


TEADY JOB: Oldest employee 
S of Harris County, Texas, in point 
of service, is Purchasing Agent H. J. 
Lahrssen, with 47 years of public 
service to his credit. This unusual 
record was disclosed when the em- 
ployees in his department recently 
baked a cake and had a gala office 
luncheon to celebrate his 69th birth- 
day. 


RHUBARB of some propor- 

tions developed when the Bar- 
ron Park (Cal.) Fire District Com- 
missioners recently discovered that 
the Board’s purchase orders were 
signed twice, on separate lines, by 
the same person. The criticism sub- 
sided somewhat when it was fur- 
ther disclosed that the Board itself 
had (1) written into its constitution 
a regulation that orders must be 
signed by the purchasing agent and 
by the secretary of the Board, and 
(2) subsequently appointed the 
same individual to both positions. 
The situation was further compli- 
cated by the fact that the constitu- 
tion under which this procedure 
had been carried out for some five 
















































PuRCHASING 





Sale 

aad | 
port 
wor] 
C ust 


Hov 
tom: 
beve 
will 
by |] 
the 


friv' 


turt 


mer 
he » 
was 
sch 
twe 
que 
wa: 
ple 
rul 
bee 
tior 
eff 
tail 
ger 


clu 

























hain 


SAAS 5 Lindt BDA: 





years had been declared invalid 
by the current Board. Red tape is 


Salesman”: 








2asy to manufacture, but untangling 
t is a more difficult matter. 


USINESS columnist Elmer Roess- 
3 ner quotes a purchasing agent 
writing on the topic “If I Were a 


“If I were a salesman, and an op- 
sortunity presented itself after 
work, I would be willing to buy a 
customer a drink or two at my 
ountry club or cocktail lounge. 
However, I would never give a cus- 
tomer a bottle or more of alcoholic 
beverage. You never know what he 
will do with the contents, whereas 
by buying a drink or two you have 
the opportunity of terminating such 
frivolity at any period.” 


HE Director of Purchases for 

Chicago’s public schools was dis- 
turbed at the lack of competition 
in bidding on furniture require- 
ments. Checking into the matter, 
he found that most of the furniture 
was specially designed by the 
school department of architecture 
twenty years ago to meet the re- 
quests of departments in which it 
was used, and the specifications, re- 
plete with special features that 
ruled out standard models, hadn’t 
been changed since. The specifica- 
tions engineer is currently meeting 
with the several departments in an 
effort to eliminate specialized de- 
tails and open the way for more 
general bidding. About a dozen 
types of furniture are involved, in- 
cluding typewriter and art desks, 
chairs, storage cabinets, and various 
types of work benches. 


AX SPECIALISTS of the Treas- 

ury Department were recently 
called upon for a ruling. This 
may not be on your regular list of 
purchases, but it may be of interest 
to know that when a baseball club 
is purchased in toto, players’ con- 
tracts cease to be deductible and 
become depreciable assets. 


LL’S QUIET on the textile front. 

In its fall report, the Textile 
Committee of N.A.P.A. observed: 
“Several committee members are 
away on vacation and, to judge 
from the few reports received from 
others not on vacation, the entire 
committee could well stay away, 
business being what it is.” 


For More Information Circle No. 124 
on Inquiry Card—Page 17— 
















































































If you've passed up using metal powder 
finished machine parts because your 
applications require units of greater 
strength and ductility than they nor- 
mally provide, then you will want to 
investigate STEEL OILITE. 


Here is a new, yet thoroughly proved, 
metal powder product that is saving 
users from 35% to as high as 96% over 
conventionally produced precision fin- 
ished machine parts. 


OILITE 





Dept. B-12 


NoW. .. Another Chrysler First! 


Finished 
Machine Parts 


of STEEL 
OILITE 


for applications requiring 
extreme ruggedness, low wear, 
and unusual ductility. 


STEEL OILITE Finished Machine , Parts 
provide revolutionary new strength and 
ductility that makes these big savings 
practical on countless new applications 
where component parts need to be 
especially tough. 


Write today for the New 
Bulletin on STEEL OILITE 
just published. It’s yours for 
the asking. Please request 
Bulletin STM-54. 





CHRYSLER CORPORATION 


AMPLEX DIVISION 
Detroit 31, Mich. 


FIELD ENGINEERS THROUGHOUT THE UNITED STATES AND CANADA 


OILITE PRODUCTS INCLUDE: Bearings, Finished Machine Parts, 
Cored and Solid Bars, Permanent Filters and Special Units of Non- 


Ferrous and Ferrous Metals and Alloys including Stainless Steel. 
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Wagner Liquid-Filled 
Load Center Transformers 
designed for flush mounting 








Now, Wagner Noflamol (non-inflammable nected design. These transformers can 
liquid-filled) Load Center Transformers are be flash-mounted with any make of switch- 





















available in a new, improved close-coupled de- _ gear to form a neat, compact, streamlined 
sign, as well as in the standard throat-con- unit substation for modern industrial 
service. 
Wagner close-coupled transformers are 
Wagner available in ratings from 500 through 
Throat-Connected Unit 2000 kva. They are carefully designed to 
Substation Transformers meet your distribution requirements. 
Si cnafions ineetasien, ox Look to Wagner for better transformers 
eietamen Mconthe periork that assure a continuous, dependable flow 
Sises liquid dilled trans- of power. Your nearby Wagner engineer 
kva, 15 kv and below. Bulle- will be glad to help you solve your load- 
tin TU-13 gives full infor- 
mation. center problems. Call the nearest of ovr 
32 branch offices, or write us. 








ABO <0 ELECTRIC MOTORS 


WAGNER ELECTRIC CORPORATION TRANSFORMERS 


6360 PLYMOUTH AVE., ST.LOUIS 14, MO., U.S.A. INDUSTRIAL BRAKES 


AUTOMOTIVE 
BRAKE SYSTEMS— 
AIR AND HYDRAULIC 


BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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MAINTENANCE MEN PREFER 
O-B GATE VALVES... 













@ Ask almost any maintenance man 
this question: “What do you like 
most about Ohio Brass valves?” 
Nine times out of ten will come 
back the answer: “The Flexitite 
Disc.*” 

When a maintenance man installs a gate 
valve, he doesn’t want to be called back 
to the same location in a week because it's CLOSING 
leaking. And one sure way to avoid call 
backs is to use an O-B gate which features 
the Flexitite Disc. 

This disc provides absolute tight shutoff 
on steam, water, air, gasoline, gas, oil and 
vacuum systems. Note that hard-to-hold 
gasoline is included. 

The slotted disc has a slight flexibility 
which automatically compensates for small 
misalignment of seat faces...providing all- 
around tight contact between disc and seat 


ADJUSTING 
surfaces every time the disc closes. 


O-B bronze gate valves, featuring the LEAK TIGHT 
Flexitite Disc, are available in sizes up to 
three inches, and for up to 200 pounds 
working steam pressure. Buy them from 


your Ohio Brass distributor. 


Ohio Brass Company 
Mansfield, Ohio 
BRONZE GLOBES, ANGLES, GATES AND CHECKS FOR 
INDUSTRIAL AND DOMESTIC SERVICES 
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Many manufacturers use FLextocs to fasten motors, compressors and other vibrating equip- 
ment to mounting plates. FiEXLOCs won't work loose... they eliminate costly service calls. 


FLEXLOC locknuts reduce costly service calls 


FLExLoc locknuts do this because 
they stay put anywhere on a bolt as 
soon as their locking threads are fully 
engaged. Even the most severe vibra- 
tion will not work them loose. 
FLEXLOcs offer many other advan- 
tages, too. They are one piece. They 
eliminate complicated, time-consum- 
ing methods of locking studs and 
bolts. They provide simpler, faster 
application and safer, more depend- 
ible locking than plain nuts and 
lockwashers, castellated nuts and 
cotter pins, nuts and jam nuts. They 


save buying, stocking and handling of 
extra parts. They are all metal. They 
have higher tensile strength than most 
other lock nuts. They permit you to 
stock only one nut for all tempera- 
tures to 550°F. They are reusable. 
They can be applied again and again 
without losing locking efficiency—a 
plus value in maintenance. 

For information about FLEXLOocs 
and samples for test purposes, see 
your FLEXxLoc distributor or write 
STANDARD PRESSED STEEL Co., 
Jenkintown 31, Pa. 


FLEXLOE tocknut Division 


Starting. A FLEXLOC starts like 
any ordinary nut. Put it on 
with your fingers. Tighten it 
with a standard hand or 
speed wrench. 


Beginning to Lock. As the 
bolt enters the segmented 
locking section, the section is 
expanded, and the nut starts 
to lock. 


Fully Locked As a Stop Nut. 
When 114 threads of a stand- 
ord bolt are past the top of 
the nut, the FLEXLOC is fully 
locked. A FLEXLOC does not 
have to seat to lock. 


Fully Locked As a Seated 
Nut. When it is used as a lock 
or stop nut, the locking threads 
of the FLEXLOC press inward 
against the bolt, lifting the 
nut upward and causing the 
remaining threads to bear 
against the lower surface of 
the bolt threads. Vibration 
will not loosen a FLEXLOC, yet 
there is no galling of threads. 


JENKINTOWN PENNSYLVANIA 
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Roebling drum packs are shipped on pallets unless 
otherwise specified. This gives you today’s easiest, 
least expensive method of moving and stacking wire 

Wiis Micld Miata Se Mullahs Milt mala Laie 


IN ADDITION to producing top quality high carbon wire, 
Roebling has developed many special methods of packing 
...and some one of these, or some other method which may 
be developed for your specific requirements, may save a con- 
siderable amount of time and money in your pl. unt. 

Certain types of wire, for instance, can be packed in hex- 
agonal fibre drum packs that provide superior protection and 
facilitate handling and storing wire. Drum packs do not have 
to be returned... save you bother, storage space and freight 
charges. 

You pay for the best when you buy high carbon wire. Make 
sure you get the best, in wire ‘and packing too. Always - cify 

Roe bling. John A. Roebling’s Sons Corporation, Trenton 2, N. |. 


© ROEBLING 


Subsidiary of The Colorado Fuel and Iron Corporation 


ATLANTA, 934 AVON AVE + BOSTON, S!ISLEEPER STS S PITTSBURGH ST + CHICAGO, 
S525 W. ROOSEVELT RO «+ CINCINNATI, 3253 FREDONIA AVE « CLEVELAND, 13225 
LAKEWOOD HEIGHTS BLVD. + DENVER, 480! JACKSON ST + DETROIT, 91S FISHER 
BLOG + HOUSTON, 6216 NAVIGATION BLVO + LOS ANGELES, 5340 £€. HARBOR STs 
NEW YORK, 19 RECTOR ST + ODESSA, TEXAS, 1920 E. 2ND ST + PHILADELPHIA, 230 
VINE ST + ROCHESTER, 1 FLINT ST + SAN FRANCISCO, 1740 17TH ST + SEATTLE, 900 
1ST AVE S&S. « ST. LOUIS, 3001 DELMAR BLVD «+ TULSA, 321 N. CHEYENNE ST « 
EXPORT SALES OFFICE, TRENTON 2, N. J. 


If. you wish, Roebling spools will be delivered on 
a pallets with separators, providing the easiest and 

most economical means of handling and stacking 
at wire with fork trucks 











Real “PULL” 





.-- 3,000,000 Lbs. Worth 





























These forgings are fixtures for an 
enormous testing device that can 
exert 3,000,000 Ibs. pull. They 
were forged and precision ma- 
chined at NATIONAL FORGE to 
very close tolerances. As an ex- 
ample, there is less than .003 in. 
play in the threads top and bottom 
combined — considerably less than 
the specifications called for. To the 
customer, it means testing data will 
be more accurate and informative. 


No matter what type of machin. 
ing you require, whether large or 
small, simple or intricate, National 
Forge has the equipment and expe- 
rience to turn it out to your com- 
plete satisfaction. 











This is another example of National Forge’s 


capacity for high precision machine work. 


NATIONAL FORGE AND 


PRODUCES BETTER STEEL FORGINGS AND MACHINE WORK 


Cd 


RDNANCE COMP 


ANY IRVINE, WARREN COUNTY, 





PENNSYLVANIA 
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SHIPPING 



























Don’t risk shipping goods “just any old way” 
if it's economy you crave... 


You're thriftier to send’em RAILWAY EXPRESS 
— it's swift and it's sure, so you save! 


eee eee hed te tk hh), 


The big 


difference is —\ 


Whether you're sending or receiving... ph MZ 
whether your shipment is big or small... E » 4 Pp 1 E S S ; 


whether it’s by rail or air... for the <| ~ 
best answer to your shipping problem, G ‘al | C 
call Railway Express first. A complete 
shipping service in the American tradition 


of private enterprise. 


As a contribution in the public interest, 
RAILWAY EXPRESS will take your orders for CARE. 


eee Safe, swift, sure 


; For More Information Circle No. 130 on Inquiry Card—Page 17» 
DECEMBER, 1954 ott 


OB 


For More Information Circle No. 131 on Inquiry Card—Page 17 


PURCHASING 





Where theres a SPECIAL Need 


THERE’S 


lf you need it. . . it’s included in ARROW-HART’S 
complete line of wiring devices, and it's the 
highest quality wiring device you can buy to 
meet that need. 


If your plant requires . . . wiring devices that will stand 
up and take it under severe use . . . devices that can be 
at the mercy of the weather in out-of-door locations and 
still deliver continuous performance . . . devices that will 











CORBIN 
WEATHERPROOF DEVICES 


For use in locations exposed to the 


weather, or wherever moisture may get 


plating 
cafeterias, wash 


at switches or receptacles . . . 


rooms, boiler rooms, 


rooms, etc. Receptacles include single 


porates 
and duplex models with self-closing or 


screw-on cover caps. Warning lights 


and combinations are also available. key. 


POLARIZED DEVICES 
2, 3 and 4-WIRE 


Spell s-a-f-e-t-y for plant personnel 
and equipment. They maintain po- 
larity at all times. Made-to-order for 
portable electrical equipment, heat- 
ing and lighting units, and wher- 









1281-FS bd r ‘ : 
Features . 
7809 “FS” Type 
Cover 
5272 i 5 


ROTARY LOCK SWITCHES 


Provide plant security, give 
positive protection to 
safety lights and other cir- 
cuits. Prevent tampering by 
unauthorized persons. Incor- 
genuine 
pin-type tumbler lock; can be 
actuated only by a special 


a 


SPECIAL PURPOSE 


prevent tampering by unauthorized persons . . . devices 
that will protect personnel from injury and equipment 
from damage . . . devices that cannof disconnect acci- 
dentally . . . devices for any purpose . . . ARROW-HART 
HAS THEM ALL AND ALL ARE UNMATCHED FOR 
PERFORMANCE DEPENDABILITY . QUALITY. 


And to give you prompt delivery, Arrow-Hart serves you 
through leading Electrical Distributors of wiring devices. 


XT-7101-R 


XT-9763 


XT-7313-R 









XT-7413-R 


mt XT-9965 


HART-LOCK Interlocking DEVICES 


Caps, connectors, plug bases, motor bases, motor 
plugs and flush receptacles, including “No-Trak” 
receptacles and connectors. Cannot disconnect ac- 
cidentally. Prevent current interruptions that en- 
danger personnel and waste time, money. Ideal 
for use with maintenance equipment, office 
machines, electric cranes, lifts, magnets, etc. Easily 
incorporated in new equipment or installed as 
replacements. 








vital 


Corbin 





€ 5269 


GROUNDING TYPE DEVICES 
2 and 3-WIRE 


Provide positive identification of 


grounded circuits. Exposed metal 
parts of plant electrical equipment 
are grounded to make safe opera- 


tion certain. Fully meet requirements 



































ever heavy-duty loads must be : “ 
handled. Present rigid electrical of the 1953 National Electrical Code. 
codes that promote safety make A-H offers the most complete line of 
these polarized wiring devices a grounding type wiring devices avail- 
plant necessity. able anywhere. . 
8147 
MAIL COUPON FOR FULL SPECIFICATION AND ORDERING INFORMATION Today! 
S22 ee Re ee ae ae SS ee SE SE RB BS RS eS eS eee ee 
SINCE | WIRING DEVICE DIVISION 
ARROW-HART 1 THE ARROW-HART & HEGEMAN ELECTRIC CO. 
ARROW ™ ; 103 HAWTHORN STREET, HARTFORD 6, CONNECTICUT 
+ °° +4 - Please send me free literature on Weatherproof, Hart-Lock, Polarized 
Quality Wining Devices £ and Grounding Type Devices . . . and Corbin Rotary Lock Switches. 
HART 3 
MOTOR CONTROLS « NAME 
“ 
APPLIANCE SWITCHES © ENCLOSED SWITCHES , POSITION 
seaicted = COMPANY 
THE ARROW-HART & HEGEMAN ELECTRIC CO. : CO. ADDRESS 
HARTFORD 6 CONNECTICUT - CITY ZONE STATE 
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DISTRIBUTORS OF 
INCO PRODUCTS 


Mill and Warehouse Service Centers 
for Inco Nickel Alloys (listed below) and 
Primary Nickel for alloying purposes. 


NORTHEAST & MIDDLE ATLANTIC 


Whitehead Metal Products Co., Inc. 


Baltimore 5, Md. 
Buffalo 7, N. Y. 
Cambridge 39, Mass. 
Harrison, N. J. 

New Haven 13, Conn. 
New York 14, N. Y. 
Philadelphia 40, Pa. 
Syracuse 4, N. Y. 


EAST-NORTH-CENTRAL 


Williams and Company 
Cincinnati 29, Ohio 
Cleveland 14, Ohio 

Columbus 8, Ohio 
Louisville 3, Ky. 
Pittsburgh 33, Pa. 
Toledo 2, Ohio 


MIDDLE WEST, CENTRAL & NORTH 


Steel Sales Corporation 
Chicago 23, Ill. 

Detroit 10, Mich. 

Grand Rapids 2, Mich. 
Indianapolis 18, Ind. 
Kansas City 8, Mo. 
Milwaukee 9, Wis. 
Minneapolis 13, Minn. 
St. Louis 10, Mo. 


SOUTHEAST 


J. M. Tull Metal & Supply Co. 
Atlanta 3, Georgia 


ee Up to the ears? 


Dallas 9, Tex. 
Denver 2, Colo. 
Houston 3, Tex. 

New Orleans 12, Lo. Quiet, please! This sad-eyed gent from our Gallery of Troubled Execu- 


tives has weighty problems to solve. 
PACIFIC COAST & FAR WEST 
Pacific Metals Company, Ltd. 





Lately, he’s been going to pieces at the drop of a purchase requisition. 


iaciainiecinc tok Particularly any on the subject of corrosion-resisting metals and alloys. 

“<< _ Maybe it’s time for someone to remind him of the extra services 
San Francisco 10, Cal. available through his Inco Distributor Salesman .. . 

NORTHWEST The Inco man knows where to go for answers to technical questions 

Eagle Metals Company dealing with corrosion engineering and high temperature engineering. 

Portland 12, Ore. He can furnish helpful literature and working instructions . . . and 

PRs cag ns wa practical advice on welding, machining, heat treating and other fab- 


ricating methods... 
CANADA 


‘i His Inco Distributor salesman represents a source of supply for sand, 
Wilkinson Company, Ltd. centrifugal and precision castings . . . and for hundreds of fabricated 
Edmonton, Alberta “he 2 3 
Vancouver, B. C. parts, such as fittings, fastenings and accessories. 
Robert W. Bartram, Ltd. 





Gouaaet en. He knows what special sizes and shapes are in warehouse stocks. He 
Alloy Metal Sales, Ltd. can frequently suggest alternate sizes or materials, so production can 
Toronto 2, Ont. be kept moving. He’s right there to arrange for outside cutting, shear- 
MEXICO ing or sawing jobs when in-plant facilities are inadequate or over- 
La Palace Co. Be Metales, 8. A. loaded. He is set up to handle mill orders quickly and smoothly and 
Mexico, Mexico, D. F to get delivery information promptly. 
Yes, our busy friend must have forgotten that the Inco Distributor 
salesman is equipped to serve him in more ways than one. But we 
HAS YOUR PROBLEM ALREADY hope you won't forget to call on your Inco Distributor salesman — 
BEEN SOLVED? Perhaps a man half- 


often — for the extra services he stands ready to provide whenever you 


way across the country — or even next need them 


door —has solved a metal problem 

similar to the one that’s facing you 

right now. That is why we think you 

will be interested ta reading “Tldhele THE INTERNATIONAL NICKEL COMPANY, INC. 

worth,”’ a quarterly publication report- 67 Wall Street New York 5, N. Y. 

ing new and unusual solutions to in- | Ni “ | All 

dustrial metal problems made possible nco IC e oys 
ick loys. i- YN ae com = 

wy Ones wie ™” ~—l pene NCO Mone ® ¢ “R”® Monet * “K”® Mone. * “KR”® Monet ¢ “S”® Monet 

mentary subscription, just send your ~ nana aeeerel 

uae Gad elit INCONEL® © INCONEL “X”® ¢ INcCONEL “W”® © INcoLoy® 

Nimonic® Alloys * Nivket * Low Carson Nicket ¢ DuRANICKEL® 


TRAOE mate 
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one of many 





Hyatt bearings 


[~~ ] ottering capacity— 


separability 


long life 


The Hyatt A-TS Bearing is one of five basic Hy-Load 
types featuring a separable inner race. 


Like all Hy-Loads, the A-TS is built with cylindrical rollers, 
so that it offers highest capacity for radial loads, plus the long, 
troublefree service assured by Hyatt’s precision manufacture. 
But beyond that, this particular Hy-Load type offers the 
design advantages of interchangeable separable components. 


With inner races removed, bearings of this type may be 

applied with rollers operating directly upon the surface of a 
suitably hardened shaft. This permits the use of larger- 

diameter shafts or smaller-size bearings, resulting in greater shaft 
rigidity or a saving in the cost of the bearing. 


If you aren’t already profiting through the use of Hyatt Hy-Load 
Bearings, contact a Hyatt sales-engineer or write 
today for our Catalog No. 150. 





id , ROLLER BEARINGS 


STRAIGHT | 


HYATT BEARINGS DIVISION ¢« GENERAL MOTORS CORPORATION © HARRISON, NEW JERSEY 
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STAINLESS... 
OLUGK 


ALLMETAL, one of the major suppliers 
of stainless steel fasteners to the metal 
working industries, is now in the top 
position to fill all your stainless steel 
fastener requirements. 


ew Garden City plant now operating at top speed 
and quality 


Complete range of screws, bolts, nuts, rivets and 
washers 


Over 9000 items in stock means immediate delivery 
from one source 


Unsurpassed facilities for quantity fabrication of 
specials 


A staff of seasoned engineers always availaole for 
consultation 


Pioneers in the manufacture of stainless steel 
fasteners 


WRITE NOW FOR FREE COPY OF 
FASTENER MANUAL P19 


MANUFACTURERS SINCE 1929 


SCREW PRODUCTS COMPANY, INC. 


GARDEN CITY NEW YORK 
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“You see Powell Valves everywhere. Naturally, since... 


. . engineers specify Powell Valves because they’re dependable and economical. 


Engineers also know Powell has a complete line of valves.” 
oT 

















FAMOUS 
for dependable flow control 


Powell Valves have a record of dependable flow control 
since 1846. And Powell can supply just the valve you 
need—for Powell probably makes more kinds of valves 
and has solved more valve problems than any other 
organization in the world. 

Available through distributors in principal cities. 
Made 4%” to 30” and for 125 pounds to 2500 pounds 
W.S.P. Bronze, iron, steel and corrosion resistant metals 
and alloys. On problems, write direct to The Wm. Powell 
Company, Cincinnati 22, Ohio. 


/ 
- Bowell Valves 7 
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The reason? SPANG CW Steel Pipe 
is uniform in every respect...a 
result of quality-controlled manufac- 


turing. 


—-SPANG CW has strong, 
uniform welds 


During the forming and welding of 
SPANG Pipe, automatic heat control 
eliminates temperature deviations. 
[his produces highest quality welds 


. ¢ 
~~. 


and assures uniform pipe strength 
through the entire length of the pipe. 


—SPANG CW has 
uniform diameter 


Finished pipe is carefully sized and 
straightened to assure uniformity. 
Careful testing and inspection elimi- 
nates any CW Pipe that does not 
come up to SPANG’s high standard. 


The result? SPANG CW Steel Pipe 


is easy to work with . . . easy to cut, 
bend, thread and weld. It saves you 
time on the job. . . gives you faster 
installations ...saves you money, too! 


SPANG CW Steel Pipe is tops for 
plumbing, heating, air conditioning, 
radiant heating and snow-melting 
systems. Call your nearest SPANG 
Distributor for complete information 
on SPANG CW Steel Pipe. Try it on 
your next job! 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Pittsburgh 30, Pa. District Sales 
Offices: Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis 


For More Information Circle No. 137 on Inquiry Card—Page 17 
+2 


For More Information Circle No. 138 on Inquiry Card—Page 17 > 
PURCHASING 





14-inch Heavy-Duty 
Holgun* handy for 
continuous service, 


only $45.00 


14-inch Shorty* Ball- 
Bearing Drill ideal for 
‘‘around-corner”™’ and 
close-quarter opera- 


tions. 


-inch Heavy-Duty 
ill. Largest, most 
verful. Use portably 


in bench stand. 
only $170.00 


only $69.00 


World's most popular general 
purpose drill, B&D %-inch 


Standard Drill. only $60.00 


Make light work 
of all your drilling jobs 


Get top drilling performance with construction, maintenance... and 
these Black & Decker Drills. Each to do the job accurately, effec- 
of them is compact, easy to handle, _ tively, fast. See your Black & 
light for its degree of power, re- Decker distributor for demonstra- 
duces worker fatigue. Each is actu- tions. For additonal information 
ally extra powered because it’s write to: THE BLack & DECKER 
driven by a B&D-built motor spe- MANUFACTURING Co., 

cially designed for it. Choose from Dept. 1712, Towson 4, 

among 31 models...for production, Maryland. 


For neorest distributor, 


LEADING DISTRIBUTORS EVERYWHERE SELL soe “toute Tomiie: 


Black& Decker. 


PORTABLE ELECTRIC TOOLS 


* Trade Mark Reg. U. S. Pat. Off. 





NEMA-rated at 200 amps. 


—bDut f 
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New Pati 
WH-250 


 Engine-Driven Arc Welder 


Here you get everything you’ve 
ever wanted in an engine-driven 
welder — including cost-cutting 
features you don’t get from any 
other: 

(1) The P&H WN-250 has 
more capacity than other weld- 
ers with the same rating. 

(2) It has a full 20-gallon gas 
tank. 

(3) It is powered by a direct- 
connected 180GLU Waukesha 
gasoline engine, water-cooled and 
built for heavy duty. Not an 
automotive light-weight. Avail- 
able with electric starter. 

(4) P&H idling device estab- 
lishes the rated speed of 1800 
rpm as soon as the arc is struck. 
This speed is maintained for a 
set period after the arc is broken. 


he SN Line 


‘, 
a o 


“ mw 
Nod 


yoy 


a 


TRUCK CRANES 


ulls 300 amps.! 


of gas! 


= 


(5) P&H Dial-lectric Control 
provides stepless heat adjustment 
over the entire high or low range. 

(6) It has pre-lubricated bear- 
ings, to reduce the need for serv- 
icing and insure longer life. 

(7) Auxiliary AC power sup- 
ply (IKVA) permits floodlight- 
ing and running power tools. 

You’re money ahead with a 
P&H WN-250. Ask your P&H 
representative or distributor for 
all the facts. Or, write for bulletin. 


w WELDING DIVISION 


HARNISCHFEGER 


CORPORATION 


4577 West National Avenue 
MILWAUKEE 46, WISCONSIN 


DiFSEL ENGINES POWER SHOVELS 


a 


bead 


PREFABRICATED HOMES «= ELECTS 


HOISTS 


Nn DPE sects ste is eege o 


Sak 


* AE is ad 


Both engine and generator are 
mounted on a sturdy poe Two-wheel 
mounting also available. 


] 


3h: 


AT bade ee J 


Continuous 
8-hour welding test 
demonstrates 
the extra stamina 
of the 
P & H WN-250 


You can’t beat welding performance 
like this: In a recent test, the PRH 
WN-250 operated continuously for 8 
hours on a 70% duty cycle. 

A 542” electrode was used with 300 
feet of cable. There were 250 amps. 
at the electrode. So that test would be 
continuous, three welding operators 
were used. When one got tired, another 
took over. All used the drag technique 
with a 6010 rod—which is as close 
to a short circuit as you can get. 


At the end of 8 hours, the P&H 
generator was still cool. And the WN- 
250 was still rarin’ to go—the weldors 
were worn out, but not the machine. 


SOL STABILIZERS WELOING EQUIPMENT OVERHEAD CRANES 


Pm 
- 


ara Se 
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Multiple-Spline Set Screws hold tighter — 
because you can wrench them tighter! 





The extra holding power of Bristol’s exclusive 
multiple-spline set screws enables these flush-fit- 
ting fasteners to be used in the newest, most com- 
pact design applications. 

They withstand severe shock and vibration, per- 
mitting fewer and smaller screws to be used with- 
out sacrificing strength. 

While the splining principle has long been 
recognized as the best means of transmitting rotary 


BRISTOL'S socket screws quia 


power, the materials of which they are made also 
contribute to the tremendous holding strength of 
these Bristol set screws. Standard screws are made 
of heat-treated alloy steel; bronze, brass, monel or 
other metals are available on special order. 
Bristol multiple-spline set or cap screws are care- 
fully designed to close tolerance (Asa approved ) 
in sizes from 0 wire to %” in diameter. Get them 
through your regular industrial distributor. 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn. 
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“New U.S. 

“ROYAL MASTER xX 
portable cord \ 

PROVES SUPERIOR TO ALL | 


OTHERS IN EVERY SERVICE | 
FACTOR! 


Newly developed U. S. Royal Master Cord gives almost twice the serv- y 
ice of other molded cords — gives $1.88 value for every cord $1.00! / 
™ _ Life factor charts illustrate outstanding superiority of new U. S. 


Royal Master over the average of both the molded cords a 
‘the short-lived continuous vulcanized cords of other makes. 
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Cord construction completely reexamined. Over 
two years ago, U. S. Rubber engineers began a thor- 
ough reexamination of electrical cord design and 
construction. More than a thousand cords, including 
those of all major competitors as well as our own 
U.S. Royal Cord, were thoroughly and painstakingly 
analyzed. Over 10,000 tests were made to determine 
the principal causes of cord failure. 


Every possible life factor was carefully and honestly 
appraised to find its relation to overall cord service. 


With the findings at hand, “U. S.” Engineers then 
drew upon their 64 years of experience in the manu- 









































facture of fine quality wire and cable to produce this 
exceptional new cord. 


Every fault uncovered by the exhaustive two-year 
testing was tackled and solved. 


Tested and proved. The new U. S. Royal Master 
was then tested against all competitive cords—installed 
in outside plants for final on-the-job corroboration. 


U. S. Royal Master Cord proved itself to be 
unquestionably the finest cord you can buy! 
So superior, it gives almost double the service life of 
the average of competitive molded cords—actually 
gives you $1.88 in value for every cord dollar! 


Prove for yourself the outstanding superiority of new U. S. Royal Master 
Portable Cord—in both service life and economy! Get in touch with your 


“U.S.” distributor today! 


RUBBER COMPANY 


ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


DrEcEMBER, 1954 
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“THINNESS 
| e CON 


provides strip Quality in SHEET Sizes 


Remarkable uniformity of gauge in MicroRold 
Stainless Sheets up to 36” wide. 











The “Thinness Control” used in the manufacture of light gauge MicroRold Stainless 
Sheets assures you of the same dimensional accuracy as in strip stainless. Specified 
gauge thicknesses may be rolled in sheet sizes with tolerances as low as 3% average 
(plus or minus) as compared to the A.I.S.I. allowable of plus or minus 10%. This 
results not only in weight savings but also in fabricating economies. 


With “Thinness Control” MicroRold’s close adherence to a specified gauge will na- 
turally result in a longer die life. Not only is MicroRold held closely to the specified 
thickness, but the “crown’’, or extra thickness in the center, is less in MicroRold than 
the “‘crown” in sheets rolled by conventional practice. 


Regular use of MicroRold Sheet can give you more stainless area per ton or the 
equivalent area with lesser weight. 


MicroRold Stainless Steel Sheets are available up to 36” wide and in gauges from 
.005 in commercial grades, finishes and temper. 


Ask your steel warehouse distributor for 
MicroRold with “Thinness Control” 


Washington Steel Corporation = 


Washington, Pennsylvania 
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MEMORANDUM 


TO: JAMES MacKENZIE, PURCHASING FROM: EDWARD MILLER, SAFETY 








SUBJECT: PENOPTIC HEAD AND EYE PROTECTIVE EQUIPMENT 





\\ 











JIM: Have checked descriptive data and prices you secured 





and tested the following "PENOPTIC" safety products: 














SAFETY GOGGLES WELDING GOGGLES 
SAFETY LENSES WELDING LENSES 

FACE SHIELDS WELDING HELMETS 
COVER GOGGLES WELDING COVER GLASS 





The lab is preparing detailed reports on each item, 





Thought you would like to know immediately that all items 





meet or exceed our quality standards for these products. 





Incidentally, line also has advanced style and comfort 





features. 





Our tests prove Pennsylvania Optical has obviously 





maintained quality in attaining the lower price structure. 





Am convinced they can offer such substantial savings only 





because of their manufacturer-to-user distribution set-up. 





Another advantage of direct distribution is dealing 





with the people directly responsible for product performance. 





Should also speed up service considerably. 


























L co MPANY sa 





By, TICA 
j pENNSY LVANIA oF SYLVANIA 





q " Dred 46 Sence 1896 
Pint phthalen 





isco 16, Cal. 
For prices a Pa. or 1712 Taraval St., San Franc il 
rectly to Rea ing, *@- 
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© SIMONDS 


a —_— 


Rotor type cup 
wheel—cross sec- 
tion shows steel 
bushing flange 
and safety ring. 








Whatever you need in 












solders 


fluxes... 











--- get it from 





National Lead 
Company 


If your metal joining, sealing or filling operations 
call for solder and flux, you’re sure to find what 
you need in National Lead’s “open end” line. 


You can pick from a list of stock items that 
would fill this page .. . but that’s not all. With 
unsurpassed research, testing and production fa- 
cilities, we are set up to solve practically any 
problem that involves fluxing and soldering. 

Supplying every form of solder from pigs to 
powder is standard practice. 

Furnishing every practical formula of solder 
from one end of the tin-lead scale to the other, 


and with other metal additives where needed, is 
routine. 


Compounding fluxes for every conceivable pre- 
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soldering purpose is all in the day’s work. 


Put your metal joining, sealing and filling prob- 
lems up to “National.” Our chemical and metal- 
lurgical engineers are at your service. Get in 
touch with nearest office. 


NATIONAL LEAD CoMPANY 
General Offices: 111 Broadway, New York 6, New York 
Atlanta * Baltimore *¢ Buffalo * Chicago © Cincinnati 
Cleveland ¢ Dallas ¢ Detroit * Kansas City 
Milwaukee * New Orleans * Omaha * Phila- 
delphia ¢ Pittsburgh ¢ St. Louis ¢ St. Paul 
Boston: National Lead Co. of Mass.: Pacific 
Coast: Morris P. Kirk & Son, Inc., Los An- 
geles, Emeryville (Calif.), Phoenix, Port- 
land, Salt Lake City, Seattle; Canada: Can- 
ada Metal Co., Ltd., Montreal, Toronto, 
Vancouver, Winnipeg. 
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STURTEVANT 


Eeen cel, iP 4 & 


GRINDING 
MACHINE 


ie, 











sigh a 
| eee 
pn : 


Grinds Materials 


24” Size 


- Capacities 1000 
To Any Micron Size — | 1200 tbe 


per hour 


NOW AVAILABLE FOR 
OUTRIGHT SALE 


he Sturtevant Micronizers are fluid jet grinding machines de- 
signed to reduce solid materials to particle sizes in the micron 
range. 
Using compressible fluids, air or steam, as the source of energy, 
Micronizers produce pulverized materials to specifications unob- 
uinable by other mechanical equipment such as ball, pebble or 
hammer mills. 
[he variety of materials processed is large and includes both 
.onmetallic and metallic minerals and ores, metals, pigments, in- 
secticides, fungicides, pharmaceuticals, plastics, dyes and numer- 
us other organic and inorganic products. 
It is quickly and easily cleaned on changes of formulation with 
ninimum loss of material. Simple to install and operate. It is avail- 
able as a machine alone ... or as a complete grouping with pre- 
mixing, grinding and bagging equipment. Write for complete : es ; 
information, today. Sturtevant Dry-Batch Mixer for mixing materials 


into a homogeneous mass. 5 models: % to 2 tons. 
*Micronizer is the Registered Trademark of the Sturtevant Mill Company. 


STURTEVANT MILL COMPANY 
107 CLAYTON STREET, BOSTON 22, MASS. 
Designers and Manufacturers of CRUSHERS + GRINDERS + SEPARATORS + CONVEYORS 
MECHANICAL DENS and EXCAVATORS + ELEVATORS + MIXERS 
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FASTER wiRING! 










NO MORE THREADING OR PULLING 
OF CONDUCTORS --- 
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FASTER HANGING! 
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Write tor the complete story of LAY-1 


how it gives you a 
faster and at less C 
pany, 6060 Rivard Street, Detroit 


Easily remov 
completely uno 











in 242" x 22", 


DUCT is available 
tandard lengths 


" sizes, in § 








" and 6" x6 




















K YOUR ELECTRICAL DISTRIBUTOR FOR SQUA 












































JUST LAY THEM IN 


FASTER GANGING! 


KNOCKOUTS 

MATCH THOSE 

ON RELATED 
SQUARE D 
EQUIPMENT. 

\ | NO CONDUIT 

BENDING 





y-in'’ design feature. 


better wireway system 
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11, Michigan. 
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Sometimes the easy way is the best 


uying bolts, as in doing anything else, the simpler you can make it the more time you save. That's 


we take the easy way of buying all our bolts from Bethlehem. Bethlehem bolts come in a com- 
range of types and sizes, and they have the dependable quality that our people like.” 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


acific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 
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Ansul 


is the only dry chemical 
fire extinguisher backed 
by a five year warranty! 


Here is proof of Ansul’s superiority . . . a five effective fire control. Ansul’s weather-tight con- 
I I ; g 


year equipment warranty, the only one of its struction keeps out moisture and _ resists 


kind in the fire control industry. corrosion. Patented nozzles deliver the right 


For the buyer of fire equipment this important kind of stream for your fire protection prob- 


warranty means many extra years of trouble- lem. The sealed pressure cartridge puts Ansul’s 


free protection plus freedom from costly and “Plus Fifty” dry chemical to work imme- 


frequent maintenance checks and repairs. diately—no delay or lag. And finally rugged 


The special design and construction fea- construction makes it possible for Ansul 
| I 


tures that make this warranty possible provide equipment to give peak performance under 


not only dependable protection but also fast, the toughest operating conditions. 


HERE IS THI AINING AND SERVICE PLUS OFFERED ONLY BY ANSUL! 
Available without cost to all Ansul users. 





Training for your personnel at your Customer training school at Marinette 


plant by Ansul specialists. for your key safety personnel. safety meetings and other training. mine your fire protection needs. 


Ansul Man! 


Get in touch with your local 
Ansul man through the “yel- 
low pages” or write ANSUL 
CHEMICAL COMPANY, Fire 
Equipment Div., Dept. F-83, 
Marinette, Wisconsin. 
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Visual aids on fire control for your in-plant survey to scientifically deter- 


oa | 
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CORRECT ! am CORRECT ! 





in the tool room! 


If a $2.00 tool must be replaced every six months, 
tool costs on that job total $4.00 a year. If, on 
the other hand, a $3.00 tool will give a full year 
of service, you'll get $4.00 worth of tool service 
—and save $1.00 a year on tool costs as well. 
In the very simplest terms, that’s the reason 
why Apex tools are preferred for production 
nut running operations. Designed specifically for 
continuous, heavy-duty use. Apex tools cost a lit- 
tle more in the beginning, a lot less in the end. 
Apex tools are precision-built of high carbon 
electric furnace alloy steel, cold broached and 
heat treated to withstand the severe shocks of im- 
pact service. That’s the reason your tool costs 
will be lower when you ask for Apex nut running 
tools. Choose from more than 5,000 stock types 
and sizes of impact sockets, extensions, adapters, 
universal wrenches. If your requirements are 
special, send sketch or blueprint—we’ll do our 
best to help you. 
CATALOG 29—Specifications, drawings, illustra- 
tions of the complete Apex line of nut running 


tools. Write, on your company letterhead please, 
for your copy. 





impact sockets, extensions, adapters 





THE APEX MACHINE & TOOL COMPANY 
1034 S. Patterson Bivd., Dayton 2, Ohio 





POWER BITS, INSERT BITS AND BIT HOLDERS, FOR PHILLIPS, FREARSON (Reed & Prince), SLOTTED, CLUTCH HEAD and SOCKET HEAD SCREWS @ 
HAND DRIVERS FOR PHILLIPS, FREARSON AND CLUTCH HEAD SCREWS ® TWO-PIECE DRIVERS FOR HEX HEAD SCREWS © SOCKETS, EXTENSIONS, 
ADAPTERS AND NUT SETTERS © UNIVERSAL SOCKETS, EXTENSION WRENCHES AND ADAPTERS ® AIRCRAFT AND INDUSTRIAL UNIVERSAL JOINTS © 
SELF-RELEASING AND ADJUSTABLE STUD SETTERS ® SAFETY FRICTION TAPPING CHUCKS ® VERTICAL FLOAT TAPPING CHUCKS. 
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“Now with a G Bond wheel we can 
go completely around a 16-inch face 
mill,” writes the tool supervisor of a 
New Jersey plant. “‘ Previously, due to 
wheel wear we had to index this type 
of cutter at four different positions, 
Now, on a finish cut, we can go com- 
pletely around, and the cutter runs 
absolutely true within .0005 inches, 
These new G Bond wheels have very 
good, cool cutting action, don’t break 
down or leave jagged edges... We'll 
be using plenty of them on our tool 
room jobs.” 





New G BOND sets new records 


in tool room grinding 


Here’s Proof... Users praise the many "TOUCH of GOLD” 


advantages in Norton pace-setting wheels 


Norton G Bond wheels have sure 
started something! In tool and cutter 
grinding, as in many other forms of pre- 
cision and semi-precision grinding, 
they’re giving users an entirely new slant 
on how efficient, long-lasting and profit- 
able wheels can be. 





What Users Say 
About New G Bond Wheels 
“Good finish, longer wheel 
life.” 


“Heavier feeds without 
burn.” 
“Run absolutely true.” 


“No breakdown—no jagged 
edges.” 

“Cut freely, hold shape with 
no burning.” 


“They show how a real wheel 
will cut.” 














G Bond Alundum* Wheels 
In Your Own Tool Room 


will take heavier cuts in expensive, heate 


DECEMBER, 1954 


sensitive steels without drawing temper. 
They'll reduce tool spoilage, give you 
closer tolerances and smoother finishes 
than you ever got before — with fewer 
wheel changes and machine adjustments 
... Those are the value-adding, money- 
saving ““Touch of Gold” advantages that 
make G Bond wheels outperform any 
others you ever used. 


Your Norton Distributor 


can recommend the right G Bond wheels 
for your jobs. Contact him or write to 
Norron Company, Worcester 6, Mass. 
Distributors in all principal cities, listed 
under “‘Grinding Wheels” in your clas- 
sified phone directory. Export: Norton 
Behr-Manning Overseas Incorporated, 
Worcester 6, Mass. W-1532 


WNORTON} 


ABRASIVES 
@laking better products... 
to make other products better 


*Trade-Mark Reg. U. S. Pat. Off. and Foreign Countries 











‘a 


“ Better cut and less burn than previous Norton or 
other make wheels. We’re re-ordering 250 G Bond 
wheels,” was the comment from this Ohio tool come 
pany. 





“We're using heavier feeds with G Bond wheels — 
and getting faster sharpening.” 


For More Information Circle No. 151 on Inquiry Card—Page 17 


57 





Introducing- 
The Ultimate in 
Needle Valves 


Here is one of the crowning achievements of Marsh 
research, design, and manufacturing skill. It is the 
first needle throttling and shutoff valve to combine 
all of the qualities called for today in this highly 
critical and ever broadening field. 

It is a valve that has strength and safety to spare 

. . rated for pressures up to 10,000 psi—equally 
efficient in the lower ranges. A product of Marsh 
instrument-making and valve manufacturing expe- 
rience, it combines instrument-like precision with 
the ruggedness that distinguishes all Marsh valve 
specialties. : 

The illustrations tell the story of new thinking; 
new standards. Body and stem-guide are machined 
from extra-heavy carbon steel bar stock. Still 
greater strength and rigidity are achieved by fusing 
the stem-guide into the body. The complete fusion 
of guide and body is accomplished by the exclusive 
Marsh “Conoweld” process. 

There are two big advantages to this one-piece 
construction: (1) It eliminates the danger of un- 
screwing the valve from the body when opening— 
a frequent cause of leakage, even dangerous blow- 
outs (2) It permits perfect line-up of threads and 
seat. As a result, Marsh valves are easier to operate 
even at high pressures. 

The precision-machined stem is 416 stainless 
steel. Stem threads are fine pitch for extra strength 
and fine, controlled regulation. Notable advance- 
ments are special “Marpak” one-piece, non-binding 
longer-lasting packing; deep thread chambers, keep- 
ing inlet and outlet piping away from ports and 
contributing excellent flow characteristics. Entire 
packing nut and packing gland are electro-zinc 
plated, preventing corrosion and giving the valve a 
handsome, plated exterior. The rugged malleable 
handle is finished in heavy baked enamel. 

The new needle valve line includes globe and angle patterns 
with double female connections in sizes 4%", 4", ¥%", ¥2", %”" 
and 1”. Also globe and angle valves with male inlet and female 


outlet in sizes 4" and 4". Complete stock carried at our Skokie, 
Illinois factory and also at our branch plant in Houston, Texas, 














ONE PIECE 


The stem guides of 
conventional needle 
valves are screwed 
into bodies—this of- 
ten causes leakage or 
blow-outs. Marsh 
Needle Valves are 
fused into one-piece 
by exclusive “‘Cono- 
weld” process. 


Write today for catalog giving complete details. 


MARSH INSTRUMENT CO. Soles affiliate of Jas. P. Marsh Corporation 
Dept. G Skokie, ill. 
Houston Branch Plant: 1121 Rothwell St., Sect. 15, Houston, Texas 
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BATH 


5, Either end of -the 
“Go” and “Not Go" 
members may be 
used for gaging. 


FEATURES 


@ 2 Gages for the price of 1 
@ Adjustable for use as a depth gage 


@ Color identification for “Go” and 
“Not Go” 


Cut gaging costs in half by doubling the 
hours of precision gaging with BATH 
Reversible Gages. They’re made to the same 
uniformity and high quality standards as 
Bath Regular Thread Gages and Bath 
Ground Thread Taps. 


Special gages to your specifications 


JOHN ATH & CO., Inc. 


30 Grafton St., Worcester 8, Mass. 


RING THREAD GAGES °* 
INTERNAL MICROMETERS 


PLUG THREAD GAGES 
GROUND THREAD TAPS 


DeEcEMBER, 1954 





, RED “NOT GO” 
LOCKING NUTS 


GREEN *’GO”’ 
LOCKING 
NUTS 


John Bath & Co., Inc. 
30 Grafton Street 
Worcester 8, Mass. 


Please send folder . . . I'd like to know more 
about Bath Reversible Gages. 


NAME 


ee Er ee Mt PS eee 


COMPANY 
ADDRESS 
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MORE THAN 100 YEARS OF FILE MAKING AND STILL PIONEERING 


4y 
“ 
ép 


May, 
4 


HELLER WAS FIRST WITH WAVY-TEETH MILL AND SAW FILES 


You can remove more metal faster when you use 
Wavy-Teeth mill or saw files instead of ordinary single 
cut mill or saw files. Always specify “Wavy-Teeth” to 
get this exclusive Heller tooth arrangement ... a 
typical development of Heller research. Through a 
continuous program of inspecting, testing and improv- 
ing, Heller guarantees file users “the best.” 


other Heller Fists 


SPIRAL-CUT Half Round Files 
NUCUT Wavy-Teeth Files 
VIXEN Milled Curved Tooth Files 


*Registered T.M. 


HELLER BROTHERS CO. America’s Oldest File Manufacturer NEWCOMERSTOWN, OHIO 


YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE NEEDS 
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This helpful new booklet tells you | 


How flange surfaces 


affect gasket 


lr YOU BUY, specify or design joints requiring gas- 
kets, you will find helpful information in this new 
booklet. It provides a basis for selecting the flange 
surface finish most suitable for a given gasket. It 
explains why the right finish makes it easy to form 
the initial seal and obtain the best joint perform- 
ance in service. 


This booklet is the latest in a series of technical 
publications issued by Johns-Manville under the 
collective title “The Gasket.” It is based on studies 


JOHNS -MANVILLE 


performance 


made at the Johns-Manville Research Center, larg- 
est laboratory of its kind in the world. It incorpo- 
rates the long experience of Johns-Manville engi- 
neers in the design of gaskets such as asbestos, 
fibre and composition types, asbestos-metallic and 
all-metal gaskets. 


Booklet offered without charge 


To secure your copy of this study, write for “The 
Gasket,” PK-48A No. 7. Address Johns-Manville, Box 
60, N. Y. 16; in Canada, 199 Bay St., Toronto 1, Ont. 





3) Johns-Manville PACKINGS & GASKETS | 


PRODUCTS 
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“We cut 
our shipping costs 
three ways, 


says S. S. Auchincloss, 
President of De Walt, Inc. 


Se ee ae er 


‘We wanted to improve the packaging of our 
industrial woodworking machines,’’ continues 
Pres. Auchincloss. “So, we put the problem up 
to Atlas Plywood. 

“We got that improvement — three ways — 
through Atlas Plywood lab-tested containers. 
The far greater protection these cases give our 
products is worth money to us in reduced 
damage claims. And they not only cut our as- 
sembly time by 20%, but they cost less than our 
old containers — making them more economical 
to use as well as to buy.” 


What about you? Do you risk 
) VATE wasted dollars due to product 
T damage or increased shipping 
POWER TOOLS @ costs from unreliable con- 
|? 2 a, tainers? Send for free informa- 
tive, illustrated 24-page book- 
let, “How Atlas Plywood Cuts 
Your Shipping Costs 
Safely,”” — or see your Atlas 
Plywood representative (Clas- 








“Complete saw shops’’ is a fitting description of 
De Walt power saws, pace-setters wherever wood is 
cut. Packaging them calls for special care, to protect 
the mechanism from normal jolting and jarring dur- 
ing transit from the De Walt factory, Lancaster, 
Pa., to users far and near. Atlas Plywood cases sup- 
ply that vital protection — and cut De Walt’s ship- 
ping costs in the bargain! 


Attias Plywood 


CORPORATION 
FROM AMERICAN FOREST TO FINISHED PRODUCT 
PLYWOOD CONTAINERS © FLUSH DOORS * HAROWOOD PANELS 
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Atlas Plywood Cases like this meet De Walt’s needs 
for better, lower cost shipping. Eliminating paper 
shrouds, they're more secure against dirt, dust and 
water than the old containers. Their over-all strength, 
including stacking strength, is greater, too. Workers 
like them because they're easier to handle. And 
management likes them because they cut costly 
assembly time. 
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sified Telephone Directory). 
Learn about the remarkable 
testing laboratory where Atlas 
Plywood containers win their 
lab-tested label. Atlas Plywood 
Corporation, Dept. P-4, 1432 
Statler Building, Boston 16, 
Mass. 
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This little. red wagon presented 





a big 


drawing 








problem! 














A Standard 
engineer’s advice 
helped cut rejects 
by over 90%! 





@ The Steger Products Manufacturing Company (Steger, 
Illinois) manufactures children’s wagons. Of the 8-hour 
shift capacity of 1600 to 1800 wagon bodies, up to 20% 
formerly wound up as rejects, and the dies had to be 
cleaned after every 10 to 15 bodies. 

Six years ago a Standard Cutting Oil Engineer sug- 
gested Stanicoot HD. Today it’s still on the job—the reject 
rate reduced to less than 10 a day. Die breakage is down 
to almost nothing; dies are cleaned only once or twice daily. 











rma- . > . 
a. PRR SE Er ae eae Again, Standard Oil’s metalworking products prove they 
— portanc hiesntene a shiaie scratch can can do the hard jobs better! 
7 or e ‘ scratch cz , , - 
Atlas tail ee cee coos eelinial teniiie Auctions STANICOOL HD Soluble Oil—for cutting and grinding 
— the processing. STaNIcoot HD safely operations and for certain forming operations. Mixes readily, 
kable reduces the time-consuming die clean- non-irritating, anti-rust. Call on the services of your 
Aes ing operation to an effective minimum. Standard Oil Cutting Oil Engineer. Write Standard Oil 
Pes Company (Indiana), 910 S. Michigan Avenue, Chicago 80, 
: = \) Illinois, to secure the services of the Standard Cutting Oil 
.— Engineer nearest you. 
STANDARD OIL COMPANY 
STANDARD oe 
A complete line of metalworking products including: Stanicut 
Cutting Oils—STanostamp Compounds—SuPErta Quenching Oil. 
7I-> 
ING 






















ACCO 


products 













Weed Tire Chains, 
Welded and Weldless 
Chain, ACCO Registered 
Sling Chains 

AMERICAN CHAIN DIVISION 


LAY-SET 
Preformed 
WIRE 
ROPE 





Nonparell 
Non-Preformed Wire Rope 
HAZARD WIRE ROPE DIVISION 






MANLEY 
AUTOMOTIVE 
EQUIPMENT 
Presses, Jacks, 4 
Wrecking Cranes, etc. . 
MANLEY DIVISION 





| 
' 





R-P&C 
VALVES 





Bronze, Electric 

lron & Cast Steel 

Valves and Steel Fittings 
R-P & C VALVE DIVISION 





| TRU-LAY 

| Preformed 

| WIRE ROPE 
ACCO Registered 
Wire Rope Slings, 
Crescent Non-Preformed 
Wire Rope 
AMERICAN CABLE DIVISION 








These and Other 
Acco Products 


Offer 


Better Values 


e Acco products are designed and 
manufactured to be “‘intentionally 
better.”” They are used directly, 
or as component parts in a wide 
variety of products and machines. 
They help do many jobs better. 
16 Divisions of the American 
Chain & Cable Company manu- 
facture more than 100 essential 


products. 






PAGE 
CHAIN 
LINK 
FENCE 
Welding Wire, 
Shaped Wire, 
Manufacturers’ Wire 
PAGE STEEL & WIRE DIVISION 





TRU-LAY 
CABLE 
CONTROLS 


Aircraft Cable, Push-Pull | 
Controls, Tru-Stop Brakes 
for Trucks and Buses 


AUTOMOTIVE 
AND AIRCRAFT DIVISION 











HELICOID PRESSURE 
GAGES 


HELICOID GAGE DIVISION 























FORD 
HOISTS 


Hand and 
Electric Hoists 


FORD 
CHAIN BLOCK DIVISION 








ba mar 








PENNSYLVANIA 
LAWN MOWERS 
Power and Hand Mowers 


PENNSYLVANIA 
| LAWN MOWER DIVISION 
{ 


a 


Sellieheeteecnceeemenen ane 


(fe 


CASTINGS 
Reading Electric Steel 
ACCO Malleable 
ACCO CASTING DIVISION 


; 











CAMPBELL MACHINES 
Wet Abrasive 
Cutting Machines, 
Nibbling Machines 


CAMPBELL MACHINE DIVISION 





“ROCKWELL” 
and TUKON 
HARDNESS 
TESTERS 


WILSON MECHANICAL 
INSTRUMENT DIVISION 





— 
WRIGHT f: 
HOISTS 4 
and CRANES a 
Wright Hand 
Hoists, Speedway 
Electric Hoists, Cranes 


WRIGHT HOIST DIVISION 


















MARYLAND 
BOLTS and NUTS 


THE MARYLAND 
BOLT and NUT COMPANY 











Rinerical Chain & Cable 











OWEN SPRINGS 

| Springs and Units for 
Mattresses and Furniture 

| OWEN 

SILENT SPRING DIVISION 


— NN 


BRIDGEPORT 2, CONNECTICUT 










Serving 
Industry 









VCETNY Tg ELL 


Agriculture 
and the 


Home 
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Management Means Coordination 


OR many years, since the very inception of centralized buying, the great 

concern of purchasing has been to assert its individuality as a specialized 
function and department. We have had to struggle free from the domination 
of technical and manufacturing departments, and to resist new dominations 
from other departments, in order to exercise and demonstrate the advantages 


of sound purchasing policies and methods on their own merits. 


Now that purchasing development is definitely headed in the direction of 
the broader responsibility of materials management, the emphasis has changed. 
Materials are the common denominator of many company activities, The effort 
must be toward coordinating them in an effective working relationship with 


all departments in the interest of better teamwork toward the over-all goal of 
profitable company operation. 


The science of management can set up a precise organization chart, with all 
its little boxes at their various levels to indicate the different functions that 
have to be performed. The pay-off comes when you insert the connecting lines 
that show the relationship of the functions and the channels of communication 
and authority. There is no fixed pattern for that. 


Materials management doesn’t necessarily imply direct control at every stage. 
It may range all the way from complete supervision to better means of com- 
munication, with a dozen degrees of group effort and integration in between. 


We like to think of ourselves as specialists. One of the characteristics of the 
specialist should be an appreciation of the skills and services of other specialists. 
But more and more, we are called upon also to be managers. The basic charac- 
teristic of the successful manager is his ability to coordinate and channel special 
services to the desired useful common end. 


- 











| 27 New Departures 


Join the Navy! 






Westinghouse J-40 jet engine 
with Exhaust Nozzle Actuator 
Control for the afterburner, 
where 127 New Departure 
instrument ball bearings 
contribute extreme precision 
and efficiency. 


W 
Op a, BALL 
“He a BES 
Design by Douglas . . . power by Westinghouse .. . < 
precision by New Departure. That’s the Navy’s F4D 
SK YRAY jet—first carrier-based plane to hold the world 
speed record—753.4 mph. 


Ms 
Among other applications in the SKYRAY, there are 127 
New Departure precision instrument ball bearings in its 
Westinghouse Exhaust Nozzle Actuator Control. This 
control maintains proper engine temperatures, and de- 


mands the utmost in bearing accuracy and efficiency. BALL) BEARINGS 
New Departures meet these demands. 


Throughout defense and industry, you’ll find New 
Departures making good products even better. Learn how 
these fine ball bearings can help your design . . . talk with 


is 


NEW DEPARTURE © DIVISION OF GENERAL MOTORS 


Plants also in Meriden, Connecticut, and § 


vour New Departure engineer today! In Canada: McKinnon Industries, Ltd 


tharines, Ontario 
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This issue’s important features 
summarized for the busy reader 


Purchasing problem of the month—and of 


each recurring holiday season—is how to 


deal with Christmas Gifts from Vendors. 
Best way is to discourage the practice 
before it becomes a problem. How? 


qj /f On page 93 a Cleveland purchasing agent 

describes the method used in his com- 

pany this year. It’s a clever series of letters, in humor- 

ous vein that avoids giving offense, yet puts the point 

across in a way that puts the vendor himself on record. 
3est of all, it gets results. 


Military Procurement is constantly criticized for its appar- 
ent wastefulness and lack of efficiency. Critics dote on 
citing examples of “red tape” procedures, but often 
without an understanding of the broader public interests 


that these procedures are designed to serve. An able 
and experienced Navy purchasing officer points out 


(page 71) how sound purchasing practices are 
into operation, and competition is maintained, 
the framework of prescribed regulations. The one in- 
herent weakness in the system, he finds, is the lack of 
long range vendor relationships, as compared with pri- 
vate industry. 


put 
within 


Cost Saving Purchasing programs are not necessarily 
and dramatic. The opportunities are 
of every day commonplace 

is alert to see them. The examples on page 8&8 are 
the company that has proved and popularized the 
“Purchasing Is A Profit-Making Function.” 


big 
present in 
transactions, if the 


scores 
buyer 

trom 
slogan 


The scope of purchasing is steadily pro- 
gressing toward the broader concept of 
Materials Management. Management im- 
plies the responsibility for planning and 
making decisions. The article on page 77 
is a thoughtful and practical analysis of 
the mental process and techniques of get- 
ting to the right decisions with respect to 
problems. Here’s an article you will want t 
carefully a second time. It can help 
purchasing manager. 


materials 
Oo read over 
better 


make you a 


Good planning depends in large part upon having timely 














and accurate Trade and Industry Statistics. 
basic governmental data is now 10 years old. The Cen- 
sus Bureau is now preparing to collect and tabulate 
current data. The official interview reported on page 
96 gives details on this genes se ready to help 
promptly when the Census people come to your com- 
pany for information. 


Some of the 


[t’s almost time for taking the Annual Inventory. Do you 
dread the job? Turn to page 69 for twenty-one helpful 
suggestions that will make it quicker, easier, and more 
accurate, 


Inventory control will be more effective all year round 
if you have a reliable guide to Economic Ordering 
Quantities. The table shown on page 109 provides such 
a guide, easy to use, in terms of annual usage. (dollars ) 
for any given item, including the effect of various 
quantity discount rates. For the mathematic: lly minded, 
the detailed calculation is also explained. 
Maybe we've been too arbitrary in our 
insistence on Keeping Salesmen Out of the 
plant—particularly in respect to our ma- 
chine tool purchases, where the problem 
is one of getting all available information 
on the best tool to do the job. On page 98, 
a man who has worked in the shop and on 
both sides of the purchasing desk shows where such 
information originates and how it can be used, with 
some suggestions for setting up a practical and time 
saving procedure in correlating it through purchasing. 





An important new group of materials, only four years 
out of the pilot plant stage, is making tremendous 
strides. The Epoxy Resins have found a place in product 
finishing, tooling, and bonding, and new applications 
are constantly being developed. Learn about them on 
page 114. 

Don’t overlook these regular monthly departments, 
compiled for your information: the Washington Report 
(page 13); New Catalogs (page 17) ; New Equipment 
and Products (page 128); News of Your Suppliers 
(page 22), of Association Activities (page 174), and of 
Men in Purchasing (page 234); Keeping up to date 
on such developments makes for better buying. 








A complete classified index to the editorial contents of 
PURCHASING for 1954 is yours for the asking. Give your 
back issues quick and permanent reference value by using it. 
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STEEL...one piece or a truckload 





RYERSON STEEL 


Fae. 





Delivered where you want it 
. . . « When you want it 


Sure we like big orders—and we handle them 
easily, every day, because our stocks are the 
world’s largest, our cutting and handling facili- 
ties unsurpassed. But our business depends on 
small orders as well, and you'll find we never lose 
sight of this fact. Whether you want one bar or a 
thousand—one sheet or many tons, you'll get 
courteous service—quick delivery. Dependable, 
certified quality, too. Call us and see. 


JOSQCH FT. RYERSON &€ SON, INC. RYERSON STEEL 


Principal products in stock: Bars, structurals, plates, sheets, tubing, alloy steel, stainless, re-bars, etc., also machinery & tools 


PLANTS AT: NEW YORK e BOSTON e@ PHILADELPHIA © CINCINNATI e@ CLEVELAND e DETROIT e@ BUFFALO 
PITTSBURGH e CHICAGO e MILWAUKEE e ST. LOUIS @¢ LOS ANGELES @ SAN FRANCISCO e@ SPOKANE e SEATTLE 
For More Information Circle No. 160 on Inquiry Card—Page 17 
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Aids for the 


Annual Inventory 


By J. &. Bedford, Associate Professor, Armstrong College, Berkeley, Cal. 


URCHASING AGENTS_ who 
have long faces and headaches 
on New Year’s Eve may be antici- 
pating the year-end physical inven- 
tory instead of a_ celebration 
Dreaded though it may be, it is 


necessary to take a physical in- 
ventory of the raw materials and 
parts in ,stores, goods in process, 


and finished goods in a plant. Tradi- 
tion has decreed that, in most cases, 
this chore be done at the end of 
the calendar year. And since it’s a 
function of stores, usually closely 
allied to purchasing, it frequently 
happens that the fellow who bought 
the stuff is the one who has to count 
it. 

If the plant’s physical inventory 
is included in the purchasing ex- 
ecutive’s responsibilities, he will 
have plenty to think about. A lot 
of questions keep popping up in his 
mind before The Day. 

Will there be an inventory short- 
age when the count is made? 

How much? 

What is the cause? 

Will the inventory crew have long 
hours of overtime? 

Will they miss counting some- 
thing? 

Will they count some items twice? 
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Will there be delays in pricing the 
inventory? 

Will the results show to good ad- 
vantage on the balance sheet? 

Will the prices give the plant a 
tax advantage? 

No wonder the purchasing execu- 
tive has a headache—and before 
New Year’s Eve, too. 

Here are 21 ways to help make 
your physical inventory quick, easy, 
and accurate. Might eliminate a few 
headaches, too! 


1. Sell the Importance 
of Inventory 


Plant employees who are called in 
to help take the physical inventory 
may not realize how important it is 





to identify materials accurately and 
to have an accurate count, Nat- 
urally, they are interested in get- 
ting through with the job as quickly 
as possible, but they may not know 
that the plant’s inventory record af- 
fects net profit, income tax, prop- 
erty tax, and the perpetual in- 
ventory of parts and materials. Tak- 
ing time to explain to them how 
important it is, and why, before the 
actual inventory starts, will give 
them a better attitude and will get 
better results. 


2. Encourage and Accept 
Suggestions 


You have your own ideas on how 
the job should be done. But you 
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may not have all the best answers. 
While selling the importance of the 
annual plant inventory, many pur- 
chasing officers have found it wise 
to encourage and to accept sugges- 
tions of the employees. Slow count- 


ing and listing methods can be 
changed to quicker and better ways. 
Then too, the employees who sub- 
mit these suggestions feel that they 
are more important in the annual 
count and will turn in a better per- 
formance, 


3. Select Crew Carefully 


Counting and recording may seem 
to be a simple job, but some pur- 
chasing executives have discovered 
that not all employees are able to 
handle the work of a physical in- 
ventory satisfactorily. Its an un- 
familiar job to most, and some can- 
not adapt themselves quickly to 
unfamiliar tasks. Every employee 
selected for this work should be 
checked on the physical, mental, and 
moral qualities that are required 
for a plant’s annual physical inven- 
tory. Choose the best people, to get 
the best results. 


4. Provide Adequate 
Instructions 


Valuable counting and _ listing 
time may be lost when the em- 
ployees do not know exactly what to 
do. You don’t want them to waste 
time by running back to you for 
dozens of little decisions. Worse yet, 
you don’t want to have them making 
wrong decisions, The man in charge 
of inventory will find it helpful to 
take time in explaining how to 
count, how to list, which way to 
move in shelf sections, and how to 
handle any special problems that 
may arise. Pre-inventory training 
on the all-important “how” will 
make the stock count more con- 
sistent, more accurate, and will in- 
sure a quicker completion. 


5. Establish and Explain 
Inventory Rules 


Some rules of conduct, beyond the 
strictly counting and listing pro- 
cedure, will also apply. Smoking 
may be prohibited, for example, in 
certain plant areas where flammable 
materials are stored. During inven- 
tory the employees may forget this 
rule and light up in dangerous areas. 
Mentioning such rules at the pre- 
inventory meeting will serve as a 
reminder and will eliminate any 
doubt. Eliminating doubts will avoid 
a slow and indifferent inventory in 
your plant. 


6. Blueprint the Inventory 


A complete, efficient inventory 
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requires a plan. A rough outline 
map of the plant, with all sections 
designated, is all that is needed. In- 
ventory assignments are made from 
this map. This insures that all areas 
will be covered, giving a complete 
count of all stock. It will avoid con- 
fusion as to how far an inventory 
team should go, and where it should 
count next. A plant plan also pro- 
vides a handy place to record all in- 
ventory sheet numbers issued and 
returned, for a double check on cov- 
erage and for future reference to 
original sheets. 


7. Organize Stock Early 


Regardless of how good a house- 
keeper your storekeeper may be, 
there will be some parts and sup- 
plies that get mixed up. Checking 
over all sections of the plant before 
the inventory date will bring to 
light any places where there is a du- 
plication of storage and where cer- 
tain items have been placed in the 
wrong storage section. 


8. Pre-price Stock Items 


Unless your accounting depart- 
ment gives definite instructions to 
the contrary, current price quota- 
tions should be used in determining 
the inventory price. Preparing a list 
of prices based on reeent invoices 
or current quotations will save time 
in the final stages of pricing the 
plant inventory. Adjusting any 
prices before inventory will make 
the final total more accurate and 
will keep asset and profit values in 
line with good business practice. 


9. Liquidate Odds and Ends 


Obsolete items and scrap that is 
liquidated before the physical in- 
ventory will save work in counting 
and listing. In addition, it will clear 
the perpetual inventory records and 
be helpful in determining the needs 
of production departments more ac- 
curately. Everything in the plant 
should be worth its inventory valu- 
ation when the physical count is 
made. 


10. Count Reserve Stock First 


If there is stock that is not needed 
for immediate production, it can be 
counted in advance. When this is 
done, some system should be set up 
for withdrawal of this reserve, to 
insure an accurate total when the 
final count is made. 


11. Stop Stock Shipments 


Shipments that are received dur- 
ing the inventory period are apt 
to get mixed in with regular stock. 
This can be charged to book inven- 





tory and not counted, or counted 
when it has not been charged. 
Either way results in an inventory 
variance. This can be avoided by 
notifying carriers that shipments 
will not be received during the time 
of the physical inventory. 


12. Stop Production 
During Inventory 


This is best, but not always pos- 
sible. Even if a record is kept of 
withdrawals from counted stock, 
there is always a possibility of 
error. A night or week-end inven- 
tory may be the solution if there 
are enough qualified employees 
available to do the job quickly. 


13. Use Standard Valuation 


There are several methods of in- 
ventory valuation that can be used 
in compliance with income tax laws 
—cost, the lower of cost or market, 
last-in first-out, first-in first-out. 
The main rule that must be followed 
is that the inventory valuation must 
be consistent. 


14. Number Listing Sheets 


Standard forms for plant inven- 
tory have a space for a sheet num- 
ber. Assign a serial number to each 
sheet and record it on the inventory 
blueprint. Then, any lost sheets can 
be traced quickly. It also provides 
a check on the completeness of the 
final tabulation. 


15. List Stock in Duplicate 


This provides an easy way to 
check the accuracy of column totals 
by giving the original and duplicate 
sheets to different tabulators for 
extension and totaling. Most plants 
file original listing sheets with per- 
manent records in the accounting 
department, The duplicate helps 
purchasing to check perpetual stock 
records and to highlight obsolete 
items. 


16. Make a Special List 
of Unwanted Inventory 


Obsolete parts and material and 
plant scrap can be eliminated by 
keeping a record of this inventory. 
Periodic counts during the year will 
speed the liquidation. 


17. Check Quality 


Although the physical inventory 
is primarily concerned with a quan- 
tity count, this time provides an op- 
portunity to check quality as weli 
on certain items where trouble may 
have existed. 


(Please turn to page 272) 


PURCHASING 











How Efficient is 


Military Procurement? 


By Captain Lamar Lee, Jr., SC), U. S. Navy, Commanding Officer, Ordnance Supply Office, Mechanicsburg, Pa. 





PURCHASING for the military services is done within the framework of not only 


prescribed procedures but of certain prescribed policies enacted by Congress in 


the broader national interest. Therefore purchasing performance cannot be evaluated 
strictly by the same standards applied in private industry, but must be considered 
in the light of the broader goals and the scope of operation permitted to the pur- 


chasing officer under this pattern, making allowance for the price of impartial, 


democratic action. 


By and large, the system affords the opportunity for sound and effective procure- 
ment, and is carried ovt with good judgment and proficiency. The Navy is well 
aware of the dynamic and strategic potentials of good purchasing and is bending 


every effort to staff and operate its procurement activities for maximum performance. 


For reasons outlined in this article, administrative costs are necessarily high. The one 


inherent weakness in the system, as compared with purchasing for private enterprise, 
lies in the field of continuing vendor relations. 





N the past few years, military pur- 

chasing has come in for some 
pretty serious maligning. It has 
been attacked, at one time or an- 
other, by almost every organized 
group in the country that is even 
remotely interested in government 
procurement. The very scope of the 
attack indicates something is wrong. 
And if taking one hundred days to 
do what can be done in ten days is 
wrong, if paying exorbitant admin- 
istrative charges is wrong, then the 
attackers are accurate in their 
charges. But before we let these 
facts arouse us to the _ point 
that we demand that someone be 
put in jail, let’s ask and answer a 
few propitious questions. 
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Why did the attack on military 
procurement start in 1951? Why 
didn’t it start sooner or later? The 
answers to these questions contain 
many interesting facts for consid- 
eration. 


Ground Rules for Procurement 


Before 1951, the military pro- 
curement officer had as his basic 
instructional guide the Armed Serv- 
ices Procurement Act of 1947. This 
Act, written with the advice and 
counsel of outstanding congressional, 
military, and civilian procurement 
officials, integrated the lessons of 
World War II with the sound pro- 


curement principles already in ef- 
fect. 


This discreetly adequate Procure- 
ment Act of 1947 is generally ac- 
cepted as providing an excellent set 
of ground rules for the regulation of 
military procurement. These rules, 
however, do not provide the basis 
for making military procurement as 
efficient as industrial procurement. 
Unfortunately, there is no safe 
method for accomplishing this lofty 
purpose. In the procurement phase 
of our government, as in many 
others, there is an inescapable price 
that must be paid for living in a 
democracy. Although the military 
purchasing officer habitually gets 
good, competitive prices on his con- 
tracts, his total costs are high be- 
cause of exorbitant administrative 
expense. His lead time is long be- 
cause of administrative red tape. It is 
not unusual for the government to 
take 90 days to purchase something 
that industry can buy in two weeks. 
To understand these facts, one must 
understand how the Services buy. 

Military purchasing is done by 
two methods—by advertising and 
by negotiation. All of the Armed 
Forces’ requirements are bought 
under one of these methods. 


Advertised Bidding 


The advertised method of pur- 
chasing acquired its name back in 
the days when requirements were 
actually advertised in the daily 
newspapers, This was the principal 
method of procurement used by 
the Services to secure their sup- 
plies up until World War II. The 
basic authority for this system of 
procurement stems from legislation 
passed in 1861. This legislation pro- 
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In his assignment as Commanding Officer of the U. S. Naval 

srdnance Supply Office, Mechanicsburg, Pa. (see cover photo), Captain 
s responsible for the management of an inventory of equipment 
repair parts valued at nearly one and one-third billion dollars. 
responsibility includes replacement procurement. 


aptain Lee graduated from the U. S. Naval Academy at Annapolis 
1933. Like all other officers of the Supply Corps, he received formal 


octrination in procurement early in his career, completing the course 


at the Navy Finance and Supply School, Philadelphia, in 1935. Since 
that time he has been consistently associated, directly or indirectly, 
with procurement matters, 


The beginning of World War II found him serving as a Lieutenant 
on the aircraft carrier USS Wasp. At the termination of the war he 
was a Captain (the youngest man to hold this rank in the Navy in 
sixty years) in charge of the important Naval Supply Depot, Guam, 
which was then issuing material at the almost incredible rate of a half 
million dollars per month. 


Captain Lee’s naval assignments following World War Il have 
enabled him to continue to pursue intimately his procurement interests. 
As Chief of the Navy’s Inventory Control Office, Washington, he was 
concerned with the development of policies and procedures to assure 
a proper balance between supply and demand for individual items 


of material and equipment required for the construction, operation, 
and mointenance of the Navy. 


Later he became Commanding Officer of the Submarine Supply 
Office, Philadelphia. Preceding his present assignment, he was Di- 
rector of the Purchase Division, Bureau of Supplies and Accounts. He 
graduated from the Naval War College, Washington, in 1954. For 
several years past, he has been a familiar figure at meetings of the 
National Association of Purchasing Agents. 


Captain Lee is the son of a retired naval captain and the brother 
of three military officers—two Navy, one Army. For his wartime service, 
he received the Legion of Merit, the Secretary of the Navy’s Com- 
mendation Medal, and several letters of appreciation from flag officers, 
including Admiral Nimitz. He is also the recipient of three area cam- 
paign medals and the World War II Victory Medal. 





n essence, that purchases 





| be made by advanced public 
vertising or sealed bids, and that 
se bids shall be publicly opened 
, designated time. Under normal 
imstances, an award is made 
the lowest responsible bidder 
eting the advertised specifica- 
The system of formal advertising 
till the best method of procure- 
nt when the following four con- 
litions prevail: 
1. When definitive specifications 
published for the required prod- 
2. When an adequate number of 
qualified suppliers are capable of 
omplying with the specifications. 
When these suppliers are ac- 
ly competing for the business. 
1. When there is adequate time 
the formalities of advertising 
1 opening of bids, incident to 
s method of procurement. 
When all four of these conditions 
ail, procurement by advertising 
vides a means of getting the 
iximum return for the taxpayer’s 
lar, while at the same time 
,warding government contracts im- 
irtially among suppliers and mini- 
mizing opportunities for fraud and 
favoritism in the process, 





It is these last democratic objec- 
tives of awarding contracts impar- 
tially, and minimizing opportunities 
for fraud and favoritism, that run 
up the costs of government procure- 
ment. For example, the military 
procurement officer is well aware 
that it is not an economical pro- 
curement practice to solicit more 
than six bids in connection with any 
specific purchase. He knows that 
normally this is the maximum num- 
ber used by expert civilian pur- 
chasing agents. And yet, the military 
purchasing officer must often send 
bids to additional hundreds of sup- 
pliers more than he knows are 
necessary to obtain full and effective 
competition. This is not intended 
to imply that any military purchas- 
ing officer would be so foolish or 
uninformed as to send out hundreds 
of bids for an item or items of small 
money value. But, as the money 
value of the procurement increases, 
the used percentage of the bid list 
(which in some cases contains the 
names of six or seven hundred 
companies), must also increase, un- 
til the entire list is used. 

This is how the exorbitant ad- 
ministrative charges accrue. A pro- 
curement involving 200 bidders, for 


example, may require the issuance 
of about 6,000 sheets of paper for the 
bids, perhaps 10,000 sheets of draw- 
ings, plus 200 copies of specifications 
which normally consist of from ten 
to twenty pages. One Navy pur- 
chasing organization issued so many 
sheets of paper in one month that, 
had the sheets been stacked, the pile 
would have reached to the top of 
the Empire State Building. 

To further disturb an already em- 
barrassing administrative picture, 
the response to invitations for bids is 
normally only 10%, and a large per- 
centage of those responding are not 
qualified to receive an award (mis- 
take in bid, unresponsive bid, ir- 
responsible bidder). Thus, millions 
and millions of sheets of paper are 
wasted in addition to the thousands 
and thousands of man-hours re- 
quired to prepare them. 

In summarizing advertised pro- 
curement, it can be concluded that 
this method of procurement is ex- 
cellent when the four essential con- 
ditions prevail. When used, it per- 
force increases procurement lead 
time and generates costly admin- 
istrative expenses, In return, how- 
ever, it insures impartiality, the 
absence of which would cost much 
more than the cost of increased 
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lead’ time and administrative ex- 
penses. 

If the conditions which make ad- 
vertising the best method of pro- 
curement do not prevail, then the 
negotiation method of procurement 
must be used. Negotiation is a proc- 
ess whereby the buyer and the 
seller bargain to reach an agree- 
ment as to the terms of a contract. 
This bargaining may be done either 
by correspondence or by the nego- 
tiator and the contractor talking 
face to face. The latter method of 
negotiation is usually employed in 
complex contracts and in contracts 
of large dollar amounts. 

During periods of national emer- 
gency, the conditions required for 
procurement by advertising do not 
always prevail. In addition, when 
the Nation is fighting a war for its 
very existence, procuring activities 
of the Armed Services must be 
concerned not only with price and 
performance but also with the speed 
with which procurements can be 
made, and with the rapid develop- 
ment of additional sources of sup- 
ply. 

Even in peacetime where there is 


no emergency, many phases of pres- 
ent day military procurement re- 
quire the use of negotiation. For 
example, the high degree of mech- 
anization of the Armed Forces 
sometimes requires a standardiza- 
tion of technical equipment. Usu- 
ally such standardization can best 
be attained by negotiating for addi- 
tional equipment and spare parts 
from a supplier whose product has 
already proved satisfactory. 

A substantial initial investment 
and extended period of manufac- 
ture is required for the mass pro- 
duction of such military items as 
landing craft and radar. Since this 
is true, it is desirable that the 
Services be allowed to negotiate 
contracts for such equipment with 
producers who have acquired the 
necessary know-how. Contracts 
for experimental, developmental, or 
research work must be negotiated 
because accurate cost estimates and 
precise specifications required for 
formal advertising are seldom avail- 
able. 

Contracts are placed by negotia- 
tion under four basic conditions. 

1. When a sole supplier makes 


the item which is required by the 
Navy. 

2. When many suppliers who can 
make the item are available but 
where time does not permit the 
lengthy procurement process in- 
volved in formal advertising. 

3. When definitive specifications 
have not been developed. 

4. Where a seller’s market de- 
prives the Navy of a fair price 
which a free competitive market 
guarantees. 

Except in the case of a sole sup- 
plier, the impartiality of the ad- 
vertised method is maintained to a 
great extent in negotiation. Yet, a 
more flexible, responsive, and chal- 
lenging method is provided to the 
contracting officer. 


Proposals Are Evaluated 


It might appear that the negotia- 
tion of contracts reduces competi- 
tion of suppliers, thereby resulting 
in correspondingly higher prices be- 
ing paid by the government. This is 
not the case. While it is true that 
in the interest of conserving time, 
the number of suppliers afforded 
an opportunity to offer a quotation 
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sonal Relationship. The Ordnance Supply Office has been 
Tasa Ste at Be Navy under the Management Control of 
Supplies and Accounts. Military Command and coordina 
exercised by the Commandant, FOURTH Naval District 
Ordnance exercises Technical Control over material and 
thone under the cognisance of that Bureau. Technical 





r other material and functions is exercised by the appro 

priate bureau or office as assigned. The Ordnance Supply Office will 

operate in an Active Status 

4 Miesion. The Ordnance Supply Office will perform inventory contro 
¥ TF rdance with the instructions and definitions as iseved 


uthority 





Functiona! Taeke. In carrying out the assigned responsibilities, the 
rdnance Supply Olfice wil 

4. Determine system material and fund requirements to meet the 
needs of the Naval Establishment and other approved programe 


Designate levels of supply for material and provide for the 
ecessary a ation of material under procurement and the distri 
but { material in the Syetem to maintain these levels 


Determine the existence and quantity of obsolete or salvage 
able items of material under the cognizance of the Ordnance Supply 
)ifice and effect proper disposition 


4. Establish and promulgate methods and procedures for record 
ing. reporting, and administering material under ite cognisance 

«. Procure materiale as required to maintain designated stock 

{. Maintain records of material under ite cognizance which is on 
order, perform follow-up action as necessary to assure timely delivery 
and keep consignee activities advised of latest delivery information 


&. Participate in provisioning actions, recommend initial pro - 
curement of repair parte and components and schedule the delivery of 
these repair parte 


h. Determine retention levels for material and dispose of System 
excesses 


i. Eetablieh the distribution system for material under ite 
cognizance subject to approval of management bureaus whose activities 
are allected 


j. Insure proper preservation, packaging, packing and storage of 
ite material 


k. Identify, catalog, determine interchangeability, supersedures, 
and recommend substitutions for all ordnance material, establish and 
promulgate stock numbers and carry out assigned responsibilities in 
the Federal Cataloging Program 


l. Prepare, distribute, and reviee Ordnance Allowance Lists 


m. Examine all ordnance alterations and advise the Bureau of 
Ordnance or other designated activity of material which may be avail 
able for accomplishing ORDALTS prior to any procurement thereof, and 
recommend repair parts to be furnished along with the material for 
accomplishing euch alterations 


n 





Assemble and analyse usage data as required to determine the 
status of supply and demand for ordnance material. 





Recommend to BuSandA, and other bureaus as appropriate 
the transfer of cognizance of material which may be inappropriately 
stocked by the Ordnance Supply Office 


p. Establish and promulgate unit prices for material under ite 
cognizance 


q. Establish at the Ordnance Supply Office an inspection service 
administered by an assistant of the Inspector General of the Supply 
Corps, to conduct inspections of the performance of supply functions 
at activities of the Navy stocking ordnance material 


t. Compile data and submit required financial and statistical 
reports 


*. Maintain field service anits to visit activities maintaining 
stocks of ordnance material, to render service as required, to solve 
specific field probleme and to assist in promoting efficiency through 
pereonal contact with field activities 





plans pe ig to the distribution 
system for material under ite cognisance 


u. Prepare industria! mobilisation plans 


v. In addition to the performance of the above duties for assigned 
ordnance material, including special weapons material, the Ordnanc: 
Supply Office will collaborate with the Armed Forces Special Weapoa: 
Project on the p mg and 4 iP of Navy Allowance Lists, 
and in the 4 P of policies and procedures for 
special weapons material; and maintain liaison with Fleet Commands 
and other Armed Forces installations on matters concerning special 
weapons materials. 








Perform other duties as assigned by the Chief, Bureau of 
Supplies and Accounts and the Chief, Bureau of Ordnance 


M. L. ROYAR 
CHIEF, BUREAU OF SUPPLIES AND ACCOUNTS 
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is reduced to those believed to be 
qualified, nevertheless in all cases a 
sufficient number of suppliers are 
contacted to assure that adequate 
competition is obtained. These 
sources include suppliers that are 
most likely to be responsive with 
prices advantageous to the govern- 
ment. 

In many instances, however, the 
nature of the requirement may be 
such that only a few suppliers are 
qualified to manufacture the ma- 
terial required, thus, price compe- 
tition may be negligible or inade- 
quate. In such cases, the establish- 
ment of a sound price depends upon 
analysis of price comparisons, con- 
tractor’s cost breakdowns, and his 
operating and financial statements. 
Hence, the government depends in 
some instances upon competition of 
suppliers to obtain the lowest price, 
and in other cases, where competi- 
tion is limited, upon an analysis of 
various costs and financial state- 
ments to assure the reasonableness 
of proposed contract prices. 


The Over-all Public Interest 


When competitive quotations are 
received and analyzed, negotiation 
may be undertaken with any num- 
ber of suppliers whose quotations 
appear most favorable to the gov- 
ernment, More than this, the nego- 
tiation permits the government to 
accept minor deviations to unde- 
veloped specifications. This is par- 
ticularly important in the seller’s 
market where material shortages 
may force the use of alternate ma- 
terials. Likewise, urgent delivery 
requirements can be realized by ne- 
gotiating with suppliers to obtain 
their assent to smaller multiple 
awards. At the same time, some 
recognition is given to the economic 
fact that a minimum production run 
will vary from plant to plant. Fur- 
thermore, the nation is assured 
more economical utilization of its 
industrial potential and more ef- 
fficient use of labor and material 
by the closer pricing which can re- 
sult from the negotiating process. 

While negotiation has many ad- 
vantages over the advertised meth- 
od of procurement—for example, 
less paper work—there are certain 
requirements associated with nego- 
tiation which prohibit the use of 
the economical procedures normally 
associated with private industry. 
One such requirement is that pref- 
erence be given to suppliers located 
in certain sections of the country 
which have been classified as dis- 
tressed labor areas. 
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Another requirement is that pref- 
erence be given to groups of sup- 
pliers classified as small business, 
i.e, concerns employing less than 
500 persons. Moreover, a_ special 
agency, the Small Defense Plants 
Administration, has been estab- 
lished by Congress to collaborate 
with the military in placing con- 
tracts with small business concerns. 

It must be obvious that programs 
for the relief of distressed labor 
areas or for the benefit of a par- 
ticular group do not add to procure- 
ment efficiency, nor were they in- 
tended to do so. This being the case, 
it must be presumed that the over- 
all public interests were weighed 
against the increase in procurement 
lead time and administrative costs, 
when these programs were inaugu- 
rated by Congress. 

In summarizing negotiated pro- 
curement, it can be concluded that 
the negotiation method is generally 
more administratively efficient than 
advertised procurement. By the 
same token negotiated procurement 
can never, with some few excep- 
tions, be as speedy and efficient as 
procurement in private industry, for 
the reasons previously set forth. So 
long as the accent in military pur- 
chasing is on impartiality, as it 
should be, and so long as it is man- 
datory to accomplish social aims 
through defense spending, military 
negotiated procurement will not 
compare favorably with many 
phases of industry procurement. 


Preferential Buying 


Against the background of in- 
formation thus far given, the ques- 
tion of why the attack on military 
procurement started in 1951 can now 
be answered. Prior to the Korean 
war, the Armed Services Procure- 
ment Act (which, as has been ex- 
plained, is. an excellent 
mentality for assuring fair and im- 
partial treatment to all bona fide 
suppliers and manufacturers) was 
allowed to operate freely. The 
Korean crisis, however, brought 
about trenchant changes. This crisis 
resulted, among other things, in the 
first partial mobilization in the Na- 
tion’s history, which action devel- 
oped conflicting public interests of 
great intensity. In an all-out war 
such conflicting interests, if they 
do develop, either disappear quick- 
ly or lessen to an insignificant point. 
In a partial mobilization they re- 
main intense. 

The force of these _ interests 
caused certain socio-political ac- 
tions to be taken in connection with 


instru- 





military procurement. These actions 
took the form of imposing changes 
to the Armed Services Procurement 
Regulations—changes designed to 
benefit specific groups, not the Na- 
tion as a whole as the Armed 
Services Procurement Act was de- 
signed to do. Thus, impartiality was 
replaced by partiality. Some groups 
were permitted to benefit at the 
expense of others. For example, 
companies in distressed labor areas 
received preferential treatment; 
small business received aid in the 
form of set-aside items and an op- 
portunity to meet the lowest bid 
received; the military base was 
broadened to obtain multiple 
sources of supply whenever there 
was only one supplier; subcontract- 
ing was encouraged to spread mili- 
tary orders; and the Buy American 
Act gave preference to domestic 
suppliers. 

The military purchasing officer is 
definitely not in a position to judge 
whether or not military procure- 
ment should be used for socio- 
political purposes. The power to 
make this decision rightly rests with 
those officials of our Government 
who are responsible for the welfare 
of the Nation as a whole. On the 
other hand, when military pro- 
curement prices are high as a re- 
sult of such actions, it should be 
clearly understood by the Nation 
that this condition is the result of 
political and economic pressures, not 
the result of a weak military pro- 
curement system. 

All of us, civilian and military 
alike, are eagerly interested in the 
disposition of our tax dollars. There- 
fore, we must presume, whenever a 
decision is made to increase the 
costs of military procurement for 
socio-political purposes, that the de- 
cision is a wise one. We must pre- 
sume that those officials of our 
Government having the power to 
make this decision have weighed 
the benefits to be achieved by such 
a program against the price that 
must be paid for it, and have by 
this process determined it wise to 
sacrifice procurement efficiency to 
gain other efficiency. 


Vendor Relations 


No objective look at Government 
purchasing would be complete with- 
out an examination of the relation- 
ship that is fundamental to efficient 
purchasing. This is the relationship 
of understanding between buyer and 
seller. The buyer understands that 
the seller’s product is good, that it 

(Please turn to page 288) 
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PURCHASING reports on 


Does The Trend In MAKE-OR-BUY DECISIONS 
Follow Market Conditions? 


The question of whether to make or purchase certain items recurs 
constantly among companies using a number of parts in the manu- 
facture of their products. Contributing to the decision to make or 
buy are many factors such as price, quality, assurance of supply, 
labor conditions, etc. To determine the effect of these factors and 
the current trend in make-or-buy decisions, we questioned pur- 
chasing men all over the country. Their combined answers follow. 


1) In the past year, has your company: 2 




















a 

a. Decided to make materials or products here- 
tofore purchased from outside sources 
ee ee ee ee eee ee SE eee 
b. Decided to buy from outside sources mate- 
rials or products previously made in your own 
plant 

Increased 
4 Have such decisions significantly changed 
the ratio of purchased materials to sales in @ Decreased 
your company 

No Change 





& > Are any important make-or-buy decisions 9 


now being studied by your company e 














NOINIdO ONISVHIOANd 


©) Do you see an over-all trend in industry 9 


rd greater self-sufficiency e 


5 in your company, what part does pur- 


sing have in making make-or-buy decisions 


© What are the major considerations in de- 


ling whether or not to move a given item @ 
to your shop 


@ Do you believe that moving items into 

our own plant during periods of excess capac- 9 
will hurt your vendor relations enough to ® 
indicap you during a sellers’ market 


Proper quality seems obtainable only by running 
n our own shop, or placing an inspector in the sub- 
ontractor’s shop.” 


[his ‘do-it-yourself’ program will put a lot of busi- 
ess out of business.” 


Vendors should pass on savings rather than wait 
for ‘squeeze’ on prices—or expect more ‘make 
decisions.” 


Make or buy decisions are always dependent on 
shop load as adjusted in accordance with cost differ- 
ential on each item. Burden absorption is a major 
onsideration, always.” 


Our trend is toward new products, but not neces- 
sarily self-sufficiency. We do not intend to become 
experts’ in all fields.” 
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Yes 





65% 





35% 


Major Influence 


32% 





Consulted 





60 % 


Little Influence 





8% 





(in order of selected importance.) 

Purchase price must be higher than shop cost. 

Purchase price must be higher than shop cost plus a fair profit. 
Desired quality is not obtainable by present method. 


Try to keep plant busy; no formal cost analysis is made. 














Yes ae 





WHAT THEY SA Y 


“Most of our decisions involve services rather than 
materials or products.” 


“In a busy program, service and delivery are more 
important than cost.” 


Current buyers’ market causes greater stress of 
cost control.” 


“Available capacity in our shop has a great bearing 
on the amount of work farmed out.” 


“Expense of providing machine tool facilities makes 
many moves unprofitable.” 


“Greater emphasis must be placed on self-sufficiency 
in order to effect lower costs, greater burden absorp- 
tion, and improved position in a highly competitive 
market.” 


“Purely a matter of economics.” 


EAST 42ND STREET, NEW YORK 17, N. 











The Practical Art of 
Materials Planning 





ANAGEMENT involves mental 

work rather than physical 
work. It rests more on the social 
sciences than it does on the physical 
sciences. It deals with ideas and 
people. Clarence B. Randall, in his 
recent book, “Freedom’s Faith,” says 
that he believes the most important 
attribute of management is that of 
making decisions. The outstanding 
characteristic of the good executive, 
according to Randall, is his capacity 
for making up his mind and then 
translating thought into action. 
Ralph Davis, in “The Fundamentals 
of Top Management,” reminds us 
that planning is an “organic func- 
tion” of management and that a 
plan is the tangible evidence of 
thinking on the part of manage- 
ment. 
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..- How to think more effectively 
.-- How to reach right decisions 


..- How to put policies into action 


This writer proposes to discuss the 
practical art of materials planning 
as it might affect the executives re- 
sponsible for the procurement and 
control of materials, Surely planning 
is necessary if the executive func- 
tion of materials management is to 
be effectively performed. The term 
planning is here used in a very 
general sense to include conscious 
mental activity aimed at making a 
decision, establishing a policy, or 
creating a plan. No attempt is being 
made to precisely define planning 
except to associate it with creative 
thinking. 

Planning is often slighted, even by 
the best executives, Planning is in- 
tangible and difficult work. It is 
difficult, for example, for a purchas- 
ing agent to find the time for re- 


By Stanley E. Bryan 


Professor of Management 
University of Washington 


flective thinking. The pressure for 
immediate decisions, the insistent 
ring of the telephone, the personal 
attention necessary to aid his work- 
ing colleagues prevent him from 
taking the time on the job. 

Often, of course, consciously or 
unconsciously, the purchasing man 
takes his planning work home with 
him. Or he may pursue it con- 
sciously or unconsciously at off- 
the-job social activities. During 
working hours on the job, however, 
there is a tendency to feel obligated 
to perform tangible work. This is 
characteristic in most of us. Dur- 
ing the normal working hours we 
tend to feel obligated to talk to 
people, check papers, do things with 
our hands. The fact is that we feel 
uncomfortable, even a little guilty, 
just to spend our time and effort 
thinking reflectively. 

This is particularly true in this 
era of group management. Any per- 
son, whose desk is in open view of 
his colleagues, can conjecture what 
comments would develop among his 
colleagues if he dared to just sit at 
his desk without appearing to be 
“busy”. Add to such considerations 
the fact that the process of planning 
is not too well understood even by 
psychologists and one can under- 
stand why planning is often slighted. 
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A CHECK LIST FOR CLEAR, CONSTRUCTIVE PLANNING 


(In the following classification of policies, no attempt is made 
to develop particular materials policies, as it is recognized 
that each situation is different. Some of the aids to thinking 
are, however, applied to materials policies. Why not think 
about your own situation, using the following classification?) 


|. Policies which might be developed using pre- Hl. 
ferred alternatives and the “excluded middle” 


Policies which might be developed using pre- 
ferred degree and recognizing the continuum, 


A. Yes-No Alternatives—the middle excluded 
1. Reciprocity? 

Speculation? 

Gratuities? 

Confidential quotations? 

Personal purchases? 

Acceptance of premature deliveries? 

Others? 


NOWURWN 


B. Either-Or Alternatives—the middle excluded 


1. Purchasing Policies 
a. Centralize or decentralize? 
. Make or buy? 
. Concentrate or diversify sources? 


an Ft 


the problem of semantics, and probability 


A. Any or all of the above mentioned policies in 
which degree is determined after preferred alter- 
native is selected 


B. Others, in which the decision usually lies between 
extreme positions, and degree should be care- 
fully considered 


1. Degree between forward and hand-to-mouth 
buying? 


2. Degree of reserve stocks to maintain as a 
safety factor? 


f, 


. Use specification, brand, market grade, 


sample, or other means of description? 


. Use bid, market price, catalog, or vendor 


assessment to determine price? 
Others? 


2. Inventory Control Policies 


a. 


standard 


. Degree to which price is to influence pur- 


chase? 


. Degree to which purchasing department is to 


insist that it handle all purchase transactions? 


. Degree to which purchasing department is to 


LIFO, FIFO, average, market, 
cost, or other valuation system? 
b. Perpetual or periodic inventory? é 
c. Max-min, bill of materials, or executive 

analysis as basis for requisitions? 
d. Automatic or analyzed re-order quantities? 


adhere to quantities requisitioned? 


. Degree to which vendor-dependence upon 
the buying company is to be encouraged or 
discouraged? 


e. Machine or manual record keeping? 7. Other decisions requiring that some degree 
be determined 


f. Others? 








O responsible materials execu- 

tive would belittle the im- 
portance of planning. Much of the 
materials executive’s time is spent 
conferences which are 
nominally “planning sessions”. There 
is a principle of management to the 


in group 


#4) 


/ 


Importance of planning 


effect that to properly accomplish 
any important activity there should 
be planning before subsequent per- 
formance. A materials manager is 
probably aware of this maxim. He 
is also aware of the fact that as an 
executive he has the responsibility 
of making sound decisions. Although 


group meetings help in many in- 
stances the materials executive must 
perform this thinking function large- 
ly on his own. 

Perhaps one of the most impor- 
tant single generalizations related 
to the executive process is one often 
referred to as the Principle of the 
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Situation: the effectiveness of ‘an 


executive’s approach to a particular 
situation depends largely upon his 
ability to secure, and understand, 
the facts, his courage to face the 
facts, and his decision to act in ac- 
cordance with the facts. The situa- 
tion involves facts about the people 
related to the particular situation 


as well as those facts involved in 


the situation itself. 
Situations are always different, 
although some _ similarities 


among 
situations exist. The executive prob- 
ably never is in possession of all the 
relevant facts. The art of executive 
decision seems to lie in balancing 
between snap rule-of-thumb actions 
and the vacillating prolongation re- 





HERE 


certain 

planning. Plans and policies may 
accentuate a tendency toward filexi- 
bility. Red tape, habit, tradition, in- 
ertia and reluctance to change might 


are limits to 


saddle an organization with de- 
cisions and plans which do not meet 
the challenge of the changing situa- 
tion. There is always an element 
of uncertainty in plans aimed at 
coping with the future. The more 
extended the future under consid- 
eration the less certainty 
involved. 

Some degree of inflexibility is the 
price which must be paid for plan- 
ning. Perhaps, however, we can re- 
sort to the observation of Nicolo 
Machiavelli. In “The Prince” he 
wrote somewhat as follows: for- 
tune plays a great part in affairs, 
but can be channeled by a leader of 
foresight. By preparing in time of 
quiet a leader can be ready for 
those breaks in fortune that are sure 
to come. Action is better precipi- 
tate than cautious and apprehensive, 
said Machiavelli, “for fortune is a 
woman and must be hectored to 


there is 
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quired in securing more facts. How- 
ever, the man with facts, in the 
planning process, is like the leader 
in “Gulliver’s Travels.” He over- 
topped his subjects by the thickness 
of a thumbnail, but proportionately 
he was a great leader. 

The process of materials planning 
encompasses wide scope. It includes 
the development of broad plans on 
the one 
on the other hand. Planning is in- 
volved in setting up the objectives, 
goals, missions and deadlines in 
materials and purchasing operations. 
It is involved in purchase budgets. 
performance standards, inventory 
control procedures. Planning is par- 
ticularly related to the establish- 


Can planning 


hand and detailed plans ° 


ment ot purchasing policies. It is 
even involved in setting up the or- 
ganization structure for purchasing 
and materials control. Planning is 
important in purchasing programs, 
schedules, projects, methods, speci- 
fications, as well as in the day to 
day work of the department. 

Planning provides for the maxi- 
mum utilization of the Exception 
Principle by creating the basis for 
much of the subsequent action to 
proceed on a routine basis, thus en- 
abling the executive to focus his at- 
tention during operations on the 
significant exceptions to the action 
as_ planned. 

Planning is an important execu- 
tive activity. 


be improved? 


keep her under. . .” Planning helps 
to hector fortune. 

Yet the cost to industry of faulty 
planning, thinking, and decision- 
making is probably staggering to 
contemplate. It might seem pre- 
sumptuous, at first glance, for the 
writer to imply that purchasing and 
materials executives should improve 
their thinking. If, instead, the con- 
cept presented is the possibility of 
making good planning even better 
it might be more palatable. The pos- 
sibility of improved effectiveness 
through better decisions, thinking, 
and planning, is a challenge to even 
the best executives. 

Can planning be improved? Re- 
cently, executive development pro- 
grams have been aimed at improv- 
ing the mental powers of executives. 
The general approaches might be 
divided into (1) group methods and 
(2) individual methods. 

Most of the executive develop- 
ment programs have’ concerned 
themselves with group methods and 
the use of such devices as problem- 
solving sessions, brainstorming con- 


ferences, committee and multiple 
management, the use of the case 
method and consultative supervision. 

Individual methods have been ex- 
plored in books such as Richard 


Weil, Jr.. “The Art of Practical 
Thinking,” Alex Osborn, “Your 
Creative Power” and “Applied 


Imagination”; and William J. Reilly, 
“The Twelve Principles for Straight 
Thinking.” 

Various methods were presented 
in a Fortune Magazine article in 
May, 1953. That article was bluntly 
titled: “Can Executives Be Taught 
to Think?” The summary of that 
article suggests certain limits to the 
hypothesis that planning can be im- 
proved through executive devel- 
opment. Management can be taught 
to improve thinking up to a point. 
Beyond that point, however, how an 
executive learns to improve his 
thinking seems essentially his own 
business. There is, however, some 
latitude in which conscious creative 
thinking, or planning, can be im- 
proved. It is within this latitude 
that this discussion is developed. 
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PPARENTLY no one knows too 
A much about the process of cre- 
ative thinking. Professor Guilford of 
the University of Southern Cali- 
fornia has been reported as find- 
ing that in twenty-three years up 
to 1950 only 186 out of 121,000 books 
and articles indexed by Psychologi- 
cal Abstracts dealt with creativity. 
Even as laymen, however, we know 
there seems to be a distinction be- 
tween (1) subconscious thinking, 
and (2) conscious thinking. 

Intuition or subconscious “hunch” 
thinking represents a very large pro- 
portion of an executive’s thinking. 
Intuition is characterized by the 
preparation of the mind by the gen- 
eral recognition of a problem, sub- 
sequent frustration and laying the 
problem aside, followed by a “flash 
of insight” as to the solution of the 
problem. Because of the importance 
of intuition or subconscious think- 
ing, Weil, in “The Art of Practical 
Thinking” stresses the development 
of “trained intuition” as an execu- 
tive’s prime creative tool. By this 
he means knowledge of all the “in- 
struments of thinking”, stimulated 


by “purposeful reflection” about 
concrete business situations. 
Conscious thinking, _ reflective 


thinking, or reasoning objectively 
can be distinguished for the pur- 
poses at hand by its conscious ap- 
plication by an individual. It is this 
conscious type of thinking, engaged 
in by an individual, as distinct from 
a group, and separate from intuition 
that is the subject of discussion here. 

In conscious thinking, the indi- 
vidual’s mental process shifts from 
reverie to objective reasoning when 
a problem interrupts the kaleido- 
scope of reverie. Associated with the 
present situation are the immediate 
experiences, the facts immediately 
discernible, the people involved, as 
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well as the whole environment of 
emotions. If the situation is too com- 
plicated or the problem too large, 
the emotions are likely to upset or 
block the thought process. In such 
a case frustration or avoidance of 
conscious consideration results. 
Emotional disturbances seem to 
hamper conscious creative thinking 
in most instances. In the normal 
course of conscious thinking, how- 
ever, the situation is recognized as 
a general problem area demanding 
attention. 

Past experience seems particular- 
ly necessary for effective reasoning. 
Past experience includes back- 
ground knowledge, vicarious and 
actual experience, point of view, 
general methods of attack, and other 
factors which might make up the 
sum total of “past experience”. A 
mental correlation of the present 
situation, present experience, and 
past experience seems necessary to 
give meaning to the situation. Past 
experience would largely determine 
whether or not emotions will ob- 
scure the effectiveness of the mental 
process. Experience, for example, 
may give the person confidence and 
the “peace of mind” of one who 
has met similar situations success- 
fully before. It might have just the 
reverse effect, too. The emotional 
relationship to thinking cannot be 
discounted. 

With the mental correlation of 
experiences, the recognition of 
meaning established, the next stage 
in the process seems to be the 
emergence of ideas. Ideas seem to 
emerge from the imagination, aided 
by analogy, deduction, and induc- 
tion. 

Analogy is the process of reason- 
ing from particular to particular, 
“This idea worked in another case; 
why not here?”, etc. 


creative thinking 


Deduction is the process of reason- 
ing from general to particular: “A 
general principle is possibly in- 
volved; can it be applied to this 
particular case?” 

Induction is the process of reason- 
ing from the particular to the gen- 
eral: “This particular fact, when 
associated with that particular fact, 
seems to indicate a general idea.” 

Alex Osborn in “Your Creative 
Power” stresses the concept that 
creative ideas can be stimulated by 
various methods. Someone has re- 
ferred to this concept as “imagineer- 
ing.” Osborn calls for “brainstorm- 
ing”, bringing ideas to life. 

Judgment is the process of asso- 
ciating the ideas with the situation 
and relating them to experiences. It 
consists primarily of eliminating 
ideas which seem impractical or 
unusable, and modifying others to 
suit the situation. Analogy, induc- 
tion, and deduction are also used in 
this process. Osborn is critical of 
“judicial thinking”, which he points 
out tends to “choke ideas”. 

From the process of facing the 
situation, correlating present and 
past experiences, creating meaning, 
encouraging the development of 
ideas, and judging those ideas 
against the requirements of the situ- 
ation, the creation of a plan emerges. 
Randall, in ‘“Freedom’s Faith”, 
warns that some very able and 
conscientious men never make ef- 
fective executives because their ap- 
proach to difficult problems is ju- 
dicial in its quality (agreeing with 
Osborn); others fail because mak- 
ing up their minds is torture to them 
and they fear the results of com- 
mitting themselves to a decision; 
and still others decide too quickly 
and too easily without proper regard 
to experience and the facts of the 
situation. 
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HE Scientific Method is an at- 

tempt to develop a_ logical 
thought process in line with the 
conscious working of the mental 
process. The Scientific Method has 
been stated by an enumeration of 
various steps. There is no particular 
agreement as to the steps or their 
sequence, but in general they seem 
to be pretty much the same. Actu- 
ally, listing the steps is a con- 
venient fiction or “check sheet”. 
The thinking process seems to op- 
erate more in the nature of multi- 
phase spiral or circle, proceeding 
from one step to another and 
around again as another phase of 
the situation is considered. This is 
particularly true as new facts are 
presented, new problems are recog- 
nized, and the situation changes. 

The Scientific Method can be a 
useful guide to channel reflective 
thinking in the direction of a plan 
or decision. In step form it might be 
presented as follows: 

1. Recognition of the problem 

2. Initial Observation of the situ- 
ation 

3. Development of ideas and hy- 
potheses 

4. Judgment of the ideas and hy- 





HERE are other aids 
complex process 
thinking by the individual. Useful 
concepts of psychology and logic 
are at hand. Certain psychological 


in the 
of conscious 
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potheses (which in turn might re- 
quire securing more facts and their 
study or analysis) 

5. Creation of a tentative plan or 
decision 

6. Final Inspection of the plan, 
with rework or amendment as seems 
warranted 

7. Giving the plan or decision a 
good send-off 

As a check sheet the Scientific 
Method reminds one of the need 
to recognize the situation and clari- 
fy the problem, insures the empha- 
sis upon securing facts and creating 
ideas, insists that a solution be de- 
veloped, and suggests putting the 
plan into action. The Scientific 
Method is particularly appropriate 
if there is time to employ it, if the 
situation warrants its use, or where 
someone else will have to execute 
the plan or understand how it was 
developed. 

One of the key concepts which 
is not stated in so many words, 
however, is that problems should 
be faced in relation to their relative 
priority in importance. Part of. the 
recognition of the problem is a 
recognition of its relative im- 
portance. Chester Barnard, in “The 
Functions of the Executive”, offers 


the following guide: ~~ 

Don’t decide questions which are 
not pertinent. 

Don’t decide prematurely. 

Don’t make decisions which can- 
not be effective. 

Don’t make decisions which others 
should make. 

Another concept which is not 
stated but which is of the utmost 
importance in applying the Scientific 
Method is that most situations in- 
volve people. Proposed plans and 
decisions also involve people. It is 
an axiom of the utmost importance 
to consider who is involved, as well 
as what. 

Some other “helpful hints” in 
working with the Scientific Method 
might include the following. Con- 
centrate on the difference among al- 
ternatives, and disregard those 
factors which will remain the same 
in all cases. Beware of assumed 
“facts”. Concentrate on present and 
future costs, not past sacrifice. Iso- 
late those things which are largely 
uncertain and intangible from those 
which are largely certain and meas- 
urable. Recognize probability and 
the “law of averages” when dealing 
with those things which are largely 
uncertain. 


Aids to reflective thinking 


“laws” seem to help explain and aid 
the thought process, The “law of 
frequency”, for example, reminds 
us that a repeated experience is 
more likely to be recalled than one 


which occurred less frequently. 
Vivid and recent experiences have 
more stimulus than their converse 
counterparts, The “law of effect” is 
a recognition that we tend to favor 
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those experiences which were re- 
lated to a successful conclusion of a 
situation previously encountered. As 


generalization, the more often, 
significant, and successful our plan- 
ning and decision-making the more 
we tend to favor their use. 


In conscious thinking every prac- 


executive apparently appliés: 


tain principles of formal logic 
1en he thinks effectively. The “law 
dentity”, for example, says that 
must remain the same 

through a particular thinking proc- 
ss. If a materials executive is 
thinking about “speculation” he 
should consistently keep his con- 
y “speculation” the same 
ughout. (Of course there is no 
ason why he shouldn’t start over 
ain with another concept of 
ulation” and keep that the 
ne throughout.) For the purposes 
logical reasoning on this par- 
subject, at this particular 

in this particular instance, 
culation” can not be “not specu- 
lation”. This is the import of the 
of contradiction”. For the im- 
diate reasoning there can be no 
idle ground between the opposite 
issertions concerning the same 
ng. The “excluded middle” al- 


anings 


»ws no middle ground of meaning 
moment—yes or no, true or 
false, black or white, either—or. 

The “excluded middle” seems not 


life 


ror the 


rccord with 


the facts of 





OLICIES are guides to action, 
Pp: esumably based upon planning 
and creative thinking. Policies are 
general decisions supposedly ar- 
rived at after careful consideration 
of the particular organization, its 
objectives and problems, and based 
upon the best kind of objective 
thinking. Policies form the back- 
ground against which the day-to- 
day operating decisions are made. 
As such they should reflect the best 


> 
re) 





to anyone who recognizes the im- 
pact of semantics upon the thinking 
process. Semantics is the science of 
meaning of words. Practicallv, it is 
the recognition that we think with 
the use of words, and different 
words mean different things to dif- 
ferent people. What I think “black” 
is may differ greatly from what you 
think “black” is. Semantics suggests 
that “black” may actually vary from 
absolute “black” through all the 
shades of gray to “white”. Semantics 
helps to explain why we find dis- 
agreement among individuals on 
what would seem to be a simple 
and generally acceptable proposi- 
tion. It is well to understand se- 
mantics and its effect upon thinking, 
but rather than refuting the validity 
of the principle of the excluded mid- 
dle—particularly as related te an 
individual’s own thought process— 
semantics suggests a need for allow- 
ing no middle ground of meaning 
for the moment. Consistency in 
meaning is an important aspect of 
logical thinking. 

The “continuum” is a distinct tool 
to use in the approach to varying 
shades of meaning. It recognizes the 
middle area and the degrees of 
difference between extremes. If a 
proposition is neither “yes” or “no”, 
“true” nor “false”, “either” nor “or”, 
or neither “black” nor “white” but 
contains proportions of both, the 
continuum helps to clarify the 


thinking process. If one knows 
the degree or proportion of respec- 
tive identities, say of truth and 
falsity, in a proposition one has a 
useful aid im reflective thinking. 
For example, one might state as 
a proposition that “speculation is a 
bad policy in purchasing”. Reflec- 
tion convinces one that this propo- 
sition is neither true nor false, More 
realistically, in a particular situa- 
tion in a particular company the 
statement might be restated in form 
of a question of policy: “To what 
degree should we allow speculation 
in our company?” If one recognizes 
the movement along the continuum 
from the polar extreme of “badness” 
in speculation, and can determine 
a degree in propositions of this kind, 
one has accomplished a useful proc- 
ess in planning. The continuum is an 
important concept because most of 
our propositions are found in the 
middle portion of the scale. 
Classification is another useful 
tool in planning. Classification is 
also a recognized tool in materials 
management. Inventories are classi- 
fied into raw materials, materials in 
process, and finished goods. They 
may be classified as standard shapes 
and selective shapes. They may be 
classified by types of physical char- 
acteristics or chemical composition. 
The classification of materials is il- 
lustrative of the use of one of 
the effective tools of thinking, 


Thinking applied to 


type of executive thinking. Mate- 
rials policies should show evidence 
of the practical art of materials 
planning and the maximum utiliza- 
tion of the aids to thinking. 
Materials policies can be made 
more effective by the use of past 
experience, “imagineering”, and 
judgment. The Scientific Method is 
particularly adaptable to the crea- 
tion of sound materials policies. In 
developing an acceptable policy it is 


materials policies 


possible to concentrate on the dif- 
ference among alternatives and use 
the laws of logic. Using the con- 
cepts of the “excluded middle”, se- 
mantics, probability, and the con- 
tinuum, policies of a stable nature 
which reflect good management 
thinking can be developed. Classifi- 
cation is helpful. 

The accompanying check list may 
serve to start and channel your 
thinking in the right direction. 
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Getting the Facts on 


Tool Performance 


How Ford Motor Company makes sure of 


getting maximum value in its 


purchases of perishable tools 


By Dwight G. Baird 


COORDINATED and coopera- 

tive program of research and 
testing of perishable tools and sup- 
plies, coordinated with purchasing, 
is resulting in considerable savings 
annually to Ford Motor Company, 
Dearborn, Mich. 

From a small central Tool Trouble 
Department for the Detroit area, 
this activity has been expanded into 
a well-organized operation, with 
each plant and each division having 
personnel assigned to tool trouble 
and analysis. A central staff activity 
at Dearborn provides functional 
supervision, 

There are two major groups of 
tool analysts. At the plant level one 
group makes comparison tests and 
evaluation of tool performance and 
reports its findings to Purchasing, 
General Stores, and Manufacturing 
Engineering (plant, division and 
staff). This group keeps in close 
touch with tool crib foremen, de- 
partmental foremen, tool room, tool 
salvage and tool grinding, and is on 
the alert to detect excessive usage 
or breakage of tools, frequency of 
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Aid to automation: Tool control board in Ford Motor Company's new Cleveland Engine 
Plant is used in the capacity of preventive maintenance. It stores replacement tools and 
automatically records life of tools in operation in huge multi-station transfer machines. Pre- 
set counting dials, equipped with automatically operated lights, signal warnings to machine 
job setter when a particular drill, reamer or tap requires changing. When tool in operation 
in machine reaches life-expectancy limits, the board flashes warning light and tool is 
changed at an opportune time before mishap occurs. This new method of tool control avoids 
costly and time-consuming shutdowns, reduces tool breakage, and improves quality of machin- 


ing work. 


grinds, and all other matters con- 
cerning tools. Its personnel main- 
tains tool records, copies of tool 
tests, and other reference material 
which remove the guesswork from 
tooling. 


Another group at the divisional 
level specializes in tool research and 
development, tests new tools, ap- 
proves the designs of tools, passes 
judgment on tool changes, keeps 
récords of tool performance ‘and 
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A Tool tests are carefully evaluated, with detailed comparisons of performance and estimated 


monthly tool cost. Two copies of this report go to Purchasing, and two to the Design & 


Standards Department, one copy each to General Stores, Plant Mfg. Eng., Division Mfg. 


Eng., and Mfg. Research. 


B Test data is compiled on cards. Duplicate records are kept on file in the department 


concerned and in the tool research files. 
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SEE FORM 3783 B FOR TESTING METHODS INSTRUCTION. 
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coordinates the tooling in all plants 
in the division. 

This group devotes its full time 
to particular types of tools for which 
it is responsible. It keeps constantly 
posted on latest developments in its 
field by close contact with engi- 
neers employed by tool manufac- 
turers, perusal of manufacturers’ 
catalogs and other literature, study 
of technical and production maga- 
zines, visits to technical schools and 
to plants of other manufacturers, 
and active participation in technical 
societies. It is called to help on espe- 
cially difficult tooling problems and 
it is constantly making studies and 
tests to insure the use of tools which 
will yield the lowest possible unit 
cost and will contribute to quality of 
the product. 

Tool analysts deal with all types 
of cutting tools, abrasives, portable 
power tools and hand tools. 

A comparatively recent develop- 
ment is the installation of tool con- 
trol boards on automatic machines 
to indicate when tools should be 
changed and to expedite the changes. 
From these controls a daily tool 
life report can be made to record 
the performance of each tool. 
Analysis of such reports indicate the 
efficiency of the tool’s performance 
on the production operation. 


Seeking Best Performance 


Ford tool analysts don’t take any- 
thing for granted. They believe in 
thorough testing and in using only 
those items which are proved to be 
best in each application. They are 
usually busy on_ assignments, 
searching out and_ eliminating 
causes of excessive tool costs or 
testing new products and ideas, but 
they are always available for special 
tests and studies. 

Any department which desires a 
test on production tools other than 
regular design, material or heat 
treat, may obtain one by making 


‘such a request through proper chan- 


nels. General foremen who watch 
their tool costs closely by keeping 
records of tool usage are quick to 
call for tests when they find tool 
usage on a given operation becoming 
excessive. 

Vendors are well acquainted with 
the practice and many requests are 
received for comparative tests. In 
fact, if Ford tested every product 
which the vendors ask to have 
tested, a larger group of tool ana- 
lysts could be kept busy doing this 
alone. As it is, the purchasing men 
and the technical men are always 
willing to give a fair hearing to any 
vendor who claims that he has a 
better product or a better price, and 
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order a comparison test of his prod- 























uct when warranted. F * ntle aee liscein 9 
Tests are conducted by tool ana- _ TOOL CONTROL REPORT 4237 

lysts, with the active assistance of ok Crib Ne. Dept. Opr. Mo. 

interested departments. Tests are # ; sei le 

run on regular production equip- out: oe OS... 








ment to determine the true per- Date 
formance characteristics of the 
tool. Accuracy is required to assure 
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fairness. A manual of perishable — a... # — —— 

tool control practices gives full in- _ BROKEN HARD STOCK . 
structions for conducting such tests. DAMAGED te ACCIDENT 

When tools having special features won Gur NORMAL WEAR 

are tested, the regular tool must be oa en Le. 

tested also unless results of recent 

tests of the latter are available. Tools Ck TO Ge ox vO CNS 





are placed on test through the gen- 
eral foreman of the department 
concerned. 
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Using Test Data 
Test data is compiled on cards C Important information is provided by the day to day tool control reports from shop 
Duplicate cards are kept on file in operations. 
the department and in the tool re- 
search files. When a test is com- 


pleted, data compiled on the cards {% 









. : se eaaatliataatter PURCHASE RECORD 
is summarized and a report of re- 


sults is distributed to all depart- 
ments concerned. This is essentially 
a tool cost analysis based on the 
evaluation of tool performance. 
Two copies of the report go to 
Purchasing. There the most impor- 
tant data—the number of pieces per 
grind, pieces per tool, total tool cost 
per piece, recommendations and 
other _ pertinent information—is 
transcribed to stiff paper purchase 
record cards which are kept on file 
for the purchasing men’s reference 
in making future commitments. 
These cards are 5” x 8” and are 
ruled on both sides to hold a record 
of forty tests. The report form pro- 
vides spaces for first preference and 
tng Re pis ats ae D Results of tool research and testing are reflected in the purchase record, which shows 
ai = first and second preference for every tool requirement. 
may list the first preference as ven- 
dor A and second preference, ven- E Specifications are as carefully drawn—and revised—for perishable tools as for production 
dor B or C. Or it may recommend material. 
a change of metallurgical aspects 
or a change in design of the tool. 
Such tests not only are an inval- 
uable aid to the purchasing men 
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NON - PRODUCTION MATERIAL 

but they also answer questions ata sees = 
which might otherwise arise. A ae GATE teaues 
vendor, for example, can be quick- NO_ASSIONED BY S7EC_ACT 

ly shown a report of how his tool 

compared with others in an actual 
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+ ; + SET-UP 
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s s 7 lif OTH “HO. | Aum. DEPT. NO. | 
In such case, the vendor is notified i ta aaa a i — ee micas 
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promptly and he sends one of his 
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engineers to investigate the case. 
Such a failure usually is a tem- 
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EFFECTIVE DATE | @ 
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_ porary one, the vendor agrees to an a 


be 








adjustment, he corrects the cause 
of the failure, and the case is closed. 
(Please turn to page 272) 
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Routine storage or working records? 





Purchasing Department Files 


By Paul F. Stolpman, Assistant Purchasing Agent, Texas Gas Transmission Corp., Owensboro, Ky. 


N ) PURCHASING AGENT can 
possibly remember all the sig- 
nif details connected with the 
ay-to-day processing of purchase 
iisitions, requests for quotation, 
ise orders, scrap and obsolete 

sal orders, contracts, corre- 
lence, etc. Therefore it is es- 
that a comprehensive Pur- 

ng Department filing system be 


ined—one that offers the 
utility to the department. 
A means of reaching this end is to 


establish a flow chart of depart- 
ntal forms and correspondence, 
to draft a definite policy to gov- 
the filing of forms, suppliers’ 
ture, correspondence reading 
files, ete. Both take considerable 
study to perfect a worth while sys- 
tem, but in the end the Purchasing 
Department will be a better one for 


s efforts. 


Filing is often thought of as a 
outine task, and in many cases 
file clerk is the department’s 
ranking job classification. 
s unfortunately, at times, results 
aphazard attitude and perform- 
nce on the part of the file clerk, 
and the neglect, by those in author- 
ity, of the tremendous value of 
maintaining first-class files. 


west 


Alphabetic—or Numeric? 


Yet serious consideration 
permits you no alternative but to 
recognize that files are the backbone 
of a Purchasing Department. Con- 
sequently, it is wise to give them 
close attention, and to impress those 
entrusted with filing duties as to the 
important part good files contribute 
to the over-all success of the de- 
partment. 

The filing of numbered forms 
(particularly purchase orders) im- 


any 


8 6 





mediately presents the problem of 
whether to file the records numeri- 
cally or alphabetically. Each system 
has its pros and cons. The general 
rule is to file them according to the 
system by which reference is most 
frequently made. 

We have found it most desirable 
to file open purchase orders alpha- 
betically by vendors’ names, for the 
simple reason that the commodities 
ordered therein are invariably as- 
sociated with specific vendors and 
vice versa. This-is probably true in 
most purchasing departments of 
relatively small size. 

The alphabetical file permits ready 
access to the required open pur- 
chase order without the necessity 
of first referring to a numerical 
cross-reference copy or a purchase 
order register. It also gives the ex- 
pediting section the advantage of 
expediting all orders placed on a 
given company with a minimum of 
effort. 

The numerical filing system pre- 
dominates in respect to closed or- 
ders. These “past history” records 
accumulate rapidly and in large 
volume, and reference is relatively 
infrequent. Numerical filing gives 
added convenience in transferring 
and/or destroying files on a periodic 
basis. It is definitely easier to 
transfer the contents of a cabinet of 
numerically filed orders than it 
would be to select the older records 
of each of the alphabetical cate- 
gories. When it is desired to trans- 
fer old purchase order records to 
storage, the numerical system not 
only affords the convenience of lift- 
ing the complete contents of one 
file drawer into a storage con- 
tainer, but it also gives a definite 
means of determining if any of the 


records are missing. Granted, this — 


could be done with the alphabetical 
system, but it would take weeks of 
cross-reference and verifying, 
whereas the numerical system 
would take but minutes. 


Cross Reference 


Adequate cross reference is the 
key to the usefulness of all Pur- 
chasing Department filing systems. 
This is best exemplified by the com- 
modity file, where manufacturers’ 
literature and other information ap- 
plicable to the company’s material 
requirements is filed. The commod- 
ity file is customarily arranged al- 
phabetically by commodity, since 
this is the usual manner of refer- 
ence, On the other hand, the catalog 
file, which is closely related to it, 
is better suited to an alphabetical 
sequence by manufacturer’s name, 
since that is the way catalogs are 
identified. 

Filing by commodity name re- 
quires standard nomenclature, and 
some decisions have to be made. For 
instance should electrical wire be 
filed under “E” or “W”? The answer 
usually lies in the usage of an item 
in a particular company. Once the 
classifications are established, fam- 
iliarity with the system quickly 
overcomes the original difficulty. 
It is useful, too, to assign an identi- 
fying number to each class of com- 
modities. There may be as few as 
25 categories, or the number may 
run to 500 or more, subject to the 
requirements of the particular com- 
pany. For example: 

Asbestos (1) 


Electrical Fittings (19) 
Electrical Lighting (20) 
Electrical Misc. (21) 
Electrical Wire (22) 
Engines (30) 


(Please turn to page 284) 
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Texas Gas Transmission Corporation 
OWENSBORO, KENTUCKY 


FLOW CHART OF PURCHASING DEPARTMENT 
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Every-Day Examples of 
Profitable Purchasing 











VALUE ANALYSIS for cost-saving purchasing is 
not necessarily a complicated and dramatic process. 
Rather, it is the constant alertness for possibilities of 
using more economical materials and methods and 
persistent digging to find the means of realizing 
those possibilities. 

Here are five every-day examples of the sort of 
problems and requirements that crop up in every 
purchasing program, and how purchasing initiative 
turned potential waste into definite savings. The 
cumulative result of relatively small individual sav- 
ings adds up to significant annual totals, which are 
repeated year after year. In most cases, there are 
also important by-products in the way of improved 
operating practice. 





Frederick C. Esser 





By Frederick Cc. Esser, Purchasing Agent, Lamp Division, Westinghouse Electric Corp., Bloomfield, N.J. 


HE significance of purchasing 


series of Westinghouse Lamp Di- To 
as a profit making tool is be- 


illustrate the profit-making 
vision ads in Fortune magazine. 


(or savings, if you prefer) oppor- 





ing recognized more and more by 
business management today. This 
recognition has come partly from 
the tempo of modern business, and 
to a great extent from the efforts 
of regional and national purchas- 
ing organizations. 

“Purchasing Is a Profit Making 
Job” is the theme of a continuing 
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Built around excerpts from an ad- 
dress, “The Purchasing Revolution,” 
by John A. Hill, president of the Air 
Reduction Company, Inc. at the 38th 
annual International Convention of 
the National Association of Pur- 
chasing Agents in Los Angeles, the 
ads have stimulated great interest 
in “purchasing for profit.” 


tunities a purchasing department 
can take advantage of, here are five 
examples we’ve picked at random 
from our files. They cover a repre- 
sentative range of activities. Some 
involve relatively small savings; 
others are quite substantial. 

The new blanking and cupping 
presses installed in our Paris, Texas, 
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He 


plant produced lamp base shells so 
rapidly that quick disposal of scrap 
material was necessary. Supervisory 
Buyer Joseph J. Donnelley reviewed 


the problem with 
Plant Manager. 


Ralph Adams, 


Baler Adds Value to Metal Scrap 


Back in Bloomfield, N. J., Joe as- 
signed Assistant Buyer Frank 
Brooks to the job of locating suit- 
able scrap handling equipment. 
Brooks visited the Consolidated 
Baling Machine Company in New 
York to find out about their equip- 
ment and visited several plants using 
it. At the Westinghouse Meter Di- 
vision in Newark, N. J., he found a 
baling problem almost identical with 


This scrap baler is paying off at the rate of $2,350 per year in in- 
creased value of properly prepared scrap metal. Watching the op- 
eration are Plant Manager R. A. Adams and E. Polhemus. 
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the one in the Paris, Texas plant. 

He found also that one of the 
chief considerations was the higher 
resale value of aluminum scrap 
properly baled for the mill. O. A. 
Rector, Assistant Purchasing Agent, 
assigned a man to work with Frank 
Brooks to see that mill specifica- 
tions of the baled scrap were met. 
Through the co-operation of every- 
one along the line—and a relatively 
inexpensive piece of baling equip- 
ment—an annual saving of $2,350 
was made because baled scrap 
brings a better price at the mill 
than loose scrap. In addition, baling 
and removing scrap made for a 
neater, more efficient operation at 
the Texas plant. 


Group discussion is a fruit- 
ful way of developing cost- 
saving ideas, and Westing- 
house has found it good 
practice to keep its buyers 
reminded of their responsi- 
bilities in this direction. 


Shown here discussing a 
purchasing problem are 
F. C. Esser, Purchasing 


Agent; O. A. Rector, As- 
sistant Purchasing Agent; 
J. W. Allen, Manufacturing 
Engineer; J. J. Donnelly, 
Buyer; F. L. 
Assistant Buyer; 
P. E. Murphy, Supervisory 
Buyer. 


Supervisory 
Brooks, 


More Economical Methods of 
Fabricating Parts 


Joe Donnelley’s mechanical back- 
ground makes him alert for cost- 
cutting corners. He and Jack Allen, 
manufacturing engineer, wanted to 
find a cheaper way to manufacture 
some of our Lamp Division parts. 
A sealing spindle made of seamless 
steel tubing had been centered, 
turned and ground. Joe suggested 
using a centerless grinder to elimi- 
nate two steps in this operation. 
Resultant savings: $192 annually. 

In another instance, a suggestion 
that we buy bulb support discs from 
a short run stamping house instead 
of making them from costly tools in 


Centerless grinding eliminated two steps in the manufacture of seal- 
ing spindles. Messrs. Allen and Donnelly are wearing a $192 cost- 
saving smile, 











Dip coating of anode hooks saved 
$1.85 in cost per unit and six 
weeks of urgent delivery time. 
Messrs. Murphy and Brooks were 
the purchasing men directly re- 
sponsible for adoption of this 
method. 


own plant resulted in a saving 
$246 yearly. 


Cost of Anode Hooks 
Cut By 60% 
iring the Korean war, we had 
nd a substitute for pure nickel 
e in our lamps. Engineering 
nd that nickel plated iron wire 
ked as well as pure nickel 
In 1951 we wanted to get a 
iting tank into operation on short 
tice to plate iron wire. The Wire 
sion found they didn’t have 
ough anode hooks to start their 
We found some monel hooks at 
5 each but couldn’t get deliv- 
for at least six weeks. 
ank Brooks, our Assistant Buy- 
found some Hex Monel, brought 
» a small welding shop and had 
hooks shaped by hand. Speci- 
tions called for the hooks to be 
ted with rubber. Frank learned 
igh several supply houses that 
rubber coating could be done 
dipping the hooks into a syn- 
tic solution costing $4.95 per gal- 
The entire cost of the hooks, 
uding forming and coating, was 
is brought down to $1.40 each 
npared with the $3.25 we had 
quoted on hooks we couldn’t 
for at least six weeks. The 
bstitute hooks worked just. as 
as the regular ones we had 
using. 
For many 


years, we had been 
ying a combination of sulphuric 
| nitric acids in drums for bright 
lipping brass shells used for making 








lam» bases. We use a lot of acid 
and it took a lot of labor to handle 
and store returnable drums, to say 
nothing of the space they took and 


the safety hazard their handling 
presented. Paul Murphy, Super- 
visory Buyer, dug into the possibil- 
ities of bulk storage for acid. 


Bulk Buying and Storage 
Reduces Material Costs 


He found the cost of a storage 
tank was reasonably low and that 
acid delivered in bulk, either by 
tank car or tank truck, was far less 
expensive than when delivered in 
drums, Because of his thoroughness 
in researching this job, we are now 
buying acid in car and truck lots 
and having it delivered to our own 
storage tanks—at a saving of aboui 
$7,500 annually. 


Changed Specifications Bring 
Cheaper, Better Product 


During the critical metal short- 
ages attending the Korean war, it 
was first thought we had to use 
nickel-plated pure iron wire of 
the lowest carbon content. During 
those days, low carbon wire with 
a maximum carbon content of .04% 
(which we were using) was avail- 
able only at premium prices. 

Paul Murphy pointed out that 
wire of this specification did not 
have the bending qualities we 
needed unless it was further proc- 
essed. It was his contention that 





wire with a higher carbon content 
could be used, thus eliminating the 
extra processing step and getting us 
out of the premium price range 
for wire. 

Samples of standard low carbon 
steel wire with maximum carbon 
content of .06% were tested, proved 
completely successful and we were 
able to eliminate the high-priced 
low carbon iron wire entirely. Re- 
sult: a saving of $16,000 annually. 


Profits Made—or Wasted 


True, none of these examples is 
quite as dramatic as the displace- 
ment of the kerosene lamp by the 
incandescent light bulb. Nor are 
any accompanied by as much fan- 
fare as a terrific sales campaign 
or a spectacular new product de- 
velopment. In fact, there is none 
of the outward shimmer of the 
spectacular in most of what the 
Purchasing Department does. But 
when the cost analysts get out their 
pencils at the end of the year, the 
true worth of the Purchasing De- 
partment as a  Profit-Making—or 
Profit-Wasting—branch of industry 
becomes apparent. 

There are still unexplored fields 
of profit-saving in the purchasing 
departments of nearly every com- 
pany. But to reap their treasure will 
take the kind of thorough, some- 
times monotonous, rarely glamorous 
and always painstaking detective 
work we've described in the in- 
stances cited above. 
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Promises should be in writing 





When a Third Party 


Guarantees Payment 


By Albert Woodruff Gray 


SUBCONTRACT for material 
and equipment under a con- 
tract for grading and the installation 
of concrete work in the construction 
of a parking lot at Ft. Eustis, Vir- 


ginia, was let to a contractor of 
doubtful credit. 
The materialman to whom the 


subcontractor applied for credit 
said he could have no material “un- 
less the general contractor signed 
for it.” The following day a tele- 
phone message to this materialman 
from the general contractor was, 
“We'll be responsible for this sub- 
contractor’s bill.” 

On this assurance, material and 
equipment were supplied until the 
unpaid balance was $1,796, when 
suit was brought against the general 
contracting firm to recover on this 
promise. 


Old Precedent Confirmed 


A statute was enacted in England 
nearly three hundred years ago 
which provides, “No action shall be 
brought whereby to charge a person 
upon any special promise to answer 
for the debt, default or miscarriage 
of another unless the arrangement 
upon which such action shall be 
brought or some memorandum or 
note thereof shall be in writing and 
signed by the party to be charged 
therewith or some other person 
thereto by him lawfully author- 
ized.” 

That ancient statute has been the 
pattern for similar statutes through- 
out this country. In Virginia the 
statute embodying the provisions of 
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this English law is in part, “No 
action shall be brought to charge 
any person upon a promise to 
answer for the debt, default or mis- 
doings of another unless the promise 
be in writing and signed by the 
party to be charged.” 

The general contractor interposed 
this statute in its defense to the ac- 
tion by this materialman. The court 
held the telephoned assurance of 
the general contractor that it would 
be responsible for the bill of the 
subcontractor not to be enforceable, 
and that the materialman could not 
recover in this suit. Its decision was: 

“The holding in this jurisdiction 
and in a majority of others is that 
if the original contractor—subcon- 
tractor in this instance—remains 
liable and the undertaking of the 
other party is merely that of surety 
or guarantor, the undertaking is 
void under that statute.” 


Basis of Credit 


Often however the situation is not 
as simple in the application of this 
famous statute to promises of this 
character. The president of a hosiery 
mill agreed with a raw material 
manufacturer that he would take 
the entire output of the factory. 
He asked that the shipments be 
billed his company but that copies 
of the invoices be sent him per- 
sonally, saying that he wanted the 
goods for his own personal use and 
would see that the manufacturer 
was paid. 

In deciding the litigation that sub- 
sequently occurred, whether the 


president of this hosiery mill was 
responsible for this raw material as 
a guarantor of payment by the 
hosiery mill (in which event no re- 
covery could be awarded as the 
promise was not in writing), or 
whether the goods had been sold to 
him personally, the court made a 
distinction that has frequently been 
relied upon in cases of this charac- 
ter. 

“If a debt has already been made 
and the party is already bound un- 
der it, and a third party goes in and 
promises to pay it or assume the 
responsibility for it, the third party 
isn’t liable there because the credit 
wasn’t extended on the basis of that 
promise, and that is the promise to 
answer for the debt, default or mis- 
carriage of someone else, which is 
to be in writing before it can be 
enforced. 

“But if the person goes before the 
credit is extended and says to an- 
other, ‘If you will give this credit 
to thus and so, I'll see that it is 
paid,’ that promise on his part to 
see that it is paid constitutes an 
original obligation on the person 
making the promise, and whatever 
credit is extended by virtue of that 
promise becomes binding on him 
because his promise to see that it 
is paid makes him responsible for 
it. 

“Tf, for instance,” continued the 
court in holding the president of this 
mill personally liable, “two persons 
come into a store and one buys and 
the other, to gain him credit, prom- 
ises the seller, ‘If he does not ‘pay 
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you, I will,’ 
dertaking and must be in writing. 


that is a collateral un- 


But if he says, ‘Let him have the 
goods and I will pay,’ or, T will 
see you paid,’ a credit is given to 
him alone. He is himself the buyer 
| the undertaking is original.” 
Primary Liability 
\ West Virginia coal company 
is heavily indebted to a hardware 
rm, and the president of the coal 
ompany assured this creditor that 
would be personally responsible 
payment of all purchases 
by the coal company. On this 
irance, the hardware company 
ntinued selling the coal company 
intil the latter became bankrupt. 
Then the hardware company looked 
to the president of this bankrupt 
company for payment. 
In the suit brought on this oral 
agreement, the court held that the 
nise of the president of the coal 


{5 


Dro! 
} I 


fraud in establishing a liability or 
the false extension of conversations 
between the parties so as to make 
them impose obligations beyond 
their real scope. 

“That some benefit accrues to the 
person making the promise for the 
service rendered or the property 
sold and delivered to such third 
person, does not necessarily make 
the debt that of the one guarantee- 
ing payment. 

“If the debt is that of another 
and not of the one making the prom- 
ise, the terms of the statute include 
it, and the incidental benefit accru- 
ing to the person making the prom- 
ise cannot exclude it. 

“If on the other hand, the debt is 
that of the person making the prom- 
ise, the promise is not one to which 
the statute applies, though a third 
person may be incidentally relieved 
of an obligation in consequence of 
payment. 
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company that he would be person- 
ally responsible for these purchases 
was the promise to answer for the 
debt of another which, to be en- 
forceable under this statute, should 
have been in writing. 

“The purpose of the statute,” said 
the West Virginia court, “is to pre- 
vent the establishment of claims by 
oral testimony when the situation of 
the parties is such as to constitute 
a strong motive for perjury and 


>] 


OQ? 


“The test to be applied in every 
case is whether the party sought to 
be charged is the principal debtor, 
primarily liable, or whether he is 
only liable in case of the default of 
the third person.” 

To this the court added a quota- 
tion from an earlier decision in 
that state: 

“Whenever the main purpose and 
object of the person making the 
promise is not to answer for another 





but to subserve some pecuniary or 
business purpose of his own, involv- 
ing either a benefit to himself or 
damage to the other contracting 
party, his promise is not within the 
statute although it may be in form 
a promise to pay the debt of an- 
other and although the perform- 
ance of it may incidentally have 
the effect of extinguishing that li- 
ability.” 


Direct Promise Is Binding 


The phrase that usually evokes 
this statute that the promise to 
answer for the debt of another must 
be in writing, in the defense of ac- 
tions on purchase contracts, is es- 
sentially, “I'll see you paid.” 

An incident in which this “T’ll see 
you paid” was held by the court to 
be a direct promise and not a prom- 
ise that this statute requires to be 
in writing to be enforceable, arose 
in the installation of a gas system in 
Pennsylvania. 

An engineering firm hired a sub- 
contractor for the trench digging 
and pipe laying. When a third of 
the work had been done and nothing 
paid the subcontractor, he stopped 
work and told the firm financing 
the installation of this system that 
he. would do no more under this 
contract until he was paid. As a 
consequence, the financing firm as- 
sured him that if he would com- 
plete his contract they would pay 
him not only for the work still to 
be done but also that which had 
already been performed. 

Affirming a judgment in favor of 
the subcontractor in the — suit 
brought against this financing firm, 
the court said in reference to this 
statute as a defense in this case: 

“These words have no such cer- 
tain, fixed meaning that the court 
would say as a matter of law that 
they necessarily import the one kind 
of obligation rather than the other. 
It is folly to urge that there was not 
an original undertaking on the part 
of those financing this undertaking. 
The work was furnished on the 
credit of these financiers and the 
undertaking was not to pay the debt 
of another, for without their prom- 
ise the work would never have been 
performed.” 


Determine the Intent 


The major difficulty in the appli- 
cation of this statute is in distin- 
guishing between a promise that 
guarantees the payment of the debt 
of another and a promise that is 
the direct obligation of the one mak- 
ing it, as in this West Virginia de- 

(Please turn to page 292) 
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HE Christmas spirit, like many 

other of the pleasant things in 
life, can be abused. Nobody knows 
this better than purchasing agents. 
For many of them, if they are 
conscientious about the ethics of 
their job, the season brings a 
gratuitous headache in the problem 
of handling gifts from vendors—a 
persistent practice that is quite 
generally frowned upon in buying 
circles, however well-intentioned it 
may be. 

Many, if not most, companies have 
a policy—written or understood— 
against the acceptance of such gifts. 
Obviously the best way to achieve 
compliance with that policy is to 
make it known to suppliers before 
the gift is sent and before it becomes 
a specific issue. This is not always 
easy to do in a good natured way 
that makes it clear that the policy 
means what it says while still re- 
taining the cordial relationship a 
gift implies. It is easy to get stuffy 
or arbitrary in a formal notice. It is 
easy to offend the cheerful giver, 
whatever his motive. You can live 
up to your own ethical convictions, 
but you are on dangerous ground 
in prescribing an ethical code for 
others. 

W. R. Uloz, Purchasing Agent of 
The Cleveland Pneumatic Tool 
Company, has hit upon a unique 
method of handling the problem 
this year. It has many features to 
commend it. It affords him the op- 
portunity to express his own greet- 
ings of the season. It is tempered 
with humor. It capitalizes on the 
current fad for prize contests. It 
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invites active “audience participa- 
tion”’—the best way to get com- 
pliance. It starts early, and pro- 
vides for two additional follow-ups. 

Cleveland Pneumatic’s plan con- 
sists of a series of three form let- 
ters. The first one was mailed on 
September 15th to a list of about 
1,500 vendors, It said: 


Every one likes contests. Here is an 
opportunity to participate in one I 
know you'll enjoy. Your answers will 
solve a problem which has been the 
despair of all purchasing people since 
the first salesman called on the first 
buying agent. 

All I request from you is an essay 
telling in as many or few words as 
you choose, why you have decided to 
eliminate all appreciation tokens at the 
Christmas season, 

I’m sure you will have no problem 
in composing your essay. However, in 
all contests an example is_ usually 
given. I'll not be the one to change 
the rules. You might start off as fol- 
lows: 

“99.99% of purchasing people are 

equipped with a brain and be- 

cause they are intelligent (?) 
we know that gifts of any type 
presented to them at the festive 

season or any other time are a 

great embarrassment to them. 

The purchasing agent is a man 

with great ‘humility’, quote Mr. 

A. Godfrey, and further quoting 

Mr. A. G. ‘when a man loses 

humility he has lost all’. Please 

help us to preserve our humility.” 

The above example cannot be used 
because it may disqualify you for the 
grand prize. 

Oh yes, the prize for the winning 
essay and the next 1,000 letters will 
be as follows: 

1. My unending appreciation. 


A unique way of meeting 


THE CHRISTMAS 
GIFT PROBLEM 


2. My sincere respect. 
3. A lasting and warm friendship. 
Thank you for your ever ready 
cooperation. 
Very truly yours, 
The Cleveland Pneumatic 
Tool Company 
W. R. Uloz, Purchasing Agent 


The second letter was mailed on 
October 15th, acknowledging the 
receipt of replies to the first an- 
nouncement: 


Your wonderful cooperation in par- 
ticipating in our contest is greatly 
appreciated. 

The essays received indicate con- 
siderable thought and planning. I’m 
grateful for your ideas as they also 
express my thoughts. 

In a very short time I will advise 
you the winner of this contest. 

Thank you for your sincerity. 

Very truly yours, 
The Cleveland Pneumatic 
Tool Company 
W. R. Uloz, Purchasing Agent 


The third and final communication 
was dated November 15th. It was 
sent to all respondents. 


Congratulations! Your letter has been 
chosen as the best written and it will 
be passed on to all purchasing organ- 
izations and sales groups as an example 
of the close relationship between ven- 
dor and without the benefit of gratu- 
ities. 

You and other people like yourself 
with your straight and honest thinking 
will remove the source of irritation 
which all people in our profession 
have been combating. 

Thank you for a job well done. 

Very truly yours, 
The Cleveland Pneumatic 
Tool Company 
W. R. Uloz, Purchasing Agent 
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Pictorial Pointers 
on Plant Safety 














A safe plant or stockroom means lower warehouse costs, 
better protection for merchandise, greater employee 
efficiency. shaved insurance rates, and reduced liability 


for personal injury to workers 


Keep trash and rubbish in suitable containers, 
preferably outside the warehouse, to minimize danger from fire and 
eliminate the hazard of tripping over it. 








Non-slip surfaces for stair treads 
and upper storage flooring give work- 
ers sure footing under all circum- 
stances, even where greasy liquids 
are apt to spill. 


By David Markstein 


Louvered openings in warehouse walls 

provide natural ventilation—fresh air for 
workers, less dampness on merchandise, less 
danger from fume concentration. 





Above, powered equipment for materials 
handling avoids strains and accidents in heavy 
lifting operations, as well as handling the 
merchandise more safely. 


Below, design storage bins for easy and safe 
access, to avoid unnecessary rehandling and 
lifting to get at needed stock. 


Above, off-the-floor storage protects merchandise from accumulated moisture 
and dirt, makes floor cleaning easier, helps to foil rats and other pests. 


Below, build up flooring along the walls, with a curved surface 


to avoid dirt-catching corners, protect wall surfaces from staining, 
and permit full mopping-up. 


Set and enforce speed limits on factory and ware- 
house trucks; they rarely run over workers, but 
frequently sideswipe merchandise when taking corners 
too sharply and too fast. 


Put up warning signs calling attention to permanent or temporary 
hazards; they cost little to make, and may save some bad spills. 








Industry and Trade Statistics 
to be Brought up to Date 


Business decisions can be made most intelligently when 
there is a sound background of fact available .. . 
Congress has charged the Bureau of the Census with 
making periodic studies of American industry and trade 

In some fields the present information is as much as 


15 years old . . . The Bureau is now preparing to 


bring this up to date with surveys based on 1954 
operations . . . How promptly this new information can 
be compiled, published, and put to useful work de- 
pends on the cooperation of business men in responding 


to the Bureau’s inquiries . . . You will receive your 


report forms early in 1955; a speedy reply will help. 


An interview with Dr. Robert W. Burgess, Director, Bureau of the Census 


Dr. Burgess, you were with the Western 
Electric Company for many years before be- 
coming Director of the Bureau of the Cen- 
sus. Since you have worked on both sides of 
the street, so te speak, what can you say 
about the services of the Census Bureau 
that is of interest and importance to the 
readers of PURCHASING Magazine? 


My work with Western Electric as statistician and 
economist over a period of a quarter of a century 
kept me in close association with our purchasing 
lepartment. We worked together on various phases 
f the problems of supply, demand, and prices con- 
nected with materials used in our manufacturing 
operations, such as copper, lead, cotton, and other 
tems, and finished products bought by the company 
or the Bell System. 


How did you use Census figures at Western 
Electric? 


In one way and another, Western Electric made 
and still makes use of all branches of Census in- 
formation. We used population projections as one 
basis for estimating “normal” increase in industrial 
production. We used statistics on production of var- 
ious classes of products to compare with the com- 
pany’s own production of those classes. The dis- 
tribution of the population by income classes was 
important on some of our problems. 


Then, as a business man of long experience, 
you think Census statistics are useful to 
business men? 


That is correct, Mr. Wecksler. Statistics are im- 
portant to the operation of any business. When busi- 
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ness and industrial enterprises have to make de- 
cisions on today’s and tomorrow’s problems, they 
have to make use of various underlying facts. How 
large is the prospective market? How much compe- 
tition will be met from concerns making the same 
products? Will necessary materials and component 
supplies be available? Is there a good supply of 
workers, engineers, and salesmen? Many of the im- 
portant facts needed to deal with such questions are 
provided by the various periodic censuses conducted 
by the Bureau of the Census. 


What’s new in the Census field now? 


Early in 1955, the Census Bueau will conduct its 
censuses of Business, Manufactures, and Mineral In- 
dustries. The legislation providing for these censuses, 
which will cover business operations for the year 
1954, is Public Law 671 of the 80th Congress and 
Public Law 411 of the 83rd Congress, providing for 
the collection of business statistics at 5-year intervals. 


Did you consult with business men about 
these censuses? 


Yes. Conferences were conducted between repre- 
sentatives of the Census Bureau and other govern- 
mental agencies, and business men representing trade 
associations and individual business concerns. Hun- 
dreds of trade associations and thousands of indi- 
vidual companies cooperated with the Bureau in re- 
viewing and clearing inquiries and lists of items such 
as, for instance, more than 6,000 individual subclasses 
of products of industry which will be included in the 
scope of the Census of Manufactures. Similarly, in- 
quiries and items to be included in the report forms 
for the Censuses of Business and Mineral Industries 
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PURCHASING’s Washington editor discusses 
the forthcoming Censuses of Manufacturing, 
Business, and Mineral Industries with Dr. 
Burgess, against the background of the Uni- 
vac electronic computers which will be used 
in translating individual reports into com- 
prehensive statistical form. 


By A. N. Wecksler, Washingt 


were cleared through governmental and industry 
review. The Census Bureau received and adopted 
helpful suggestions from business leaders to design 
the requests for information so that answers will be 
available from regularly maintained records in the 
great majority of business concerns. 


What will the Census of Manufactures cover? 


The Census of Manufactures will collect informa- 
ton about an estimated 275,000 factories. The com- 
mon inquiries for all industrial establishments will 
include plant identification, kind of industry, em- 
ployment, payrolls, hours of work, cost of materials 
consumed, power equipment, water consumption, and 
value of products shipped. Product and materials 
inquiries will vary according to the kind of industry. 


What will the Census of Mineral Industries 
cover? 


It provides for an enumeration of approximately 
35,000 mines, quarries, and oil and natural gas estab- 
lishments. This census will collect data, for the first 
time since 1939, on the number, size, location, and 
character of operations in the mineral industries, as 
well as data on number of workers, value of prod- 
ucts, principal expenses (wages, salaries, cost of sup- 
plies, fuel, electric energy, and contract work), ex- 
penditures for plant and equipment, quantities of 
fuel and electric energy consumed, and horsepower 
of power equipment installed. 


What's the story on the Business Census? 


The Census of Business will cover approximately 
3,000,000 retail, wholesale, and service establishments, 
theaters and other amusement places, hotels and 
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tourist courts. Inquiries to be made will include lo- 
cation, kind of business, corporate relations, employ- 
ments and payrolls, operating expenses, inventories, 
total annual sales and credit sales. As in the case of 
the Census of Manufactures, report forms will be 
adapted to the several kinds of business, and the 
smaller firms will be required to answer a minimum 
of basic inquiries. 


Do you have any special point you would 
like to make about the collection of this in- 
formation? 


That I do, Mr. Wecksler. While the Census Bureau 
is charged with collecting the data required in the 
Censuses of Industry and Trade, a good job cannot 
be done without the cooperation of all business men 
who are called upon to report the facts about their 
businesses. The value of the censuses depends largely 
upon prompt and accurate reporting by business, and 
speedy compilation and publication of the results by 
the Census Bureau. 

Business men will be asked to file their reports 
within 30 days after they receive their reporting 
form. A message from the Secretary of Commerce, 
which will accompany the reporting forms, points 
out that the Bureau is dependent upon speedy and 
accurate reports by business men to enable it to 
carry out its program for earliest possible publica- 
tion of the statistical information to be based on 
their reports. 

Thus the Census Bureau and the American busi- 
ness man jointly share the responsibility for making 
available, to the nation at large, timely and impor- 
tant statistical data on industrial and business ac- 
tivity. 
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Flave we overemphasized the purchasing prerogative? 








Buying Machine Tools 





By Henry T. Coates 


THE AUTHOR has had wide 
experience in engineering and 
purchasing. He is a past presi- 
dent of the Purchasing Agents 
Association of New York, and 
s currently engaged in consult- 
ng work on industrial engineer- 
ing, purchasing and marketing 
problems. 


ACHINE TOOL buying is 
something of a step-child in 
many purchasing departments. The 
‘obable reason for this is that the 
vual expenditure of money in- 


ived may be relatively small, 
though the time, knowledge and 
skill required may be large. 


A company with annual purchases 
f $5 million may spend as little as 
$10,000 to $20,000 a year on ma- 
tools—less than % of 1% of 
the total spent by the purchasing 
sent. If we divide his time on this 
basis, he could afford to spend only 
three or four hours a year on it. 
Obviously, little could be done in 
that time on a subject that requires 
experience and a great deal of effort. 
It seems like small potatoes to a 
mal spending millions of dollars 
materials and supplies to 
production going. Yet it is 
ery important. 

This discussion is restricted to 

sic machine tools, which might be 
roughly defined as metal cutting, 
chip producing, power driven tools 
such as lathes, planers, shapers, 
milling machines, drilling machines, 
ete., plus general purpose presses 
of the types used in the machine 
shop, and grinders. Tools strictly 
for production line use, or designed 
for a particular industry, are in an- 
other category. In some companies, 
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machines as defined would be used 
only in the tool or repair shop, but 
in many companies they would be 
found on production lines as well. 

You can’t buy machine tools by 
the pound, though the weight may 
have a little to do with the value. 
Price may be a relatively small part 
of the consideration, yet must be 
considered. Quality, as gauged by 
neatness of fits and good workman- 
ship, is a factor, but when buying 
from first class companies this can 
be counted on. 

The importance of this sort of 
equipment is far out of proportion 
to the dollars spent for it. Neglect 
in procurement can lead to con- 
siderable waste—not so much in 
capital expenditures as in loss of 
earnings caused by extra labor 
costs. Its procurement involves pur- 
chasing facilities, of course, but also 
the use of other departments to col- 
lect the important detailed informa- 
tion for a satisfactory purchase is 
essential. The Purchasing Depart- 
ment is better organized than any 
other for seeing salesmen, and 
usually has the best and most com- 
plete catalog file. It also has the 
most experience in selecting vendors 
and negotiating prices and contracts. 
On the other hand, its shop contacts 
are often rather remote—on a cor- 
respondence basis rather than a 
visiting and conferring one. 


Whose Responsibility? 


Many purchasing agents avoid the 
responsibility of buying this type of 
equipment, and rely on the En- 
gineering Department to line the 
whole thing up and pass along a 
requisition specifying everything, 
even to the make of the tool and 
the price. He may feel uncomfort- 
able about this, but it’s too small 
to raise a row about, and besides, 
he would not want the responsibility 
dumped in his lap without being 
able to count on other departments 
to furnish the details that only they 
can give. Yet it is a matter of pur- 


chase, and it should definitely be 
under his control. 

As for the engineer, he feels that 
the selection of machinery is part 
of his work, and when it comes to 
the large production items every- 
one agrees with him. But the small 
and infrequent demand for the shop 
type of machine, with which we are 
concerned, seems to him large 
enough for only cursory attention. 
Perhaps a machinist has complained 
to a foreman that his lathe is worn 
out, out of date, or otherwise un- 
suitable. The plant superintendent 
or other supervisor writes out a 
requisition, possibly inserting the 
name of the maker of the old tool 
or of one that some friend has men- 
tioned, and sends it to the Engineer- 
ing Department. There an engineer 
or clerk OK’s it or changes the sup- 
plier’s name to one that he prefers. 
He consults a catalog—possibly an 
old one—for specifications, and the 
requisition comes to Purchasing with 
a “cut-and-dried” look. Here the 
buyer passes it to the order desk, 
and the purchase order goes out 
without question. Why pick an 
argument over such a small matter? 

Now, engineers lean heavily to- 
ward precision and quality, and 
away from price. If you stop to 
think about it, the very nature of 
their work makes it necessary for 
them to be that way. Supposing they 
do specify a machine that costs 
$1,000 more than another. “It will 
last 20 years—that’s 25¢ extra per 
day. Peanuts, compared to the 
wages of the man who runs it, and 
the other machine would probably 
cost more in repairs, by several 
times the difference in price.” 
Should a buyer argue with them? 

This procedure can be satisfac- 
tory in some organizations, where 
full cooperation exists, but there 
are objections to its general use. Is 
the Engineering Department set up 
to see salesmen? Certainly not the 
usual flood of them, without con- 
siderable screening—and this often 
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leads to oversights, unreasonable 
preferences or personal liking. 
Management would not like to see 
this department overrun by sales- 
men in what may be merely desul- 
tory conversation, keeping engi- 
neers and draftsmen from pressing 
work. Sv what often happens is 
that the engineer handling the re- 
quisition calls in a salesman from 
one of the well known makers of 
equipment, or perhaps a friend on 
whose judgment he relies. And 
that salesman’s duty is to sell his 
own line. 

Here’s one recent example — 
probably worse than is apt to occur, 
but nevertheless true. The Pro- 
duction Department sent a requisi- 
tion to Engineering for replacement 
of a machine they had been using 
for many years in the tool shop, 
where they made dies, mandrels, 
arbors, etc., for use on machines in 
the production line. The engineer 
looked in a catalog and wrote the 
specifications, naming the maker. 
The purchasing agent sent the or- 
der to that firm, and received a 
reply that they did not make such 
a machine. Inquiry to other firms 
brought similar answer, until final- 
ly one agreed to fill the order. In 
due time the machine arrived, cost- 
ing $6,000. 

When it was delivered, the Pro- 
duction Manager hit the ceiling. It 
was unsuitable and way out of date. 
He berated the Purchasing Agent, 
who pulled out the spec and put it 
up to Engineering. Higher officials 
were drawn into the ensuing row. 
It was found that the selection had 
been made from an old catalog. The 
firms who turned down the order 
did so because it was an obsolete 
type they had discontinued. The 
Production Manager knew what he 
wanted to produce on the machine, 
and took it for granted that Engi- 
neering would get him the latest 
model. As a result, they started 
all over again, calling in salesmen 
of several firms, and a machine of 
new design with labor saving fea- 
tures was purchased for $14,000 
more than twice as expensive, but 
saving enough to pay its entire cost 
in a few months. 


Shop Information 


The need for a new machine tool 
arises in the shop. The production 
people and operators are the ones 
that know what has to be done on it 
and, in most cases, the best way of 
doing it, though the analyzing abil- 
ity of the engineer may have much 
to do with originating the idea. The 
purchasing agent’ may at times 
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A LOOK AT MACHINE TOOL REQUIREMENTS 


I keep six honest serving men; 
They taught me all I knew. 
Their names are How? and When? and Where? 


and What? and Why? and Who? 


Kipling 


WHERE is there need for a new tool? 


Usually the shop man knows this first and can give the 
best answer. 


WHAT is to be made on it? 


Again, the shop man has the detailed information, unless 
it is for a new project being developed by another depart- 
ment. 


WHY is the new machine needed? 


Probably (1) to replace worn out equipment, (2) to lower 
costs, (3) to gain more accuracy, or (4) to implement a new 
project. The answers must come from shop, production, or 
engineering. 


HOW will it improve the operation of the company? Will it in- 
crease earnings or be advantageous in some other way? 


This calls for analysis and comparisons—functions of en- 
gineering and purchasing. 


WHEN will it be needed? 


Production or production planning have this answer, 
though the urgency may be initiated in the minds of the 
sales department or in top management. 


WHO is to furnish the tools? 


The purchasing agent is the one to make this decision, and 
has the responsibility of checking reliability of supplier and 
product, analyzing and negotiating price, and placing the 
order. 


But in order to do this effectively, he must be sure that 
the previous questions have been answered adequately, 
and must be kept informed on all phases. This calls for 
close cooperation within the organization. Also, it requires 
that the salesman (primarily a Purchasing Department con- 
tact) be consulted on the various phases as may appear 
necessary or desirable. 








start the procedure by calling at- 


tention to a promising machine that 
he has noticed on the market, be- 
cause he is closer to catalog changes 
and advertisements. He should be 
kept informed from the time the 


project is first being considered. 
How much chance have the shop 
men to keep abreast of the latest 
improvements on the market? Like 
the Engineering Department, they 
must not be overrun by salesmen 
and they do not, as a rule, have a 
good catalog library. They are in- 
ventive, and can think how much 
r or better a machine could do 
f it had a different kind of 
feed, bigger throat, longer travel, 
etc., and can ask others if there is 
such a machine available. They do 
t around to exhibitions and pick 
up information here and_ there. 
They also understand the value of 
labor saving as compared with capi- 

tal expenditure. 


Consider the Salesman 


What about the equipment sales- 
man? He is the fellow who has the 
best and latest information as to 
what is on the market, but can he 
get it to the right source? He 
knows that in most companies he 
should make his first contact with 
the Purchasing Department; in 
some companies he may be given 
to understand that he must not go 

» other departments. Then, if the 
purchasing agent is not fully in- 
formed on what is planned, the 
salesman receives courteous treat- 
ment but is told that no purchase 
of equipment is contemplated. 
“Come back next month.” When 
he comes back next month, he finds 
that in the meantime a requisition 
has come through and his competi- 
tor got the order because he hap- 
pened to be on the spot at the right 
time. Of course, such chances are 
inherent in selling, but if they can 
be minimized, there will be less 
time wasted in futile calls, more 
cooperation from vendors, and gen- 
erally better value for the buyer. 

A good salesman is always try- 
ing to find out who is the man who 
really knows “what and when,” and 
his tendency is to call on anyone 
who might have the knowledge or 
influence. Many of these calls are 
wasted if the companies visited do 
not have a good rule of procedure 
and cooperation within the com- 
pany. 

There are salesmen who call on 
the purchasing agent only as a mat- 
ter of courtesy or policy, on the 
presumption (sometimes warranted) 
that if they start somewhere else 
they are likely to be blocked for 
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this reason alone when the pur- 
chasing agent gets the requisition. 
After this formality, they try en- 
gineering, production or executive 
office or they may get right down 
to the machine operator. 

Of course you can’t have sales- 
men running all over the plant, 
buttonholing every Tom, Dick and 
Harry. But on the other hand, you 
can’t get the full benefit of the 
salesman’s knowledge unless he 
finds out, or somebody tells him, 
what the actual shop problems are. 
Here’s a true case for illustration. 

A salesman had been making a 
lot of calls and was getting nowhere 
with a certain company. Out in 
the shop one day, he noticed a ma- 
chinist making a complicated shaft 
having a number of sections of 
different radii, each section being 
connected to the next by a curved 
surface that had to be a blend of 
the two radii. It was being done 
on a regular engine lathe in lots of 
eleven, costing $6,000 per lot. The 
salesman brought the Production 
Engineer to his company’s show 
room, where there was a large 
tracer lathe on the power line. 
Their own machinist turned out the 
lot of eleven on this equipment at a 
cost of $350. The machine would 
pay for itself many times over in 
a year, and a saving—or earning— 
of several hundred percent on the 
investment is something to consider 
even if it is a small part of the total 
purchases. 


Reduce Waste in Selling 


Selling cost is increased by the 
number of calls that salesmen have 
to make to effect a sale, and sell- 
ing cost has to be included in the 
selling price. If a large number of 
unnecessary calls are included in 
the selling process, the price of 
equipment, sooner or later, must 
rise. Conversely, if the number of 
calls can be reduced, there is a 
possibility of getting equipment at 
lower costs. It is therefor advan- 
tageous for those in purchasing to 
do whatever is reasonable to de- 
velop a routine that will save sales- 
men’s time, make sales contacts 
more productive, and consequently 
save time and expense in their own 
company. 

The picture presented here may 
seem overdrawn. So it is, for the 
many companies that have devel- 
oped a good system. But there are 
many more companies, large and 
small, that are still sadly lacking 
in this respect. A method that gets 
the right salesman to the right man 


concerned with obtaining the equip- 
ment, with the least loss of time 
on either side, is well worth spend- 
ing effort to develop. 


Set Up a Procedure 

It is generally agreed that the first 
call should be made on the Pur- 
chasing Department. The reasons 
need not be detailed here. There 
may be exceptions to this in some 
companies, depending on types of 
organization. But there are few 
cases in which the door beyond the 
Purchasing Department should be 
kept arbitrarily closed. More judi- 
ciously, the Purchasing Department 
should be the door and the guide. 
The reasons for this are shown in 
the accompanying table. 

The system of one large company 
provides for the request for a tool 
to come from the plant to the pur- 
chasing agent, describing the type 
of tool wanted. The purchasing 
agent collects complete information 
from each firm in his “Approved 
List” that sells the type of equip- 
ment in question, gets prices, and 
sends all the papers to the plant au- 
thority. The latter calls in selected 
salesmen for consultation, and des- 
ignates the machine he considers 
best for his purpose. The purchas- 
ing agent accepts this decision un- 
less there is something in it that 
seems questionable to him. He con- 
sults with engineers or anyone else 
who might have helpful ideas if the 
information he has—from company 
or supplier sources—seems to him 
to warrant it. This system is sim- 
ple and compact for a large com- 
pany. Information and knowledge 
are collected from those who have 
it. And once a selling company 
is on the list approved for reliabil- 
ity and quality of product, there is 
little chance of missed opportunities 
or of wasted time in calls. 

Another firm has a mechanical 
engineer in the Purchasing Depart- 
ment. Machine tool salesmen call 
on him, and he goes with them to 
the plant departments that use the 
kind of equipment each is selling. 

A firm that has a Production En- 
gineer or other expert of sufficiently 
high calibre, can use him to advan- 
tage as a coordinator, or let him 
handle the case up to the final stage 
of procurement. 

The organization of every com- 
pany differs in some respects from 
that of others, and the system may 
have to be modified accordingly. 
But the basic principles of coor- 
dination and communication can 
always be applied. The important 
thing is to set up a procedure that 
will get the desired results. 
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The Pulse of Business 
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Optimistic signs of the past few months have devel- 
oped into a definite pattern of business pick-up. 
Coming out of a stable third quarter, industrial 
activity appears headed for a relatively strong pace 
in the closing months of the year. 








ssued its July-September report on total out- 
put of goods and services, the Commerce Department 
said 195)'s gross national product should fall be- 
tween 1953's total of $365 billion and the $36 
billion figure for 1952, if production holds steady 
during the last quarter. 





Production is not only holding steady, but pushing 
gently upward, reports the Federal Reserve Board. 
With steel and durable goods setting the pace, output 
increased in October and early November enough to 


boost the board's index a point to 125. The accom 
panying summary of conditions shows construction and 
retail sales remaining at high levels, and unemploy- 
ment dropping more than usual for the period. 








Automobile manufacture, at a record pace during these 
last two months of the year, may push the production 
index up a couple of more points, assuming all other 
components of the figure remain steady. Will too many 
cars be made? Public reception of the new models ap— 
pears favorable, with some dealers reporting orders 

at a four-year high. A bearish factor, however, is 

the used-car market. High production of new autos will 
probably drive down prices on the old models. This 
would increase the price the consumer has to pay on a 
trade-in, thereby dampening his enthusiasm. The next 
few months will tell the story. 











Performance of stocks following the election is as 
puzzling to many of the experts as Election Day 
performance of the voters was. Since the returns 

were tabulated the market has been hitting 25-year 
highs almost daily. The consensus seems to be that 
there is wide relief over the fact that the country 
did not swing far to the left. No group got a "mandate 
from the people" to wield a stick on business - so 
confidence in the over-all outlook remains high, 
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THE PULSE OF BUSINESS 


Prices of Key Commodities Expected 
to Remain Generally Steady 


Near term outlook for most commodities is for little change from current price levels. 
Non-ferrous metal prices are supported by government stockpiling. Scrap steel prices 
are expected to steady after their recent climb which reflected both increased steel output 
and export demand. Coal prices could recover slightly from their current depressed 
levels. There appears to be little prospect of higher prices for petroleum products. 
Although a continuation of the upward price trend for crude rubber is possible, steadi- 


ness near current levels is far more likely. 
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Value of Manufacturers’ Sales wes eese 
Seasonally Adjusted Sane. May Pam July fun, te) Sept. (p) 
(Millions of Dollars) 

All Manufacturing industries ... 2.2... 6. eee cece cere rere near erence 25,379 23,978 24,260 24,055 23,482 23,677 

Durable goods industries ........- 02s e eee e reenter erent eee neees 12,698 11,344 11,395 11,287 10,952 10,974 
Prighery MROTEIS 2 ow cece cece ccccececrserenrseressscececers 2,084 1,505 1,567 1,528 1,468 1,519 
ee PET COOTER TTUC CTT CCT Le Le 1,219 1,156 1,180 1,184 1,144 1,122 
Electrical machinery ........ 0.2 cece cere renee serene eeeees 1,536 1,291 1,316 1,318 1,276 1,336 
Machinery (except electrical) ... 2.2.2... c cece eee rece e teens 2,163 1,862 1,901 1,920 1,838 1,868 
Motor vehicles & equipment ............2 2c cece cece cece eneee 2,023 2,083 1,974 1,800 1,774 1,563 
Transportation equipment (exc. motor 0 ee a 1,008 940 914 1,061 949 963 
Furniture and fixtures ....... 00 cece te eee eee e eee eee eeeene 370 317 334 300 311 317 
Lumber products (exc. furmiture) ..... 2... 06s eee eee rere eeees 726 680 673 684 688 726 
Stone, clay and glass products ..... 1... sees e ee ee cree eeeeees 607 601 599 608 597 612 
Professional, scientific instruments .... 2... 66 eee eee eee ere eeeee 355 354 364 354 331 362 
Other industries, incl. ordmance ..... 2... 220s e cere cern eeeees 607 555 568 530 576 586 

Nondurable goods industries ..... 2... 6s cece eect eee eee eee eeees 12,681 12,634 12,865 12,768 12,530 12,703 
Food and kindred products ......---- eee eee reer etree ee eennee 3,836 3,827 3,844 3,748 3,785 3,816 
ee ee er ee ee eee ee ee ee ee 662 672 649 682 582 618 
Tobacco products .. 1... ee eee ee tee eee eee ee eee eee eeeeee 315 304 299 301 306 309 
Textile-mill products . 0... 0... cece eee ee ee eee eee erent ee bees 1,031 1,115 1,064 1,040 1,023 1,034 
PEEP OCCT UP ere? CC er Pe ee eee 854 826 818 938 909 872 
Leather and products ... 0... 2c ccc cece cece renner nsessceees 266 297 355 377 349 340 
Paper and allied products ... 1.0... cece cece cere ns eescrenees 752 714 766 753 742 734 
Printing and publishing .... 0.1... cece eee eee eee ween eeees 707 769 767 746 751. 737 
Chemicals and allied products ... 1... 2... ccc cece ee eee ee eenes 1,640 1,664 1,724 1,675 1,686 1,759 
Petroleum and coal products... 0.2... cc ccc ccc cece eee sceeces 2,202 2,089 2,202 2,134 2,060 2,097 
ee rer rrr rrr te et Te ee eee ee eee 416 357 377 374 337 oa. 

Book value of Manufacturers’ Inventories 

Seasonally Adjusted 
(Millions of Dollars) secs 

All Manufacturing SE ere eee eee TTT ee eee e ee 47,087 pnd saaae oe aes Payee 24.105 

Durable goods industries ....... 2. cece c ccc c ence c reer esenvenne 26,958 ’ ’ ’ 3066 
ne oa Lr atan nile Rae RR ALA we Eh em edee 3,513 3,153 3,071 3,107 3,082 ’ 
PCR GID nck cee cc hehe tdewerescescaonraseceneecoves 2,962 2,768 2,831 2,773 2,759 2,735 
Rl oes id 2 og Cink Sige kls qo sib ie Aine hia 3,425 3,103 3,062 3,049 3,041 3,018 
ee er ere rete 5,667 5,222 5,148 5,097 5,101 aan 
rp en ee eee ee 3,498 3,098 3,021 2,899 2,790 762 
Transportation equipment (exc. motor vehicles) ..............- 2,751 2,652 2,691 2,622 2,695 2,712 
ee Ee aa aera 674 661 650 664 656 671 
EN, er ee eee eee 1,123 1,003 981 958 944 948 
Slwme, GH ME GMNG BOOGIE «oc oo ccc c cc ctccecccescece 884 919 895 883 866 870 
Professional, scientific instruments .............c0cccsceeeeds 878 888 874 862 850 835 
Se Ss SU IED oc cewek wrcddececewaressceeees 1,583 1,459 1,465 1,469 1,448 1,433 

Ne OE re ee eee eee ‘i 20,129 19,872 19,846 19,811 19,697 19,532 
POOS GRE BOS HOGG 60k oo eee esedeasscessacsscocee 3,445 3,544 3,492 3,468 3,437 3,406 
EE AP ee ee ee eee eee 1,139 1,195 1,209 1,222 1,198 1,160 
IIIS oo eS Gave oe ele ee al die a de ile maar 1,834 1,877 1,887 1,930 1,912 1,861 
NEE ore ee ere ee 2,612 2,412 2,422 2,376 2,383 2,368 
SY Sag S Staite ne Waigid b kis ark here MAR SON SASH WANS Oe 1,907 1,792 1,762 1,760 1,766 1,740 
I ed reed cleo ks wales ca ea Ea RIRIRIETAG the o aie 574 581 595 580 567 561 
EEE IR EE PIE HO ee 1,038 1,061 1,046 1,021 1,007 1,020 
eos cw dnc shew awiew ewibide. vs ese 772 756 748 734 735 759 
ey nC oisc bac adccwbasadaakaceu vic 3,169 3,053 3,085 3,146 3,147 3,101 
Ie Tree re ee ee Pee ere ee 2,731 2,791 2,771 2,790 2,784 2,795 
SI Sc tea aa ah ie geet ails Winigicade Ad mw win eiese 908 810 829 784 761 n.a. 

Manufacturers’ New Orders (Adjusted) 

CEEOL CLEC TOE ECT E CULT OUT CE TE 22,661 22,819 22,876 22,551 22,560 24,183 
a dia Sand Se SOROS oe CRO Saale es © 4 10,110 10,050 9,985 9,700 9,978 11,341 
PES CINE CIO oon. 5 o.ec bs 0s ecw we vatdeceeceececs 12,551 12,769 12,891 12,851 12,582 12,842 

p—preliminary r—revised n.a.—not available 
: UK @)°48) 4° 
— = a 
i fz — na 
YEAR AGO MONTH AGO LATEST YEAR AGO MONTH AGO LATEST YEAR AGO MONTH AGO LATEST 
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THE PULSE OF BUSINESS 


Straws in the Trade Wind 


MACHINE TOOLS PICK UP — Post-Korea slump in machine tools in- 
dustry seems just about over. Result of hard selling 
activities shows substantial increase in new orders 
and sales. Big sales pitch is based on higher produc- 
tivity and lower costs possible with modern equipment. 
Engineering staffs going all out on new developments 
to increase efficiency of equipment and make existing 
items obsolescent. 





OPTIMISTIC AIR FREIGHT OUTLOCK - With cargo now running in the 


neighborhood of 400,000 tons, air freight carriers are 
expecting further growth. Airlines are sufficiently 
confident of the future to buy planes specifically de- 
signed for cargo. Such special equipment can improve 
service and lower costs. It is expected that air 
freight advantages will be pushed vigorously in the 
near future. 





ELECTRONIC OFFICES AHEAD - Are we on the threshold of a revo- 
lution in office procedures and methods? Electronic 
computer manufacturers think so. Broad use of lec 





computer manufacturers think so. Broad use of elec- 
tronic office equipment is predicted in the next few 
years. New equipment now available - and future models 
still in the design stage - promises to cut clerical 
costs drastically and provide management with more and 
better information for making decisions. 


COAL INDUSTRY RECUPERATING - General business pickup is claimed 

"a as biggest factor in revival of coal industry. During 
week ended November 6, miners dug estimated 8.); million 
tons of soft coal - 5% less than a year ago. During 
March, low point for 195), the corresponding figure was 
a mere 6.3 million tons - off 20% from previous year. 
Big coal burners, steel and utilities, placing greater 
demands. Power output, in November, toppled previous 
records, running 11% over 1953. Snap back of steel out- 
put to highest level in months, also being felt. All 
signs indicate firming up of coal prices. 





PROFITS CONTINUE HIGH -— National City Bank Letter reports that 
profits after taxes of the 98 largest manufacturing 
companies totalled $,):74,000,000 for the first nine 
months of this year. This is a % increase over 1953. 
Tax reductions more than offset the effect of lower sales 
and reduced pre-tax earnings. Bright spots were drug, 
cosmetic, office equipment, cement, glass and stone in- 
dustries. Suffering curtailed earnings were the steel, 
auto parts and railway equipment industries. 
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TOTAL ANNIIAL COST ($ PER YEAR) 








A useful tool for the buyer 





Economic Ordering 
Quantity Guide 





Here is a convenient reference table that helps make 
inventory control and purchasing effective by indicating 
the economic ordering quantities for purchase require- 
ments where annual use of an item can be estimated 
and where quantity discounts apply. The mathematical 
basis of the calculation is included to show how the 
table was derived, and to enable you to make your 
own tabulation where costs of purchasing and inventory 
charges vary from the $3 per order and 25% per year 
rates used in this example. 
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DeEcEMBER, 1954 


By Robert M. Elsworth, Service Shops Department 
and Lindon E. Saline, Analytical Engineering Section 


General Electric Company 
Schenectady, N. Y. 


\\ f@ONTROL” is a very popular word in industry 

today. Usually, control indicates some method 
of recognizing and correcting variances from pre- 
determined standards. 

Inventory control is an essential element of good 
management practice. Many business failures can be 
traced to the lack of proper control of inventory. A 
starting point for the control of inventory is the 
establishment of an economic ordering guide to serve 
as a standard for determining the quantity of a 
material to be purchased at any given time. This 
assumes a thorough knowledge of the nature of the 
business, as well as its cost characteristics. 

The best quantity of material to purchase at any 
given time depends on the balance between the cost 
of possession of inventory and the cost of procuring 
that inventory. Having determined these factors, 
simple guides for establishing economic ordering 
quantities can easily be designed to aid inventory 
control and purchasing personnel in carrying out 
their functions. This paper presents and demon- 
strates a sample economic ordering guide based on 
the annual purchase cost (total dollar value) of the 
material to be ordered. The business and mathe- 


matical concepts used in its development are dis- 
cussed. 
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TABLE | 


Range of Acceptable Ordering Quantities 
Shown as—Maximum/Optimum—Percentage 
Of Annual Supply 


Best Available Estimate 
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oO 
Total Annual Purchase Cost 2% Discounts on Total 
(Dollars) Annual Purchase Cost 
0 1% 9% 3% 4% 5% 6% 1% 8% 9% 10% 
Over 106,553 1/1 10/1 18/1 27/1 35/1 44/1 53/1 62/1 72/1 81/1 91/1 
38,360—106,553 2/2 12/2 20/2 29/2 37/2 46/2 55/2 64/2 74/2 84/2 93/2 
19,572—38,359 3/3 14/3 22/3 31/3 39/3 48/3 57/3 67/3 76/3 86/3 95/: 
11,840—19571 4/4 15/4 24/4 33/4 41/4 50/4 59/4 69/4 78/4 88/4 98/4 
7,927—11,839 5/5 17/5 26/5 34/5 43/5 52/5 61/5 71/5 80/5 90/5 100/5 
5,676— 7,926 6/6 18/6 27/6 36/6 45/5 54/6 63/6 73/6 82/6 92/6 102/6 
4,263— 5,675 7/7 20/7 29/7 38/7 47/7 56/7 65/7 75/7 84/7 94/7 104/7 
3,319— 4,262 8/8 21/8 31/8 40/8 49/8 58/8 67/8 77/8 86/8 96/8 106/8 
2,657— 3,318 9/9 23/9 32/9 41/9 50/9 60/9 69/9 79/9 88/9 98/9 108/9 
2.175— 2,656 10/10 24/10 34/10 43/10 52/10 61/10 71/10 80/10 90/10 100/10 110/10 
1,814— 2,174 11/11 26/11 35/11 45/11 54/11 63/11 73/11 82/11 92/11 102/11 112/11 
1,536— 1,813 12/12 27/12 37/12 46/12 56/12 65/12 75/12 84/12 94/12 104/12 114/12 
1,316— 1,535 13/13 28/13 38/13 48/13 57/13 67/13 76/13 86/13 96/13 106/13 116/13 
1,142— 1,315 14/14 30/14 40/14 50/14. 59/14 69/14 78/14 88/14 98/14 108/14 118/14 
999— 1,141 15/15 31/15 41/15 51/15 61/15 70/15 80/15 90/15 100/15 110/15 120/15 
882— 998 16/16 32/16 43/16 53/16 62/16 72/16 82/16 92/16 102/16 112/16 122/16 
784— 881 17/17 34/17 44/17 54/17 64/17 74/17 84/17 94/17 104/17 114/17 124/17 
70i— +783 18/18 35/18 46/18 56/18 66/18 76/18 85/18 95/18 105/18 116/18 126/18 
631— 700 19/19 37/19 47/19 57/19 67/19 77/19 87/19 97/19 107/19 118/19 128/19 
572— 630 20/20 38/20 49/20 59/20 69/20 79/20 89/20 99/20 109/20 119/20 130/20 
519— 571 21/21 39/21 50/21 61/21 71/21 81/21 91/21 101/21 111/21 121/21 132/21 
474— 518 22/22 40/22 52/22 62/22 72/22 82/22 92/22 103/22 113/22 123/22 134/22 
435— 473 23/23 42/23 53/23 64/23 74/23 84/23 94/23 104/23 115/23 125/23 136/23 
40i—_ 434 24/24 43/24 55/24 65/24 75/24 86/24 96/24 106/24 116/24 127/24 138/24 
370— 400. 25/25 44/25 56/25 67/25 77/25 87/25 97/25 108/25 118/25 129/25 140/25 
343— 369 26/26 46/26 57/26 68/26 79/26 89/26 99/26 110/26 120/26 131/26 141/26 
318— 342 27/27 47/27 59/27 70/27 80/27 91/27 101/27 111/27 122/27 132/27 143/27 
296— 317 28/28 48/28 60/28 71/28 82/28 92/28 103/28 113/28 124/28 134/28 145/28 
276— 295 29/29 50/29 62/29 73/29 83/29 94/29 104/29 115/29 125/29 136/29 147/29 
958— 275 30/30 51/30 63/30 74/30 85/30 95/30 106/30 116/30 127/30 138/30 149/30 
2949— 257 31/31 52/31 64/31 76/31 86/31 97/31 108/31 118/31 129/31 140/31 151/31 
2298— 241 32/32 53/32 66/32 77/32 88/32 99/32 109/32 120/32 131/32 142/32 153/32 
914— 227 33/33 55/33 67/33 79/33 89/33 100/33 111/33 122/33 132/33 143/33 154/33 
203— 213 34/34 56/34 69/34 80/34 91/34 102/34 113/34 123/34 134/34 145/34 156/34 
191— 202 35/35 57/35 70/35 81/35 93/35 103/35 114/35 125/35 136/35 147/35 158/35 
181— 190 36/36 58/36 71/36 83/36 94/36 105/36 116/36 127/36 138/36 149/36 160/36 
171— 180 37/37 60/37 73/37 84/37 96/37 107/37 117/37 128/37 139/37 151/37 162/37 
163— 170 38/38 61/38 74/38 86/38 97/38 108/38 119/38 130/38 141/38 152/38 164/38 
155— 162 39/39 62/39 75/39 87/39 99/39 110/39 121/39 132/39 143/39 154/39 165/39 
148— 154 40/40 63/40 77/40 89/40 100/40 111/40 122/40 133/40 145/40 156/40 167/40 
140— 147 41/41 65/41 78/41 90/41 102/41 113/41 124/41 135/41 146/41 158/41 169/41 
134— 139 42/42 66/42 79/42 92/42 103/42 114/42 126/42 137/42 148/42 159/42 171/42 
128— 133 43/43 67/43 81/43 93/43 105/43 116/43 127/43 138/43 150/43 161/43 173/43 
122— 127 44/44 68/44 82/44 94/44 106/44 117/44 129/44 140/44 151/44 163/44 174/44 
116— 121 45/45 70/45 83/45 96/45 108/45 119/45 130/45 142/45 153/45 165/45 176/45 
112— 115 46/46 71/46 85/46 97/46 109/46 121/46 132/46 143/46 155/46 166/46 178/46 
107— 111 47/47 72/47 86/47 99/47 110/47 122/47 134/47 145/47 156/47 168/47 180/47 
103— 106 48/48 73/48 87/48 100/48 112/48 124/48 135/48 147/48 158/48 170/48 182/48 
99— 102 49/49 75/49 89/49 101/49 113/49 125/49 137/49 148/49 160/49 172/49 183/49 
98 or less 50/50 76/50 90/50 103/50 115/50 127/50 138/50 150/50 162/50 173/50 185/50 
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g HOW TO USE THE ORDERING GUIDE 


Example | 


10,000 rolls of cotton tape at 33¢ per roll, or 
100 ball bearings at $33 per set, result in a total 
annual purchase cost of $3,300. 


Enter the left hand column of the ordering 
guide at the line “$2,657 to $3,318” and read 
to the right of the slanted line in the column 
under 0% discount the economic ordering quan- 
tity of 9% of a year’s supply. That is, about 900 
rolls of tape or 9 ball bearings is an economic 
ordering quantity. 


Example Il 


To illustrate the use of the ordering guide in 
evaluating quantity discounts, consider an offer 
by the vendor to sell the above tape for 30¢ 
per roll in quantities of 10,000 or more. The 
“batch” discount tendered is 9% on the original 
price of 33¢ per roll. 


Hence, enter the guide on the “$2,657 to 
$3,318” line and move horizontally to the column 
marked 9% discouni. Read to the left of the 
slanted line a break-even ordering quantity of 
98% of the year’s supply. The discount applies 
only to orders of 10,000 or more rolls, which 
corresponds to 100% of the year’s supply. Hence 
the 9% discount is not more economical to the 
purchaser than purchasing the tape in quantities 
of 900 rolls at no discount. Furthermore, buying 
in the smaller quantity gives greater flexibility 
in the forecasting of annual requirements and 
frees space for more productive effort. 


Example Ill 


A shop requires 400 rolls of solder per year. 


The vendor offers the solder at $5 per roll in 
small quantities, and $4.75 in quantities of 100 
rolls or more. The total annual purchase cost is 
400 x $5, or $2,000. Hence, the economic order- 
ing quantity is 11% of the year’s supply, or 44 
rolls. 

The $4.75 price represents a 5% discount on 
the $5 price. Moving horizontally to the 5% 
column, find a break-even quantity of 63%. This 
means that, at most, 252 rolls can be ordered at 
$4.75 each for the same total annual cost as 44 
rolls per order at $5 per roll. 


The economic ordering quantity at $4.75 per 
roll ($1,900 total annual purchase cost) is also 
11% or 44 rolls, which is less than the minimum 
order of 100 rolls required for the 5% discount. 
The lowest total annual cost can be achieved, 
therefore, by ordering the minimum allowable 

vu quantity (100 rolls) which gives the discount 
price of $4.75 per roll. 
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Cost of Inventory 


Fundamentally, the total annual cost of inventory 
maintenance is composed of four parts: 

1. Total annual purchase cost (number of units 
used each year x the unit cost). 

2. Procurement cost (number of times material is 
ordered x the cost of placing and receiving an 
order). 

3. Cost of possession of inventory (charges on in- 
vestment, storage, obsolescence, etc.). 

4. Buffer stock to insure against unforeseen delays 
in delivery, rejected shipments, and unforeseen de- 
mand. 

The tables presented here are based on the con- 
cept that the best available estimate of total annual 
purchase costs is the primary factor that establishes 
economic ordering guides. The simplest “best avail- 
able” estimate is oftentimes an extrapolation or pro- 
jection of historical records, tempered by known 
changes in requirements or rates of use. Buffer 
stocks and economic ordering guides determine the 
annual rate of turnover. 

Economic ordering quantities are not greatly de- 
pendent on the size of buffer stock. Since the deter- 
mination of optimum buffer stock is outside the scope 
of this paper, and as its influence is generally small, 
it can be ignored without affecting the results de- 
sired. 

Figure 1 illustrates the concept of economic order- 
ing quantity for a given dollar amount of material. 
The cost of possession is zero if the material is re- 
ceived and immediately processed and shipped. As 
larger amounts of material are purchased, some of it 
waits in the stockroom and some of it is tied up in 
work-in-process. Possession of the material costs 
money for carrying charges, storage charges, han- 
dling, obsolescence, etc. These possession charges are 
usually directly proportional to the quantity of ma- 
terial in possession. Hence, for a period of time, the 
“cost of possession” curve on Figure 1 is practically 
a straight line. 

The cost of procuring (ordering, receiving, in- 
specting, etc.) a year’s supply of material decreases 
as the quantity purchased at each ordering time in- 
creases. The procurement charges associated with a 
year’s supply of goods purchased on a single order 
are much less than the procurement charges asso- 
ciated with the same total amount of material pur- 
chased in 52 separate weekly orders. Thus the “cost 
of procurement” curve on Figure 1 is a declining 
curve, showing a decrease in cost as the ordering 
quantity increases, 

The total annual cost of maintaining an inventory 
(excluding buffer stock) is simply the sum of: 

Purchase Cost 
plus 

Possession Cost 
plus 

Procurement Cost 


Purchasing cost is constant, except as quantity dis- 
counts may be involved. (The consideration of 
discounts is discussed later.) Therefore, the minimum 
total annual cost (Figure 1) occurs at the point 
where the savings in procurement cost realized 
through the purchase of an additional unit of mate- 
rial exactly equal the increase in possession costs 
for an additional unit of material. (This is simply a 
restatement of Kelvin’s generalized law that the 
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minimum occurs where the rate of change of the 
fixed costs are equal and opposite to the rate of 
change’ in variable costs.) For ordering quantities 
larger than the optimum, the possession costs in- 
crease faster than the procurement costs decrease. 
For ordering quantities smaller than the optimum, 


the procurement costs increase faster than the pos- 
session costs decrease. 


Economic Ordering Guide 


The sample table shown herewith is designed to aid 
inventory control and purchasing personnel in mak- 
ing decisions about the quantity of material to be 
ordered at any given time, for most economical total 
inventory cost. These guides are based on the best 
available estimate of total annual purchase cost, 
and on per cent discount tendered by the vendor. 
Tables such as this can be prepared by evaluating 
the formulae subsequently presented, on business 
machines available in most accounting offices. For 
the table shown, procurement cost is taken as $3 per 
order, and possession cost is taken as 25% per year— 
the economic factors utilized in one department of the 
General Electric Company. The tabulated quanti- 
ties would of course vary as different values for cost 
of procurement and of possession are substituted in 
the formulae. 

Table I is a summary of economic ordering quan- 
tities, in per cent of year’s supply (best available 
estimate) for various total annual purchase costs and 

“batch” discounts. The left hand column of this 
table is the Total Annual Purchase Cost (best avail- 
able estimate), in which dollars have been grouped 
within practical operational limits for quick evalua- 
tion. The headings of the other columns (0 to 10%) 
are the “batch” discounts which might be offered on 
the total annual purchase cost shown in the left hand 
column. 

The number to the right of the slanted line is the 
most economic ordering quantity (in per cent of 
estimated annual requirements) for the total annual 
purchase quantity and discounts listed. The number 
to the left of the slanted line is the maximum order- 
ing quantity which gives a break-even cost between 
zero discount and the discount listed for each total 
annual purchase cost. That is to say, optimum per- 
formance is realized by purchasing the quantity 
shown to the right of the slanted line. However, econ- 
omies can be realized by purchasing any quantity 
up to the value given on the left of the slanted line. 


Several illustrative examples are cited to show how 
to use this table. 


Mathematical Formulation 


This analysis and computation are based on the 
concept that the commodity under consideration is 
“purchase cost”. There is no difference in the eco- 
nomics of purchasing 100 bearings at $33 each, or 
10,000 rolls of cotton tape at 33¢ each. In either case, 
it is desired to utilize $3,300 of “purchase cost” eco- 
nomically. Furthermore, practical considerations sug- 
gest that ordering quantities should be designated in 
terms of time periods—for example “months supply” 
or “weeks supply” or “days supply”, which is here 
accomplished by using the factor “per cent of year’s 
supply”. This designation permits the stock clerks 
to associate purchase cost and a time period, which 
are basic considerations in the implementation of an 
effective inventory control scheme. 

Although purchase cost and inventory charges are 
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given as annual rates in the formulae developed 
here, the formulae are applicable for any time period 
so long as the rate of purchase costs during the time 
period has been converted to an annual rate. 

The formula is as follows: 
Let: P = total annual purchase cost in dollars (number 
of units x unit cost) 
procurement cost (dollars per order) 
inventory charges (per cent per year) 
ordering quantity nN gf Om 
economic porn BD (per cent “of 
year’s supply) 
total annual cost (dollars per year) 
minimum total annual cost (dollars per year) 
buffer stock (per cent of year’s supply) 
annual turnover rate 
The total annual cost of a certain annual purchase 
cost and ordering quantity is purchase cost + pos- 
session cost + procurement costs. The possession 
costs assume that the average inventory on hand is 
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The procurement costs are based on the number of 
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orders per year (——) so that procurement costs are 
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(——) x S. This gives us formula (1): 
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20,000 Q 
The economic ordering quantity as defined by Kel- 
vin’s law (Figure 1) is found by differentiating C 
dC 
with respect to Q and solving — = 
dQ 
value of Q thus found is the economic ordering quan- 
tity Q’ given by the formula (2): 
Ss 
Q’ = 1414 —_ 


O for Q. The 





PI 
By substituting Q’ for Q in formula (1), the mini- 
mum annual cost for a certain total annual purchase 
cost is found to be (3): 


: ¥ 
C..= P+ menos P 
50 \ 


The quantities calculated by these formulae are il- 
lustrated on Figure 2 for a procurement cost of $3 
per order, inventory charge of 25% per year, and 
an annual item purchase cost of $3,300. (See Ex- 
ample I.) 

Figure 2 shows that, for the example used, the 
total annual cost for various ordering quantities has 
a minimum value of $3,370 when the ordering quan- 
tity is 9% of the annual requirement. If the entire 
year’s supply is purchased in one order or quantity 
(Q = 100%), the cost is $3,716, or more than 10% 
higher cost than the minimum amount. If, however, 
the ordering quantity is doubled (Q = 18%), the to- 
tal annual cost is $3,390, or only 0.6% higher than 
the minimum cost. 

Similar quantitative relations exist for all ordering 
problems, and demonstrate the flexibility that exists 
in the use of economic ordering guides. That is, the 
real value of these guides is that they indicate the 
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TOTAL ANNUAL COST FOR VARIOUS ORDERING QUANTITIES 
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approximate quantities to be ordered, subject to 
practical considerations which cannot easily be in- 
corporated in simple charts. Ordering guides are 
just that; they are guides—they are not hard-and- 
fast rules that must be followed precisely. 

For example, the tables indicate that economies 
may be realized, mathematically, by ordering more 
than an estimated year’s supply. But practical ex- 
perience and good judgment would indicate that 
ordering such large quantities is a questionable 
practice. It must be recognized that the length of 
time during which the “cost of possession” curve is 
a straight line depends on the nature of the business 
involved. It is straight only for that period of time 
during which one expects no radical design changes 
or excessive material deterioration. These factors 
will establish a practical limit for those values to 
the left of the slanted line or the ceiling on the 
size of the ordering quantities. 


Evaluating Quantity Discounts 


Quantity discounts may be given on a continuous 
or batch basis. Quantity discounts on a continuous 
basis imply that the unit price becomes continuously 
smaller as the number of units in a given order 
increases. Quantity discounts on a batch basis imply 
that after a certain quantity of units is purchased, 
the unit price is decreased. Both types of discounts 
can be handled analytically. 

For the continuous-type quantity discount, the 
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annual purchase cost P is written as an analytic 
function of the ordering quantity Q and is sub- 
stituted into formula (1) for the total cost. The total 
annual cost C is then differentiated with respect 
to Q and equated to zero; the resulting equation is 
solved to find the economic ordering quantity Q’. 
The relation between P and Q determines the com- 
plexity of the equation which must be solved for Q’. 
In most cases, the calculation would be relatively 
easy for digital computers that are available in many 
accounting offices. 

For the batch-type quantity discount, a comparison 
can be made to determine the maximum percentage 
of the year’s supply which can be purchased and 
still break even with the optimum quantity at no- 
discount cost. This is what has been done in cal- 
culating the values shown in Table 1. The pro- 
cedure is to equate formulae (3) and (1), substitut- 
ing (1 — x)P for P in formula (1), and solve the 
resulting equation for Q. (x = the per unit discount 
for a certain quantity of units, and Q = the maxi- 
mum percentage of the year’s supply that can be 
purchased to break-even with the no-discount price.) 

The formula for Q in this instance is: 


— (1 — x)P + fc. —(- of: oy 





(i — x)PI 
10,000 
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Industry is turning to 


EPOXY 


RESINS 


for better products 
and lower costs 


By F. S. Swackhamer 


Manager, Resins and Plastics Department, Shell Chemical Corporation 


NTRODUCED only four years 

ago, epoxy resins have been 
widely used in a variety of indus- 
tries to improve products and proc- 
esses. Their unusual physical, chem- 
ical and electrical properties have 
enabled them to replace certain 
established resins and open up ap- 
plications where prevailing materials 
have not been satisfactory. The 
resins are thoroughly horizontal 
materials contributing to finished 
products in the paint, plastics and 
fabricating industries. 

The industrial purchasing agent 
may consider the epoxies from these 
areas of interest: 

1. How can they improve the ap- 
pearance or performance of our 
product? 

2. How can they reduce manu- 
facturing costs? 

3. Do they present new product 
possibilities? 

. How do they fit into our plant 
maintenance program? 
A review of some current applica- 
tions suggests practical ways in 
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which epoxy resins can meet your 
specific needs. 


Product Finishing 

In surface coating formulations, 
for instance, these resins have im- 
proved durability and increased the 
corrosion and chemical resistance of 
a variety of product finishes. 

Makers of automatic washing ma- 
chines, who need optimum resist- 
ance to attack from alkalies and 
detergents, were among the first to 
adopt finishes based on epoxy res- 
ins on a full production basis. Today, 
the acceptance of primers based on 
epoxy resins is close to 100% in this 
branch of the appliance industry. 

Westinghouse Electric Corporation 
conducted a series of accelerated 
tests on nine paint formulations 
under severe conditions of humidity, 
salt spray and detergency. The 
Epon* primer showed a three-fold 
increase in resistance to these haz- 
ards, even though the film was only 


*Registered trademark, Shell Chemi- 
cal Corporation 


Completion of Shell’s new plant at Houston 
has tripled the company’s capacity to 
produce epoxy resins. Price reductions 

on the new material were announced 
recently by leading suppliers. 


one-third the thickness of primers 
previously used on Laundromat 
components. 

After years of experimenting on 
different methods of “bluing” its 
air rifle barrels, Daisy Manufactur- 
ing Co., Plymouth, Mich., adopted 
an Epon blue baking enamel. It was 
the first paint to stand up under 
destructive testing and still meet 
appearance requirements. The paint 
also provides excellent corrosion re- 
sistance. The new finish, applied 
by a Ransburg No. 2 electrostatic 
unit, has eliminated the traditional 
fused-salt pot method. The company 
has been able to conveyorize com- 
pletely and get maximum produc- 
tion in minimum space. 

An epoxy based finish is now be- 
ing applied to the exhaust path 
areas of DC-6 and DC-7 planes, 
made by Douglas Aircraft Company. 
Use of synthetic fire-resistant hy- 
draulic fluids in these planes called 
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Epoxy resin was cast over a polyester 
core to build this restrike die for 
experimental work on automotive shields. 
The resin adheres well to the core, has 
high physical strength and is 
non-corrosive to metals. 


Washing machine cabinets being sprayed with a 

primer based on epoxy resins. High resistance of the 
primer to corrosive and caustic attack is of great 
importance in this application, since in certain areas of the 
country the machines are often used and stored in 
outdoor atmospheres of varying humidity. 


General Characteristics 
of Epoxy Resins 


This newest and most versatile of the synthetic 
resins, which only emerged from the pilot plant stage 
in 1950, is currently being produced at the rate of 
12 million lbs. per year (way up now). It is note- 
worthy that practically all of the large materials 
manufacturers are developing new products to take 
advantage of the unusual characteristics obtainable in 
this molecular structure and that a score or more of 
small firms are formulating special epoxy compo- 
sitions for a growing range of applications. 

The epoxy resins are based on ethylene oxide or its 
homologs or derivatives. The earliest commercial 
product of this type is Carbowax, made by polymeri- 
zation of ethylene oxide; it is a straight chain thermo- 
plastic polymer. Compounds that have ethylene oxide 
groups at both ends are capable not only of chain 
formation but also of cross linking, thus leading to 
insoluble and infusible substances. 


—Abstracted from Modern Plastics Encyclo- 
pedia, by permission. 


Interesting tooling application of epoxy resin is this glass 
for a finish with superior resistance fibre reinforced drill basket. It is shown in use at A. V. 


properties. It has to stand up un- Roe Co., Ltd., Toronto, in the production of jet fighters. 
der wind and rain erosion at air 

speeds up to 400 mph, and must 

withstand temperatures up to 300F. 

It has to resist cleaners used to 

remove exhaust deposits, have good 

appearance, and be available in dif- 

ferent colors to meet airline insignia 

requirements. 

From more than 300 paint formu- 
lations submitted, the epoxy based 
paint was found to give perfect 
protection against exhaust gas cor- 
rosion and to resist completely the 
synthetic hydraulic fluid. One air- 
line operator reports coatings still 
intact after more than 1000 hours’ 
operation. 


Advances In Plastic Tooling 

In the rapidly growing field of 
plastic tooling, epoxy resins are 
playing an important part. 

Epoxy tooling has been used suc- 
‘essfully in prototype automotive 
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production in producing plastic-glass TYPICAL APPLICATIONS 
fiber reinforced cars, and has re- = 
placed cast iron and steel die com- COATING 

ponents. The resin may be cast EPON* CASTING VINY. 
over a core of dissimilar material, | RESIN Air and STAF!. 








ADHE- | LAMi- 





either plain or metal filled. It may 
be used with glass cloth in the 
same way for high strength tooling; 
or it may be used for the entire die, 
with or without the use of metal 
inserts. 

A switch from cast iron dies to 
epoxy dies for the forming of am- 
bulance roofs, for example, has cut 
tool costs from $20 to $2. 

Excellent dimensional stability, ad- 
hesion, impact strength and tough- 
ness, along with its room-tempera- 
ture, no-pressure_ characteristics, 
make these resins attractive to the 
tool and die industries. Duotherm, 
Inc., a major heating equipment 
maker, is now testing Epon draw 
and form dies for sheet steel form- 
ing on a production basis. They aim 
to replace steel dies and die com- 
ponents and get a lower initial cost, 
and lower die repair and mainte- 
nance costs. This will help them 
to meet new style changes quickly 
and economically. 

Up to now, use of plastic tooling 
was limited because of rapid aging 
and shrinkage, relatively low physi- 
cal strength, and corrosive effect 
on some-of the metals being formed. 
Now, because of epoxy resins’ 
higher tensile, compressive and im- 
pact strength, plastic tooling will 
be called upon for many applica- 
tions previously, thought impossible. 


Strong Bonding Qualities 


Structural products based on 
epoxy resins include adhesives, lam- 
inates, and casting and potting for- 
mulations. 

Goodyear Aircraft Corporation 
uses epoxy adhesives in the con- 
struction of laminated honeycomb 
structures of high load carrying ca- 
pacity. Capitalizing on the high bond 
strength and low curing tempera- 
tures, Goodyear makes sandwich- 
type radar transmission screens, us- 
ing the adhesive as a bonding agent 
as well as for reinforcement of fast- 
ening points. 

North American Aviation is using 
Shell Chemical’s solvent free Epon 
Adhesive VI and VIII in bonding 
aluminum honeycomb cores to alu- 
minum and stainless steel facing 
sheets in secondary structural air- 
frame parts. Chief advantages are 
the relatively low molding pressures 
required, the high bond strength, 
and the fact that glue lines may 
be made thick enough to accommo- 
date imperfectly mated components. 
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Footnotes: EPON resins are normally formulated with other resins (and curing 
to provide a wide range of end products. 
*Registered Trade Mark, Shell Chemical Corporation. 





The 100% solids content and low 
temperature curing properties are 
also of advantage in repairing dam- 
aged parts. 

Although sales of these two ad- 
hesives are confined to the aircraft 
industry, Shell Chemical supplies 
epoxy resins to adhesive manufac- 
turers for custom formulation and 
varied applications. Epoxy resins 
are well suited to bonding glass-to- 
glass, and glass to dissimilar sur- 
faces, since the adhesives set at 
room temperatures and require only 
contact pressure, 

The high bond strength of epoxy 


resins in structural laminates, along 
with their heat and chemical re- 
sistance, is responsible for a grow- 
ing number of new applications. 

Apex Electric Company, Cleve- 
land, for example, is using them 
in the production of air storage 
tanks for jet aircraft engines. The 
tanks are 13” in diameter and 
weigh only 16 pounds, nine pounds 
less than the previously used steel 
tanks. The new tank also has greater 
corrosion resistance than the steel 
tank. 

Potting applications are well past 
the experimental stage. Lionel Cor- 


PuRCHASING 





Vi 
Fi. 
ER 


— PROPERTIES CHART 





OUTSTANDING PROPERTIES 


TYPICAL APPLICATIONS 





Excellent electrical properties, high 
strength, good thermal stability, 
low moisture absorption. Low 
shrinkage on curing. Excellent ad- 
hesion to glass, metals and almost 
all plastics. Outstanding chemical 
resistance, 


Tools and dies, electrical 
potting and encapsulation, 
electrical laminates, high 
strength laminates for air- 
craft, high strength metal- 
to-metal adhesives, glass 
reinforced, chemical resis- 
tant pipes and tanks. 





Same as for Epon 828 


Same as for Epon 828 





Coatings: When cured with amines, 
produces coatings curing at low 
temperatures which combine chem- 
ical resistance properties equal to 
baked films with excellent adhe- 
sion and durability. 

Adhesives & Laminates: Same as 
for 828 


Corrosion resistant main- 
tenance paints for metal, 
concrete or wood. High 
strength laminates for use 
in aircraft and printed 
circuits. 





When esterfied with vegetable oil 
acids, produce coating vehicles 
having excellent drying qualities 
and adhesion, and good chemical 
resistance and flexibility. Conver- 
sion of these ester vehicles with 
urea or melamine resins yields ex- 
cellent baked finishes. 


Floor varnishes, appliance 
finishes, metal decorating 
and trim paints, durable 
maintenance paints for in- 
dustrial use. 





When combined with phenolic or 
urea resins, yield baked coatings 
of outstanding chemical resistance, 
adhesion, and flexibility. 


Can coatings, drum lin- 
ings, chemically resistant 
finishes, appliance prim- 
ers, hardware coatings. 





Same as for Epon 1007 


Chemically resistant fin- 
ishes, wire coatings. 








Courtesy: 
Shell Chemical Corp. 
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poration, Irvington, N. J., has potted 
300,000 small audio transformers for 
the Signal Corps. Potting makes the 
units impervious to moisture, fungus 
attack, effects of extreme tempera- 
tures, and other conditions that 
would lead to rapid deterioration. 


Use In Protective Maintenance 


The use of surface coatings based 
on epoxy resins is helping a num- 
ber of companies decrease mainte- 
nance costs. These coatings permit 
a substantial reduction in frequency 
of painting, and increase the degree 
of protection afforded. 
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At the Agricultural Chemicals Di- 
vision of Diamond Alkali Company, 
Houston, paint is exposed to fumes 
of hydrogen chloride, sulphuric acid, 
free chlorine, benzene hexachloride, 
lindane and DDT. These had caused 
previous paint systems to break 
down after only a few months. 
Paint used in processing vessels and 
storage tanks subject to chlorinated 
solvent spillage also failed a few 
months after application. 

The new paint, an Epon air dry 
system, to which an amine curing 
agent had been added, was applied 
to structural steel beams, stairways, 


processing vessels, storage tanks and 
all types of motors. The first coat 
was a red lead primer the second 
a medium gray, and the third a 
high gloss light gray coat compar- 
able to standard gloss enamels. 
Since present engineering require- 
ments indicate that a dry film thick- 
ness of five mils is required for 
long-term durability, the Epon paint 
is applied to the same film thick- 
ness. This film thickness, however, 
requires but three coats of the new 
paint, whereas the previous paint 
called for five to six coats. 

Despite the cumulative hazards, 
the present Epon coating shows no 
signs of deterioration after more 
than two years of exposure. The 
high gloss has been maintained at 
almost its initial brilliance. Ordinar- 
ily three paintings would have been 
required within this period. The 
manhours involved would have been 
the major cost factor in this main- 
tenance painting. 

Sun Oil Company uses Epon 
amine-cured paints to coat well- 
heads and drilling barges in Gal- 
veston East Bay. No failure has 
been reported after 16 months’ ex- 
posure in this corrosive environ- 
ment. Among the systems Sun Oil 
used before adoption of the present 
four-coat epoxy paint were: six 
coat vinyl, metallic sprayed zinc on 
three-coat vinyl, three-coat chlor- 
inated rubber, cold applied tar 
enamels, and three coat phenolic. 

Factors responsible for the adop- 
tion of the epoxy system were: 
one-third to one-half lower paint 
cost, superior resistance to alter- 
nate wetting and drying, and the 
longer intervals between repainting. 
The system requires two coats of 
red lead primer and two finish coats 
of gray. In certain areas, a coat 
of high visibility orange is used. 
Standard spray guns are used to 
apply the paint. 

This brief recounting of the sev- 
eral applications of epoxy resins in 
a variety of fields may be regarded 
only as a suggestion. It shows, 
however, that many companies are 
already counting on epoxy resins as 
a primary material, giving improved 
or superior performance and meet- 
ing the economic necessities of their 
operation. 

To what new uses can the epoxy 
resins be put? From here, it seems 
as though industry has only touched 
upon the applications of the resins. 
In the future there may be hardly 
a place in industry where epoxy 
resins will not be found. 
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Don't Add to Your 
Legal Liability 


By Leo T. Parker 


URING the past few months the 
higher courts in different states 
rendered several outstanding deci- 
sions which clearly illustrate how 
purchasers unfamiliar with elemen- 
tary principles of law add to their 
normal liability. Knowledge of these 
interesting decisions will not only 
enable readers to. avoid similar ex- 
pensive law suits, but the herein- 
after cited new cases can be used 
very advantageously by readers and 
lawyers to win unavoidable suits. 


F.O.B. Clause 


First, I shall answer an important 
legal question submitted by a read- 
er. This reader wrote: “Several 
days ago we received a shipment of 
merchandise marked F.O.B. our 
city. In the sale contract there is a 
clause which provides that the 
seller’s agent must sort out and re- 
pack the merchandise, and address 
the various smaller containers to 
our customers to whom we intend 
to sell the merchandise. In other 
words, we are wholesalers and the 
merchandise was shipped to us in 
large containers but the seller’s 
agent agreed to repack the mer- 
chandise for shipment to various 
customers to whom we would sell 
different quantities of the goods. 
While the merchandise was in our 
warehouse a water pipe froze and 
burst at nighttime and ruined the 
merchandise. Our question is: Who 
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Purchasers may unnecessarily forfeit their legal 
rights in a transaction and their recourse to law under 
contracts and warranties, through vague agreements 
and ignorance of the basic principles that make con- 


tracts binding 


is liable for damage to this mer- 
chandise? It is our contention that 
since the seller had agreed to resort 
and pack the merchandise in our 
warehouse the title to the merchan- 
dise did not pass to us, notwith- 
standing the F.O.B. clause to the 
contrary.” 





clarity. Hence, under different cir- 
cumstances the term F.O.B. may 
have a different legal meaning. Gen- 
erally speaking, any merchandise 
shipped F.O.B. a named point by a 
seller means that title to the mer- 
chandise passes to the purchaser at 
this point. Hence, it is my opinion 
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THE STUFF 
WAS YOURS 
AS SOON AS 
| PUT IT IN 
THAT BIN 
{4}. 














AGREEMENT AND CONTRACT SHOULD BE SPECIFIC AS TO 
WHEN TITLE PASSES TO PURCHASER 


Some confusion has arisen through 
use of the term “F.O.B.” in situa- 
tions for which it was not originally 
intended. The term F.O.B. origi- 
nally had to do with carriage or 
transportation by sea. When ap- 
plied to railroad and motor truck 
transportation it loses some of its 


that the purchaser who wrote the 
above letter must stand the loss. 


Delivery to Warehouse 


For illustration, in Seabrook 
Farms Company v. Commodity 
Credit Corporation, 206 Fed. (2d) 
93, it was disclosed that a seller and 
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a buyer 


signed a_ sale contract 
which contained a printed provision 
marked ‘“F.O.B.” Following this 
“F.O.B.” in typewritten letters ap- 
pears “Cumberland Warehouse, 
Bridgeton, New Jersey” 

In subsequent litigation the testi- 
mony showed that the merchandise 
was stored in the warehouse in bins 
for individual purchasers, In other 
words, purchaser A’s peas were put 
in a different bin from those of pur- 
chaser B. The warehouse issued 
warehouse receipts to the various 
purchasers, 

The lower court held, after con- 
siderable discussion and presenta- 
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—J IT THIS WAY 
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LET'S FORGET WHAT 
IT SAYS IN THE 
CONTRACT AND DO a 


aN WA 


“We have no doubt that the par- 
ties intended this delivery to be the 
transfer of title by the seller to the 
buyer of the peas. To support the 
conclusion, we do not have to de- 
pend upon the term ‘F.0.B. Cum- 
berland Warehouse’ alone.” 


What Is the Intent? 


This higher court explained that 
in a sale of goods title usually passes 
when the parties intend it so to do. 
However, unless a different inten- 
tion appears, the following are rules 
for ascertaining the intention of the 
parties as to the time at which the 
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ALTHOUGH THE WRITTEN AGREEMENT USUALLY GOVERNS, 
MUTUAL INTENT !S THE FINAL TEST 


tion of testimony, that the title to 
the merchandise passed to the pur- 
chaser upon delivery thereof to the 
Cumberland Warehouse. The high- 
er court approved the verdict say- 
ing that in event of destruction or 
damage to the merchandise while it 
was in the warehouse, the purchas- 
er must suffer the loss. The court 
said: 

“It certainly would be extraordi- 
nary if a warehouseman issued a 
negotiable warehouse receipt for 
merchandise to which the person to 
whose order the receipt was made 
did not own it. That would be an 
admirable way for the warehouse- 
man to get into trouble, and the 
purchaser likewise.” 

This was so although the testi- 
mony showed that the peas were 
to be repacked by the seller at the 
warehouse upon later demand of 
the purchaser. In this respect the 
higher court pointed out that usual- 
ly where there is a contract to sell 
specific goods and the seller is bound 
to do something to the goods after 
the sale, the title does not pass to 
the purchaser until such thing be 
done. However, in the above case, 
the court said: 
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title in the goods is to pass to the 
buyer: 

Where there is a contract to sell 
unascertained or future goods by 
description, and goods of that de- 
scription and in a deliverable state 
are unconditionally appropriated to 
the contract, either by the seller 
with the assent of the buyer, or by 
the buyer with the assent of the 
seller, the property in the goods 
thereupon passes to the buyer. Such 
assent may be expressed or implied, 


and may be given either before or 


after the appropriation is made. 

Where, in pursuance of a con- 
tract to sell, the seller delivers the 
goods to the buyer, or to a carrier 
or other bailee (whether named by 
the buyer or not) for the purpose 
of transmission to or holding for the 
buyer, he is usually presumed to 
have unconditionally appropriated 
the goods to the contract. This pre- 
sumption is applicable, although by 
the terms of the contract the buyer 
is to pay the price before receiving 
delivery of the goods, and the goods 
are marked with the words “col- 
lect on delivery”, or their equiva- 
lents. 





If a contract to sell requires the 
seller to deliver the goods to the 
buyer, or at a particular place, or to 
pay the freight or cost of trans- 
portation to the buyer, or to a par- 
ticular place, the title does not 
pass until the goods have been de- 
livered to the buyer or reached the 
place agreed upon. 


Be Specific 

Therefore, it is quite apparent that 
the law is quite complex relating to 
when title to purchased merchandise 
passes to the purchaser. Neverthe- 
less it is important to know that 
purchasers may avoid liability from 
this source by including in the con- 
tract of sale a clause stating exactly 
when the title passes to the pur- 
chaser. The higher courts have in 
the past consistently established this 
rule of law. Thus with this rule of 
law kept in mind purchasers may 
importantly lessen their legal lia- 
bility. 


Oral and Written Agreements 


It must be remembered by read- 
ers that always the intentions of 
contracting parties are most impor- 
tant, irrespective of the classification 
of the contract. 

For example, in Green v. Doniger, 
90 N. E. (2d) 56, it was shown that 
two parties made a verbal sale con- 
tract. After a few months had ex- 
pired, they signed a written eontract 
which contained a clause to the 
effect that all verbal agreements 
were cancelled and the written con- 
tract expressed the sole and entire 
agreement, and that the written 
contract could not be modified ex- 
cept by writing. Later, in complete 
disregard of the written contract, 
the parties agreed orally to modify 
the written contract. 

In subsequent litigation the higher 
court held that notwithstanding the 
clause in the written contract which 
specified that it could not be modi- 
fied except by written agreement, 
yet the intentions of contracting 
parties are controlling and they 
could verbally or orally agree to 
cancel or modify the written con- 
tract. The court said: 

“Tt is fundamental that a contract 
must be construed according to the 
expressed intent of the parties.” 


Law of Guarantees 

Recently a higher court rendered 
an unusually important decision, 
establishing law as follows: First, if 
a seller tells a prospective purchaser 
that certain merchandise is “de- 
signed” to do something, there is no 
guarantee. Second, if a prospective 
purchaser inconveniences himself to 
inspect merchandise after listening 


PuRCHASING 


















NIBROC 
TOWELS 


dry drier faster! 





Se Industry uses more Nibrocs than any 
other paper towel because from every 
angle they mean real washroom savings... 
1. They dry drier faster .. . your employees save time! 

. One does the job . . . you save towels! 


3. Soft, lint-free, won't come apart when wet—your em- 
ployees like them best! 


4. Nibroc cabinets hold more towels . . . your maintenance 
costs are less! 


All good reasons for you to take another look at your 
washroom economy and switch to Nibrocs. 


BROWN 


NEW SOFWITE AND SOFTAN TOILET TISSUE 


Super-Quality Nibroc Tissue is softer because ‘““N1BRO- 
CRAFTED.”’* Costs no more than ordinary tissue. Save 


by ordering towels and tissue together. See your clas- 
sified directory for nearest Nibroc dealer. 
Or write us at Boston — Dept.GN-12-- for 
samples. 


*#A unique combination of fibres, exclusive with Brown 
Company, produced after years of research. 





COMPANY, Berlin, New Hampshire 
CORPORATION, La Tuque, Quebec 





General Sales Offices: 
150 Causeway Street, Boston 14, Mass., Dominion Square Building, Montreal, Que. 


DeEcEMBER, 1954 


For More Information Circle No. 162 on Inquiry Card—Page 17 


121 





to the seller’s warranties, there is no 
guarantee. Third, if a purchaser sues 
a seller for damages, he cannot 
introduce oral testimory to show or 
prove that the seller practiced fraud. 

For example, in Perry v. Magee, 
253 Pac. (2d) 488, the testimony 
showed facts as follows: A buyer 
named Perry entered into a condi- 
tional sales contract with a seller to 
purchase a drier for $5,098.50. $3,- 
300.00 was paid down and the 
balance was to be paid in 11 monthly 
installments beginning December 1. 
This contract was made October 3rd. 
Five months later, on March 3, Perry 
notified the seller that he was re- 

nding the contract upon the 
ground of misrepresentation and 
breach of warranty of quality, offer- 
ing to return the machine upon the 
sondition that his money be re- 
funded. The seller did not act and 
Perry filed suit alleging oral fraudu- 
lent representations made by the 
seller’s salesman as to the quality, 
efficiency and durability of the drier. 
In this respect the higher court held 
that Perry could not prove by oral 
testimony that the seller made false 
epresentations since Perry was 
suing the seller for damages. The 
ourt said: 

“Parol evidence is admissible to 
prove fraudulent representations in 
the procurement of a written con- 
tract for the purpose only of recis- 

ion, but not for damages for fraud.” 


Buyer Shows Doubt 


Further testimony showed that 
after the seller had represented that 
the new machine could be success- 
fully used for multi-color operations 
and that the paper would be moist 
enough to fold without injury to the 
paint, Perry was doubtful and took 
, trip to inspect a machine then in 
operation. Hence, the court held the 
seller not liable on a guarantee, and 
said: 

“The respondent (Perry) did not 
believe these statements and, be- 
eause of his disbelief, he accom- 
panied Huff (seller) to Seattle to 
inspect the Marshall machine which 
was in operation there. No action- 
able fraud is shown where a party 
makes his own inspection before 
the contract.” 

In other words, a seller never is 
liable on a guarantee made to a 
purchaser who did not rely on the 
guarantee. 

Also, the testimony showed that 
after Perry had returned from in- 
specting the drier the seller had 
stated to Perry that the drier and 
its heating element was “designed” 
to operate efficiently and satisfac- 
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torily. In holding the seller not liable 
on a guarantee, and that Perry must 
keep and pay for the drier, the 
court said: 

“This is essentially based on re- 
spondent’s (Perry’s) testimony that 
Huff (seller) represented to him 
that the new Merco tube was “de- 
signed” to remove these difficulties. 
All the witnesses agreed that the 
new tube was designed for that 
purpose.” 


Relied on Misrepresentation 


According to a late higher court 
decision a seller is guilty of fraud 
and misrepresentation if the testi- 
mony proves that the purchaser re- 
lied on any of several misrepresen- 
tations. 

For illustration, in Wolf v. City 
Tire Company, 257 S. W. (2d) 408, 
the testimony showed that one Wolf 
purchased a used machine which the 
seller represented to be in “first 
class mechanical operating condi- 
tion,” and that it had been “through 
the shop” which meant that all 


I'LL BUY IT, BUT I'M 








GOING TO DO SOME 
MORE CHECKING 

MYSELF BECAUSE | 
DOUBT YOUR CLAIMS 


and was in pertect mechanical con- 
dition.” 

Therefore, although Wolf realized 
that the machine was not in perfect 
condition, yet he relied on the 
seller’s guarantee that it had been 
“through the shop”. Hence, the seller 
was liable for this misrepresentation 
and false statement. 


Must Prove Guarantee 


Modern higher courts consistently 
hold that a seller is liable on an 
implied guarantee that merchandise 
is reasonably fit for the intended 
purposes of the buyer, if the testi- 
mony shows that the seller knew 
about these intended purposes. 
Otherwise a seller never is liable 
for an implied guarantee. 

According to a late higher court 
decision if a purchaser purchases 
merchandise to fill a contract with 
another purchaser whose details are 
unknown to the seller, the seller 
can collect the full contract price 
although the merchandise is rejected 
by the last purchaser. 
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WHEN BUYER DOES NOT RELY ON STATEMENTS OF SELLER, 
HE CANNOT CLAIM MISREPRESENTATION 


important repairs were made. Later 
Wolf discovered that the machine 
was in poor mechanical condition 
and that it had not been “through 
the shop”. He sued the seller for 
damages. 

During the trial the seller proved 
that before Wolf bought the machine 
he knew that it had certain defects, 
and that certain parts were not 
working efficiently. 

Nevertheless, the higher court 
indicated that the purchaser may 
recover damages from the seller, 
and said: 

“The evidence was that such 
representations were not true. It is 
our conclusion that the plaintiff 
(purchaser) had the right to rely 
upon the representation that the 
machine had been through the shop 


For instance, in American Foun- 
dry v. Milosevich, 263, Pac. (2d) 97, 
the testimony showed facts as 
follows: A contractor named Milose- 
vich took a contract from a state to 
furnish and install soil pipe that 
would withstand hydrostatic pres- 
sure of 50 pounds. A manufacturer 
of soil pipe wrote Milosevich as 
follows: “We are pleased to quote 
you the following on the above 
material: 1200’....4” S.H.Vic. Soil 
Pipe ...70.62 Per Hundred Feet. 
1450’....8” S.H.Vic. Soil Pipe.. 
219.86 Per Hundred Feet.” 

The contractor purchased enough 
pipe to fulfill his contract with the 
state. The pipe furnished to the state 
by Milosevich did not comply with 
the specifications. After it was in- 
stalled it was tested and developed 
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numerous leaks which Milosevich 


was unable to repair. Milosevich 
refused to pay for the pipe and the 
manufacturer filed suit. 

During the trial the manufacturer 
testified that he had no knowledge 
of the specifications of the contract 
which Milosevich had with the state 
and that he did not warrant the pipe. 
Further testimony was given which 

roved that 4 inch single “Hub 
Victory” soil pipe and 8 inch single 

Hub Victory” soil pipe are descrip- 

tive names well known in the trade 
‘or pipe intended for use in gravity 
flow under pressure not in excess 
f 35 pounds. 


-AND THAT ¥!! ® SALESMAN TOLD ME 
IT HAD AUTOMATIC SAFETY FEATURES 


$100 in cash and gave a note to the 
seller for the balance of $5,000. The 
note was negotiable, payable in 
monthly installments of $100. Kins 
refused to pay the note and the 
seller filed suit to collect $5,000 from 
Kins. 

During the trial Kins proved that 
at the time the sale of the old equip- 
ment was made, the seller orally 
assured him that he would not be 
personally liable on the notes. In 
other words, the note to be paid 
only from the proceeds derived from 
the resale of the equipment as junk 
or salvage. Kins argued that, since 
the old merchandise had not brought 






MODERN COURTS AWARD HEAVY DAMAGES FOR PERSONAL 
INJURIES FROM DEFECTIVE EQUIPMENT 


Milosevich contended but did not 
prove that the manufacturer had 
knowledge that his contract with the 
state required pipe which would 
withstand pressure of 50 pounds and 
therefore the manufacturer was 
liable on an implied guarantee. As 
Milosevich failed to prove this con- 
tention, the higher court held that 
Milosevich must pay the manufac- 
turer for the pipe, and said: 


Note Is Collectable 


“There was evidence that “Victory 
soil pipe” was a term used as de- 
seriptive of the wall thickness of 
pipe, and that the lighter pipe has 
been thus described since 1941 and 
1942. The court was warranted in 
concluding that plaintiff (manufac- 
turer) furnished defendant (Milose- 
vich) with the pipe ordered, namely, 
Victory soil pipe of weight and 
thickness which was customary in 
the trade. It is of no moment that 
the pipe did not meet the require- 
ments of the contract with the state.” 

For comparison see Kins v. Gar- 
ner, 261 S. W. (2d) 266. These 
facts were established: A dealer sold 
to a purchaser named Kins, for 
$5,100, old equipment that had little 
value except as scrap. Kins paid 
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$5,000 as junk, he need not pay the 
note. 

The lower court held Kins not 
bound to pay the $5,000 note, but 
the higher court reversed the ver- 
dict, and said: 

“It has been a characteristic of 
negotiable instruments that they are 
not to be encumbered by collateral 
conditions. The parol agreement re- 
lied upon was ineffective as a matter 
of substantive law.” 

Therefore, the law is established 
that a negotiable note is collectable 
irrespective of oral or verbal agree- 
ments made by the maker to the 
contrary. Readers interested in simi- 
lar suits should read higher court 
cases, as follows: Smith v. Mc- 
Laughlin, 179 S. W. 496; Page v. 
Oates, 109 S. W. (2d) 661; Fee- 
Crayton Hardwood Lbr. Company 
v. Hogan, 143 S. W. 585; Harmon v. 
Harmon, 199 S. W. 553. 


Mower Injures Purchaser 


A reader asked this question: “Is 
a seller liable for statements and 
guarantees made by his salesman as 
to the safety and efficiency of mer- 
chandise? If the purchaser is in- 
jured by defective merchandise what 





damages can he recover from the 
seller?” 

According to a late higher court 
decision the answer to the first 
question is yes. This higher court 
held that the seller can be held 
liable in damages to a purchaser 
who was injured as a result of the 
salesman’s deception. 

For illustration, in Mark v. Sear, 
94 Atl. (2d) 348, the testimony 
showed facts, as follows: One Mark, 
a prospective purchaser, told a sales- 
man that he had an area in the 
rear of his home which was uneven 
and covered by high grass, weeds 
and brush, and that he wanted a 
mower to be used on this uneven 
ground to cut high grass and brush. 
The salesman showed him a mower. 
In answer to a question as to the 
safety qualities of the machine, the 
salesman told Mark that it was 
absolutely safe. Also, the salesman 
told him that the machine would 
stop operating if it came in contact 
with any object that was sticking 
out of the ground. 

Also, the salesman showed Mark 
some printed matter. In this descrip- 
tion of the lawn mower there was a 
statement “Blade completely shield- 
ed.” Mark then purchased this lawn 
mower for $149.50. He took the ma- 
chine home, put some gasoline in 
it, and began to cut the grass in the 
area behind his home. He had used 
the machine in the back portion of 
his property for 15 to 20 minutes 
when, as he described it, “I was 
pushing the machine along and it 
came in contact with a rock and the 
machine bounced back, and as it 
bounced back it cut through my 
foot.” 

In subsequent litigation the lower 
court held the seller not liable in 
damages to Mark but the higher 
court reversed the verdict, saying: 


Heavy Damages Awarded 


“We think that a prima facie case 
was made out of breach of the ex- 
press warranty that the machine was 
safe and would cease operation upon 
hitting an obstruction. From the 
testimony a jury could legitimately 
find that there was a breach of this 
warranty in that the blade did not 
stop revolving and the machine did 
not stop operating when it hit the 
rock; and further that the failure of 
the blade to stop revolving when it 
hit the rock caused the machine to 
bounce back as it did and injure the 
plaintiff (Mark).” 

I shall review a few late higher 
court cases giving information as to 
amounts now generally allowable to 
injured purchasers, as follows: 

In Denny, 101 Fed Supp. 735, the 
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higher court allowed an injured per- 
son $80,000 damages. The testimony 
showed that he was 40 years old, in 
excellent health at the time of the 
injury which crippled him for life, 
and he was compelled to wear a 
prace 

In Blew v. Atchison, 245 S. W. 
(2d) 31, the higher court awarded 
$50,000 damages to a person who 
was 33 years old and earning $375 
per month. His injuries were per- 


manent but not total disability. 
In Pinter v. Gulf, 245 S. W. (2d) 
88, the higher court awarded $40,000 


damages to a 41 year old man who 

rning $3,000 per year at the 

time of the injury. He suffered pain 

and is required to wear a sacroiliac 

girdle, and he never can perform 
nual labor. 

In Fortner v. St. Louis, 244 S. W. 
(2d) 10, the higher court awarded a 
purchaser $35,000 damages for an 
injury which necessitated amputa- 
tion of four toes, and his leg was 
permanently slightly deformed. 

In Roy v. Chicago, 102 N. E. (2d) 
752, a salesman was awarded $35,000 

for permanent injuries to 
which interferred with his 


damages 
leg 
valking. 

In Kress v. Newark, 86 Atl. (2d) 
185, the lower court allowed $90,000 
damages to an injured person. The 
higher court somewhat reduced the 
damage allowance, as the testimony 
howed that the person’s earning 
capacity would not be reduced by 
the injury. 

In Surplus v. Renfro, 246 S. W. 
(2d) 293, the higher court awarded 
$15,312.75 damages to a man for a 
lost thumb. 


Law of Agency Contracts 


During the past months I have re- 
eived several inquiries relative to 
the liability of manufacturers who 
cancel agency contracts. Recently, 
the higher courts rendered impor- 
tant decisions on this law. For the 
benefit of all readers I shall briefly 

view these new cases. 

A reader wrote as follows: “Eight 
months ago I signed a contract with 

manufacturer to distribute and 
sell his merchandise in a specified 
area near here. This contract gave 
me exclusive agency of the manu- 
facturer’s merchandise in this area. 
That was important to me because, 
although this manufacturer’s mer- 
chandise was not well known, I felt 
I could afford to devote time and ex- 
pense in introducing it to my cus- 

The contract stated that 
of us could cancel the con- 
tract at any time by giving 30 days 
notice. I spent a great deal of money 
and time in developing and selling 


tomers. 


} 
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\ 


126 





this merchandise in this territory 
and also purchased a great deal of 
the manufacturer’s merchandise for 
stock. Then the manufacturer noti- 
fied me that my contract would be 
cancelled in 60 days from the date 
of his letter. What are my legal 
rights in this matter?” 

The answer is: The manufacturer 
must pay you a sum of money 
which a jury may decide you have 
earned. The courts hold that a dis- 
tributor’s or seller’s contract cannot 
at once be cancelled by a maufac- 
turer if the testimony shows that the 
distributor or seller acted in good 
faith and expended time and money 
in developing the manufacturer’s 
product in anticipation of reasonable 
profits. This is so although the con- 
tract between the manufacturer and 
seller gives the manufacturer the 
absolute right to cancel the contract 
at his convenience. 


The Right to Cancel 


For example, in Fargo Company v. 
Globe, 161 Fed. (2d) 811, the testi- 
mony showed these facts: A manu- 
facturer and a purchaser signed a 
written contract which stated that 
the contract could be cancelled at 
any time by either party. The con- 
tract further recited that the pur- 


OUR CONTRACT IS 







IT 


CANCELLABLE AND I'M 
CANCELLING 


party to the contract was privileged 
to cancel the contract. 

The purchaser sued the manufac- 
turer contending that under the cir- 
cumstances it had no right to cancel 
the contract, although the contract 
contained a clause to this effect. 

After considerable consideration 
the higher court held in favor of 
the purchaser, stating that where a 
purchaser incurred expense and de- 
voted his time and labor to an “ex- 
clusive agency” contract and was 
not given by this seller a reasonable 
opportunity to recoup his expenses 
in introducing the manufacturer’s 
merchandise, he is entitled to dam- 
ages from the manufacturer, al- 
though the contract clearly provides 
that the manufacturer can cancel 
the contract at anytime. The court 
said: 

“The acts performed by the plain- 
tiff (purchaser) including the ob- 
taining of the 2,500 sales orders, and 
the cancellation of the contract be- 
fore the plaintiff (purchaser) had a 
chance to recoup any of the ex- 
penses incurred were facts which 
showed that the plaintiff (purchas- 
er) was entitled to some relief.” 

For comparison, see Bendix, Inc. 
v. Accessories, 129 F. (2d) 177. In 
this case the testimony showed that 


| CAN'T STOP YOU 
BUT | CAN COLLECT 
FOR WHAT 
I'VE DONE 
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WHEN AN AGENT UNDER CONTRACT ACTS IN GOOD FAITH, 
THE COURTS WILL PROTECT HIM AGAINST LOSS THROUGH 
ARBITRARY CONTRACT CANCELLATION 


chaser was to sell the manufac- 
turer’s merchandise in a designated 
area. The purchaser immediately 
ordered and paid for one-half the 
specified quota for the area men- 
tioned in the contract and then spent 
his time, effort and money to sell 
and introduce’ the manufacturer’s 
products in this area. Notwithstand- 
ing these facts the manufacturer 
cancelled the purchaser’s contract 
in a letter sent by mail and based 
on the contract clause that either 


the purchaser had done nothing to 
sell the manufacturer’s product in 
reliance on an exclusive agency. 
The court held that the manufac- 
turer or seller could cancel the con- 
tract exactly in accordance with the 
terms of the contract. This court 
said: 

“Where the unrestricted right of 
cancellation is reserved to one or 
both parties, contracts are binding 
only to the extent that they have 
been performed.” 
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Mounting sales of Jesse Jewell’s 
Frozen Fresh Chicken support 
J. D. Jewell, Inc.'s program 
of ‘‘quality control from egg to 
package.” Equally thorough in its 
selection of shipping containers, this 
leading processor consistently specifies 
Union Corrugated Boxes. Manufactured in the 
world’s largest integrated paper and 
board mill, Union boxes are always dependable. 


They protect your product. They guard your reputation. 






Fe 
ow NION BAG & PAPER CORPORATION 


INTEGRATED 
CORRUGATED CONTAINER DIVISION + Box Plants: Savannah, Ga., Trenton, N. J., Chicago, Ill. 


PRODUCTION 
Eastern Division Sales Offices: 1400 E. State St., Trenton 9, N. J. © Southern Division Sales Offices: P.O. Box 570, Savannah, Ga. 
Western Division Sales Offices: 4545 West Palmer, Chicago 39, Ill. * Executive Offices: Woolworth Bldg., New York 7, N. Y. 
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New Products 
Ideas 


Socket Screw is Vibration- 
Proof, Leak-Proof 





It is claimed by the Safety Socket 
Screw Co., 6501 Avondale Ave., 
Chicago 31, Ill, that its newest 
socket screw withstands loosening 
and leaking under the most severe 
perating conditions. It has been 
submitted to exacting laboratory 
ests for shock vibration and leakage 
f oil, air and water. Included in the 

sts were hydraulic pressures up 

» and above 6000 psi, all of which 
vere successfully negotiated. Design 

the screw includes a_ tapered 
hamfer shoulder, beneath which is 
yre-assembled a half-inch lead 


washer. 


Circle No. 42 on Inquiry Card—Page 17 


Die Stacking Truck 


A platform-type stacking truck is 
being introduced by Lewis-Shepard 
Products, Inc., Watertown, Mass., 
for stacking dies weighing up to 
7500 lb in storage racks and for 
transporting the dies from the stor- 
age area to the press beds. It is 
equipped with a hydraulic die 
pusher and puller. The platform 
has an effective length of 42” and a 


128 


You can get more information on any new 
product shown in this section. Just check the 
number that follows each item and circle the 
corresponding number on the Inquiry Card, page 
17. Drop the card in the mail and we'll do the 





rest. 


width of 32”. The pushing plate has 
a stroke of 42” so it is capable of 
pushing the dies completely off or 
pulling them completely onto the 
platform. The lowered height of the 
platform is 15” and the raised height 
54”. The truck will right-angle stack 
in an aisle only 7’ wide. 

Circle No. 43 on Inquiry Card—Page 17 


Drill Press Speeds Production 





A 14-inch drill press, designed to 
speed production, reduce operator 
fatigue, and facilitate precision work 
is announced by Delta Power Tool 
Div., Rockwell Mfg. Co., 400 N. 
Lexington Ave., Pittsburgh 8, Pa. 
A new streamlined full length belt 
guard hinged at the rear is counter- 
balanced, enabling the guard to be 
swung out of the way and suspended 
in that position automatically. This 
facilitates cleaning and belt changes. 
A modified quill on the new ma- 
chine allows 5-5/16 in. travel, com- 
pared with 4 in. on old machine. 
Circle No. 44 on Inquiry Card—Page 17 


Locates Surface Defects 
in Rough Castings 


A magnetic-particle test unit, 
called Portaflux, weighs only 45 lb. 
and is easily carried into confined 
spaces to locate surface defects on 
rough castings. It is useful for ex- 
aminations at various stages of pro- 
duction or as a maintenance tool. 
Objects to be checked are magne- 
tized either by passing a current 
directly through the metal or 
through a surrounding cable in the 
form of a coil. Magnetic iron oxide 
or precipitated iron powder is dis- 
tributed over the surface of the 
magnetized object and alignment of 
the particles is such that the defect 
is clearly located. It is a develop- 
ment of Research & Control In- 
struments Div., North American 
Philips Co., Mt. Vernon, N.Y. 


Circle No. 45 on Inquiry Card—Page 17 


Cross-Side Tool Post Uses 
Less Costly Form Tools 





An adaptable cross slide tool post 
is designed to eliminate the conven- 
tional hook clamp which holds the 

(Please turn to page 132) 
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Truck... 
































11:15 AM 





Versatile is the word for time-and-money-saving YALE 
Gas Trucks. No matter how many lifting jobs you contend 


' * 
with . . . remember YALE interchangeable attachments 
make it easy for one YALE gas truck to perform a variety 
of handling jobs daily. And do it faster—safer—at less cost. 


Yale Electric Trucks lead the field, too. Do everything, 


‘ *Reg. U.S. Pat. Off. 
the Gas Trucks do. . . can be fitted with all YALE attach- 


ments, besides being efficient, economical and trouble-free. INDUSTRIAL LIFT TRUCKS 
Capacities to 100,000 Ibs. And before you buy any electric AND HOISTS 

truck, look into the big news about YALE’s new Safety Writ pny tion to 
Silhouette Electric Truck—with exclusive safety features a ee 


The Yale & Towne Manufacturing Company 


you’ve never seen before! Philadelphia 15, Pa., Dept. 2512 


Gas, Electric, Diesel & LP-Gas Industrial Trucks e Worksavers e Hand Trucks e Hand & Electric Hoists « Pul-Lifts 
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dirty wiper , 


..Another good reason 
for switching to 


Scott Wipers! 


Because a clean, fresh one is al- 
ways available—Scott Wipers pro- 
vide a constant source of clean 
chip-free wiping material. 


Scott Wipers are sanitary and 
disposable. They greatly reduce 
the costly scratches and digs in 
finished work caused by chips 
lodged in wiping materials. They 
end the laundering problem and 
simplify distribution and control. 


Scott Industrial Wipers are two- 
ply and tough yet soft and absorb- 
ent. Compare them with whatever 
wiping material you’re using now 
—for cost, for convenience, for 
performance. 


The Scott representative or dis- 
tributor in your area will be glad 
to help you set up a production 
line demonstration in your plant. 
Call him or mail this coupon today. 


Scott Paper Company, Dept. P-3, Chester, Pa. 


Please send me full information on Scott 


Industrial Wipers. 


Name 





Position 





Company 





Address 





City 
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For Stampings 
...l00k for the PLUS 


beyond 
the PRICE! 





(Acceptable 
Quality Level) 


for 
instance! 


Ever think what it costs 
when the stampings you 
ordered keep falling. below 
your specified AQL? 
Steady unvarying 
conformance with AQL 
requirements, with minimum 
rejects — established over 
excellent 39-year record 
is just one of many plusses 
uu get when you buy 
Detroit Stampings. 
Look for the Plusses beyond 
the price the next time you 
buy stampings! 


And be sure fo hy DETegIT 


DETROIT STAMPING 


COMPANY 
408 Midland Ave., Detroit 3, Mich. 


“Americas Best-Known 
Jobbing Stampings Manufacturer” 
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(Continued from page 128) 
form tool. Pin holes are not re+ 
quired since a special adapter ring 
is provided. The special screw ad- 
justment provides more positive and 
accurate setting of the cutting edge, 
while at the same time permitting 
greater clearance. Provision is also 
made for squaring the tool with the 
work. As a result, circular form 
tools for #00 machines may be used 
on #0 or #2 machines and #0 ‘tools 


on #2 machines. This saves on both} ¥ 


original tool cost and inventory. The 
tool post is made by The American 
Cam Co., Hartford 1, Conn. 

Circle No. 


46 on Inquiry Card—Page 17 


Fuse Cutouts Have Flexible 
Applications 





A completely new line of enclosed 
fuse cutouts, with all operating 
functions available in one basic de- 
sign, is announced by General Elec- 
tric Co., Distribution Dept., Pitts- 
field, Mass. Flexibility of applica- 
tion has been achieved in the cut- 
outs by means of one housing and 
four interchangeable doors in each 
voltage and current rating. The cut- 
outs are currently available in volt- 
age. ratings of 5.2 kv and 7.8 kv in 
continuous current ratings of 50 amp 
and in all applicable NEMA inter- 
rupting current ratings. 

Circle No. 47 on Inquiry Card—Page 17 


Tape Rule 





The Lufkin Rule Co., Saginaw, 
Mich., has on the market a new tape 
rule. The blade is finished in pure 
white with bold black figures and 
black graduations, It is coated with 
a clear abrasion-resistant plastic to 
resist wear. It also has a self-ad- 
justing end hook, which assures ac- 
curate hook over and butt end 

(Please turn to page 136) 


HODELL 


WELDED AND WELDLESS 


CHAIN 


for every purpose 


When you buy chain... be sure 
to buy from the quality line of 
Hodell Chain that includes 
types and sizes for every in- 
dustrial use. Hodell also man- 
ufactures many formed wire 
specialties and can make chain 
assemblies to your specifica- 
tions. Hodell welcomes the 
opportunity to quote on your 
requirements. Write for the 
Hodell Chain catalog, giving 
complete information. 


HODELL CHAIN COMPANY 
Cleveland 3, Ohio 
Div. of The National Screw & Mfg. Co. 
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the trade-marks" tt’ 






and “TUBE-TURN \are applicable 
only to products of TU 








° Y° SAVE three important ways when you specify TuBE- 
Why if pays TURN Welding Fitting and Flanges. (1) You get the most 
advanced products available ... assured by Tube Turns’ pioneer- 


z 
to specify ing research. (2) You get the exact fitting and flange for your 
problem promptly because Tube Turns has the world’s most 


The leading complete line ... available nearby. (3) You get piping ideas 


through the outstanding Engineering Service and how-to-do- 
it information of Tube Turns. 

Brand These money-saving extras are yours when you specify 
‘““TUBE-TURN’’. Call your nearby Tube Turns’ Distributor. 





The Leading Manufacturer of Welding Fittings and Flanges 


7 ¥ KENTUCKY 


A Division of National Cylinder Gas Company 
DISTRICT OFFICES: NewYork + Philadelphia « Pittsburgh «© Cleveland « Chicege © Denver « Los Angeles 
Seattle « Atlante « Tulse © Heuston © Dallas « Midland, Texes 





San Francisco » 











WHY IT PAYS 
TO DO BUSINESS 
WITH THE 
LEADER 


Tube Turns’ nearby 
complete stock SAVES 
YOUR PURCHASING 
TIME. 


Tube Turns’ pioneering 
research GIVES YOU 
ADVANCED PRODUCTS. 





Tube Turns’ engineer- 
ing help Gives You 
COST-CUTTING IDEAS. 





*"€8" and“TUBE-TURN” 
Reg. U.S. Pat. Off. 











Looking for more for youl money ? 


HERE’S HELP ON PIPING PROBLEMS! 


You can make piping dollars go further by doing business with your 
Tube Turns’ distributor. For it is through this nearby source that 
you have access to the world-famous Engineering Service Division 
of Tube Turns. The help of its experienced engineers often saves 
thousands of dollars in piping costs. 

You get this service and other important plus values only when 
you purchase TUBE-TURN* Welding Fittings and Flanges. Your 
Tube Turns’ distributor has the world’s most complete line to match 
your needs and save your time. 


The Leading Manufacturer of Welding Fittings and Flanges 


KENTUCKY 


A DIVISION OF NATIONAL CYLINDER GAS COMPANY 


DISTRICT OFFICES: New York « Philadelphia « Pittsburgh « Cleveland « Chicago * Denver » Tulsa 
Los Angeles * San Francisco * Seattle » Atlanta * Houston « Dallas » Midland, Texas 
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Tuffy Hoist LINE 


Here’s A Twin To Tuffy Slings that’s specially 
designed to match their strength and wear- 
ability! Tuffy Hoist Line gives you more 
safety from drum to sling and built-in 
service life to handle more loads. 


No Chance For Ordering Mixups because 
there are no complicated specifications! Just 
tell your distributor the length, diameter 
and “Tuffy Hoist Line.” Try Tuffy, whether 
you use overhead, stiff leg or mobile cranes, 
derricks or clamshells! 


Your Tuffy Distributor 


Stocks Against Your Requirements 


When You Need Replacement Rope, you 
often need it fast. And that’s where your 
Tuffy distributor comes in handy. Give him 
an idea of your requirements and he will 
stock ahead of your replacement schedules 
from his nearby mill depot. Give him a 
call now! 





Specialists in High Carbon Wire, Wire Rope and Braided Wire Fabric 


DeEcEMBER, 1954 


Do Your Worst 
To This FREE 








You Prove How Tough Tuffy Slings actual- 
ly are...to your complete satisfaction... 
with the 3-ft. Tuffy Sling we give you! 
We’re convinced you'll say it’s stronger, 
more flexible, more economical than any 
sling you’ve ever used. Here’s why: 


Tuffy Slings Are Made in a 9-part machine- 
braided wire fabric construction that’s ex- 
tra flexible to resist kinking. If you do suc- 
ceed in putting a kink in it, see how easily 
your Tuffy Sling straightens out with no 
material damage. 


Proof-Test Tuffy Up To Twice its rated work- 
ing load. Prove to yourself that Tuffy 
A Slings are the toughest in the business! 


TEAR OFF AND MAIL COUPON NOW 


Union Wire Rope Corporation 
2282 Manchester Ave., Kansas City 26, Mo.. 


At no cost or obligation to me, please rush the material | have checked: 
() FREE 3-Ft. Tuffy Sling! 


[] FREE Sling Handbook and Rigger’s Manval, Featuring 12 Tuffy 
Factory-Fitted Types! 


[] Name and Address of Tuffy Distributor Nearest Me! 











FIRM NAME 

BY TITLE 
ADDRESS. 

CITY. ZONE STATE 
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More and more men who buy for 
industry are making Frigidaire 
their first source for cooling equip- 
ment of every kind. They’ve found 
it pays real returns in higher per- 
formance, lower operating and 
maintenance costs, as well as in 
real dependability. 

Call the Frigidaire distributor or 
Factory Branch that serves your 
area. Or write: Frigidaire Division, 
Dayton 1, Ohio. 


wow FRIGIDAIRE 


Water Coolers 
Air Conditioning 
Refrigeration 
BUILT AND BACKED BY GENERAL MOTORS 
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measurements. Graduations are in 
consecutive inches to 16ths on both 
edges with the first six inches of 
upper edge. graduated to 32nds. It 
is furnished in four lengths, 6, 8, 
10 and 12 foot. 

Circle No. 48 on Inquiry Card—Page 17 


Chippers’ Goggle Has Three-Way 
Ventilation 





The problem of preventing lens- 
fogging is attacked from three dif- 
ferent angles in a new model 
chippers’ goggle, manufactured by 
the Pennsylvania Optical Co., 234 S. 
Eighth St., Reading, Pa. In addition 
to the usual perforations in the side 
shields, the goggle is constructed to 
provide extra ventilation to the in- 
ner lens surfaces through slots in 
the lens retaining rings and channels 
in the lens seat area. Also, ventila- 
tion is provided through wide chan- 
nels between the lens retaining 
rings and cupwalls. A metal rein- 
forcing ring, moulded into the inner 
rim of each cup, insures retention 
of original cup thread dimensions 
under all conditions. 

Circle No. 49 on Inquiry Card—Page 17 


Steel Rules with No-Glare 
Finish 








L. S. Starrett Co., Athol, Mass., 
announces steel rules with no-glare 
satin chrome finish. The rules are 
easy to read at any angle, in any 
light to eliminate eyestrain and help 
avoid errors. The finish also resists 
moisture, acids, perspiration, rust 
and stains. There are two models: 
No. C309R, a 6 in. flexible rule, has 
16ths graduations on one edge and 
32nds and 64ths graduations on the 
other edges; No. C604RE model, 
available in 6 in. and 12 in. lengths, 
is a spring tempered rule with the 
8ths and 16ths graduations on two 
edges and quick reading 32nds and 
64ths graduations on the other two 
edges. In addition both ends of one 
side have 32nds graduations for 
measuring in close quarters. 

Circle No. 50 on Inquiry Card—Page 17 
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Which is the 


































.».the one that’s 


always ready for you 


We’re never “out of stock” on any of the popular 
sizes in High Carbon Heat Treated Cap Screws— 
CleCap’s pride and joy among tough dependable 
hex head screws. 

One thing you'll soon learn when you deal with 
CleCap—as cap screw specialists, we haven’t so 
many irons in the fire that we can’t keep our pro- 
duction well balanced and maintain stocks to meet 
demands. And we make it a point to stock many 
sizes and lengths not commonly listed. 


It’s good business to use these extra tough 1038s. 
And it’s good business to order them from the hust- 
lers at CleCap—or from one of the many efficient 
CleCap distributors. 


hfs 


Approximate Tensile Strength* 
(Lbs. per Sq. In. Minimum) 
Stock screws are double heat treated 
to SAE Grade 5 physical properties 
Up to %”" dia. inclusive... ....... 120,000 
Over %”’ to 1” dia. inclusive. ....... 115,000 
Over 1” to 114” dia. inclusive 


*Based on mean thread area. 


thnbanel 
i 


The Cleveland Cap Screw Co. 
2922 EAST 79th STREET * CLEVELAND 4, OHIO 
VU Ican 3-3700 TWX CV42 
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Warehouses: Chicago « Philadelphia » New York « Providence * Los Angeles 
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Originators of the Kaufman yiRUstow Process 
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6 Reasons Why... 


G-E MANUAL STARTERS GIVE MAXIMUM 
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SPLIT-SECOND 
BREAK. Operating 
mechanism is 
spring-loaded for 
split-second breaks 
which reduce pos- 














sible arcing and 
contact freezing. 
Made of fine silver, 
contacts give years 
of make and break 
operations. Large 
contact surface as- 
sures positive con- 
tact on make. 


nts tis te is 


TRIP-FREE MECHAN- 
ISM. On G-E man- 
ual starters, the 
operating mechan- 
ism trips free on 
overload, opening 
the contacts. This 
action makes it im- 
possible for the 
switch to be held 
closed under inju- 
rious overload con- 
ditions. Visual in- 
dication is given 
by the lever or push 
button in the neu- 
tral position. 


NO INJURIOUS 
OVERLOADS. Bi- 
metallic over- 
load relays allow 
your motor to de- 
liver maximum 
power without pre- 
mature tripping, 
yet help protect 
against overloads 
and stalled rotor 
conditions. This 
positive protection 
helps prevent dam- 
age to the motor 
due to heating. 
Bi-metallic over- 
load relays, unlike 
the solder-pot type, 
can be mounted in 
any position. Easily 
installed heaters 
are available in all 
ratings. 

































































ROTECTION 


Maximum protection, inside and out, is 
provided by G-E manual starters. In addi- 
tion to the features illustrated at left, pro- 
tective devices have been built into the en- 





closure itself. Provision has been made for 
padlocking starter cover (toggle types may 
also be padlocked in ON or OFF position) 
to help protect personnel. 


ADDITIONAL FEATURES of G-E manual NS 
a | starters include front-connected, clamp- 


| type terminals; straight-thru wiring; gen- 


rr: 





eral purpose, water-tight, dust-tight and 
explosion-proof enclosures; clearly marked 
line and load terminals; and operating ' a 
mechanisms that are replaceable as units. ies 


FOR MORE INFORMATION contact your | i tM had ifn 4 
r - ’ : 
nearest G-E Sales Office, or Distributor, or 


* 
= é write Section 730-54, General Electric EASILY ACCESSIBLE MOUNTING KNOCKOUTS in top, sides, bottom and back of case 
EE Company, Schenectady 5, N. Y. Ask for simplify installation. Knockouts are punched for 4 or % inch conduits. Straight-thru 
Bulletin GEA-1522. wiring, adequate wiring space and saddle-type clamping terminals make wiring easy. 
- 


DEPENDABLE RELAYS, LIMIT SWITCHES FOR VARIED APPLICATIONS 









Small size, general-purpose relays are high current rated. Both Compact, track-type limit switch has four interchangeable 

a-c and d-c forms are available in ratings up to 300 volts. The heads: roller lever, side pushrod, top pushrod, and roller push- 

new, strong, long-life shunt assures dependable relay performance. rod. Heads mount in any of four 90-degree operating positions. 
CHOOSE FROM THE COMPLETE GENERAL-PURPOSE CONTROL LINE 





MANUAL STARTERS — MAGNETIC STARTERS — PUSH BUTTONS — COMBINATION STARTERS — RELAYS— REDUCED VOLTAGE STARTERS — SOLENOIDS — LIMIT SWITCHES 


GENERAL @@ ELECTRIC 








INLAND-UNION 


AUTOMATIC 


WIRE TYING MACHINE 


Especially suited for bundle tying of 
knocked down corrugated or fibre 
containers, wood products, books, 
magazines, newspapers, etc. 











SPECIFICATIONS 


® Bundle size— Max. 36” x 16” or 28” x 20” 
Min. 10” x 2” 


® Tying rate—Max. 26 per minute 
® Wire Gauge Range—14, 15, 16, 17, 18 
® Tying of Wire—Galvan- 

zed of tying quality — 

Min. tensile 60,000 PSI. 
Easy to operate and maintain 
Low cost operation 


Less operating parts as compared 
to competitive machines 


Ask for 
complete data 


3942 South Lowe Avenue 
Chicago 9, Illinois 


INLAND WIRE PRODUCTS COMPANY 
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IT’S A SMART MOVE TO ORDER 


Special Washers 


FROM A LEADER 





ANY METAL 


ANY SIZE 


ANY QUANTITY 


* 
Over 15,000 Sets of 
tools at 
your disposal 


6400 PARK AVENUE e Diamond 1-1740 e CLEVELAND 5, OHIO 
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Resinoid Wheel Increases 
Grinding Safety 





Two rings embedded directly in 
the usable portion of resinoid grind- 
ing wheels, manufactured by 
Colonial Abrasive Products Co., 
Conshohocken, Pa., for their port- 
able grinders are stated to add 
greatly to the safety factor. The 
rings have greater tensile strength 
than steel but at the same time will 
abrade away during the normal cut- 
ting of the wheel without interfer- 
ence with cutting action. This makes 
it possible to reinforce the wheel 
where reinforcement is most needed. 
Cracked wheels have been run up 
to 20% above normal operating 
speed without the wheels exploding. 
Circle No. 51 on Inquiry Card—Page 17 


Truck Simplifies Handling 
of Dies, Heavy Objects 


—— dire 
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A 4000 lb capacity industrial truck 
facilitates handling of dies and other 
heavy objects. The die handling 
platform of the truck is 36” x 36” 
with triple rows of rollers 24” 
in diameter. A pull-lift type winch, 
operating twin hooks, pulls dies off 
or on roller platform. The forward 
end of the truck’s frame is sup- 
ported by two stabilizer caster 
wheels and is articulated so that the 
drive wheel will maintain contact 
with the floor, regardless of floor 
variations. Overall height of the 
truck is 68”, maximum telescopic 
lift, 93142”, Manufacturer is the Yale 
& Towne Mfg. Co., 11,000 Roosevelt 
Blvd., Philadelphia 15, Pa. 
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This General Electric steam turbine 
generator can produce enough 
electric power to supply light for 
a city of 400,000 people. 




















hateaugay Pig Iron Used 





In Casting 55-Ton Exhaust Hood 


Castings like this huge turbine exhaust hood 
are produced regularly by General Electric. 


Their foundry specifications are strict. To 
meet these requirements they use only the 
finest pig irons in their cupola mixture— 
including Republic Chateaugay. 


Many casting producers use Chateaugay iron 
to obtain high strength, uniformity and 
machinability throughout every casting. 
Chateaugay castings have an unusually fine 
and uniform grain structure, and surfaces 


with high wear-resistance. 


In addition, Chateaugay castings machine 
easily and economically. 


For the complete story on Chateaugay, the 
low-phosphorus, copper-free pig iron, call 
in a Republic Pig Iron Metallurgist. There 
is no cost or obligation for his services. Let 
us know when you would like him to call. 


REPUBLIC STEEL CORPORATION 
GENERAL OFFICES e CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N.Y. 


REPUBLIC PIG IRON 
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production men... 
purchasing agents... 


design engineers... 

















PARTS? 


what are you paying for 









lf you are buying or making parts similar to those 
shown here, it's a good bet that you can “buy 
em from Bagshaw” at substantial savings! 
Purchasing agents and production men in 
hundreds of plants, large and small, are proving 
that statement every day. 








Before competition creeps up too close 

why not see what we can do for you, in 
supplying wire items in which we specialize? 
We work with wire only. 


Quality, price, and delivery are right! We buy 
our wire by the carload, draw it ourselves, and 
maintain close quality control throughout 
all manufacturing and heat treating 
processes. Because of our big volume 
operation and our excellent labor 
situation, our prices are not only very 
attractive, but we can meet all 

delivery requirements. | 


j 


| | 
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now is the time to cut costs! 


it send us your drawings or samples — 
let us quote! 
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W. H. BAGSHAW CO., Inc., 55 Pine St., NASHUA, N. H. 
Established 1870 
Oldest and largest plant of its kind in America. 
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Free Spinning, Reusable 
Nut Locks, When Seated 





The Jacobson Nut Mfg. Corp., 
Kenilworth, N. J., is currently 
manufacturing a one-piece, free 
spinning, reusable nut, which locks 
itself when seated. The upper por- 
tion of the nut is slotted and the 
bottom face is undercut. Therefore, 
when the nut is tightened, the 
threaded segments move inward 
causing the nut to produce a vibra- 
tion-proof lock on the threads of 
the screw. It is stated that, due to 
automation of production, these nuts 
will cost less than similar type nuts. 
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Electrical Conduit Resists 
Corrosive Atmospheres 





A heavy-duty rigid steel electrical 
conduit, especially designed to pro- 
vide exceptional long life under 
very severe corrosive atmospheres 
is in production by National Electric 
Products Corp., Gateway Center, 
Pittsburgh, Pa. Independent labora- 
tory tests have shown that it with- 
stands the attacks of sulfuric acid, 
caustic lye, salt spray and heat. The 
conduit is galvanized by the Sher- 
ardizing process. It is then coated 
with a special vinyl chloride 
copolymer and plasticized enamel 
finish inside and out. This finish 
protects the conduit against corro- 
sive influences common in indus- 
trial plants. 
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If the copy of PURCHASING received 
in your department is a busy one, it 
would pay you to have additional 
copies available for your purchasing 
staff. Copies, easily accessible when 
needed, will save time and money. 
The ideas alone derived from PUR- 
CHASING Magazine will more than 
pay the small investment of $4.00 for 
a yearly subscription. 
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CLEVELAND Clie fijoed roos 


Reamers ° Dy . Counterbcyves ° Special Loot 


These superior tools retain a sharp edge under high tempera- 
tures and have excellent resistance to abrasion. Additional 
tool life and economy result from the use of the best hard- 

ened high speed steel bodies. 


THE CLEVE LAND TWIST DRILL CO. 


1242 East 49th Street - Cleveland 14, Ohio 


Stockrooms: New York 7 * Detroit 2 * Chicago 6 * Dallas 2 * San Francisco 5 * Los Angeles 58 


E. P. Barrus, Ltd., London W. 3, England 


Request your copy of 
this descriptive new 
booklet on CLEVELAND 
Carbide Tipped Tools 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 














If you use protective 
packaging of any type, 
in any quantity... 


LOROCO OFFERS YOU 
SPECIAL ADVANTAGES! 








LORODENT PACKING PADS 


Prevent scratches, scrapes : 
extra strong, flexible, shock-absorbing. 
Your choice in number of plies, type 
of outerwrap. 





IMPROVED INTERLEAF LORODENT 


Perfect internal packaging for nest- 
ing fragile and expensive merchandise. 
Also makes a good protective covering 
for highly polished and easily marred 
surfaces. 


LINED FLEXIBLE LORODENT 


Lined wall gives added strength, 
springier texture. Ideal for packaging 
a wide range of products, from baby 
bottles to water heaters. Makes fine 
self package, too. Available in rolls, 
sheets, sleeves, tubes. 


See how LORODENT can save you time...money! 


COMPLETE LINE. There’s a Lorodent protective material to fit 
your packaging needs exactly. Compare and choose from the com- 
plete Lorodent line . . . all ideal materials for packaging a wide 
range of products. Fill your needs quicker, easier, from one supply 
source. Combine shipments to earn lower rates. 





REALLY COMPETITIVE PRICE. Because of these added fea- 
tures, you may imagine Lorodent expensive. Far from it! Prices 
are most moderate, extremely competitive. All we ask is the chance 
to prove to you how really competitive Lorodent prices are! 


Find out today how you can give your merchandise maximum 
protection at minimum cost with Lorodent Packaging Materials. 


Write, wire or phone for samples and prices. 


PACKING PADS © LINED FLEXIBLE LORODENT © IMPROVED INTERLEAF LORODENT 


LOROCO 


INDUSTRIES, INC. e@ READING, CINCINNATI 15, OHIO 
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Low Maintenance a-c Welders 





A line of industrial, low mainte- 
nance, a-c welders for high speed 
production features stepless current 
control, silicone insulation and alu- 
minum coil windings. The welders 
are equipped with a large current 
scale, which the operator can read 
from a_ considerable distance. 
Fingertip current adjustment and 
quieter operation are made possible 
by the coil supports which float in 
a rubber bushing. Wide current 
ranges on the new welders (38-375 
on the 300 amp model, 52-500 on 400 
amp and 65-625 on 500 amp) enable 
them to be used on applications 
ranging from light-duty, low cur- 
rent, to heavy duty, high current. 
They are a product of General Elec- 
tric Co., Welding Dept., York, Pa. 
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Machine Wet or Dry-Scrubs 
Hard-to-Clean Floors 


A heavy-duty floor machine with 
a 22-inch diam brush has been in- 
troduced by the Kent Co., 832 Canal 
St., Rome, N.Y. Especially suited 
for hard-to-clean factory floors, it 
incorporates a balanced power 
principle. The 1 hp motor is offset 
to counter-balance handle weight 
and minimize the sidewise pull of 
a conventional, center-mounted mo- 
tor. Heavy grease accumulations 
can be dry-scrubbed with a special 
multiple brush which is self-clean- 
ing and self-sharpening. The ma- 
chine can also be used for wet 
scrubbing when needed. The ma- 
chine balances a full 130 lb on the 
brush and spins that weight at a 
160 rpm clip, covering a full 22 in. 
diam with every sweep. 
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QUICK—CONVENIENT 
Use the Inquiry Card on 
Page 17 for additional 
information on any product 
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The Life is 
erssssiss: Sealed-In! 
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A special cover protects eoooere* 
the inner sections of Dodge 
V-Belts, seals against abrasive 
dust and other destructive sub- 

stances. Each cover-ply of rubber- 
ized fabric is bias cut to give resil- 
ience when belt flexes over sheaves. 
High strength cords in tensile sec- 
tion take shock loads with minimum 
stretch. Available in Normal Duty 
type for regular service—and Spe- 
cial Duty type for special service. 








FRACTIONAL HP 
SEALED-LIFE 


Have same basic features found in 
regular Dodge Sealed-Life Belts— 
recommended for use in single belt 
drives within their rated HP capac- 
ities— provide a maximum of service. 


SEALED-LIFE DOUBLE-V 


Virtually two belts molded back-to- 
back as a single unit. Used in special 
drives where belt must transmit pow- 
er to two or more sheaves. Embody all 
features of regular Sealed-Life Belts. 


DODGE CUT-TO-LENGTH 
V-BELTING 


Available in rolls, permitting its use 
in any desired length by using a 
fastener. Similar in construction to 
Sealed-Life Belts except load is car- 
ried by multiple plies of woven fabric. 


of Mishawaka, Ind. 





yy CALL THE TRANSMISSIONEER, your local Dodge Distributor. 

Factory-trained by Dodge, he can give you valuable assis- 

tance on new, cost-saving methods. Look for his name under 

“Power Transmission Machinery’ in your classified tele- 

phone directory. Or write us. 

DODGE MANUFACTURING CORPORATION 
1300 Union St., Mishawaka, Ind. 


a © 


Torque-Arm Taper-Lock Sheaves Dodge-Timken Bearings Diamond D and 
Speed Reducers Rolling-Grip Clutches 


(CNAME PLATES —) FOR YOUR NAME PLATE REQUIREMENTS, WRITE OUR SUBSIDIARY, 
- CHICAGO 


THRIFT-ETCHING CORPORATION, 1555 N. SHEFFIELD AVENUE, CHICAGO 22, ILLINOIS 
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Are You BARRED 


from planned 


BY AT 


assembly savings 


READ? 





No MATTER how carefully you plan 


take advantage of the proved speed 
and simplicity of the self-tapping screw 
method, your planning won't pay off 
if “softies” and “cripples” turn up 
among the screws you use. 
can be “trouble-bent” in 
many ways. Like the thread faults listed 
here, most are invisible, but their effects 
job slowdown, parts spoilage, high 
expense, hidden weak- 
ss.) show up clearly in mounting as- 
sembly costs and customer complaints. 


Screws 


reclamation 


That's why P-K quality standards 
have been set so high — to make sure 
ui get Self-tapping Screws that are 
not only threaded, but headed, pointed, 
and heat-treated with one purpose in 
mind, to keep your assembly lines 
trouble-free. 
P-K Self-tapping Screws are the lead- 
ng choice of experienced specialists 
who plan assembly of America’s best 
known products. Follow their lead... 
for day-in, day-out dependability, spec- 
ify P-K. For information on any fasten- 
ing problem, talk to a P-K Assembly 
. Parker-Kalon Division, 
General American Transportation 
Corporation, 200 Varick St., New York 
14. Chicago Warehouse, 4331 West 
Lake St., Chicago 24. 


Engineer . . 


IS DIAMETER OFF-SIZE? 
— means hard driving 
— breakage 
— weak fastenings 


DO THREADS STOP 
SHORT OF HEAD? 
— means loose 
screws 





















ARE THREADS 
RAGGED and SEAMED? 
— makes driving 
difficult 


ARE THREADS 
TOO SOFT? 
— means spalied 
threads 





P-K STANDARDS 


make sure you get 
trouble-free 


THREADS 


ARE THREADS 
TOO HARD? 
— means stripped 
threads 


P-K STANDARDS protect you against the 


thread faults illustrated and many others 
that will cause assembly trouble and weak 
fastenings. They don’t “get by’ P-K in- 
spectors — that’s why all P-K Self-tapping 
Screws can be ‘Guaranteed First Quality.” 





1S POINT 

(on Sheet Metal Screws) 
BLUNT? 

— makes starting 

difficult 








_s r~» 
? d > 
Phillips z Phillips Hex Head 
A z z 


IN STOCK | ... see your nearby P-K Distributor... 
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50 DERLESS BATTERY TERMINAL assembly by Triple-A Co. was 
educed from 5 to 2 operations when P-K Hex Head Type F 
rews were adopted as clamp fastenings. Screws clear cored holes 
ns they are driven by automatic machines — eliminate drilling, 
apping, and awkward screw handling. They provide firm, sure grip 
n terminal, yet can be removed and replaced if necessary. 











Flashholder by using 


a" 





F-Z U 


u' local Supply and Service Specialist 
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EASTMAN KODAK speeds up assembly of the Kodalite 
P-K  Self-tapping 
L Troublesome tapping of small holes in plastic is elimi- 
nated. Screws are driven with hopper-fed automatic 
machines, removing necessity for tedious screw han- 
dling and placement. Two P-K Phillips Head Type F 


originated by P-K .. . and First Today... 
the leading choice for fastening economy 


SCREWNAIL 


EPI BOBBINS, products of Engineered Plastics, Inc., must withstand 
extreme end pressure of nylon and other synthetic yarns under 
tension. Six P-K Type F-Z Screws fasten each laminated phenolic 
flange securely. Power-driven screws tap into Durez plugs and 
“cam out” patented expansion rings to 
lock barrel to core — can be removed. 















ity—plommed assembly sowrimas pay off 


Screws fasten a cover mounting bracket to the flash- 
holder case (right) and three more fasten the metal- 
ized Tenite II reflector to the case (left). Case is a 
thermo-setting phenolic. Screws hold firmly under all 
stresses of normal use, can be removed for attachment 
of new reflector. 


Screws. 
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HARD RUBBER PARTS 


\FOR HIGH TEMPERATURES 









ACE TEMPRON, a new synthetic hard rubber, now makes the 
aca resistance, strength, and economy of hard rubber avail- 

for high-temperature applications! It is stable and rigid up to 
oe deg. F. and higher, and shows remarkable resistance to many 
2 3 it emicals when tested at 200 deg. F. 


ae Based on nitrile synthetic rubber (Buna-N), Tempron is avail- 
a ‘able in three forms: (1) Molded parts, (2) sheet, rod and tubes, 
: _ for machining a wide variety of shapes; and, (3) a hand-fabricat- 
Bike = ing process for making tanks, large fittings, etc., by forming sheets 

- of Tempron around cores or mandrels prior to vulcanization. 
Standard pipe and fittings are also made. 


The table below tells the story — high tensile on a par with the 

\ better plastics — a chance to save weight — good impact strength 

— good dielectric properties — excellent chemical, oil and moisture 

resistance — and ability to withstand high temperatures without 
loss of mechanical strength. 


Let your imagination loose on these typical applications: molded 
parts for hot jobs; special fittings for corrosives; transformer insu- 
lation; brine and gasoline meter parts; trays for vacuum dryers; 
plating barrels; hot brine systems; tubing for electrical condensers, 
magneto parts. 


Do you make anything that might be improved by Ace 


Tempron? Why not look into it? Let us know and we'll be glad to 
help. No obligation, of course. 











MOLDED —-, 
PARTS, 
ie 

RoD & TUBES | PRODUCTS 


PROPERTIES 





PHYSICAL 


AND Tensile Str., psi. 7170 
Elongation, % 2.70 
RAMEE. Specific Gravity 


Hardness—Durometer D 
PROPERTIES Impact, ft—lbs./in. 

MIA Flexural Str., psi. 

Dielectric Str., v/mil, 60 cyc. 

Power Factor, 1 kc. 

Dielectric Constant, 1 ke. 

Water Absorption, (48 hrs. R.1.%) 

Heat Distortion Temp., deg. F. 












E rubber and plastic products 


' AMERICAN HARD RUBBER COMPANY 
93 WORTH STREET »- NEW YORK 13, N. ¥. 





® 
...ace tempron 








Cushion Throats Minimize 
Plier Flying Chip Hazards 





Most types of diagonal and side 
cutting pliers can now be equipped 
by the Utica Drop Forge & Tool 
Corp., Utica 4, N. Y., with a “cush- 
ion throat” safety feature. The de- 
sign is valuable in electronics work, 
where cuts can be made _ inside 
a chassis without danger of snips 
of wire falling into the set. On live 
work, this helps to prevent short 
circuits. When cutting springs or 
hard wire, the safety feature greatly 
eliminates flying chip hazards. The 
“cushion” is tough, rubbery red 
Plastisol, bonded beside the cut- 
ting edge of the pliers. As the pliers 
close, the cushion grips the short 
end of the wire tightly, holding as 
the cut is made. 
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Fork Truck Handles Fragile 
Loads Smoother 











A stand-up type, end-control fork 
truck, in production by Clark 
Equipment Co., Battle Creek, Mich., 
incorporates easier steering for re- 
duced driver effort, more efficient 
hydraulic control of lifting and tilt- 
ing mechanisms for smoother han- 
dling of fragile loads and positive 
hydraulic braking for increased 
safety. Steering improvements in the 
truck were effected by designing the 
steering gear box to accept gears 
operating in needle bearings for 
practically friction free rotation. 
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How Kaiser Aluminum meets 


the emergency needs of customers 





Example: 


Example: 


Example: 


A Southern manufacturer faced a plant shutdown because of an 
inventory shortage of a non-standard sheet item. Kaiser Aluminum 
expedited production of this order and shipment was on the way in less 
than eight days! 


A Cleveland manufacturer placed a rush order for sheet —setting a de- 
livery date which he felt was practically impossible. Kaiser Aluminum 
shipped the sheet 3 days before the “impossible” date! 


A St. Louis manufacturer was faced with a complete shutdown unless he 
could get almost immediate delivery. Kaiser Aluminum expedited both 
production and shipment — delivered in quantities to insure normal, un- 
interrupted operation. 





DECEMBER, 1954 


These are typical examples of how we act 
to meet customer emergencies. 


They are typical because of our personalized, 
flexible delivery service which is available 
anywhere in the country. Typical because of 
the attitude of the people behind this service 
—an attitude that moves them to work hard- 
er, longer and with greater determination. 


Kaiser 





For immediate attention to your needs, call 
or write any Kaiser Aluminum sales office 
listed in your telephone directory. 


Or contact Kaiser Aluminum & Chemical 
Sales, Inc. General Sales Office, Palmolive 
Bldg., Chicago 11, Ill.; Executive Office, 
Kaiser Bldg., Oakland 12, California. 


AUmInuUM 


setting the pace—in growth, quality and service 
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STRAINERS 
® GASKETS 
ARRESTORS 








FILTERS 
SHIELDS 
BARRIERS 








TRAPS 
GUARDS 
SCREENS 





Just to name a few ... and most of the parts we are making 


to special order don’t really have 


a name! Our real specialty 


is fabricated wire cloth parts, made to your specifications. 


Any metal, almost any size, almost any shape... we can 


probably assemble it for you . . . faster, better and at a lower 


cost, than you can do it yourself. 


For more information, just send for our latest Fabricated Parts 
Catalog. 






NEWARK 


351 VERONA AVENUE > 
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New-Type Tool Ejector 
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Scully-Jones & Co., 1901 S. Rock- 
well St., Chicago, Ill, is offering 
specifications for new style drift 
slots and a line of standard “Key- 
hole” tool ejectors. The advantage 
of the “keyhole” design is said to 
lie in the fact that it eliminates 
damage to machine bearings and 
spindles, often caused by hammer- 
ing on conventional drifts. The new 
ejectors are easier to operate and 
reduce tool-change time consider- 
ably on some jobs. Slot design con- 
sists of a round top portion, which 
serves as a bushing for the “key”, 
and rectangular slot to permit use 
of conventional drifts should a tool 
or adapter become jammed in the 
spindle. 
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Telescopic Mast Stacks 
High Ceilinged Warehouses 





To meet the problem of new 
single-story, high ceiling ware- 
houses, where the need for extra 
high stacking fork lift equipment is 
mandatory, Lewis-Shepard Prod- 
ucts, Inc., Watertown, Mass., has 
developed a double telescopic mast. 
It gives an electric fork truck a fork 
elevation of 222” with a collapsed 
height of 105”. This extra height is 
obtained by adding an extra section 
to the standard telescopic mast. The 
added lifting height permits higher- 
than-average stacking to enable 
every inch of storage space within a 
warehouse to be used to full ad- 
vantage. 
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IDVWES] «conc TANGENT” ELBOWS 


saveo 9] 5 62° 


On This Welding Piping er a 
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“ 12° MIDWEST “LONG TANGENT” 
2 CUT FROM 90° ELBOWS 


THIS TANGENT 12” FLANGED 
GATE VALVE 


PIPE NIPPLE 

AND EXTRA WELD 
ELIMINATED 

ON 4 TANK 
CONNECTIONS 


12” MIDWEST ‘ 
SHORT RADIUS 12” MIDWEST TEE 
90° ELBOW 





















MIDWEST “LONG TANGENT” The Problem: 
ELBOWS COST NO MORE To connect the five tanks shown in the sketch at top to 


a common 12” header. 
The center-to-outlet dimension of the 4—12” tees is 
only 10”, while the shortest elbow available measures 
12” center-to-end, Thus, if standard long radius 
elbows are used next to the five tank valves, four 
short nipples and four extra 12” welds would be 
required. 


The Solution: 


By using Midwest “Long Tangent” elbows as shown in 
the blueprint, the expense of the four extra nipples 
and welds was eliminated at the cost of just one cut! 
The actual net savings made by “Long Tangent” 
elbows on this job was $156.20. 


Remember— Midwest “Long Tangent” elbows cost no 
more than regular elbows! For further information, 
write for Catalog 54. 


MIDWEST PIPING COMPANY, INC. 


Main Office, 1450 South Second St., St. Lovis 4, Missouri 
PLANTS: ST. LOUIS, PASSAIC, LOS ANGELES, and BOSTON 


SALES — NEW YORK 7—50 CHURCH ST. « LOS ANGELES 33—520 ANDERSON ST. 
STON 27—426 FIRST ST. « CHICAGO 3—79 WEST MONROE ST. 
TULSA 3—224 WRIGHT BLDG. « HOUSTON 2—1213 CAPITOL AVE. 


CLEVELAND 14—616 ST. CLAIR AVE. 









6820 


MIDWEST WELDING FITTINGS IMPROVE PIPING DESIGN AND REDUCE COSTS 


“It’s no use, Mike .. . these are 
Campbell Chains!” 


There’s no substitute for safe, long-wearing 
CAMPBELL CHAIN for hundreds of jobs of hauling, 
holding or hoisting. Campbell makes chain for 
every purpose, in any size, grade or specification. 
And CAMPBELL CHAIN is inspected link-by-link to 
guarantee long-lasting service. Your jobber can 
give you complete data on all standard sizes and 
grades. On unusual chain problems, write us direct. 


CAMPBELL 
CHAIN 
Main Office, York, Pa. « West Burlington, lowa 
Portland, Oregon ¢ Sacramento, California 
Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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Morse Chain Co., 7601 Central 
Ave., Detroit 10, Mich., has in pro- 
duction a line of extra heavy duty 
ball bearing overrunning clutches 
for indexing, backstop and general 
duty machinery applications. The 
clutches have a toothed inner race 
driving member that actuates close- 
ly spaced independently sprung 
cams. Tapped holes are provided in 
both ends of the clutches for at- 
taching sprockets, gears, pulleys or 
ratchet arms for drive requirements 
from 1,300 to 6,000 foot-pounds. De- 
sired direction of rotation is thus 
easily obtained by attaching the 
component to either side of the 
clutches. 
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Paint Heaters Control 
Material Temperatures 


The ultimate in control of organic 
material temperatures for the hot 
spray process is claimed by the 
DeVilbiss Co., 300 Phillins Ave., 
Toledo 1, Ohio for its paint heating 
system, Utilizing hot water, it is de- 
signed for maximum efficiency in 
either large or small painting opera- 
tions. To simplify the system and 
make it foolproof, the unit has been 
designed with only one moving part 
—a pump for circulating hot water. 

(Please turn to page 154) 
For More Information Circle No. 188 
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(h Now (WU-purposo Funstional Desig 
Sw wv Standand, Lino off Snittumnonh Knobs 


Now, without tooling charge of your own, you. Undersides are counterbored. Color, metalized, 


can dress up your instrument line with these and filled or unfilled indicator lines at your 


beautifully designed, readily available knobs 


option. Here’s style at a price! 
by Kurz-Kasch. Turn to Kurz-Kasch for the most complete 


Look them over! Shown actual size, dimen- __ line of standard knobs in the industry—and 
sions given are flange diameters. All sizes have | SAVE. Send for samples and specification data 


Y4”’ shaft holes—come with or without brass | today—or request full line data on knobs not 


inserts—any type of setscrew (one or more). shown. Inquiries answered at once. 


Don’t overlook these popular Kurz-Kasch designs for bar 
knobs, pointer knobs and dual control vernier knobs. 


» KURZ-KASCH 


Specialists in Thoune-Setting Plastics for 37 years 


Kurz-Kasch, Inc. * 1431 S. Broadway * Dayton 1, Ohio 
BRANCH SALES OFFICES: New York, Mt. Vernon MO 4-4866 ® 
Rochester, Hillside 4352 © Chicago, Merrimac 7-1830 ® Detroit, 


Jordan 6-0743 * Philadelphia, Hilltop 6-6472 * Dallas, Logan 5234 
* Los Angeles, Richmond 7-5384 °* St. Louis, Parkview 5-9577 °* 
Atlanta, Exchanae 9414 * Toronto, Riverdole 34511. 


EXPORT OFFICE: 89 Broad St., New York City, Bowling Green 9-7751. 
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EXPERT 
WELDING & 








Check for accuracy ... for strength 
. for neatness. You'll find that 
pressure vessels and process equip- 
ment fabricated at Downingtown 
Iron Works rate high on any 
check list. Expert welding is one 
of the reasons why. It’s a highly 
developed skill at Downingtown. 


We've developed special welding 
techniques — approved for ASME 
code work—which result in sound, 
strong, neat welds. Experienced 





welders skillfully perform auto- 
matic submerged arc, gas-shielded 
arc and other welding processes. 
Welds are X-ray inspected as re- 
quired. 


Downingtown is thoroughly experi- 
enced in fabricating various grades 
of carbon steel, stainless steels, 
nickel clad, stainless clad, Monel 
clad, cupro nickel, aluminum, and 
many other alloys. Write for fur- 
ther information. 


Downingtown Iron Works, Inc. 


=? uses . 
IRON W MHackncy Division of: 





, Pennsylvania 


Downingtown 
New York Office: 52 Vanderbilt Avenue, New York 17, N.Y. 
Heat Exchangers—Towers—Pressure Vessels 
Storage Tanks—Steel and Alloy Plate Fabrication 


Pressed Steel Tank Company 


Milwaukee 14, Wisconsin 
Manufacturer of Hackney Products 


CONTAINERS AND PRESSURE VESSELS FOR GASES, LIQUIDS AND SOLIDS 
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Low Cost Security 


Today, more than ever 
it's important to pro- 
tect persons against 
njury and property 
against damage. Get 
permanent low cost 
ecurity and control 
with the better built 
Sontinental Chain Link Fence. 
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Sontinental Steel Corp. 
Kokomo, Indiana 


Please send FREE copy of ‘Planned Pro- 








tection’’— complete manual on property 
protection. 

Name___ 

Address. 

City State 





CONTINENTAL 


STEEL CORPORATION « KOKOMO, INDIANA 
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write for our new catalog 
of standard and special 
washers for all types of 
industrial applications, 
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CcOoOmM PANY 


Meen & Connell Avenues 
Joliet, Ulinois 
* 
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(Continued from page 152) 


Material to be sprayed is heated in 
a heat transfer unit located near 
the spray station, Exchange of heat 
from the hot water to the material 
is positive and speedy. Paint can- 
not become overheated. 
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Barrel Nut Needs no Wrench 
Openings to Join Forgings 





The Elastic Stop Nut Corp. of 
America, Union, N. J. announces 
the development of a self-locking, 
high tensile barrel nut with floating 
action for joining forgings and other 
structural members without need of 
a large opening for wrenching. The 
nut can be inserted in a simple pro- 
duction drilled hole. Machining out 
of a large area to give wrenching 
room is not necessary. This gives a 
simpler, stronger joint with greatly 
reduced machining requirements. 
The nut is designed to withstand up 
to 180,000 psi at the pitch diameter 
of the bolt, enabling it to meet high 
strength and safety factor require- 
ments. The nut body can move per- 
pendicular to the axis of a hole a 
total of 0.030” in either direction. 
This compensates for misalignment 
in the bolt hole. 
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Personal Subscriptions 


Many readers of PURCHASING 
Magazine have asked if it is possible 
to have an additional subscription 
sent to their home address. They feel 
that the articles are of such value 
that they would like to receive copies 
at home where they can really digest 
the contents in leisure. Surely you 
may! Just drop a card to us with your 
home address and we will bill you 
(or your company) at the regular rate 
of $4.00 for 12 issues. 





PURCHASING 
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Whatever your fuel needs, 
we have a coal that is 














@ In fact, you can write your own ticket—for 
the vast Bituminous fields served by the Balti- 
more & Ohio contain excellent coals in wide 
variety. For centuries to come, these coals will 
be available—a dependable source of low-cost 
heat and energy. 


Modern mechanization at the mines as- 
sures low costs as well as uniform size and 
quality. The location of the fields—close to 
industry’s front door—contributes to low 
transportation expense. Storage is economical 
because costly facilities are not required. And 
with the help of new combustion methods and 
equipment, Bituminous offers its users an in- 
creased burning potential. 





ASK OUR MAN! He can give you worth- 
while advice as to supply sources and burning 
methods for the particular coal you need. The 
efficiency, economy, and cleanliness of B&O 
Bituminous today will be a revelation! 
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BALTIMORE & OHIO RAILROAD 


Constantly doing things—better ! 
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Only 


gives you 


Model Shown, 
New M-324 
with 83” Mast 





from either side. 





for riding comfort. 


@ Combin 
worm and nu 


@ One-piece 
easy access to en 
compartment. 


AND MANY OTHERS 





ee . 


LAMSON 
MOBILIFT CORP. 


Home Office: Portland, Ore. 


Offices in principol cities 







An-—-r-wosS 








More Operational 
and Service Features 
@ Easy to get on and off 





@ Spring mounted rear wheels 


tion ball bearing 
- t type steering. 


e hinged hood for 





Ps Hfedv 


_ with HYDRA-LIZER* 


in the NEW 


: 3,000 Ibs. at 24” 


4,000 Ibs. at 24” 
FORK LIFT TRUCKS 





* MOBIL-MATIC DRIVE 


Fluid coupling, oil-immersed clutch, constant 
mesh transmission — a combination that 
transmits power smoothly and efficiently with 
minimum wear and service. There is NO 
CLUTCH PEDAL — just ONE push-pull 
forward and reverse lever! 


* HYDRA-LIZER 


Another Mobilift exclusive... equalizers 
mounted on each rear wheel and connected 
hydraulically to cross compensate the truck 
when the front or rear wheels pass over 
bumps or depressions. 


THIS... NOT THIS 


Wheel Raises > 




















? 

LAMSON MOBILIFT CORP. | 
612 Lamson St., Syracuse 1, N. Y. | 
Please send complete information on [] 3000- and [] 4000-Ib. capacity i 
Title | 

Zone State. @ 1208 | 
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Enclosed Wound-Rotor Motor 
Fits Hazardous Areas 





What is believed to be the first 
rib-type enclosed, fan - cooled 
wound-rotor motor made with slip 
rings, brushing rigging, rotor and 
stator inside a single frame en- 
closure is now available. The unit is 
made in 1800 rpm and slower speeds, 
in frames 284 to 505, in standard 
enclosed or explosion-proof con- 
struction. In general the motor is 
applicable where very low starting 
current, high starting torque, 
smooth acceleration, jogging or 
variable adjustable speed dictate the 
use of a wound-rotor motor and 
where moist, dirty, corrosive, or 
hazardous atmospheres require a 
totally enclosed motor. The maker 
is Allis Chalmers Mfg. Co., 923 S. 
70th St., Milwaukee, Wis. 
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Aluminum Ribbed Siding 





Attractive low cost siding on in- 
dustrial buildings is claimed pos- 
sible with a new aluminum product. 
It is ribbed sheet intended for use on 
frame type structures or as a facing 
sheet on concrete block buildings. 
By using two layers of aluminum 
siding with a center layer of glass 
fiber insulation, a wall can be built 
with an insulation value equivalent 
to a 24-inch brick wall. The sheet is 
available in .032” thickness and in 
from 5’ to 18’ lengths in 6” incre- 
ments. It is a product of Aluminum 
Co. of America, 1501 Alcoa Bldg., 
Pittsburgh 19, Pa. 

Circle No. 65 on Inquiry Card—Page 17 
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or misalignment. 









TORRINGTON HEAVY DUTY 
NEEDLE BEARINGS 

... heavier carburized races 
for rugged service 

with maximum wear 
resistance, long service life. 









SPHERICAL ROLLER BEARINGS 


. inherent self-alignment allows 
compensation for shaft deflection 


CAM FOLLOWERS 
... anti-friction cam rollers 
with strength to withstand 
heavy shock loads. 





ROLLER THRUST 
BEARINGS 
... handle heavy 


loads parallel to the 
shaft axis. 

















for replacement, 


order your TORRINGTON Pearings 


from your Bearing Distribicr  ———— 





r TYPE DC NEEDLE BEARINGS 
; ... for a given load, the 
most compact anti-friction 
bearing made. 


og AE Gg ie ROE 


you'll get fast service and experienced counsel 


Your bearing distributor carries complete stocks of all 
types of anti-friction bearings, including Torrington 
Self-Aligning Spherical Roller Bearings. 

Torrington Spherical Roller Bearings are designed 
and produced to carry heavy loads in heavy-duty equip- 
ment—to roll with the punch whenever shaft deflection 
or housing misalignment is prevalent. 

Their low friction reduces power consumption and 


allows higher loads and speeds to be maintained. They 


are easy to install because of their unit construction — 
no adjustment for running clearance is necessary after 
bearing mounting has been made. 

Your bearing distributor can help you by showing 
you the factory-approved methods for installation and 
maintenance of Spherical Roller Bearings. He’ll show 
you how to get maximum service life with minimum 
maintenance from them — helping you to cut costs and 


raise operating efficiency of your equipment. 








Your bearing distributor also carries complete stocks of the other widely used Torrington Bearings illustrated. 


THE TORRINGTON COMPANY 


TORRINGTON, CONN. * SOUTH BEND 21, IND. 


DISTRICT OFFICES AND DISTRIBUTORS IN. PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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NOTHING TAKES THE 


PURCHASING 





» Tough SHOP... 


a rough job easy to handle... 





Sanding and grinding work is most likely to smooth out successfully for 
the operator when he uses abrasive discs made of vulcanized fibre. 


National’s Abrasive Fibre is favored among the makers of abrasive discs 





for its toughness, high tear strength, ability to withstand severe mechanical 
stress, and for the long service it provides. It has outstanding gluing 
properties, too. The overall result is performance that pays off at 


every speeding turn of the wheel. 


It’s the toughness of our fibre that counts in abrasive discs. 
But National Vulcanized Fibre is so versatile—so inherently endowed with 
ei ae good characteristics—that this material offers practically every industry one or 
pac: more @ssential qualities. Light weight, high dielectric strength, resilience, 
durabilit y. machinability—what does your business need? Electrical components, 
gears, pulleys, bobbin heads, welders’ masks, football helmet crowns— 
what do you make? National Vulcanized Fibre is almost certain to fill 


your bill of specifications, no matter how exacting. 


‘ Give us a call. We’ll be glad to show you why National Vulcanized Fibre 


is called the Material of a Million Uses. 





\NWATIONAL 


VULCANEZED FIBRE CO. 


WILMINGTON 99, DELAWARE 





FOR YOUR STAFF—just off press . . . an eight- 
page booklet entitled ‘‘Meet ‘Sherlock’ Fibre Lax 
(or, Clues You Should Know To Make Profits * 
Grow).’’ Tells—at a minimum of your reading > 





time—why National Vulcanized Fibre is ‘‘the 
material of a million uses.’’ Ask the National 
representative nearest you for your copy. He’s 
listed in the classified directory. Or write to 
National Vulcanized Fibre Co., Dept. E-12, 
Wilmington 99, Delaware. 
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Also manufacturers of Phenolite Laminated Plastic, Vul-Cot Waste Baskets, 
Peerless Insulation, Materials Handling Equipment, and. Textile Bobbins. 
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HOW CHACE THERMOSTATIC BIMETAL 
—  ~—s CONTROLS THE 


Irehalal (= 


automatic ironer 











Product of Ironrite, tn 
Mt. Clemens, Mich 


Tronrite Automatic lroners are designed from 
a functional as well as an aesthetic viewpoint, 
their chief advantage being speedy, efficient 
ironing of all materials in almost any shape 
or form. Simplicity of operation and control 
are some of the lronrite Automatic lroner’s 
foremost features. Of course, for safe, fool- 
proof regulation of temperatures for ironing different fabrics, the 
lronrite depends upon Chace Thermostatic Bimetal. 





The control switch shown in the illustration is simply, quickly set for 
temperature variations by moving the indicator to the correct tempera- 
ture shown for various materials. Whenever the ambient temperature 
attains the maximum, things begin to happen. A coil of Chace Thermo- 
tatic Bimetal (A) rotates, forcing plate (B) against post (C). This 
leverage bends the circuit connector (D), breaking the circuit at (E) 
until the ambient temperature is lowered. When the indicator is set 
for low temperatures, the coil is adjacent to the post and has less 
distance to move to break the circuit. At high temperature settings 
the coil is at its extreme distance from the post and requires a greater 
amount of heat to break the circuit. 


Chace Thermostatic Bimetal is available in 29 different types, 
in strip, rolls or in completely fabricated assemblies made to 
your specifications. Before development of your new control- 
ling, indicating or protecting device, read our booklet “Successful 
Applications of Chace Thermostatic Bimetal.”’ Write for your free 
copy of this valuable engineering data today. 


Pe eS oe 


lhermorstalic Bimelal 
1635017 COM Visas be eee 
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Puts Out Fires Readily 





A dry chemical fire extinguisher 
is ready at a second’s notice to put 
out gas, oil, grease or electrical fires. 
It is easy to operate because it is 
already pressurized to 150 psi with 
air or nitrogen. The transparent 
plastic nozzle fans out a flat dis- 
charge pattern in a downward di- 
rection over a wide area. Metered 
valve passageways maintain a dense 
uniform discharge from the first re- 
lease to the last. Valve gage gives 
constant reading of pressure to indi- 
cate when recharging is needed. 
Manufacturer is American-La- 
France-Foamite Corp., Elmira, N.Y. 
Circle No. 65 on Inquiry Card—Page 17 


Also Noted... 


A covered manganese bronze elec- 
trode for high speed metal are 
welding of manganese bronze and 
yellow brass castings and sheet and 
plate is being produced by Ampco 
Metal Inc., Weldrod Dept., 1745 
South 38th St., Milwaukee 46, Wis. 
The electrodes operate at relatively 
high current densities on reverse 
polarity, d-c for fast deposition. 
Circle No. 67 on Inquiry Card—Page 17 


The Dayton Mfg. Co., Minneapolis 
7, Minn., is offering die-cut stamped 
spanner wrenches in small quanti- 
ties without the cost of conventional 
die tooling. Practically any type 
spanner can be blanked and formed 
at about 15% to 20% the cost of 
conventional tooling. The spanner 
wrenches can be produced from 
practically any sheet alloy. 
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A combination cold cleaner to re- 
place highly volatile solvent cleaners 
in still tanks on the production line 
is offered by E. F. Houghton & Co., 


(Please turn to page 164) 
For More Information Circle No. 197 
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It’s the revolutionary U.S.S. Nautilus, world’s first 
atomic-powered submarine and fastest recruit ever to 
join America’s underseas fleet. 

Built by the Electric Boat Division of the General 
Dynamics Corporation, the Nautilus can travel around 
the world completely submerged, surface to attack the 
enemy, then dive under water to race aw ay ata speed 
that defies pursuit. 

Naturally, every component of the Nautilus, down to 


WARD LEONARD (°)/, 


-— ELECTRIC COMPANY 
MOUNT VERNON, NEW YORK 


RHEOSTATS 












the last bolt, had to meet tough specifications. They 
weren't too tough, however, for the Ward Leonard 
electric control components and equipment installed. 

Point is, when you want truly dependable perform- 
ance from an electric control — whether it’s for an 
atomic sub, an electronic computer or a traffic light — 
take your pick from the complete Ward Leonard line. 
And check the other side of this page for the story 


behind the fine reputation of Ward Leonard resistors. 
48 
















STOR CORE. Ward Leonard’s 
sanufactured cores are 
smooth, cylindrical 
bodies of high density, 
rosity, and high dielec- 
treneth. The ceramic 
| has been selected so 
thermal coefficient of 
on is correlated to that 
other components. 


TERMINALS. In Ward Leonard 
resistors, special alloy termi- 
nals insure proper expansion 
and adherence to the enamel, 
are designed to provide strong 
anchorage. Every wire-to- 
terminal junction is firmly 
clamped to the core, then spe- 
cially silver-brazed for lasting 
contact. 


RESISTANCE WIRE. All wire is 
drawn to our own specifica- 
tions for each particular resis- 
tor type. It’s capable of with- 
standing heavy overloads, has 
a uniformly low coefficient of 
resistivity. Many of the “bar- 
gain” resistors are wound with 
resistance wire of ordinary 
grade, ; 
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COATING. Vitrohm enamel coat- 
ing of all Ward Leonard resis- 
tors provides a complete her- 
metic seal — highly resistant to 
shock, high humidity, extrem« 
temperatures, acids, alkalies, 
and electrolysis. Unlike most 
resistor manufacturers, we 
manufacture our own vitreous 
enamel. 


Our new 64-page Catalog 15 tells you more about the Vitrohm line 
of power resistors. It also includes many helpful charts and data. 
Write for it today to Ward Leonard Electric Company, 500 South 
Street, Mount Vernon, New York. 
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Assembler picks up tiny 
UNBRAKO set screw with 
long arm key preparatory 
to threading it into cam 
assembly. 





He inserts the UNBRAKO, and 
turns it into the assembly; 
then after positioning cam, 
tightens it. The accurate 
depth and size of the hex 
socket result in maximum 
torquing—the knurled cup 
point holds the cam accu- 
rately in place. ‘ 


po Two UNsraAKko Self-Locking Socket Set Screws are used on each cam of these precision multicircuit = 
cam timers. The screws position the cams so as to control accurately the sequence and duration of ~~ 
a ~ 


one or a series of individually timed machine or process operations. 
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. You'll need less space for storage when you use 
UNBRAKO Standards—stocked by your distributor < 





You’ll need less space for storage and be able to carry a smaller inventory, 
because standard UNBRAKO socket screw products are in stock at your local 
. : ees . a - deli fi treated alloy steel—have 
industrial distributor’s. And you'll save time and money, because deliveries bully ertand teentda, Clans 
are prompt. For more information, write for UNBRAKO Standards—a 3 fit; are supplied in stand- 
complete listing of socket screw products made by the world’s largest manu- ard sizes from #4 to 1"’. 
facturer of these precision fasteners. STANDARD PRESSED STEEL CoO., 
Jenkintown 31, Pa. 


UNBRAKOs—made of heat 
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UNBRAKO socker screw Division 
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JENKINTOWN 








Fiat Head Shoulder Knurled Head Dowel Button Head 


PENNSYLVANIA Cap Screw Screw Cap Screw Pin Socket Screw 
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AGE FENCE: 


e AMERICA’S FIRST WIRE FENCE eo 





a Or at 4 
cay, pee ae 
; & RRS Here's Why PAGE 
OTE ( is Best for You J 


e Page Chain Link Fence, pioneered by Page and made 
only by Page, is quality controlled from raw metal to erected 
fence. Whether you choose heavily-galvanized Copper 
Bearing Steel, or long-lasting Stainless Steel, or corrosion- 
resisting Aluminum, you'll have a rugged fence on sturdy 
metal posts deep-set in concrete. Choose any one’of 8 basic 
styles, varied by heights, types of gates, posts, top rails and 
barbed wire strands for extra protection. And to be sure of 
reliable workmanship your fence will be expertly erected by 
a specially trained firm. For helpful Page data and name of 
member nearest you... 





Write to PAGE FENCE ASSOCIATION, Monessen. Pa., or look in 
Thomas’ Register forlisting of Page Chain Link Fence Distributors under ‘'‘PAGE 
STEEL AND WIRE DIVISION,” or see MacRae’s Blue Book for listing under 
"FENCING, WIRE, LINK,’’ or consult Sweet’s Industrial Construction File. 
PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 
_For More Information Circle No. 199 on Inquiry Card—Page 17 
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Models for reméte 
installation 





Coolers with vitreous 
china tops 
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Coolers with stainless 
steel tops 


Bottle Coolers 


Woll or Pedestal 
Fountains 


ei TE hill ac 


Ni line of drinking-water 
equipment offers more than — \ 
Halsey Taylor...in wide 
range of selection, in smart J 
styling, in health-satety/ 


THE HALSEY W. TAYLOR CO., 
WARREN, OHIO 


Halsey Taylor 
wa 4COOLERS & FOUNTAINS 
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See our catalog 
in Sweet's or write! 





















(Continued from page 160) 


303 W. Lehigh Ave., Philadelphia 
33, Pa. Plant safety is claimed to 
be increased as this room tempera- 
ture water emulsion cleaner elimi- 
nates fire hazards. The 402-403 
cleaning compound is easy to mix. 
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The Meyercord Co., 5323 W. Lake 
Street, Chicago 44, Ill., describes its 
gold color for decal truck signs as 
the finest reproduction of the actual 
metal now available. It is claimed 
to outwear previously used gold de- 
cal materials by 50% to 75%. The 
gold color does not have the dingy 
appearance of synthetic gold colors 
simulated in aluminum or bronzed 
coatings. 
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A single-package material has 
been designed to eliminate the need 
for supplementary fillers or clay- 
type ingredients to assist regular 
washing compounds in removing 
heavy oil and grease from indus- 
trial rags in machine washing oper- 
ations. The cleaner is a complete 
material in itself, requiring no ad- 
ditives, according to the manufac- 
turers, Oakite Products Inc., 154 
Rector St., New York 6, N.Y. 
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A change to welded base pins for 
fluorescent lamps from soldered or 
crimped pins effects a positive metal 
to metal contact, eliminating the 
possibility of corrosion or contact 
resistance according to Sylvania 
Electric Products Inc., 1740 Broad- 
way, New York 19, N.Y., manufac- 
turers of the new model base pins. 
All the company’s lamps in future 
will have the new base pins. 
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Hanson-Van Winkle-Munning Co., 
Matawan, N.J. has introduced four 
major improvements in its sisal 
buffing wheels that make for longer 
wear and faster cutting. Improve- 
ments include: (1) treatment with 
an impregnated material; (2) new 
center construction; (3) improved 
sewing; (4) use of a stronger sisal 
cloth. 
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Want more Facts on any of the 
products shown in this issue? 


Get them quickly and easily 
by using the 
INQUIRY CARD 
PAGE 17 
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CEMBER 1954 


A weil planned office 
prevents many headaches 
and problems. The Wood 
Office Furniture Institute 
provides a service to show 
arrangement of office ma- 
chines and equipment to 
improve the “flow” of rec- 
ords and correspondence. 











PURCHASING MAGAZINE—A CONOVER-M 


AST PUBLICATION 


PS 2551. eemp STREET NEW aen-a. 





OFFICE EQUIPMENT 








\ liquid duplicator with a position 
rol that raises or lowers the copy 
a small fraction of a line to a 
seven lines, is now available from 
Wolber Duplicator & Supply Co., Chi- 
eago. As described in Wolber’s Bul- 
tin No. 84, the Margi-Set Copy-rite, 
a visible indicator which shows 
setting at all times and shows how 
ich the copy can be raised or low- 
| from its present position. Chang- 
opy position is done even when 

the machine is in operation. 


Circle No. 74 on Inquiry Card—Page 17 
Greater opacity for engineering 
wings on vellum, necessary for 

yuality reproductions when _ using 


Bruning, Ozalid and similar processes, 

now made possible by use of a full 

oated, single-use yellow/black tracing 

carbon. It is manufactured by Colum- 

: bia Ribbon & Carbon Mfg. Co., Inc., 
Glen Cove, N. Y. 
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Three new catalogs have been re- 
eased by Maso Steel Products, Chi- 
cago, covering their line of office prod- 
ucts. The Chair Catalog illustrates the 
23 chairs and stools available in the 
ompany’s three lines of chairs. The 
Business Machine Stand catalog is a 
black and white brochure featuring 
Maso’s foot pedal for raising and low- 
ering. The new Standard Catalog is an 
eight page, 8% x 11” piece which de- 
tails and describes Maso’s line of stands. 
Copies may be obtained from Maso 
Steel Products, 53 W. Jackson Blvd., 
Chicago 4. 
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| News 


Remington Rand Ince., 315 Fourth 
Ave., New York 10, N. Y., has a special 
folder available holding samples of 
various weights and brands of Rem- 
ington Rand carbon papers. Copies are 
available from the firm. 

Circle No. 77 on Inquiry Card—Page 17 

“Better Banking in 
title of a brochure that describes a 
combination of closed circuit tele- 
vision and mechanized, automatic, card 
finding system. Copies can be obtained 
from Wheeldex & Simpla Products, 
Inc., 40 Bank St., White Plains, N. Y. 
Circle No. 78 on 


Boston” is the 
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“Roto-file”, 
enables a clerk to find any one of 
80,000 or more record cards in seconds, 
has been introduced by Mosler Safe 


a rotary card file that 


Co., New York. “Roto-file”’ uses a 
battery of from 8 to 12 independently 
operated drums which can be worked, 
simultaneously, by as many as three 
clerks. Finger-tip pressure electrically 
controls each file drum and deter- 
mines in what direction it will rotate. 
The drums, each of which can hold 
from 5,000 to 10,000 cards, revolve 
independently of each other either 
clockwise or counter-clockwise. It is 
available in four standard models rang- 
ing from 8 to 12 drums for the fol- 
lowing card sizes; 3 x 5,4 x 6,5 x 8 
and 3% x 7% (tabulating cards). 
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A new line of guides, especially 
designed for hard usage of tabulating 
systems, is being introduced by G. J. 
Aigner Co., Chicago. Both vertical and 
horizontal guides are included with a 
choice of three types of tabs; plastic 
insertable; plain; and special, made- 
to-order. They are available in two 
materials, 25 point gray pressboard or 
18 point Bristol board. Literature and 
samples available on request. 

Circle No. 80 on Inquiry Card—Page 17 

The development of a new _ type 
wide-angle lens which is simplifying 
and modernizing American visual edu- 
cation, has been announced by Beseler 
Visual Products Co., Inc., New York. 
This highly calibrated lens will project 
a 6-foot screen image from a distance 
of 6 feet, using an 8” x 10” slide.” 


Circle No. 81 on Inquiry Card—Page 17 





A new electric adding machine is be- 
ing introduced by Olivetti Corp. of 
America, New York. Called the “Elec- 
trosumma Duplex”, it features two 
registers capable of operating simul- 
taneously for combined operations. One 
register can total or sub-total, and the 
resulting figure be simultaneously 
transferred to the other register, per- 
mitting grand totals to accumulate. It 
has a thirteen column capacity (99,999,- 
999,999.99) 
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UNDER THE NEW SYSTEM .. .With Mobile Kardex 
file at desk-side, expediter instantly refers to ‘order 
copy, takes indicated action and makes proper nota- 
tions. Office-time saving is estimated at 80%. 






UNDER THE OLD SYSTEM...a file clerk pulled follow-up copy of order for 
each reference or notation desired by chief expediter. Copy was later refiled. 


~~ expedited! 


15,000 purchase orders totaling 16 million dollars 


RECORD HANDLING ECONOMIES ‘‘AS HIGH AS 80%" CAN BE YOURS, 100! 






A simple and economical new system for handling 


Agent for the Machinery Division, Dravo Corporation 
surchasing records increases efficiency .. 
o 4 


refer to their system for expediting purchasing records 
using Remington Rand Kardex Visible Control 
Methods. 


Under the system used by Dravo Corporation, “the 


.saves valu- 
able time for the Machinery Division, Dravo Corpora- 
tion, Pittsburgh, Pennsylvania. 


"We estimate that the direct economy in clerical 


time and effort, in avoidance of constant filing and 
refiling, runs as high as 80°. In the face of steadily 
increased volume, we have eliminated departmental 
overtime, and there is no backlog of unfinished work.” 

These words of Mr. Gordon P. Smith, Purchasing 


control copy never needs to be removed from the file, 
and can always be located instantly.” 

For free literature and full details about the work 
and time saving system employed at Dravo, write for 


CH954, Room 2233. 





Remington. Frand. 
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Efficiency and Production 
can be Measured 
in Footcandles 


By G. H. Gutekunst, Jr. 


FFICE illumination has come 
O a long way since the days of 
the flickering bare bulb and the dull 
frosted globe. However, even after 
75 years of electric light bulbs, we 
are still learning ways and means 
yf using this lighting power to im- 
rove the efficiency and production 
»f the office worker. 

To trace the history of lighting 
patterns throughout the years, makes 
little sense. It is sufficient to know 
that each phase, or “craze”, has 
ontributed to the simple under- 
standing that office lighting is as 

nportant an addition to the over- 
all operation of the unit as is the 
finest high-speed machine. 

In line with this, general office 
lighting has, for all practical pur- 
poses, reached the common objective 
of providing good lighting in har- 
mony with the general decor of 
the Only in the field of 
“specialized” lighting has there been 
any real degree of laxity. 

For instance, the Office Lighting 
Committee of the Illuminating Engi- 
neering Society, in a detailed study 
released late in 1953, pointed out 
that the variety of office tasks called 
for different minimum lighting re- 
quirements. Involved work, such 
as accounting, bookkeeping, business 
nachine operation, etc., called for 
1 recommended 50 footcandles for 
efficient operation. Other office op- 
erations, such as doing general cor- 
respondence, mail room work, etc., 
needed only 10 footcandles. 

What this might imply is merely 
that no one general illuminating 
scheme can successfully provide 
proper lighting throughout the office 
when all factors of cost, light effi- 
ciency, etc., are taken into consider- 
ation. 


office. 
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The series 0500 of the M. G. 
Wheeler Co., Inc., Greenwich, 
Conn., gives 50 to 75 foot- 
candles of light. It uses a 
standard 100 watt bulb with 
a series of baffles and refiect- 
ors to provide high level light- 
ing over a concentrated area. 


For that reason, the exponents of 
supplementary lighting—the manu- 
facturers of the host of lamps and 
accessory fixtures—have a strong 
argument working in their favor. 

The O. C. White Co., Worcester, 
Mass., one of the many manufac- 
turers of supplementary lighting fix- 
tures, makes this statement in its 
general catalog. 

“Any attempt to obtain satisfac- 
tory results in the lighting of work 
by reliance upon flood lighting or 
general illumination alone has re- 
peatedly proved a costly experience. 
In fully 90% of such installations, 
not only is the individual worker 
deprived of adequate illumination 
on his work—an illumination which 
should be under his direct control 
—but also the cost of electric cur- 
rent for such lighting is found to 
be surprisingly high.” 





The M. G. Wheeler Co., Inc., 
Greenwich, Conn., takes a simple 
sentence to pronounce the cause for 
its “Sight-Light” lamps. 

“Whether your sight is perfect or 
you wear correctional glasses, you 
can see only in relation to the quan- 
tity and quality of light on what- 
ever you are looking at.” 

Even the slogan of one company, 
Swivelier Co., Inc., New York, pin- 
points the value of supplementary 
lighting. “Spot the light where you 
want it... . Light the spot where 
you need it.” 

There are many reasons behind the 
recognition of supplementary light- 
ing as an important asset to an of- 
fice’s lighting plan. Most of them 
are caused by the simple fact that 
the office has “grown-up”. 

Modern business, with its ever in- 
creasing tempo, has brought about 
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new... OZALITH 


paper offset plates— 


The first sensitized 





positive paper plate... 4 | 
from original to running press, : 


in less than 90 seconds... i | 





Ozalith ...the new quick way to make offset plates 
will save you time and money over conventional 
photographic methods. Think of it—no camera-work, 
no negatives! You go directly from translucent 
original to running press—in less than 90 seconds! 


Just place the original on the Ozalith plate, and 
expose in an Ozalid machine—Bambino to Printmaster 
—or any similar light medium. 






Swab the exposed plate with developing fluid and 
fixer, place on the press cylinder—and it’s ready to run. 





PN 


; _ Ozalith saves the cost of film and photography, 
1—Lay translucent copy over Ozalith, and expose in any a 

Ozalid machine or similar light medium. eliminates the need for darkroom and messy 
developing ...and Ozalith paper plates are so 
inexpensive that they needn’t be filed. You can 
make extra plates when needed, quickly and 
inexpensively, from your original. 


For longer runs, and absolute dimefisional stability, 
Ozalith plates are also available on aluminum. 


For a demonstration of Ozalith plates in your own 
office, call the nearest Ozalid distributor (see phone 
book). Or write for information to 662 Ozaway, 
Johnson City, New York. 


OZALID—A division of General Aniline & Film 
Corporation...From Research to Reality. 
In Canada, Hughes Owens Company, Ltd., Montreal. 


OZALITH 
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2—Swab exposed plate with developing fluid and fixer, 
place on press cylinder—and you're ready to run. 
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The “old-fashioned” gooseneck lamp has 
gone modern in this model 127 of O. C. 
White Co., Worcester, Mass. Adjusting the 
flexible neck eliminates shadows and brings 
the light to focus on the desired spot. 


1 form of a revolution which has 
noved the office area from a ster- 
cold, labor area to a warm, re- 
laxing work area. Color, smart de- 
gn and host of other progressive 
levelopments have done much to 
take the edge off the high tense 
ind nervous pressure of today’s 
hurry up” business activities. 
Soft, yet strong, lighting has gen- 
illy replaced harsh plans that fa- 
sued the eye. Color—hues that 
a few years ago were even 
adical for the home—are now ap- 
pearing in more and more offices. 
Even the typewriter has become 
glamorized. The ugly black monster 
has become a streamlined beauty in 
ft, relaxing gray. And, even fur- 
than that, this most common 


The Eagle Utility Desk Lamp, made by Eag!e 
Electric Mfg. Co., Inc., Long Island City, is 
one of the most popular styles ever marketed. 
It has a 12” gooseneck arm, large reflector 
shade and a turn knob socket. 








Usefulness is combined with decorative effect in this two-bulb 
desk lamp of Fluorescent Lighting Laboratories, Inc., New York 
City. A flexible gooseneck arm throws the light where needed 
‘and the perpetual calendar at the base is a handy accessory 


for any office. 


of all office tools is now often a 
two-toned affair in shades of red, 
green, blue, etc. 

While these developments have 
done much to relieve much of work 
disturbing eye-strain, they have cre- 
ated another problem. They have 
made the task of recognition more 
difficult. As with letters, the black 
figures on a white background make 
the reading problem easy, provided 
there is sufficient light in relation 
to the size of the figures. The addi- 
tion of color and toned-down grays 
has made the act of recognition of 
equipment and work problems more 
work for the eyes. 

While this problem does exist, 
there can be no doubt that the 
introduction of softer lighting and 


The model 122 of Fluorescent Lighting Labo- 
ratories is another modern adaptation of the 
popular gooseneck-type lamp. 





eolor has been far more of an asset 
than a deficit. Comfort and relaxa- 
tion in working areas today has 
eliminated many of the delays pre- 
viously caused by actual physical 
illnesses due tc “unharmonious” 
working conditions. 

Of course, one of the paramount 
considerations in a lighting prob- 
lem must be in cost. A high level 
lighting plan that would produce an 
over-all output of 50 footcandles 
would be a needless expenditure 
of money and electrical energy in 
many office areas. As a matter of 
fact, in many cases it would be 
too high a level of lighting to pro- 
vide a_highly-productive output. 
Yet, to also skimp on lighting would 


Acme Lite Products Co., Congers, N. Y., 
makes the fluorescent model D-L which 
comes in several combinations of one or two 
tubes, AC high power, AC low power and 
DC. Its 24” arm and ball joints make it 
possible to adjust the lamp position to re- 
flect its light in almost any direction. 
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be to waste money by reducing the 
efficiency of the clerical staff. 

It is in this way that the field 
of supplementary lighting comes 
into its own. Desk lamps, or acces- 
sory wall fixtures, can and do pro- 
vide an easily controlled method of 
adding to the light efficiency of any 
given area. The accountant, who 
needs a greater concentration of 
light during his work with figures, 
can simply switch on an additional 
fixture to give him the illumination 
his work calls for. And, this is done 
without impairing or appreciably al- 
tering the light level of surrounding 
areas. 

Thus, adjustable or fixed lamps 
in areas where detailed work is 
performed can be an important aid 
in increasing the production and 
efficiency of the sections operation. 
This, too, will tend to raise the 
efficiency level of an entire office 
through lessening of errors and bet- 
ter coordination of the entire office’s 
work flow. 

As to the accessory equipment it- 
self, it falls into two main categor- 
ies — incandescent and fluorescent. 
As sort of sub-sections are flexi- 
ble mounts, rigid mounts, wall-type 
mounts and a variety of combina- 
tions. 

Choosing between incandescent 
and fluorescent lighting is a mat- 
ter of individual choice more than 
a case of picking for a specific job. 
The main assets are very simple 
for both. The fluorescent, for in- 
stance, operates cooler and generally 
supplies more light for the dollar 
insofar as kilowatts are concerned. 
It also tends to bring out colors 
more nearly as seen in natural out- 
door light. However, once the fix- 


ture has been designed for specific * 


fluorescent tube, a brighter tube 
cannot be inserted. 

The incandescent lamp, on the 
other hand, provides a high degree 
of light control by easily changing 
the wattage of the bulb, within the 
limits of the reflector. It also pro- 
vides a higher concentration, or 
spotlight, for high level illumination 
over a limited area. 

The design of today’s lamps is also 
a matter of producing the greatest 
number to fit into a majority of 
locations, blending with almost any 
type of office decor. 

Ultra-modern design, as well as 
strict classic simplicity, are marks 
of lamps planned for executive and 
reception room use. For the gen- 
eral office, while the design motif 
is modern, the functional value of 
the piece receives the greatest em- 
phasis. It is in this area, too, that 


(Please turn to page 172) 
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Prominent Users of Strathmore Letterhead Papers: No. 113 of a Series 















One of the latest Monroe 
Adding-Calculators, 
capable of split-second 
computations automatically, 
without chance of error. 


























Mc INROE Care ULATING Mac HINE Company, bwc 
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lor plate Supervng carne 
plata Suqurvrgy 


2 ea ee re Onsson, New Jameny 


lO margin for error 


with QUALITY! 


It is safe to say that the huge financial enterprises which are so neces- 
sary to our modern world could not have developed so readily without 
the mechanical calculating machine. In this respect, the contribution of 
the Monroe Calculating Machine Company to the world of business has 
been considerable. Monroe adding, calculating and accounting 
machines help turn the wheels of commerce all over the world with 
dependable efficiency. 


The Monroe Calculating Machine Company prides itself both on the 
uniform precision of its many products and on the quality which in- 
variably distinguishes the operation of its entire organization. Typical 
of this is the Monroe letterhead ... distinctive and expressive on a 
Strathmore Letterhead Paper. 


The fact that so many prominent firms insist on a Strathmore paper 
when they plan a letterhead is a clear indication of its quality. To 
observe an even more vivid demonstration of this innate quality, 
have your supplier show you samples of your letterhead design on a 
Strathmore paper. You will see why you, too, should count on 
Strathmore’s expressive quality. 


STRATHMORE LETTERHEAD PAPERS: Strathmore Parchment, Strathmore Script, Thistlemark 
Bond, Alexandra Brilliant, Bay Path Bond, Strathmore Writing, Strathmore Bond. 
Envelopes to match converted by the Old Colony Envelope Company, Westfield, Mass. 


NEW STRATHMORE THIN PAPERS: Strathmore Parchment Onion Skin, Strathmore Bond Onion 
Skin, Strathmore Bond Air Mail, Strathmore Bond Transmaster. 


STRATHMORE 


MAKERS OF FINE PAPERS 


Strathmore Paper Company, West Springfield, Massachusetts 
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Columbia 
‘SILK GAUZE 


TYPEWRITER RIBBON 


m all over the country come re- 
rts of unmatched writing perform- 
ce like these: 


Secretary to a budget engineer: 
Silk Gauze outwears by three times 
ny ribbon previously used.” 


Department Store Executive: 


Vever found a ribbon that gives the 
ervice Silk Gauze does.”” 
City Supervisor: 

Silk Gauze is definitely superior.” 

Lint free pure silk and an ex- 

isive fluid inking process com- 
ne to give Silk Gauze Ribbons 
xceptional durability and _ ex- 
juisitely fine impression. Here’s 

ribbon for the executive secre- 

iry, or for anyone who wants 
arp, clean, typing. 


Your local Columbia Ribbon 

| Carbon dealer will be glad to 

»w you that Silk Gauze Ribbons, 
&, because of quality, are eco- 
i 8 nomical. For a free copy of 
) the Columbia illustrated rib- 
} bon and carbon reference 
book, use this coupon attached 
to your business letterhead. 


7 uMBIA Rippon AND CarRBON Mec. Co., Inc. 
iT 12 Herb Hill Road, Glen Cove, N. Y. 


nd the ribbon and carbon reference book. 








npany 














For More Information Circle No. 204 
on Inquiry Card—Page 17 











(Continued from page 171) 


the greatest number of flexible, or 
adjustable, models exist. 

Because of the modern influence, 
many of today’s practical lamps do 
double duty as artistic additions to 
the office. Many, of course, are of 
a design that proves practical for 
use only in executive or reception 
areas. But, then, that is a matter 
of individual choice balanced against 
the over-all decorative scheme of 
the office. 

It is significant to remember that 
a good general lighting plan is not 
necessarily the complete answer to 
a firm’s lighting needs. An under- 
standing of the amount of detail 
or close work specific jobs entail 
can act as a guide in providing the 
correct light for the job. As was 
said before, in effect, we can read 
only that which we can see. 

It must also be remembered that 
supplementary lighting is just that. 
It is not, and never has been, in- 
tended to be the prime or sole 
source of illumination. Rather, it is 
an aid. A means of improving and 
increasing the quality and quantity 
of illumination to assure the proper 
and successful conclusion of a job. 

According to scientific research, 
sight controls, or activates, nearly 
87% of our muscular activities or 
reflexes. Lower the light and you 
correspondingly lower the physical 
activity. 

Thus, there can be little doubt 
that in many cases, the judicious 
use of a desk lamp or other lighting 
accessory can be a valuable aid to 
company operations. If it is con- 
sidered in view of its possible 
consequences, supplementary light- 
ing can become a money-making 
investment by increasing office effi- 
ciency and production. It’s that sim- 
ple. 


(Continued from page 166) 


Old Town Corp. New York, has 
named Boris Yavitz as plant manager. 
He will headquarter at Old Town’s 
Brooklyn plant. 


Royal Typewriter Co., New York, has 
announced four managerial appoint- 
ments. J. K. Davies, formerly district 
manager at Tacoma, Wash., has been 
named to head Royal operations at 
Burbank, Calif. To fill the vacancy at 
Tacoma, Royal has moved T. A. Etue, 
typewriter salesman at Seattle, to the 
post. Another change was necessitated 
with the death of H. C. Bishop, district 
manager of Columbia, S. C. H. F. Mad- 
den, former district manager in Bir- 
mingham, Ala., takes over that post. 


Finally, it was announced, that D. K. 
Farr, formerly typewriter salesman in 
Atlanta, has been named to succeed 
Mr. Madden in Birmingham. 


George W. Dick has been made man- 
ager of the institutional special depart- 
ment of International Business Ma- 
chines Corp., New York. He will co- 
ordinate sales activities and the plan- 
ning of applications of IBM equipment 
for the accounting needs of colleges and 
universities, libraries, hospitals and 
medical clinics, 





A simple wiping with a disposable 
cloth wafer, impregnated with an ac- 
tive germicide harmless to human be- 
ings, sanitizes and deodorizes tele- 
phone mouthpieces. Named “tel-O- 
cide”, it is packed in jars of 100 and is 
distributed by General Scientific Equip- 
ment Co., Philadelphia. 
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Aporca ee 


Reduce 
TYPING, MAILING 
and FILING COSTS. 


Use 


Fidelity 
Oheileyeuny ate 


For 


THIN LETTERHEADS 
COPIES 
RECORDS FORMS 


Send For Samples 


ESLEECK MANUFACTURING CO. 


lurners Falls, Mass. 
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Blackboard and bulletin board panels 
have added flexibility to the new mov- 
able office. partitions made by Arnot 
Jamestown Division, Aetna Steel Prod- 
ucts Corp., New York. Specifically de- 
signed for use in editorial offices, small 
conference rooms, drafting and plan- 
ning offices, and other areas where 
desirable, the blackboards and bulletin 
board panels are interchangeable with 
panels of conventional clear or frosted 
glass. 
Circle No. 84 on Inquiry Card—Page 17 

A filter that successfully screens out 
ultra violet rays from the fluorescent 
light used in office photo copying ma- 
chines is now an integral part of the 
Hecco-kwik copiers made by Hunter 
Photo Copyist, Inc., Syracuse, N. Y. 
Hunter claims that the screen makes 
possible precise, high contrast prints 
without trial exposure settings and 
wasteful trial copies. 
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A leaflet, “Streamling Office Sys- 
tems in Small Business”, is now avail- 
able from the Small Business Admin- 
istration, Washington, D. C. The leaflet 
explains in detail some suggestions for 
bettering certain office operations. 
These ideas are contained in such sub- 
sections as: typewriters, printing cal- 
culators, sorting operations, simplified 


accounts receivable accounting, and 
small payrolls. 
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Shredmaster Corp., a division of the 
Self Winding Clock Co., Newark, N. J., 
is now marketing the Shredmaster 
Bantam 10, a portable shredding ma- 
chine. About the size and weight of a 
typewriter, the machine quickly de- 
stroys confidential and obsolete papers, 
regardless of weight or grade. Shreds 
fall freely and there is no dust. 
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‘| Baltimore Business Form 
takes the place of 5 


Recently, a large retail chain had a 


costly problem. They handled five 
different types of sales, with five differ- 
ent forms, each of which had to be 
followed through multiple operations. 

Management discussed their problem 
with Baltimore Business Form experts. 
Together they designed and produced 
one Form—readily adaptable to other 
types of stores—that could be used for 
all sales, and could be easily followed 
through all voucher processing. Result: 
Time and money saved in both selling 
and office operations. 


WHAT'S YOUR PROBLEM? Since 
1916, Baltimore Business Form’s design 
and manufacturing experts have solved 
countless problems in serving over 
60,000 of the nation’s leading business 
houses. Their wealth of experience in 
designing forms to fill specific require- 
ments ideally qualifies them to help 
you. Remember, often a single sug- 
gestion may save hundreds. . 
thousands. . 


. even 
. of dollars for your com- 
pany. So, write us for help in solving 
your business forms problems. 


BALTIMORE BUSINESS FORMS 


Saving time and reducing costs in business and industry 


The Baltimore Salesbook Company 





The Baltimore Salesbook Company 


3142 Frederick Avenue—Baltimore 29, Maryland 


We are interested in seeing samples of Baltimore Business Forms. 
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John D. Morgan, Jr., of the Office of 
Defense Mobilization tells about the U. S. 
stockpiling programs and their effect on 
the nation’s economy. 
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Economic Optimism Expressed By 
Speakers At District 9 Meeting 


EARLY 400 members of District 
9, N.A.P.A., met in Providence, 
R. I. during October for a fast- 
moving, highly informative, pur- 
chasing conference. Made up of the 
associations of Connecticut, New 
England, Rhode Island and Western 
Massachusetts, the District 9 dele- 
gates took one full day to accom- 
plish their common goal. 
Beginning at 9:30 in the morning, 
when H. Randall Smart, Jr., general 
conference chairman and immediate 
past district vice president, called 
the session to order, the assemblage 
heard a carefully selected group of 
speakers on a variety of subjects. 


John Hill, presi- 
dent, Air Reduction 
Co., Inc., gives 
“Managements Views 
with Respect to the 
Purchasing Function”. 
Seated is the pre- 
vious speaker, Rich- 
ard L. Bowditch. 


Anticipating a 
probable upturn in 
the nation’s eco- 
nomic picture, Mar- 
tin Gainsbrugh, econ- 
omist, details his 
opinions for the Dis- 
trict 9 delegates. 


Herbert Layport, national director 
of the New England Purchasing 
Agents Association, presided during 
the morning session and introduced 
Car] A. Tootill, district vice president, 
who reported on the “Affairs of 
District No. 9, N.A.P.A.” He was 
followed by Simon D. Strauss, vice 
president and sales manager, Amer- 
ican Smelting & Refining Co., New 
York, who spoke on “The Outlook 
for Non-Ferrous Metals”. He 
pointed out that much of the price 
weaknesses of the metals group 
have been partially eliminated and 
wide fluctuations are not in the 
foreseeable future. 

“The United States Supply Posi- 
tion in the Field of Metals-Minerals” 
by John D. Morgan, Jr., Office of 
Defense Mobilization, Executive Of- 
fice of the President, followed and 
clearly outlined how the U. S. long 
range stockpiling program works 
and its effect on metals-minerals 
price structure. 

Heading up the second half of 
the morning’s program was Richard 
L. Bowditch, chairman of the board, 
C. H. Sprague & Son Co., Boston, 
who was scheduled to speak on “The 
Industrial Future of New England”. 
However, having headed the U. S. 
Chamber of Commerce, recently, 
Mr. Bowditch gave his views as- 
sembled from his extensive travel- 
ling in that post. He derided the 
prophets of “doom and gloom” for 
their lack of faith in their fellow 
Americans. He pointed out that in 
most cases, around the country, 
business was good and would prob- 
ably prove better. 

The final address for the morning 
was by John A. Hill, president, Air 
Reduction Co., Inc., N. Y., who 
graphically described some of 
“Management’s Views with Respect 
to the Purchasing Function”. 

During the conference luncheon, 

(Please turn to page 182) 
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HERES MONEY SAVING TIP '3 


from the GOULD Plus-Performance Plan 


HOW TO CHANGE CHARGING PLUGS 


Although plugs and receptacles are of rugged design, they 
are not indestructible and can be damaged by misuse. 











YOU CAN DO IT 
YOURSELF IN YOUR 
OWN SHOP 


Also, it may be necessary to change the size or type of 
plug. The Gould Plus-Performance Plan shows you how 
in three, simple, easy steps. 


41. Break Circuit by Removing 
a Connector 


This opens the circuit and prevents short circuit, 
which might cause accidental injury to personnel or 
equipment. 





} \ 3. Reassemble Terminal > 
Lugs in Charging Plugs 


In reassembling cables into 
plug, make sure that the 
negative wire is placed in the 
negative side and the posi- 
tive wire in the positive side. 
If the terminal leads are re- 
versed in reassembling, the 
battery will be placed on 
charge in reverse and badly 
damaged. 





2. Remove Lugs > 
and Replace 


Terminal lugs are held in the plug 
by bolts or screws which, when 
removed, will permit the lugs to 
be withdrawn for replacement. 
After withdrawing cable and lugs 
from plug, should it become nec- 
essary to replace lugs, heat 
enough to melt solder sufficiently 
to free lugs from cable. Clean and 
tin wire . .. place in terminal and 
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For Railroad For Mine For Electric For Diesel For Standby 
Air Conditioning Shuttle Cars Industrial Locomotive and 
GOULD-NATIONAL BATTERIES, INC. and Lighting ond Locomotives Trucks Starting Emergency Power 


TRENTON 7, N. J, 














©1954 Gould-National Batteries, Inc. Always Use Gould-National Automobile and Truck Batteries 
a ne ee Ee Ee eee ee 4 
BATTERY INFORMATION HEADQUARTERS | 
There are many ways in which Aelemaels Dept, P-124 Trenton 7, N. J. 
cut battery maintenance costs. Doing Please send me, without charge or obligation, the Gould Plus-Performance Plan 
simple jobs like this, in your own plant, for batteries. 

is the answer. The Gould Plus-Perform- ses seniatliad | 
ance Plan gives you the know-how’ to Name | 
do it yourself.” Send for the complete Firm l 
roliolaMmelale MM tiela anton alate Ml cile)al-b ani aleli Mt ialt: tite | 
on TODAY! 

City Zone State 
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Today * * * competition-minded 


manufacturers on all sides are finding logical 
new reasons to use more and more aluminum 
sheet products. Aluminum’s ready workability, 
corrosion resistance, strength, ease of welding 
and joining, and the way it lends itself to sur- 
face finishes of distinction—all very often 
combine to make it first choice in metals. 


Revere can supply you, not only with a full 
line of aluminum sheet products, but with 
aluminum tube, extruded products, electrical 
bar, forgings and rolled shapes of the finest 
quality. Added to these are Revere’s renowned 
copper and brass products which have been 
staples of American industry for more than 
100 years. 


REVERE KNOWS ITS A-B-C’s 


AWM B Rass 


Why not add the Revere A-B-C’s to your 
own alphabet of manufacturing knowledge 
and experience? Call Revere NOW. Revere 
Copper and Brass Incorporated, Founded by 
Paul Revere in 1801, Executive Offices: 230 
Park Avenue, New York 17, N. Y. 
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New Purchasing Horizons Unveiled at 
Eighth District Conference 


me of the Eighth District Con- 
nee held in Washington recently 
“Purchasing Horizons Today 
Tomorrow.” The conference 
up to its theme in every re- 
Programs were top notch and, 
the conference closed, delegates 
heard to say that this was the 
district conference yet. 
First day of the conference was 
ted to a council meeting and 


really went all out. Star attractions 
were the Mills Brothers. 

The program for the following 
morning’s session, when the con- 
ference officially opened, explained 
why the conference theme was 
“Purchasing Horizons Today and 
Tomorrow.” Ed Krech introduced 
the first speaker, Dr. Neil H. Jacoby, 
of President Eisenhower’s Council 
of Economic Advisers. In his address 





Scheduled for the conference banquet was the Men's Glee Club of Chesapeake 
and Potomac Telephone Co. Hurricane “Hazel” permitted but one member to 
appear but his Irish ballads were received with tremendous enthusiasm. 


s of the Federal Bureau of In- 
stigation and the National Bureau 
Standards, In addition, there was 

‘ry interesting Products Exhibit 
hich was available for inspection 

luring the entire conference. 

In the evening, the conference 
eally got rolling with an “Early 
Bird” dinner. The entertainment 
committee including George A. 
Frediani and Alvin M. Sebastian 


1 “hae 


| 
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“Economic Policies for Stability and 
Growth,” Dr. Jacoby described what 
the Administration is doing to foster 
further economic growth and pros- 
perity. 

Dr. Jacoby said, “The combined 
potential effects of the government 
policies initiated since mid-1953 to 
stimulate the economy are of the 
order of billions of dollars, Prima 
facie, these policies are adequate 
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system 


to produce and sustain prospertiy, 
given a reasonable time to work out 
their falk effects... . ws eds we 
shall assuredly achieve our goal of 
enduring prosperity.” 

Jessop Steel President Frank B. 
Rackley was the second speaker. 
The youthful, dynamic steel execu- 
tive spoke on “Purchasing Comes 
Into Its Own.” He described the 
profit making role that can be 
played by aggressive, imaginative 
buyers. Particularly interesting to 
the audience were Mr. Rackley’s 
views on compensation for purchas- 
ing. He came out in favor of a 
whereby a_buyer’s per- 
formance in saving money is meas- 
ured and the buyer receives ad- 
ditional compensation based upon 
such performance. 

Honored at the luncheon meeting 
was NAPA President Howard Ahl. 
“NAPA Horizons” was the subject 
of Mr. Ahl’s talk. He described the 
progress that had been made in 
building the prestige of the pur- 
chasing profession since NAPA was 
founded and predicted that further 
strides forward would be made in 
the future. 

The afternoon session started off 
with a talk by H. R. Michel of 
Celanese Corporation on “Purchas- 
ing Horizons—Today.” Then came 
a radical departure from the usual 
line of programs. An actual man- 
agement meeting of the mythical 
“Eastern Electrical Appliance Co.” 
was presented, Eastern’s profits had 
been declining steadily; the meet- 
ing was devoted to cutting costs of 
purchased materials since they are 
the largest single element in the 
company’s sales dollar. 


(Please turn to page 192) 
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“Management” of the mythical “Eastern Appliance Co.” discusses how it can improve its profit position. ‘General Manager” Wilson B. 
Wight is speaking. Seated is his “Operating Committee” including, left to right, H. R. Michel, James M. Stone, Alfred H. Hollenbeck, Walter 


Smith, Leonard Thomasma, and Raymond Lochiel. (Photo at right) Enjoying the witty opening remarks of Secretary of Commerce Weeks 
are, left, Clifton Mack and, right, L. E. McCorquodale. 
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‘Sense 


Howell Adair of Sun Oil Company welcomes conference speakers 
George Renard and Bruce Henderson. Ben Newbery, former N.A.P.A. 


President from Dallas, stands by. 


ITH a registered attendance 
of more than 800, and a top- 


light program keyed to current pur- 

hasing interests, the Eighth Annual 

Southwest Purchasing Conference 

Dallas, October 27th and 28th, 

ypped all previous records. Every 

ciation in District 2, N.A.P.A., 

; well represented, including one 

legate from Mexico. A meeting of 

District Council was held in 
junction with the conference. 

Early arrivals—and that takes in 

vast majority of those attending 

ynference—gathered with their 

lies in the Crystal Ballroom of 

Baker Hotel on Tuesday eve- 

ng for a most enjoyable “Round- 

’ party, including a cocktail hour 

1 buffet supper. 

The conference 





got down to 
ous business on Wednesday 
when General Chairman 


ning 
lng, 


An all-Houston cast presented a skit at the conference on behalf 
f the Educational Committee. The players are: W. J. McSherry, 
Napco Paint Co., N. E. Waldie, Humble Oil; Paul Berry, James Buto 
Co. and Frank Scott, Baker Oil Tools; and Kay Walker, wife of 
Gene Walker, United Gas, as the attractive secretary. 


ges 


Top Flight Program Attracts Record 
District Conference 


Sala 


Program Chairman J. D. Brown (left) with Stuart F. Heinritz, Editor 
of PURCHASING Magazine, and R. E. Whitten, who handled regis- 








trations for the record breaking conference attendance. 


Charles F. Wilson called the meet- 
ing to order in the Terrace Room. 
Messages of greeting were given by 
Maynard E. Robertson, president of 
the host association, Earl Cabell, 
president of the Texas Manufac- 
turers Association, and H. E. Kaiser 
of Bartlesville, Okla., N.A.P.A. Vice 
President for District 2. The fea- 
tured speakers at this session were 
G. W. Howard Ahl of New York, 
N.A.P.A. President, and T. S. Paul- 
sen of the Russell-Miller Milling 
Co., Minneapolis, Minn., who spoke 
on “The Salesman through the Pur- 
chasing Agent’s Eyes’. In a witty 
but solid address, Mr. Paulsen 
stressed the tremendous part that 
selling organizations have played in 
industrial development and distribu- 
tion, and how alert purchasing men 
can do a better job by encouraging 
and working with the salesman. 






pea ot 


Speakers at the Wednesday after- 
noon session were M. A. Montrose 
of the Hughes Tool Co., Houston, 
whose topic was “Observation on 


_International Trade”; and Bruce D. 


Henderson, Vice President of West- 
inghouse Electric Corp., Pittsburgh, 
who drew upon his personal experi- 
ence as director of the purchasing 
activities of that concern to set forth 
effective methods of “Training Pur- 
chasing Department Personnel.” 
Purchasing performance depends on 
the competence and initiative of 
purchasing men, and a carefully 
planned, consistent program of 
training gets results. 

An entertaining feature of this 
session was a skit entitled “Changed 
Climate”, presented by members of 
the Houston Association. The scene 
was laid in the waiting room of a 


(Please turn to page 196) 


Prominent figure at the conference was Alvin Dark, Magcobar sales 
representative from Houston, who takes time off during the summer 
months to serve as field captain of the World’s Champion New York 
Giants baseball team. Here, he autographs a baseball for John 
Guynes, P.A. for Magnolia Petroleum Co. 


PuRCHASING 






















= WHATEVER YOU NEED... 
tis WHEN YOU NEED THEM! 


Garrett carries millions of standard and special washers in stock 
ready for immediate shipment. Garrett engineers are ready to aid 
you in solving any problem you may have involving the application 
of washers. 

Each and every Garrett Washer is precision made of the finest 
quality metal. Whatever the size or specification every washer is 
held to the most exacting tolerances ... everyone must meet our 
rigid “quality control’’ standards. 

Garrett Washers are made of carbon steel, spring steel, stainless 
steel, brass, bronze, monel metal, aluminum, Alclad and copper. 
Can be plated with zinc, cadmium, nickel, brass, chrome . . . or 
parkerized. 

For everything in washers YOU CAN’T BEAT GARRETT! Write 
for the new descriptive folder for identifying and specifying all 


types of washers. Manufactured by 


GEORGE K. GARRETT CO., INC., PHILA. 34, PA. 
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“MANUFACTURERS OF THE WORLD’S MOST COMPLETE LINE OF 
LOCK WASHERS AND FLAT WASHERS 








INSTALL 


D STANDARD 


eke Belo Beamer, 





- Read Standard also manufactures a com- 
plete line of chemical mixers for laboratory 
and industrial use. For information write, 
Read Standard Corp., York, Pennsylvania 


INCREASE THE EFFICIENCY OF YOUR 


AIR HANDLING SYSTEM... 






Sfandardaire 


The Standardaire Blower moves 

more air... with less wear, maintenance 
and power cost than blowers of equal 
weight and size. 


By employing a proved principle of 
compressing air on a modified adiabatic 
cycle, the Standardaire Blower provides 
a wide range of pressures with a 
minimum of internal losses. The 
cycloidal form, screw type rotors draw 
the air in and discharge it smoothly 
without shock from the pockets 

which form between the precision 
machined rotors. 


Write today for further information. 


BLCWER-STOKER DIVISION 
370 Lexington Avenue 
New York 17, New York 
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District 9 Meeting 


(Continued from page 174) 


Professor Thomas F. Lambert, Jr., 
Boston University School of Law, 
presided his views on the political 
and economical aspects in this “age 
of anxiety”. 

The afternoon session, under the 
guidance of T. H. Daley, national 
director, Purchasing Agents As- 
sociation of Connecticut, got under 
way, with “The Business Outlook” 
by Martin R. Gainsbrugh, chief 
economist and director, Division of 
Business Economics, National In- 
dustrial Conference Board. 





District 9 Vice President Carl A. Tootill 
tells about the “Affair of District 9, 
N.A.P.A.”. 


“The New Concept of Purchasing” 
was a detailed accounting by Bruce 
D. Henderson, vice president, West- 
inghouse Electric Corp., Pittsburgh, 
of how Westinghouse has endeav- 
ored to create a sound functioning, 
efficient purchasing system and de- 
partment. 

Midway in the afternoon session, 
Charles Haffey, purchasing agent, 
Charles Pfizer & Co., Inc., Groton, 
Conn., explained the steps taken by 
his company in adopting standards 
for many items, 

As a fitting close to the afternoon 
session, George A. Renard, execu- 
tive secretary-treasurer, N.A.P.A., 
gave his views on economics and 
other subjects of particular im- 
portance to the New England PA’s 
in his talk “From One P.A. to 
Another”, 

After a social hour, the delegates 
assembled for the district banquet 
and an opportunity to hear N.A.P.A. 
President Howard Ahl, general pur- 
chasing agent, Phillip Morris & Co., 
Ltd., Inc. President Ahl, in a clearly 
outlined manner, pointed out some 
of the responsibilities of the pur- 
chasing agent and the purchasing 
function, as well as ways of im- 
proving the value of the profession. 

Carl Tootill adjourned the con- 
ference and the meeting became 
part of the history of N.A-P.A. 
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New Taylor laminates 


are premium in everything but price 


DEcEMBER, . 1954 


b  ccamong LIKE everything about this new family 
of Taylor paper-base laminates — including 
their price. They’re a new kind of hot-punch 
laminate, uniform all the way through, with no 
surface overlay of resin. 


In insulation resistance, water absorption, 
power factor, flame retardance and dimensional 
stability, they’ll meet or exceed your strictest 
specifications. And they punch and stake so 
well . . . with smooth surfaces and clean edges 
. .. that you can produce complex parts with 
maximum utilization of each sheet. 


Four different grades are available in produc- 
tion quantities, in standard sheet size of ap- 
proximately 49” by 49”: 


XXXP-301 ... the top grade laminate with unu- 
sually high insulation resistance, lowest water 
absorption. .. excellent punching and staking. 


XXP-351 .. . a high grade laminate with most 
of the properties of XX X P-301, at lower price. 


Grade 353 . . . a quality grade laminate priced 
for economy, with outstanding electrical and 
physical properties. 


Grade 354... an easily fabricated grade having 
low water absorption and good stability .. . 
priced for real savings. 


Taylor Fibre Co. Plants in Norristown, Pa.; 
and La Verne, Calif. Branch offices in Atlanta; 
Boston; Chicago; Cleveland; Dayton; Detroit; 
Indianapolis; Los Angeles; Milwaukee; New 
York City; Philadelphia; Rochester; San Fran- 
cisco; St. Louis; and Tolland, Connecticut. Dis- 
tributors in Grand Prairie and Houston, Texas; 
Jacksonville, Florida; New Orleans, Louisiana; 
and Toronto, Ontario. 


WRITE TODAY FOR FULL SPECIFICATIONS, AND FOR ENGINEERING ASSISTANCE IN APPLICATION 


TAYLOR 


Laminated Plastics 
Vulcanized Fibre 
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9th Annual NIGP Conference Accents 
Sound Public Purchasing Policies 


O; the first page of the program 
booklet for the Ninth Annual 
ference and Exhibit of the Na- 

il Institute of Governmental 
hasing, held in New York re- 

ly, are three sentences that ap- 
ately define the successful 
ring of the group. 

Attending a conference and ex- 
profitably is hard work. The 
step is to recognize conference 
xhibit attending as an oppor- 

Don’t lose sight of the main 
to take back something of 
benefit.” 

icked by these statements and 
er supported by NIGP’s slogan, 

More Value For The Tax Dollar”, 
lelegates crowded into the Key- 
Room of New York’s Hotel 
Statler on October 11th to send the 
ference off in high fashion. With 
President C. L. Magnuson, super- 
of purchases, State of Con- 
ticut, presiding, the initial stages, 
sreeting and opening the confer- 
rapidly passed to the more 
rete problems of public pur- 
sing. 

The entire morning was spent in 

lively discussion on “Develop- 

1t and Use of Standard Specifi- 
under the leadership of 
Herbert S. Schenker, superintend- 

t of standards, Procurement De- 

irtment, City of Philadelphia. Aft- 

Mr. Schenker detailed the steps 

Philadelphia has taken in making 
| use of laboratory, testing and 
spection facilities in adopting city- 

ride standards on a host of items, 

NIGP delegates on the floor ques- 

tioned, interpreted and explained 
ir methods and problems, de- 
yping standards for the purchase 
everything from pencils to car- 


ions 


bon paper to white paint for safety 
markings on streets and highways. 

During the group’s Monday 
luncheon, President Magnuson in- 
troduced Stuart F. Heinritz, editor 
of PuRCHASING, as guest speaker. 
Mr. Heinritz pointed out the value 
to the public purchasing profession 
of using newspapers and publica- 
tions to bring the story of public 
purchasing to the people. He stated 


CHANGE OF COMMAND— 
C. L. Magnuson (seated, 
right), supervisor of pur- 
chases, State of Connecticut, 
president of NIGP for 1953- 
54, becomes immediate past- 
president as B, L. Gill 
(seated, left), city purchas- 
ing agent, Madison, Wis., 
takes over as NIGP president 
for 1954-55. Other new of- 
ficers, standing, left to right: 
John G. Krieg, city purchas- 
ing agent, Cincinnati, vice 
president; O. Grant Brush, 
city purchasing agent, Austin, 
Texas, treasurer; and John 
W. Huffman, city purchasing 
agent, Richmond, vice presi- 
dent. 


that purchasing is newsworthy and 
that the purchasing agent should 
realize that even relatively matter- 
of-fact procedures can be made in- 
teresting to the public and thus aid 
in increasing the stature and im- 
portance of the purchasing profes- 
sion as a whole. 

The first day’s session ended up 
with a special seminar on “Survey 
of Market Conditions”. This was a 
demonstration of periodic economic 





i Al Hall, executive director, NIGP, extends his greetings to the assembled dele- 
gates. To Mr. Hall's left are Louis Cook, superintendent of school supplies, New 
York City, general conference vice chairman; and A. L. McMillan, director of 
purchase, New York City, program committee chairman. 





seminars held by the New York 
City Purchasing Department in 
which buyers, storekeepers and 
others interested in the market con- 
ditions meet to give brief summaries 
and comments on their expectations 
for the following three to six months. 
A. L. MeMillan, director of pur- 
chase, New York City, and NIGP’s 
program committee chairman, acted 
as moderator. With him were other 
members of the N. Y. Purchasing 
Department; Abraham Giniger, 
Samuel Adler, Louis Raphael, 
Thomas Hinchey, Maurice Moore 
and George Basso. 





After special breakfast meeting 
for state purchasing agents, educa- 
tional buyers, etc., the delegates 
met for a seminar on “Sources of 
Supply” under Chairman John F. 
Ward, city purchasing agent, Chi- 
cago. After a short address, Mr. 
Ward turned the NIGP members 
over to the exhibit area with the 
statement, “Here are your sources 
of supply—your exhibitors.” 

Roger E. Gay, president, Ameri- 
can Standards Association and pres- 
ident of the Bristol Brass Corp., 
Bristol, Conn., was introduced as 
the featured speaker at the NIGP 
luncheon Tuesday. Due to loss of 
his voice, Mr. Gay, after a short 
greeting, introduced his ASA asso- 
ciate, Admiral Hussey, who pre- 
sented Mr. Gay’s talk on “Let’s 
Speak the Same Language”, an 
indication of how standardization 
has progressed in the field of govern- 
mental purchasing. 

Pointing out the acceptance of 
standardization programs, Mr. Gay’s 
talk claimed: 

“Standard writing itself is be- 
coming more far-sighted. In the 
past, a standard usually came about 

(Please turn to page 186) 
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MODERNIZING YOUR LAB? 
Fit it up FAST and at LOW COST 
with standard HALLOWELL Shop Equipment 


You'll save time— you'll save money—and you'll get the adapt- 
ability that only a full line of interchangeable equipment can 
give you. Let us help you engineer your space for maximum 
efficiency. Write for complete details about standard ready- 
made HALLOWELL Shop Equipment—stocked by leading 
distributors everywhere. STANDARD PRESSED STEEL Co., 
Jenkintown 31, Pa. 


1. Cabinet Benches 3. Stools and Chairs 
2. Tool Stands 4. Drawer Tiers 


moe. 2a ee 
HALLOWELL siH0P EQUIPMENT DIVISION $ 
ee 


JENKINTOWN PENNSYLVANIA 
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. keeps hands from hazardous positions. It's strong 
WORCESTER 8, MASS. 


and lasts long, too. 


LOWELL WRENCH CO. 


And people have alwaysliked this Lowell 

A twist of the knob at the end of the handle reverses the 

You'll get complete information on all Lowell Ratchet 
Wrenches from Catalog 60-A. Send for your copy now 


They used the same wrench back in 1916! 
Series 20 Gear Type Wrench just the way 


it was first made. So we haven't changed it. 


ratchet . . 
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(Continued from page 184) 
only when chaos, confusion and 
waste demonstrated the crying need 
for standardization. Now we have 
come to the stage where standardi- 
zation in advance of need to avoid 
chaos and confusion is being ac- 
cepted as a valid idea. In some in- 
dustries, notably in electronics, we 
are beginning to write standards 
on a pre-planned basis, instead of 


waiting until someone yells for 
help.” 
The conference’s afternoon ses- 


sion was devoted to five separate 
round table discussions on critical 
public purchasing problems. Frank 
L. Bersch, administrative assistant, 





New York City Council President Abe Stark 
greets the NIGP delegates for His Honor, 
Robert F. Wagner, mayor of New York. 


Department of Purchase, City of 
Richmond, covered “Stores and In- 
ventory Control”. From the legal 
standpoint, Nelson Rosenbaum, at- 
torney-at-law, New York City, held 
a lively session on “Application of 
Business Law to Public Purchasing, 
Including F.O.B. Point, Fair Trade, 
Warranty and Guaranty, Buy- 
Against Procedures, Competition 
and Reasonable Prices.” On “De- 


President Magnuson and Roger E. Gay, 
president, American Standards Association 
and president, Bristol Brass Corp., talk over 
matters prior to Mr. Gay’s luncheon ad- 
dress. 








Standard specifications get a work-out from 
Herbert S. Schenker, superintendent of 
standards, Procurement Department, Phil- 
adelphia, before the matter is thrown open 
to discussion from the floor. 


velopment and Use of Requirement 
Supply Contracts”, Joseph W. Nich- 
olson, city purchasing agent, Mil- 
waukee, presented his audience with 
considerable information developed 
during his long public purchasing 
experience. 

A special problem, “Purchase of 
Special Purpose Equipment Includ- 
ing Fire Apparatus, Fire Hose, Gar- 
bage and Refuse Trucks”, was the 
assignment of Harold deWyk, city 
purchasing agent, Dearborn, Mich. 
In another group, the continual 
“hot” problems of “Small Orders— 
Pickup and Emergency Orders” de- 
veloped a lively exchange of ideas 
under the guidance of Chairman 
William J. Burke, city purchasing 
agent, Corpus Christi, Texas. 

The final day’s session started off 
with a talk on “Development of 
Preferred Standards in a Public 
Purchasing Agency” by Harry A. 
McArdle, chief of purchase, New 
York City Housing Authority. Later 
in the morning, Irving H. Golder, 
president, Certified Microfilm, Inc., 

(Please turn to page 188) 


Speaker at one of the organization’s lunch- 
eons, Stuart F. Heinritz, editor, PURCHAS- 
ING, explains the need for publicizing pur- 
chasing activities. 
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If you work with metals... 
DON’T MISS THIS FILM! 


The prize-winning 16mm color movie— 


“THE SCIENCE OF MAKING BRASS” 


“In 30 minutes I learned more about 
making brass than in a day’s trip 
through the mill.” 

That’s a typical reaction to this dra- 
matic Chase film! “The Science of 
Making Brass” takes you on a guided 
tour of Chase mills—shows you excit- 
ing, full-color close-ups of every step 
in the making of brass and other cop- 


It won these PRIZES First Prize, International Competition 
for Technico-Industrial Documentary Films, 
Turin, Italy and Venetia Diploma at 


Venice Festival. 


it wonthis PRAISE ‘Far superior...” (Colorado manufacturer) 
“Excellent in every respect...” (Large 
eastern manufacturer) “Finest ever 
seen...” (Texas distributor). 


Chase 4 


| 
| 

| 

| 
BRASS & COPPER CO. | 
| 

| 

| 

| 

| 

| 


per alloys in the form of sheet, rod, 
wire and tube. If you work with met- 
als, it’s am experience you won't want 
to miss! 

“The Science of Making Brass” is a 
16 mm, full-color film with a running 
time of 29 minutes, and will be loaned 
to you on request. To arrange a show- 
ing, clip and mail the coupon below. 


Gentlemen: 





To: Chase Brass & Copper Co., Incorporated 
Waterbury 20, Conn. Dept. Purc-1254 










Please send me more information on your 16mm, 
full-color film, "The Science of Making Brass.” 


——_— would like to arrange for a showing on or about 

















NAME 

WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 

POSITION 
The Nation’s Headquarters for Brass & Copper _ (‘tsales office only) FIRM 
Albany + Chicago Denvert Indianapolis Minneapolis Philadelphia St. Louis 
Atlanta Cincinnati Detroit Kansas City, Mo. Newark Pittsburgh San Francisco ADDRESS 
Baltimore Cleveland Grand Rapidst Los Angeles New Orleans Providence Seattle 
Boston Dallas Houston Milwaukee New York Rochester t © Waterbury CITY 
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STATE 
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CUSTOM MOLDING 


for every need 


lie Nl: eA REE SRA 


cede 


Whether your piece is a complicated one or 
comparatively simple, with inserts or without, 
with smooth surfaces or not, our many years 
of experience and the modern facilities of our 
plant make it certain that your molded piece 
will meet your most exacting requirements. 

We can design the piece if necessary, make 
the molds and do the molding. We will ad- 
vise you on the correct plastic material to use, 
and the method best suited to your particular 
job. You will have no regrets if you deal with 
Kuhn & Jacob. 


Let us quote on YOUR Requirements 


KUHN & JACOB MOLDING & TOOL CO. 
1221 SOUTHARD STREET, TRENTON §&, N. J. 


CONTACT THE 
K & J 


S. C. Ullman, 55 W. 42nd St., New York, N. Y. 
Telephone—Penn. 6-0343 
Wm. T. Wyler, Box 126, Stratford, Conn. 
Teleph Bridgeport 7-4293 


REPRESENTATIVE Wm. A. Chal c : 
NEAREST YOU m, A. wivetclophone 1-si7022 Princeton, N. J. 
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(Continued from page 186) 
New York City, outlined the im- 
portance, development and value of 
“Microfilming Public Records and 
Documents”. As a final note for the 
morning session, Wade H. Hannah, 
city purchasing agent, Columbia, 
S. C., led the group in a discussion 
of “Public Purchasing Problems”. 
This clinic dealt with the organiza- 
tion and administration of public 
purchasing departments. 





Chairman during a lively discussion on small 
orders and emergency orders was William 
J. Burke, city purchasing agent, Corpus 
Christi, Texas. 


In the wind up of the conference’s 
proceedings, in the afternoon, two 
reports held particular importance. 
Alvin J. Holm, city purchasing 
agent, Los Angeles, presented his 
report of the NIGP committee on 
Federal Excise Taxes. He was fol- 
lowed by Leo Weil, commissioner 
of purchases and supplies, Cleve- 
land, with a report on Federal’ Sur- 
plus Property. 

Finally, President Magnuson in- 
troduced the new NIGP officers for 
1954-55; B. L. Gill, city purchasing 
agent, Madison, Wis., president; 
John G. Krieg, city purchasing agent, 
Cincinnati, Ohio, vice president; 
John W. Huffman, city purchasing 
agent, Richmond, Va., vice presi- 
dent; and O. Grant Brush, city pur- 
chasing agent, Austin, Texas, treas- 
urer. 

As the final gavel sounded, a last 
vote of thanks was exienied to com- 
mittees which had been responsible 
for the success of the conference: 
Joseph V. Spagna, commissioner of 
purchase, New York City, general 
conference chairman; Louis J. Cook, 
superintendent of school supplies, 
New York City Board of Education, 
general conference vice chairman; 
A. L. MeMillan, director of pur- 
chase, New York City, program 
committee chairman; and John J. 
McHugh, Amplex Corp., Brooklyn, 
exhibitors advisory committee chair- 
man. 
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Low-Cost Replacement Of 
YOUR Lubricating Devices 


SIGHT 
GRAVITY 
FEED 
OILERS 
OIL 
CUPS Rate of oil 





flow regulat- 
ed by needle 
valve, direct- 


olid brass one-piece forging, 





es pa machined from a 


his oil cup permits safe, de- | ‘ ly observed 
bendable application of lubri- through sight 
fant at very low cost. Used glass in stem. 
widely on motors and small ma- Shut-off knob does not affect 
thinery requiring side oiling. needle valve adjustment. Visi- 
Style L—No. 1202. ble oil supply. Non-breakable. 








Tops in convenience and de- 
pendability, at low cost. Style 
NFU—No. 3602-A. 


SIGHT GAUGES 


For use where rate of 


FORGED BRASS GAUGES 


Heavily constructed in a single = oil flow must be reg- 
piece from forged brass — this ulated to suit changing 
, gauge is also drilled . Operating conditions. 



















to permit generous 
oil passage. Avail- 
able in many stock 
sizes—and in spe- 
| cial heights and 
4 lengths. For depend- 
| able service with 
the greatest econ- 
omy. Style FG— 
No. 4204. 


Needle 
mvda lve 
Ss. permits 
extremely 
accurate 
adjustment 
of oil feed. 








direct observation of 
rate of oil flow. Accu- 
racy and convenience 
at a moderate price. 
Style PF—No. 4290. 





Sight glass provides — 


OIL HOLE 
COVERS 


This model is designed to fit into 
a simple drilled hole. Ideal for 
use on small motors, generators, 
starters and light machinery— 
for dependable oil hole protec- 
tion at moderate cost. Larger 
sizes frequently used as filler 
caps on tanks or reservoirs. 
Style R—No. 305. 


GEAR 
CASE 
GAUGES 





This oil gauge plug permits in- 
stant checking of oil level within 
a transmission or gear case. For 
use where construction permits 
insertion in tapped hole. A val- 
uable addition to any such 
equipment — at very low cost. 
Style BW—No. 4042. 


Too much machine “down-time’’? Too 
much time wasted in servicing your 
machinery? Perhaps some old, worn 
lubricating devices need replace- 
ment. Maybe a different, more 
modern device will do the job more 
efficiently. Whenever you replace, 
specify GITS Lubricating Devices— 
the widest selection available any- 
where, right in stock. The items pic- 
tured above are only a few of our 
many thousands of lubricating de- 
vices. Send NOW for your free 
Catalog. 


GITS BROS.MFG. Co. 
The Standard For Industry For Almost Half A Century 


1865 South Kilbourn Avenue 
Chicago 23, Illinois 





Clip this page for handy “rough reference” 
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the answer to the 


quality question 
is CRUCIBLE 


In fact, there’s no need to question the quality of 
Crucible special steels. For all of Crucible’s tool, stain- 
less, alloy and other special steel grades are of uni- 
formly high quality. 





























There’s good reason, too. Crucible has been concen- 
trating on the production of special steels for over 
54 years...its 16,000 men and women have the 
experience that special steel production demands. 
So, when you need prompt delivery of quality 
special steel call Crucible. 


Stocks maintained of: 

Rex High Speed Steel... ALL grades of Tool Steel (in- 
cluding Die Casting and Plastic Die Steel, Drill Rod, 
Tool Bits, Hollow Drill Steel and Hollow Tool Steel 
Bars) ...Stainless Steel (Sheets, Bars, Wire, Billets, 
Electrodes) ...Max-el...AISI Alloy, Onyx Spring 
and Special Purpose Steels 


first name in special purpose steels 






CRUCIBLE 
OA years of |Frce| steelmabing \NAREHOUSE SERVICE 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


h Offices and Warehouses: ATLANTA e BALTIMORE ¢ BOSTON ¢* BUFFALO © CHARLOTTE © CHICAGO © CINCINNATI ¢ CLEVELAND © DAYTON 


DENVER e DETROIT e HOUSTON © INDIANAPOLIS e¢ LOS ANGELES * MILWAUKEE »* NEWARK * NEWHAVEN e NEWYORK ¢ PHILADELPHIA e PITTSBURGH 
PROVIDENCE e 








ROCKFORD ¢ SAN FRANCISCO e SEATTLE © SPRINGFIELD, MASS. ¢ ST.LOUIS ¢ ST.PAUL * SYRACUSE * TORONTO, ONT. © WASHINGTON, D. C. 
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Creating New and Better 


Basic Chemicals for American Industry 





This is General Chemical’s new Research Labo- 
ratory in Morris Township, New Jersey. Here, 
General will expand and intensify its diversi- 
fied research in industrial, scientific and agri- 
cultural chemical fields. 


A highly important phase of the Laboratory’s 
activities is studying ways to make good 
products better, more abundant and more eco- 
nomical. This includes continuous product and 
process developments with sulfuric acid and 
other basic chemicals, as well as with General’s 
extensive lines of reagents and fine chemicals, 
and agricultural insecticides and herbicides. 





General Chemical Research Laboratory located adjacent to Allied 


I ettae 


Chemical'’s Central Research Laboratory in Morris Township, New Jersey 


“Genetron” Organic Fluorine compounds —al- 
ready widely being used in refrigeration, air 
conditioning, and aerosols—typify the new 
products for modern living coming out of the 
Laboratory’s current investigations. Many 
others will follow as today’s experiments be- 
come commercial realities. 


The research here forms the foundation for 
large-scale development programs at other 
General Chemical laboratories near Philadel- 
phia and Baton Rouge, La. It is also closely 
coordinated with related phases of Allied 
Chemical’s central research program... all 
aimed toward creating new and better chem- 
icals for American Industry—and you! 


GENERAL CHEMICAL DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


Sulfuric and other Acids 












llied 


Alums 
hemical 


Genetrons® and other fluorine derivatives 
Phosphates 

Sodium Compounds 

Baker & Adamson® Reagents & Fine Chemicals 
Orchard Brand® Insecticides, Fungicides, Herbicides 











BASIC CHEMICALS FOR AMERICAN INDUSTRY 
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100%. ACTIVE — 100%. SAFE! 


NEW LIQUID SYNTHETIC DETERGENT 


CINDET can be used in hard or soft water for hundreds 
of cleaning needs. It LOOSENS dirt quickly, LIFTING IT 
AWAY AND HOLDING IT IN SUSPENSION in a mass of 
creamy suds. Removes stubborn stains, rubber marks. 



















CINDET works fast, dries quickly, can be used safely on 
anything water itself won't harm—including the user’s skin. 
Use CINDET to strip old water emulsion waxes from floors 


quickly and surely, AND FOR ALL GENERAL CLEANING 
PURPOSES. 


CINDET is approved by the Rubber Manufacturers’ Division 
of the Rubber Manufacturers’ Association. 


Write for Dolge literature on CINDET, and 
have your DOLGE SERVICE MAN demonstrate 
its easy, economical use. 














i WESTPORT, CONNECTICUT 
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with this WISCONSIN-POWERED UNIT! 


[his sturdy unit takes a six-foot-wide bite in any kind of snow, loading 
from 7 to 12 cubic yards of snow per minute in trucks or throwing it clear. 
Builder is Krause Industries, Baraboo, Wisconsin and the snow blower is 
nstructed to mount easily and quickly on the Hough Payloader Tractor- 
Shovel. A Wisconsin Heavy-Duty Air-Cooled Engine provides the power. 
Equipment builders and buyers are choosing Wisconsin Engines over all 
ther types in the 3 to 36 hp. range . . . as the most satisfactory and fool- 
roof power to fit both the job and the machine. You'll find a model and 
available to fit every power requirement . . . 4-cycle single-cylinder, 
-cylinder and V-type 4-cylinder models, 3 to 36 ho. Write for Bulletin S-164. 


p> WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 
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Eighth District Conference 
(Continued from page 178) 
Panel members included experts 
in all phases of management. They 
were, in addition to H. R. Michel 
who served as purchasing agent: 
Alfred H. Hollenbeck, works man- 





Jessop Steel President Frank Rackley gives 
his views on the role purchasing should play 
as part of the management team: 


ager, Gifford-Wood Co.; James M. 
Stone, manager production and 
purchasing, American Type Foun- 
ders Inc.; Walter Smith, chief en- 
gineer, Murray Manufacturing Co.; 
Raymond G. Lochiel, vice president 
and treasurer, Capital Airlines; 
Leonard Thomasma, general man- 
ager, Todd Co.; and Wilson B. Wight, 
purchasing agent, Bausch & Lomb 
Optical Co. Judging by the questions 
and discussion the meeting pro- 
voked from the floor, it was 4 re- 
sounding success in and object 
lesson in doing a better purchasing 
and management job. 





Discussing the current business outlook and 
the Administration's economic policies is 
Dr. Neil Jacoby of the Council of Economic 
Advisors. 

Highlight of the conference was 
the banquet and dance. The group 
was privileged to have as speaker 
the Honorable Sinclair Weeks, Sec- 
retary of Commerce. Secretary 
Weeks described the progress which 
the Eisenhower Administration had 
made since it took office in his ad- 
dress, “The Outlook Today.” 

The final day of conference opened 
on the theme “Purchasing Horizons 
—Tomorrow” presented by Stanley 
MacKenzie, director of purchases, 

(Please turn to page 194) 
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e Since 1867 engineers, scientists, designers, surveyors, 
draftsmen have relied on K&E as the foremost, most 
progressive, and most complete source of supply for the 
tools, equipment, and materials they work with. When 
you buy, think first of K&E, headquarters for 7,000 
items. For example . . . 


THE PARAGON® DRAFTING MACHINE 


Thorough knowledge and thorough care of minutest detail 
were essential to the designing of the sturdy, accurate 
Paragon® Drafting Machine. Draftsmen prefer the Paragon, 
because it is time-saving and work-sparing, because it is 
reliable, easy to operate, and because they don’t have to 
treat it with kid gloves. The Paragon Drafting Machine 
increases drafting room efficiency enormously, and effects 
substantial economies. 



































ee ee ee ait 
KEUFFEL & ESSER CO. 
EST. 1867 
New York - Hoboken, N. J. 


Chicago @ St. Lovis « Detroit « San Francisco « Los Angeles « Montreal 
Distributors in Principal Cities 
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Manufacturers of Phillips head and other precision cold 


headed parts know a good thing when they see the production 
records! 


In plants where Keystone ‘Special Processed’’ Wire is on 
the job, output per machine, per man, per hour has in- 
creased. Die life, for example, is often more than doubled 

which in turn decreases machine down time and labor costs. 
\ higher quality end product with its lower rejection rate 
helps place the per unit cost on a much more profitable level. 


The superior grain flow characteristic of ‘Special Processed”’ 
Wire, together with its structural soundness, give this wire 
unsurpassed performance on any unusually difficult cold 
heading job. For further information, contact your Keystone 
representative or write direct. 


aw 


Keystone Steel g \y 
ir 


P © Csing ory 
“ris 7, Illinois "Pany 


Induser; 
Ustrial Wire Specialise. 
ne 











For More Information Circle No. 223 on Inquiry Card—Page 17 


(Continued from page 192) 


U. S. Rubber Co. Mr. MacKenzie 
urged PA’s “to develop a purchasing 
department capable of seeing, and 
working toward, its true’ destiny.” 
“The Purchasing Department of the 
Future” was then outlined by J. S. 
Rutherford of the Aluminum Com- 
pany of America. “How to Deal 
with Resistance to Change” was dis- 
cussed by Dr. Mitchell Dreese, dean 
of the School for General Studies, 


. George Washington University. “The 


Effect of Electronics on Purchasing” 
was taken up by Dr. Herbert F. 
Mitchell of Remington-Rand Inc. 
Delegates had earlier been prepared 
for Dr. Mitchell’s talk with a show- 
ing of the Remington-Rand film, 
“Application of Electronics to Pur- 
chasing.” 

Last, but not least, of the speakers 
was George A. Renard, executive 
secretary-treasurer, NAPA. Mr. 
Renard’s “From One P. A. to An- 
other” included many interesting 
views on the current situation and 
their implication to purchasing men. 
Following his talk, General Con- 
ference Chairman L. E. McCorquo- 
dale officially closed the conference. 


7 of 7 


Canton Association Meets 


The October meeting of the Can- 
ton and Eastern Ohio Association of 
Purchasing Agents was held at the 
Elks Club in Canton. The program 
featured Mr. C. F. Burke, assistant 
to the president, General Tire and 
Rubber Co. He spoke on a topic that 
is of nationwide interest, “Future 
Highway Demands.” Despite tre- 
mendous post-war expenditures, our 
highway system is wearing out or 
becoming obsolete much faster than 
new roads are being constructed. 


7 A q 
Old Dominion Association 





Gathered round the table in a room in 
Washington’s Mayflower Hotel are mem- 
bers of the Old Dominion Purchasing 
Agents Association. They held a regular 
meeting concurrent with the 8th District 
Conference. It was presided over by Pres- 
ident John Friend of Federal Reserve 
Bank of Richmond. 
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HERES IAGO) You can always count on Continental 


for every fastener need! 


emcee 
eT eam 


Ty eke eh) 


we vale \* 


Only Continental 
Specializes in 
Special Fasteners 


.»-fO meet your every need 


Continental has specialized the handling of special fastener orders to better solve 
your problems. They now turn out well over 5,000 different blueprints each 
week. Specialized engineers have been assigned to each phase of this fastener 
production to better concentrate their work and to save you time and money. 


Each Continental engineer has had experience producing ground thread taps 
and gages, with their exacting screw thread dimensions. This training with 
highest standards of precision is passed on to you in every Continental product. 


The superior accuracy and greater thread uniformity more than meet your 
specifications, at no additional cost. 


Many times Continental cold forged fasteners have been substituted for expen- 
sive screw machine products, improving the product by increasing its strength, 
while reducing its cost. 


Put these standards of precision to work for you on your special orders. It will 
pay you to call or write us today. 








<a 
a ae ek ee ee ee, 
New Bedford, Mass., U. S. 
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WONDERFUL NEW 





HANDLE 


..» if you sell or ship anything that has to be lifted, 
this is for you. It meets military requirements for 
many specialized equipment uses. Count 
its advantages in the specs below. 


This patented Bendix-Friez handle is rust-proof . . 


rattle-proof and withstands shock and vibration. 
It has a positive “‘snap-back”’ principle. 


Built of stainless steel and aluminum, it can 
be riveted or welded to any kind of container or 
depressed in the sides. 


What’s a large instrument manufacturer doing 
making handles? We couldn’t seem to find one 
for our own use that pleased us. . 
one ourselves. 


. SO we made 


Manufacturers who saw it and needed a better 
handle liked it. If you’ve got something that’s 
got to be lifted by handles . . 


Bendix-Friez handle is for you. Small or large 


. chances are this 


quantity orders. Inquiries answered promptly. 


“Bendy” Fries 


FRIEZ INSTRUMENT DIVISION OF 
BENDIX AVIATION CORPORATION 
1456 Taylor Avenue -« Baltimore 4, Maryland 


Export Sales, Bendix International Division, 205 E.42nd St., New York 17,N.Y., U.S.A. 
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Second District Conference 
(Continued from page 180) 
typical purchasing office. Here some 
well known types of salesmen gath- 
ered, awaiting their turn to see the 
purchasing agent. In their conver- 
sation, the purchasing audience was 
given an amusing opportunity to 
“see ourselves as others see us’. At 
the same time, the conversation 
traced the development of the pur- 
chasing profession, contrasted old 
ways with new, and clearly set forth 
the modern professional concept of 
the purchasing responsibility in the 
“changed climate” of business man- 

agement. 





William J. Mitchel, Jr., of Ford Motor Co., 
chats with Maynard Robertson of Briggs- 
Weaver Machinery Co., President of the 
Dallas Association. 


Tom Collins of Kansas City, a 
nationally known humorist and in- 
spirational philosopher, entertained 
at the banquet session with his 
talk, “Two and Two Are Not Always 
Four.” 

At the Thursday morning session, 
R. C. Swanton of New Haven, 
Conn., Chairman of the N.AP.A. 
Business Survey Committee, an- 
alyzed the current state of business 
—‘‘What Does Our Business Survey 
Tell Us? A paper prepared by Har- 
lan E. Cross of Birmingham, Acting 
Chairman of the N.A.P.A. Stand- 
ardization Committee, was read by 
Walter Bell, Executive Director of 
the Texas State Purchasing Board 
at Austin. The concluding address 
at this session was on “How the 
Purchasing Agent Can Further the 
Public Relations of His Company”, 
by William J. Mitchel, Jr., Manager 
of Special Services, Office of Public 
Relations, Ford Motor Co., Dear- 
born, Mich. 

The concluding session was held 
on Thursday afternoon. Stuart F. 
Heinritz, Editor of PurcHasinc 
Magazine, New York, spoke on “The 
Changing Business of Buying”, and 
George A. Renard, Executive Sec- 
retary of N.A.P.A., gave a dynamic 
commentary on national and eco- 

(Please turn to page 200) 
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In adding a combination steam-and-dry 
iron to its list of electrical appliances, 
The Dominion Electric Corp., Mans 
field, Ohio, set its goals high. The iron 
had to be engineered, styled and priced 
so as to be readily salable in a highly 
competitive market. 

J Costs must be kept down — without 


sacrificing quality. 


2 The iron must be light in weight (ac- 





1 


tually 3 


ice life. 





1 Ib.) and provide a long serv- 


Peek under thissleaming chromium plate 


and see functional, durable, BRASS at work 


3 it must operate unfailingly — any- 


where—on ordinary, undistilled tap 


Water. 


For the housing, steam generator, filler 
tube and miscellaneous supporting 
members, BRASS was the answer — as 
it so often is Where freedom from rust, 
resistance to corrosion, workability and 
ease-of-finishing must be coupled with 


moderate cost. 


We are glad to report that Dominion’s 


choice and extensive use of Anaconda 


Brass paid off handsomely: also that 


we were able to give their engineering 
and production staffs an assist in se- 
lecting the right compositions and 
the most economical gages and tem- 
pers. Perhaps we can do the same for 
you? Simply write The American Brass 


~ 


Company, Waterbury 20, Connecticut. 


In Canada: Anaconda American Brass 


Ltd., New Toronto, Ontario. 


ANnaconnA 


the name to remember in 
COPPER «+ BRASS « BRONZE 
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CROSS put an end to automatic 
pencil troubles with BRASS 


back in 1846, America’s old- 
vufacturer of fine writing instru- 
the A. T. Cross Pencil Company, 
nee, R.I. 


gs with brass that you can’t do 


found out that you can 


other metal. And they’ve been 
since. 
rated above in actual size are an 


zen parts that-make up the chro- 


plated Cross Pencil. All, except the 


clip of phosphor bronze, are made 


s supplied as sheet, strip, wire, rod 


the multiplicity of fabricating 


itions—from the free cutting brass 
to the strip-wound spiral — and 


ome to the conclusion that brass 


gives you the most “easy workability” for 
your money. 
And the man who owns a Cross Pencil 
or Pen—is far less apt to fume or fuss. 
He’s got a writing instrument that’s tops 


in quality at a moderate price, with parts 


that resist . that 


wear and corrosion . 
won't rust, gall or “freeze.” 
and un- 


restricted. The days of substitutes are 


Dependable brass is plentiful 


over. Next time the man at the drawing 
board looks up and says “What'’ll it be,” 
“Make it Better yet, say 
“Anaconda Brass.” The American Brass 
Company, Waterbury 20, Connecticut 
In Canada: Anaconda American Brass 
Ltd., New Toronto, Ontario. 


say brass.” 


In the exploded view, above, is featured the pencil 
of the A. T. Cross Chromium Plated Pen and Pencil 
Set. All parts, including those in the pen, are made 
of Anaconda Alloys supplied by The American Brass 
Company since 1913. Cross also uses the same ‘‘in 
side working parts’ in two ‘‘Century’’ Pen and 
Pencil Sets in which the caps, barrels and clips are 
available in either sterling silver or 1/20 12K gold 
filled (illustrated above 


ANnaconnA 


the name to remember in 
COPPER « BRASS « BRONZE 
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Keyed ..eto your cost problems 


One key that solves production and cost problems...that improves plant 
efficiency...is a fresh viewpoint, a new idea. 
There’s where the specialized services of your Chain Belt Field Sales 


eae 


Engineer can help you. His broad application knowledge...his familiarity 
with your problems...and the efficient performance of Chain Belt Products 
can help you find the right key to your problems. 


for example: If “flooding” or 
“starving” of your belt conveyors 
is your problem, Rex Apron 
Feeders can assure that one right 
“key” to more economical and 
efficient operation. They closely 
regulate the flow rates of the ma- 
terial-handling system, substan- 
tially reducing costs. 


for example: If efficient bucket 
elevators are your needs, there is 
a size and type to exactly fit your 
operations. Rex Conveying Engi- 
neers will study your flow rates, 
materials handled, space require- 
ments and recommend the eleva- 
tor that will assure most economi- 
cal operations. 


for example: If you’re having 
“belt idler troubles,” there’s an 
answer in the complete Rex Idler 
Line. Impact idlers that cushion 
loading shocks, self-aligningidlers 
that lengthen belt life, troughing 
idlers that cut maintenance costs, 
are a few of the many that can 
help you. 


Whatever your needs... drive chain, conveyor and elevator chain, complete 
elevators, belt conveyors, feeders, roller bearings and transmission, buck- 
ets or sprockets, you'll relieve those production pains by looking to Chain 
Belt. See your local Field Sales Engineer or write direct to Chain Belt Com- 
pany, 4764 W. Greenfield Ave., Milwaukee 1, Wis. 


CHAIN sexs company 


District Sales Offices and Distributors in all Principal Cities 
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CLEVELAND CONTAINERS 
EFFICIENT ECONOMICAL ATTRACTIVE 
A COMPLETE LINE! 


. PLAIN ALL-FIBRE CAN... 


Bottom firmly glued on, and 
top assembled loosely. 


SLIP COVER CAN ... Metal 
bottom seamed on, slip cover 
top of tin plate. 


. FRICTION PLUG CAN . 


Metal top ring with tight fit- 
ting metal lid; metal bottom. 


TURN-SIFTER TOP CAN 

. Friction plug type bottom 
and metal revolving perfo- 
rated top. 


. UNIT PACK CAN .. 


- CONVOLUTE 


threaded ring with screw cap 
top; metal bottom. 


. METAL END TELESCOPE 


CASE ... Three or two-piece 
construction. Available also 
with paper caps or ends curled 


and disced. 
. Metal 


bottom seamed on, metal top 
shipped separately for seam- 
ing on by packer. Civilian and 
military uses. 


LABELED 
. Available in round, 
square or oblong shapes. 


CAN .. 


- Moisture and grease resistant and anti-corrosive liners can be 


. SCREW TOP CAN ... Metal 
LINERS... 
provided for additional protection. 
LABELS 


kraft ... in diameters up to 24” .. 


wraps. 


... Strip labels, pre-printed wrappers, direct printing, or plain color 


CLEVELAND TUBING 


We manufacture tubing of every kind, type and size in chipboard, jute or 


Also all electric grades of tubing. 


WHY PAY MORE? 








. in lengths and wall thicknesses as desired. 


Write The Cleveland Container plant nearest you 
for a copy of our new PACKAGING folder. 


6201 BARBERTON AVE. 


* 


PLANTS AND SALES OFFICES: Cleveland, Chicago, Detroit, 
Ogdensburg, N. Y., Jamesburg, N. J., Los Angeles + ABRASIVE DIVISION at Cleveland. 
SALES OFFICES: Grand Central Terminal Bldg., New York City; Washington 
Gas Light Bldg., Washington, D0. C.; West Hartford, Conn.; Rochester, N. Y. 


Cleveland Container Canada, itd: PLANTS AND SALES OFFICES: Toronto and 


Prescott, Ont. + SALES OFFICE: Montreal. 





For the best . . 


. call CLEVELAND! 


(ie CLEVELAND CONTAINERG/ a3 


CLEVELAND 2, OHIO 

e All-Fibre Cans © Combination Metal and Paper Cans 

© Spirally Wound Tubes and Cores for all Purposes 
* * 





Memphis, Plymouth, Wisc., 
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(Continued from page 196) 
nomic issues under the familiar 
title, “From One P.A. to Another”. 

The ladies’ entertainment pro- 
gram, in addition to the Round-Up 
party and banquet, included a 
luncheon and ice show at the 
Adolphus Hotel, and a motor tour 
of the city. 

Charles F. Wilson of Hunsaker 
Trucking Contractor, Inc., was gen- 
eral chairman of the conference, and 
J. D. Brown of General American 
Oil Company of Texas made the 
program arrangements. 

Other committee chairmen, all of 
whom contributed in outstanding 
measure to the success of the meet- 
ing, included: Fred D. Bradley of 
Southern Union Gas Co., Finance, 
Banquet and Reception; Robert E. 
Whitten of Gifford-Hill & Co., Regis- 
tration and Reservations; Bart T. 
Holden of Southwestern Life Insur- 
ance Co., Printing; John R. Guynes 
of Magnolia Petroleum Co., Trans- 
portation; Robert C. Kelley of Dres- 
ser Industries, Reception; Mrs. Ruth 
Whitten, Ladies’ Activities; J. Rich- 
ard Brown of “The Southwestern 
Purchaser”, Publicity; and Frank W. 
Wodrich of Texas Instruments, Inc., 
Attendance. 


i ne 


Southern Conn. Ass’n 


The Southern Connecticut Pur- 
chasing Association held its regular 
monthly meeting on Tuesday, No- 
vember 9th, at the Stonehenge 
restaurant in Ridgefield, Conn. 

Mr. Frederick A. Hayes, vice 
president for special products, Bige- 
low-Sanford Carpet Company, was 
the main speaker. He discussed 
“Purchasing Policies,” pointing out 
the advantages to be derived from 
a published statement of company 
policies regarding procurement. 

Mr. James A. Miller of Machlett 
Laboratories, Stamford, Conn., pre- 
sided and Mr. Edwin W. Cunning- 
ham of Conde Nast Publications, 
Greenwich, Conn., chairman of the 
program committee introduced the 
speaker. 





If your days are too busy to 
really digest the ideas contained 
in each issue of PURCHASING, 
have an additional subscription 
sent direct to your home. The 
same rate of $4.00 per year ap- 
plies. 
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Here is a handful of ELASTIC STOP® nuts. Each has ESNA’s 
familiar red locking collar . . . is self-locking and vibration-proof. 
Each is a readily assembled, one-piece unit. Each provides positive 
protection against thread corrosion . . . prevents liquid seepage 
along bolts. Each is made from the finest of raw materials. Each 
is exactly controlled as to finished dimensions, class of thread fit 
and finish. Each is now in use on critical applications, with a record 
for uniform high quality that is unmatched. 











Most of them are standard parts. Some originated as the result of 


a specific request for ESNA’s help with an important fastening 
problem. 


Isn’t it logical to call on us with your next fastening problem? 


ELASTIC STOP NUT CORPORATION OF AMERICA 


I ———— es EE ee SS an 
Dept. N62-1215, Elastic Stop Nut Corporation of America 
2330 Vauxhall Road, Union, New Jersey 


Please send the following free fastening information: 
L] ELASTIC STOP nut bulletin (CD Here is a drawing of our product. 
What self-locking fastener would 


| 

l 

| 

| 

| you suggest? 
| & Name Title 

| 

| 

| 
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TRADEMARK 
7 Street. 





City. Zone State. 
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P. A. needs 


I've got to 
Solder 


have Babbitt 


I'll need 
some Brass 





We'll want Requirement: Requirement: 
Anodes and Aluminum and Die Casting 
Lead Magnesium Metal 


Are you one of these? 


If you are, your source is Federated Metals . . . 


for one or for all non-ferrous metals. 


Federated, a division of American Smelting and 
Refining Company, is a nationwide organization with 14 plants 


and 24 sales offices for better service and faster delivery. 


See Federated First for all Non-Ferrous Metals. 


Federated Metals Division 


AMERICAN SMELTING AND REFINING COMPANY 
120 BROADWAY, NEW YORK 5, N.Y. 
In Canada: Federated Metals Canada, Ltd., Toronto and Montreal 


Aluminum, Magnesium, Babbitts, Brass, Bronze, Anodes, Zinc Dust, 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals 
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L. A. Assn’n Holds Seminar 


“Expediting in the. Buyers’ Mar- 
ket” was the subject of a seminar 
held by the Educational Committee 
of the Purchasing Agents Associa- 
tion of Los Angeles. It was held 
October 21 in Founders Hall at the 
University of Southern California. 
Panel members included: Jack 
Beamish (chairman), Hughes Air- 
craft Co.; Lt. Commander A. J. 
Russell, Navy Purchasing Office; E. 
R. Davis, Sierra Drawn Steel Corp.; 
Owen Gaudern, Flour Corp.; and 
Paul Gooder, Union Oil Co. 

The regular October meeting of 
the Los Angeles group featured an 
address by J. V. Naish, executive 
vice president, Convair Division, 
General Dynamics Corp. Mr. Naish’s 
subject was “An Ex-Purchasing 
Agent Looks at the Post War Pur- 
chasing Picture.” This subject was 
very appropriate since Mr. Naish 
worked himself up in general man- 
agement after having held positions 
as purchasing agent, manager of 
subcontracts, and director of ma- 
teriel for the Northrop Aircraft Co, 


> 7 > A 


Dallas Has 9 Point Program 


It was Education Night for mem- 
bers of the Purchasing Agents As- 
sociation of Dallas. Under the di- 
rection of Dan H. Barr who heads 
the Educational Committee, the eve- 
ning was dedicated to the first ob- 
jective of the Association—“to fos- 
ter and promote intercourse and 
cooperation among its members.” 
Based on the “Ignorance is a Volun- 
tary Misfortune” theme, discussions 
were conducted on the following: 

1. George Eason—How do you 
handle expediting and how can it 
be reduced? 

2. Ray Langford—How do you 
handle the matter of employee pur- 
chases? 

3. Mack Wade—Do you ever pay 
different prices for the same item 
at the same time to different sup- 
pliers? 

4. John Morris—How do you han- 
dle the problem of reciprocity? 

5. Jack Castles—What do you 
consider ethical or unethical in an 
attempt to get the best price? 

6. Lee Darley—Do you have re- 
stricted days or hours for inter- 
views? 

7. Travis Tucker — What pro- 
cedure, if any, do you have for 
establishing source of supply? 

8. R. E. Dickson—How do you 
control purchasing commitments? 

9. D. P. Miller—Do you have any | 
sole source of supply? Why? 
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WITH A KIDDE CO, SYSTEM! 


Let fire get a foothold, and a going concern is gone. Don’t risk it. Install a 
Kidde Automatic CO: Fire Extinguishing System, and fire won’t stand a chance. 


A Kidde System goes into action at the first sign of fire—releases clouds of CO, 
over the blaze, smothers fire almost as soon as it starts. And CO, leaves no 
mess to clean up later. It puts out the fire, then vanishes. 


Protect flammable liquids, dip tanks, spray booths with a Kidde System. 
Let Kidde guard record vaults, machinery and electrical equipment. 


And for on-the-spot protection, get Kidde portables. When fire strikes, just 
aim the horn, pull the trigger, and swoosh! No more fire. 


Don’t wait ’til your business is a cinder pile—Contact Kidde today. 


@& | 4 The words ‘Kidde’, ‘Lux’, ‘Lux-O-Matic’ 
] e@ (K) ‘Fyre-Freez’ and the Kidde seal are trademarks of 
4 ,. 
\ Kidde / Walter Kidde & Company, Inc 
—owweueveeoeeS wy 


Walter Kidde & Company, Inc. 
1247 Main Street, Belleville 9, New Jersey 


Walter Kidde & Company of Canada, Ltd., Montreal—Toronto 
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twice the life ‘ 
| from American acQuality Springs” 


says NISSEN TRAMPOLINE CO. . Cedar Rapids, lowa 











When George Nissen was a student in high springs must have exactly the right deflection. 


Concerning safety, Mr. Nissen says this: 
“We used to have spring breakage before using 
American Quality Springs. It was dangerous 
because the spring could rebound and seri- 

As the National Intercollegiate Tumbling Champion ously injure someone standing nearby. Since we switched 
from 1935 to 1937, Mr. Nissen built the Trampoline into to American Quality Springs, we’ve never had a customer 
a breathtaking national sport—it was accepted in 1948 complaint, and the springs last twice as long as before.” 
for competition by the National AAU. If springs are an important part of your product, 

Each Nissen Trampoline contains 120 American American Steel & Wire may be able to design a better one 
Quality Springs, 8” long, 114%” in diameter. The mat has for you. We'll give you any quantity, any size, any kind 
to “give” three feet, and there is only 31/4 inches clear- of steel or finish—at the lowest price you ever thought 
ance when the mat is bottomed. For this reason, the possible. 


school, he was fascinated with the antics of 
circus clowns on the safety nets. Using old 
inner tubes and a rope net, he built his first 
Trampoline. 





AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS * UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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AILFORD REZISTOR 


HIGH SPEED STEEL 
BAND TOOL 








A REVOLUTIONARY, NEW, HIGH SPEED STEEL CUT-OFF TOOL 
DESIGNED SPECIFICALLY FOR CUTTING STAINLESS, DIE 
STEELS AND OTHER TOUGH FERROUS ALLOYS FASTER, 
MORE ECONOMICALLY. 


© CUTS TWICE AS FAST .. . as con- 


ventional carbon steel band saw blades when 
sawing tough alloys. 


© CUTS UP TO 30 TIMES LONGER... 


as proved by actual, on-the-job tests in the field. 


Now a band saw machine can be used for cutting steels 
that heretofore could be cut only with a power hack 
saw blade. The MILFORD REZISTOR Band Tool cuts 
smoother, faster and more accurately — chip loss of 
expensive metal is reduced. Descriptive circular and 
price lists available. Contact us direct or through your 
local MILFORD distributor. 


MILFORD specialists will talk over your metal-cutting 
problems with you, advise if the REZISTOR Band Saw 
Tool is right for your specific application, and determine 
your possible cost reduction. 


STANDARD OF QUALITY THE WORLD OVER 


THE HENRY G. THOMPSON & SON CO. 


SAW BLADE SPECIALISTS FOR OVER 76 YEARS 


NEW HAVEN 5, CONNECTICUT 


=i - PROFILE BLADES AND BAND SAW BLADES 
ull Wy | HAND AND POWER HACK SAW BLADES 








MILFORD Buy MILFORD Blades through your local MILFORD Distrib- 
ey utor, a man chosen for his ability and earnest desire 
to SERVE YOU BEST for ALL YOUR INDUSTRIAL NEEDS 
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Metropolitan Purchasers Have 
Double Feature Program 


Theme of the October meeting of 
the Metropolitan Purchasers’ As- 
sistants Club was “Institutional 
Purchasing.” There were two guest 
speakers to present their ideas on 
this subject. First was Henry K. 
Nelson, purchasing agent for Co- 
lumbia University. He was followed 
by Fergus McKeever, eastern man- 
ager of “Institutions” magazine. 

On November 17, members were 
able to add to purchasing knowl- 
edge with a visit to Graybar Elec- 
tric. The trip started with a buffet 
luncheon and a short talk describ- 
ing what would be seen “behind the 
scenes” of this major distributor. 

Three honorary life memberships 
were recently awarded by the club. 
Honored were Jeff Leonard, secre- 
tary of the Purchasing Agents As- 
sociation of New York, and Stu 
Heinritz and Paul Farrell, both of 
PURCHASING. 
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Northern Calif. Federal Buyers 


The October meeting of the Fed- 
eral Procurement Officers Associa- 
tion of Northern California featured 
a program of exceptional interest. 
Following luncheon and announce- 
ments, the group heard a talk by 
Major Harold Bare, USAF as part 
of the “Know Your Federal Agency” 
series. Major Bare, who is deputy 
regional officer of the Army and 
Air Force Exchange Service, spoke 
on “The Army and Air Force Ex- 
change Service.” A talk on “What 
America Means to Me” by George 
M. Mardikian. Mr. Mardikian is a 
famous restauranteur (Omar Khay- 
yam’s) and is also well known for 
his philanthropies and as a civic 
leader. 


-. 2 


L. A. Luncheon Meeting 


The Los Angeles Purchasing 
Agents Association had its first noon 
luncheon meeting of the 1954-55 
season at the Los Angeles Elks Club 
on Thursday, October 28, 1954. 

Gil Mirus, Purchasing Agent of 
the Wilco Company, the noon 
luncheon chairman, presented as the 
guest speaker of the day, William 
Maloney of the Bank of America, 
public relations department. 

Mr. Maloney’s subject was “A 
Look at California”. The main points 
of discussion in his talk were “Pop- 
ulation Growth”, “Current Markets 
and Buying Power”, “Natural Re- 
sources”, and “Diversification of 
Economy”. 
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on Inquiry Card—Page 17—> 


PURCHASING 











Drawn to the 
Best Conclusion 


Each of these drawn metal parts is “custom made” 
and meets required specifications right on the nose. 
Send us the facts about your fabricating needs. 
Let Plume & Atwood draw the right conclusions 


ESTABLISHED 1869 





THE Piume & tIWoOD MFG. CO. 


i Fabricating Division « Waterbury, Conn 
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|_| Seamless Metal Hose 





A second’s glance will tell you there’s a difference in purpose 
as well as shape between the plug and fly above. Companies 
differ in the same way and it won’t take long to find that 
Titeflex is a “different” kind of company. Take originality 
—years of work on specially engineered jobs have made 
Titeflex people original in thei thinking so you won't 
get routine answers to your $64 questions. More important, 
they know their business and you’ll find you can talk 
over your troubles with them. And above all, Titeflex 
people are friendly, anxious to help. If you want to be 
treated individually, differently, you may like 
Titeflex a lot. Many others do. The coupon 
below will bring us together. 





o Senda 








| Precision Bellows [_] Quick-Seal Couplings 








Titeflex, Inc. 

Industrial Products Division 

513 Hendee Street 

Springfield, Mass. 

Please send me without cost information about the Titeflex products checked above. 
Name 

Title 

Firm 

Address 














City Zone State 








Left: Fresh water plug for Pickerel and Bass, Right: Fresh water fly for Brook, Brown and Rainbow Trout 
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Milwaukee Ass’n Hears 
Sales Executive 


“Where there is no vision, people 
perish” was the title of the speech 
delivered by James E. Dornoff, vice 
president of sales, Pate Oil Com- 
pany, Milwaukee, to the Milwaukee 
Association of Purchasing Agents at 
the Elks Club, Tuesday, October 12. 

Mr. Dornoff urged all of us to 
follow the pattern of the Bible in 
our everyday living; to do practical 
dreaming and to eliminate the eco- 
nomic hypochondriac’s view point 
in our planning for the future. 

He suggested that the most im- 
portant help Purchasing People can 
give sales people is to talk optimis- 
tic. He gave four points to help us. 

1. Discount all pessimistic news. 

2. Formulate the habit of positive 
thinking and cleanse the mind 
of negative thought. 

3. Get all of the ill will out of 
your mind for your superiors, 
fellow man, and competitor. 

4. Reaffirm your faith in yourself, 
your community, company, and 
product. 

Mr. Jim Moriarty of Sivyer Steel 
and his Commodity group also had 
an excellent program: Subject, 
“Shell Moldings”. He had able as- 
sistance from the panel and Mr. 
Jack Hinds of the Chemical Divi- 
sion of General Electric, who pre- 
sented a sound slide film on the 
subject and participated in the free- 
for-all discussion, 


| a, cle 


Meteorologist Speaker 
at New Orleans Meet 


Speaker for the October meeting 
of the Purchasing Agents Associa- 
tion of New Orleans was Nash Rob- 
erts. A meteorologist, he told the 
PA’s about the importance of 
weather predictions particularly to 
construction engineers. His talk was 
very interesting, light, and humor- 
ous. Mr. Robert Elsasser, local 
economist and a regular speaker at 
all of the business meetings, spoke 
on the economic situation today and 
what we might expect in the near 
future. 

On Tuesday, October 26, Albert 
Claverie, chairman of the plant 
visitation committee, took 47 of the 
members to the Kaiser Aluminum 
and Chemical Company at Chal- 
mette. The visit began with a fine 
luncheon at a downtown hotel as 
guests of Kaiser, followed by an in- 
doctrination film on the aluminum 
industry. The film was extraordinary 
in its presentation of a story that 
might have been very technical, but 
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which was very simply and interest- 
ingly told. It is a film that all as- 
sociations would enjoy. 

Once at the Kaiser plant, the visit 
included seeing the “pots” which 
smelt 1000 pounds of molten alum- 
inum each day. There are 72 of 
these “pots” at the Chalmette plant. 
This plant, completed in 1953, pro- 
duced 400,000,000 pounds of alum- 
inum—more than the entire country 
produced prior to World War II. 

The entertainment committee ar- 
ranged a Thanksgiving Eve Supper 
Dance at the Metairie Country Club 
on Wednesday, November 24. This 
repeated an event which last year 
was the finest entertainment ever 
enjoyed by purchasing agents and 
their purcherettes. 


re, £ 7 
Los Angeles Buyers Meet 
With Electric Club 





Three presidents at the joint luncheon meet- 
ing of the Los Angeles Electric Club and 
the Los Angeles Purchasing Agents Associa- 
tion held on November 1. They are, left to 
right: David L. Wilt, president of the Los 
Angeles Purchasing Agents Association; R. 
E. Johnson, president of the Los Angeles 
Electric Club; and Charles Detoy, president 
of the Los Angeles Chamber of Commerce. 


Charles Detoy, president of the 
Los Angeles Chamber of Commerce 
addressed a joint luncheon meeting 
of the Los Angeles Electric Club 
and the Los Angeles Purchasing 
Agents’ Association at the Biltmore 
Hotel on Monday, November 1, 
1954. “The Electric Atmosphere of 
Southern California” was the topic 
of Mr. Detoy. 

The board of directors of the Los 
Angeles Purchasing Agents’ Asso- 
ciation honored at the head table 
were: David L. Wilt, president, 
U.C.L.A.; John R. Hairgrove, first 
vice-president, Braun Corporation; 
E. Benton Long, second vice-presi- 
dent, United States Lime Products; 
S. H. Bellue, secretary, Hughes Air- 
craft Company; Frank T. Henry, 
senior director, Arden Farms Com- 
pany; William E. Hayes, junior di- 
rector, Consolidated Engineering 
Corp.; William T. Reynolds, national 
director, Los Angeles Transit Lines; 
W. B. Stanford, chairman, public 
relations committee, District #1, 
Phelps Dodge Copper Products. 
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end your quick coupling 
problems the QUICK-SEAL way 


If you haven’t seen the new Titeflex QUICK-SEAL 
Straight-through and Check-valve Couplings— you have 
a pleasant surprise coming. These new Couplings. . . 
1. Are leakproof. The higher the pressure, the tighter 
the seal. 
Coupleand uncoupleinONESECOND— without tools. 
Prevent hose kinking —through their 360° swivel action. 
Are slim, easy to handle, not awkward and bulky. 
Have no projections to snag or bend. 
Have heat-treated steel bearing surfaces and stainless 
steel ball bearings and springs for long life. 
7. Are made in a variety of alloys and in many sizes up 
to 12” diameter. Are interchangeable in the same size. 
Titeflex QUICK-SEAL Couplings are made in the follow- 
ing types —Straight-through, Single- and Double-Check- 
valves. The Straight-through type has a smooth bore for 
free flow without obstructions. Write today for Tite- 
flex QUICK-SEAL Coupling Catalog. 


ANP WN 





Titeflex, Inc. 
Industrial Products Division 
513 Hendee Street 
Springfield, Mass. 
















QUICK-SEAL COUPLINGS 


I’m interested in the possibilities for your new Quick-Seal Hose Coupling. 
Send me complete catalog—no obligation of course. 





Title 





Firm 





Address 





City Zone State 








OT Pree 
= 


The HIGHER the Pressure the TIGHTER the Seal 
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“first really new development in safety spectacles in years! 


Oo 
e 


A 


WILLSON 


Style WCS47 
Covered by Design Patent 168,988 





soe hinged bridge gives snug, comfortable fit... 
self-adjusting to any facial contour! 


New hinged bridge combines the flexibility of cup- 
type goggles with the lightweight, compact pro- 
tection of safety spectacles. 


One all-purpose size permits universal fit. Bridge 
hinge gives automatic adjustment to any bridge 
width from 18-26 mm.; one eye size—47 mm.— 
fits everybody. No need to stock a variety of 
bridge and eye sizes. 


Plastic nose-and-cheek pads provide full closure 
around eye cavity. 


Contour-shaped adjustable plastic-and-cable 
temples hold spectacles firmly in place. 


Matching sideshields are perforated plastic, pro- 
viding protection at sides—fold back for pocket 
compactness. 


Order a supply of Contour-Specs from your Willson dis- 
tributor. Let your workers try their amazingly greater 
comfort, and see how they're preferred over ordinary 
safety spectacles! 


More Than 300 Safety Products 


A i= 
@D 


@ Butyrate frame—toughest plastic used for 


spectacles. Standard frame is flesh colored, 
fitted with 6-curve Willson Super-Tough® glass 
lenses. Available also with green frame and side- 
shields, fitted with Willsonite® Super-Tough green 
glass lenses. 


Hinged to fit any face snugly! 











See how the unique’ hinged 
bridge allows the Contour- 
Spec to open up to fit broad 
faces and close up for narrow 
faces. It's this feature that al- 
lows Contour-Specs to contact 


the entire eye cavity and makes 

them fit so comfortably yet 

securely. : 
= ; 
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Carry This Famous Trademark 


WILLSON 


Established 1870 
WILLSON PRODUCTS, INC., 221 WASHINGTON ST., READING, PA. 
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USG’S RESOURCES 
HELP DESIGN ENGINEERS 
MATCH SPECIFICATIONS 


Performance and price are two factors 
every design engineer must consider 
carefully when specifying gauges. 


Most engineers know of USG’s 
record of leadership in gauge design 
and precision engineering —for over 50 
years USG has been designing and 
producing gauges for more Original 
Equipment Manufacturers than any 
other instrument company in the world. 


Many engineers don’t know, 
however, that USG maintains the 
world’s largest stock of gauge compo- 
nents to meet practically any pressure 
sensing device or pressure actuator 
application. These components are 
stocked by USG specifically to eliminate 
expensive special production. 





In addition to the components for 
special gauge designs, USG inventories 
over 200,000 standard gauges in a 
variety of types, sizes and ranges for 
practically every industry application. 
Many stock gauges carried by USG 


is th ere a Ss 70 CH % answer are expensive special production items 


with other gauge manufacturers. 


to your JSG provides highest quality gauges 


at competitive prices because its 

“SPECIAL % hI ? facilities are economically integrated 

gd U Q e pro e ms ° for large volume, quality controlled 

production. Gauge for gauge—in every 

application and classification—in every 

price class—USG has more to offer 
than any other make! 


There may very well be, because USG manufactures and 
stocks more than 200,000 standard gauges and a complete 
line of gauge components to meet practically every pressure 
sensing and indicating requirement. 


Chances are that, with slight modification, a stock gauge 
will fulfill your very needs . . . eliminating the expense of 
special gauge design, engineering and production. USG’s 
special background, experience and resources are ready to 
assist you with all problems relating to gauges or other 
pressure actuated devices. 


A call to your nearest USG District Office, or, a letter 
to us at Sellersville is all that you need to determine whether 
we can supply a “standard” from stock . . . or, whether your 
application requires a “‘special’”’ 





Laboratory. Here constant testing of 


5:5 Za Ara Y Cte” ; ; : 
UNITED as fear *GAU GE Gauge Hadgualees Above, a portion of USG’s Research 
ns * 3 w 


a Be for over 50 years materials under customer operating 
conditions assures optimum efficiency 
United States Gauge, Division of American Machine and Metals, Inc., Sellersville, Penna. and long gauge life. 
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Try us as a secondary or alternate source. 
You may be surprised at what our 
advanced methods can save you. 


Costs, methods and techniques change rapidly in the 
stamping business, as in all business. 


Through the constant development of new equipment, by 
producing our own multiple-use tooling, by perfecting 
unique time-saving procedures we’re effecting great econ- 
omies. Often, in fact, we can save our customers the 
cost of dies. 


Frequently, of late, happy new customers have said to us, 


“We wish we'd known of your low prices before.” Maybe 
this will be the case with you. Give us a try. 


FOR FULL INFORMATION, send for our free, 12-page book- 


let ‘‘Service in Stampings.”’ Or send us a blue print for a 
quote. These are the days when savings count! 





© LAWINATED Ob GEAMIPINGS DIVISION 





“ONE. PIECE OR A MILLION” 


2412 Union Street, Glenbrook, Conn. 


OMPANY, INC. O 
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Dayton PA’s Hear How 
to Cut Paperwork 


Featured speaker at the Novem- 
ber meeting of the Purchasing 
Agents Association of Dayton was 
Mr. Ralph R. “Tex” Tekulve, former 
consultant for the Standard Register 
Co. of Dayton. Mr. Tekulve spoke 
on the topic on which he is a rec- 
ognized expert, “Paperwork Can be 
Reduced and Simplified in the Pur- 
chasing Function.” Prior to the din- 
ner meeting, there were forums 
dealing with “Methods of Expedit- 
ing” and “How to Handle Inventory 
Reduction with Suppliers.” 

December 2 was Ladies Night. 
Fred G. Hardenbrook, branch man- 
ager for Dictaphone’s Dayton office, 
presented color slides of his travels 
throughout the world. 


ee se 


Montreal PA’s Meet 


The October meeting of the Pur- 
chasing Agents Association of Mon- 
treal started off with a panel discus- 
sion on “The Purchasing Function 
in Company Organization.” The 
panel team consisting of Lorne 
Argue, Merrill Archibald, Cy But- 
ler, Orval Fares, and Ernie Labrie 
did a top job on this one. Many 
interesting points were brought out 
in the discussion which was divided 
into four phases: 

a) What is the relative position of 
a purchasing agent to management? 

b) How could purchasing present 
its arguments directly to manage- 
ment? 

c) What problems does a pur- 
chasing department have with other 
departments? 

d) How weuld you proceed with 
the introduction of new materials, 
ideas, or methods? 

Featured speaker at the dinner 
meeting was Mr. Harry Gould, 
general manager of the Montreal 
Board of Trade. Mr. Gould’s topic 
was “Your Montreal Board of Trade 
Today.” 


7 a 


Denver Association 


Highlight of the October meeting 
of the Purchasing Agents Associa- 
tion of Denver was a visit to the 
Pacific Intermountain Express depot. 
Following the plant visit a dinner 
meeting was held at the Brown 
Palace Hotel. 

The November meeting was Ex- 
ecutives Night and PA’s brought 
their bosses. Featured speaker was: 
Professor Delton Flanders of Colo- 
rado School of Mines. 
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Not when you use KIMPAK 301! 


New kimPaK 301 is the practical solu- 
tion to surface damage to furniture 
finishes during shipment. Kimpak 301’s 
ability to shield the fine finish against 
scratching makes it the ideal protective 
agent in a furniture package. KIMPAK 
301 costs no more than ordinary ma- 
terials. It is specially designed to protect 
against the major causes of scratching: 


1. Abrasiveness of the inner spac- 
ers. Kimpak 301 provides a scratch- 
free, non-disintegrating, compressible 
barrier between inner spacers and the 
furniture finish. Its conformability en- 
sures a snug package. 


2. Dust, dirt, cinders that sift into 
the container. The combination of 


Whatever your protective interior packaging requirements, 
there is a Kimpak specification that does the job... better! 








high creping and porous structure — 
exclusive with KIMPAK 30] — provides 
a trap for dirt, grit or cinders, which 
may Sadie between the packaging ma- 
terial and the polished surface. 


3. Abrasive action of harsh pack- 
aging materials. Kimpak 301 is soft 
and non-abrasive ... free from wood 
splinters, dirt and other abrasive ma- 


Scratching 


terials. No lumps, hard glue spots or Staining 

stiff wrinkles. 

aes , : Chafing 
Scratching 1s but one of many prob- sl: 
lems encountered in furniture pack- Conformability 


aging. These problems are solved when 
new KIMPAK 30] is specified. For more 
details, contact your local KIMPAK dis- 
tributor, or mail coupon below. 


















SPECIFY KIMPAK 301 TO 
SOLVE THESE INTERIOR 
PACKAGING PROBLEMS : 


Pressure-marking 


Ease of handling 
Disintegration 








KIMBERLY-CLARK CORPORATION 
Neenah, Wisconsin 









Kimberly Clark 


INTERIOR PACKAGING 
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We would like to learn how new Kimpak 301 can 
provide better protection at lower cost for our products. 
Please send complete information. 


Name 











Clean, bright, accurate, strong — that’s the story of Ritco Drop 
Forgings. We produce parts to your blueprint in steel or non-ferrous 
metals, in weights from “% lb. to 15 lbs. 

Come to Ritco for Drop Forgings, special fasteners, and finished 


G7 “™™ 
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SERVING AMERICAN INDUSTRY 


FOR 120 YEARS 





bolts with regular or heavy heads. 
Also, take advantage of our complete 
facilities for finishing — machining and 


grinding. Send blueprints and specifica- | 


tions for free estimates. 


RHODE ISLAND TOOL COMPANY 
148 West River Street 
Providence 1, Rhode Island 
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Exclusive New England 
Representatives for 
Cleveland Cap Screw Co. 





Rochester Ass’n Tours 
Kodak Park 


In place of the regular monthly 
meeting, members of the Purchasing 
Agents Association of Rochester 
recently were guests of the Eastman 
Kodak Co. at Kodak Park. First stop 
on the visitation was Kodak Park 
purchasing. Then members toured 
the rollfilm department and saw 
how photographic film was made. 
Particularly interesting were the 
elaborate quality control techniques 
necessary to maintain standards. The 
group then had dinner and were 
able to question Kodak executives 
about what they had seen in the 
plant. 


ta, ot 


Reciprocity Discussed at 
Washington Meeting 


“What’s Wrong With Reciprocity” 
was the subject of a thought pro- 
voking panel discussion recently 
held by the Purchasing Agents As- 
sociation of Washington. Handling 
this controversial—and for many 
PA’s frequently irksome—topic were 
Gordon Ainslie and Stan Bryan 
with Carl Weber as moderator. 

On October 14, the program was 
devoted to education on fire pre- 
vention. First, the group was shown 
the film “Approved by Under- 
writers” which showed tests prod- 
ucts have to pass to get approval 
from Underwriters Laboratories. 
R. J. Larrabee of Underwriters 
Laboratories was on hand to answer 
questions about the film and ex- 
plain more about how products get 
the Underwriters approval. Late 
releases from the National Associa- 
tion were presented by Harry S. 
Beetham, chairman of the educa- 
tional committee. 


a Sa. 


New England Association 


Featured speaker at the Novem- 
ber meeting of the New England 
Purchasing Agents Association was 
Stuart F. Heinritz, editor of Pur- 
cHAsING. Mr. Heinritz discussed 
“The Changing Business of Buying.” 
Prior to the dinner meeting at Bos- 
ton’s Hotel Vendome, there was an 
afternoon conference dealing with 
“Scrap and Surplus Disposal.” Don- 
ald I. Holbrook and Warren L. Price 
moderated. 

Next event on the New England 
calendar is the Christmas Meeting 
and Entertainment. This year it will 
be held at the Hotel Bradford in 
Boston. Attendance will be re- 
stricted to members and two per- 
sonal guests. 
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Something New for “Faynperop Choy 


[* JQUER, the protective coating that beau- 
tifies thousands of modern products, 
came of age in China’s ancient Chou dynasty 
—as a handsome, durable finish on anything 


from bowls to bows and arrows. 


While still retaining lacquer’s basic advan- 
tages—durability, beauty, easy application — 
chemists have improved its quality with a 
powerful solvent, methyl isobutyl ketone. A 
few coats of modern lacquer make a better 


looking, longer lasting finish than the ancient 


Chinese achieved with hundreds of coats. 
MIBk’s ability to dissolve nitrocellulose solids 
is largely responsible for the deep, luxurious 
luster of today’s lacquer. 
7 7 of 

Shell Chemical pioneered the use of MIBK 
and other ketones in lacquer making. Other 
industries also benefit from MIBK’s high sol- 
vent power —leather, petroleum, 
pharmaceutical and textile manu- 
facture among them. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


NEW YORK 
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For a rugged new engine 
that improves performance 


Aes of its already famous 
to" Model 47 helicopter... 


and reduces 





maintenance as well... 
BELL looks to Lycoming. 


New “vitals” 
fer this Korean air vet 


This battle-proven hero of 18,000 front-line rescues 





over Korea is now outperforming itself/—newly 
powered by Lycoming’s 250-h.p. QO-1435 engine. 


With this superior power plant. both the Model 47 <e 
and its sister ship—the 4-Place Utility 17G-1 


will fly faster and higher in all weather .. . and Story’... . 40 interesting, illustrated 
h pages showing many ways Lycoming is 
ready to help you. Write for it on 


your letterhead, 





require far less maintenance. 


F Such performance improvement is but one of many 


qu’ Lycoming contributions to air-cooled power. 


/ 
m4 Gg | : Be _ 
afr a,’ Can you use superior air-cooled power . . . or any Aircraft Engines 
wr, pre ; | . £ ts diversified many ee hy Industrial and Tank Engines 
A (2 ee other of the diversified services listed at the right Engine Overhaul 
of our signature? Whatever your problem... Generating Units 


look to Lycoming! Turbine Engineering and Research 
‘ Engineering Design and Development 
Hardened and Ground Precision Parts 
Gears and Machine Parts 


Complete Assemblies 
Heat-Treating and Plating 
Steel Fabrication 


LooK TO e Castings 
ycoming ie 


DIVISION OF (AveQ STRATFORD, CONN 


Manufacturing plants in Stratford, Conn., and Williamsport, Pa. 


FOR RESEARCH * FOR PRECISION PRODUCTION 
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Which is THE Tube for You? 








Take sizes alone, for example= 


With literally thousands of sizes available, Mr. Tubes would indeed 
be hard-pressed to show them all. And of course, selecting the right 
tubing for your specific requirements involves so much more than 
size alone. Grades, methods of manufacture, surface finishes, heat 


treatment, lengths, shapes and special ends all must be carefully 
considered. 


The complete range of tubing available is just one reason why so 
many tubing users are satisfied customers of B&W. Add to this 
B&W’s reputation for quality tubing plus a policy of service that 
starts with your B&W tubing distributor or B&W district office and 
extends all the way up to the B&W headquarters technical staff. 


Mr. Tubes, symbol of B&W customer contact, is a helpful man to 


have around. Call him in the next time you have a tubing problem 
of any kind. 


DecEMBER, 1954 








THE BABCOCK & WILCOX COMPANY 
TUBULAR PRODUCTS DIVISION 


Beaver Falls, Pa.— Seamless Tubing; Welded Stainless Steel Tubing 
Alliance, Ohio—Welded Carbon Steel Tubing 
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lower cost 


TEE BOLTS 


by’ an 
exclusive method 


Among Pawtucket’s 
many specialty 
products are these 
lower-cost tee-head 
bolts. Pawtucket’s 
exclusive production 
method keeps cost 
low, dimensional ac- 
curacy unusually high 
and strength above 
standard. 

Pawtucket tee head 
bolts are made in stand- 
ard sizes Y%“” and larg- 
er, or to your specifica- 
tions. In any size, you 
can depend on a uniform 
Class 3 fit, if required. 


All standard steels, 

stainless steels and 

non-ferrous metals, including 
Titanium 


UE LEE LF conmmtmmmncse, 


witin iia 


BETTER BOLTS SINCE 1882 


"AN UCKET 


bi MANUFACTURING COMPANY 
327 Pine St. Pawtucket, R. 1. 
\, THe mate Te SOLVE YOUR BOLT PROBLEMS 


“The Bolt Man” : 
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New York PA’S Hear Ass’t 
Postmaster General 


Procurement problems for the 
largest business in the world, the 
post office, were discussed at a re- 
cent meeting of the Purchasing 
Agents Association of New York. 
Speaker at the dinner meeting was 
the Honorable Ormonde A. Kieb, 
Assistant Postmaster General. Sub- 
ject of his address was “Post Office 
Supply Problems—A Fresh Look.” 

Mr. Kieb first gave his audience 
an indication of the scope of the 
job he and the other members of 
the Eisenhower team faced in run- 
ning this tremendous business. The 
Post office uses some 100,000,000 sq. 
ft. of floor space, employs 500,000 
people, and was losing about $700,- 
000,000 annually. He then described 
some of the steps that had been 
taken to increase efficiency and cut 
losses. These measures include de- 
centralization of operations, greater 
cooperation with GSA on purchases 
of many materials, and detailed 
analysis of individual operations. 

At the forum preceding the dinner 
meeting, the topic was “What Is The 
Correct Discount for MRO Supply 
Items?” Guest speaker was Mr. 
Milton M. Goldsmith, vice president 
of Glauber Inc., a leading New York 
jobber. Mr. Goldsmith advised buy- 
ers first to make certain they are 
dealing with firms who are equipped 
to supply their needs and whose 
standards insure a reliable product. 
If a buyer sticks to such firms, he 
can quite freely get the best price 
the market permits without en- 
dangering quality or delivery. 

New members of the New York 
group include: Robert J. Corbey, 
Servomechanisms Inc.; Stanley L. 
Olliver, Chemical Construction 
Corp.; Paul R. Stokes, E. R. Squibb 
& Sons; and Walter E. Willets, Con- 


over Mast Publications, Inc. 


F.3F  e 


Wilmington Ass’n Meets 


Featured speaker at a_ recent 
meeting of the Wilmington Purchas- 
ing Agents Association was John L. 
Gillis, vice president of Monsanto 
Chemical Co. Mr. Gillis, who is in 
charge of Monstanto’s marketing, 
spoke on “Management Looks at 
Purchasing.” He discussed the new 
field of purchasing research in which 
qualified analysts help suppliers 
evaluate costs, and find improved 
processes to reduce them. Because 
of its importance and the widespread 
interest in Mr. Gillis’s topic, PA’s 
were invited to bring other members 
of managment of their companies 


along with them. 








ALA 

Southern States Iron Roofing Co., Birmingham 

CALIFORNIA 

Braico Metals, Inc., *Los Angeles’ 

Clingan & Fortier, Inc., Fresno, *Los Angeles, San 
Francisco and Vernon 

Turner Metal Supply Co., (Wire, Rod, Bar) 
*Huntington Park 

Union Hardware & Metal Co., *Los Angeles 

United States Steel Supply Div., Los Angeles 

CONNECTICUT 

American Steel & Alloys Corp., *Hartford 

Peter A. Frasse & Co., Hartford 

Scovill Mfg. Co., (Wire, Rod, Bar) *Waterbury 

FLORIDA 

Horne-Wilson, Inc., Jacksonville, Miami, Orlando 
and Tampa 

Southern States lron Roofing Co., Jacksonville, Miami, 
Orlando and Tampa 

GEORGIA 

Horne-Wilson, Inc., *Atlanta 

Southern States Iron Roofing Co., Atlanta and 
*Savannah 

ILLINOIS 

Aiuminum Distributors Inc., *Chicago 

4. G. Braun Co., (Architectural only) Chicago 

Scovill Mfg. Co., (Wire, Rod, Bar) Chicago 

United States Steel Supply Div., *Chicago 

Benjamin Wolff & Co., *Chicago 

INDIANA 

W. J. Holliday & Co., *Indi lis and H d 

Kasle Steel Corporation, Elkhart 

KANSAS 

industrial Metals, Inc., Wichita 

KENTUCKY 

Southern States Iron Roofing Co., Louisville 

LOUISIANA 

Southern States Iron Roofing Co., New Orleans 

MARYLAND 

Clendenin Bros., Inc., *Baltimore 

Lyon, Conklin & Co., Inc., *Baltimore 

MASSACHUSETTS 

Arthur C. Harvey Company, *Boston 

MICHIGAN 

Kasle Stee! Corporation, *Detroit and Grand Rapids 
cDonnell Bros., Inc., (Architectural only) *Detroit 

Meier Brass & Copper Co., *Detroit 

MINNESOTA 

MacArthur Co., (Architectural only), *St. Paul 

United States Steel Supply Div., St. Paul 

Vincent Brass & Copper Co., *Minneapolis 

MISSOURI 

Industrial Metals, Inc., *Kansas City and St. Louis 

United States Steel Supply Div., St. Louis 

NEW JERSEY 

Edgcomb Steel Corporation, Hillside 

Peter A. Frasse & Co., Lyndhurst 

Mapes & Sprow!l Steel Co., *Union 

NEW YORK 

J. G. Braun Co., (Architectural only) *New York 

Edgcomb Steel Corporation, Hillside, N. J. 

Peter A. Frasse & Co., Buffalo, *New York, Rochester 
Syracuse 

Mapes & Sprow!l Steel Co., Union, N. J. 

Ontario Metal Supply, Inc., (Wire, Rod, Bor) 
*Rochester 

NORTH CAROLINA 

Southern States Iron Roofing Co., Raleigh 

OHIO 

Bridgeport Brass Co., (Wire, Rod, Bar) Cleveland 

Kasle Stee! Corporation, Cleveland 

Mutual Manufacturing & Supply Co., *Cincinnati 

Vorys Brothers, Inc., *Columbus 

OREGON 

Woodbury & Company, Coos Bay, Eugene, Medford 
ond *Portiand 

PENNSYLVANIA 

Athos Steel Service Co., *Philadeiphia 

Peter A. Frasse & Co., *Philadelphia 

Merchant & Evans Co., *Philadelphia 

Penna. Industrial Supplies Co., Inc., *Pittsburgh 

Potts-Farrington Company, Philadelphia 

SOUTH CAROLINA 

Southern States Iron Roofing Co., Columbia 

TENNESSEE 

Southern States Iron Roofing Co., Memphis and 
Nashville 

TEXAS 

Moncrief-Lenoir Mfg. Co., Dallas, Harlingen, 
*Houston, Lubbock, San Antonio and Temple 

Vinson Supply Co., *Dallas, Odessa and Snyder 





UTAH 

Salt Lake Hardware Co., *Salt Lake City 
VIRGINIA 

Southern States Iron Roofing Co., Richmond 
WASHINGTON 

Clingan & Fortier, Inc., Seattle 
WISCONSIN 

Benjamin Wolff & Co., Milwaukee 
*indicates main office 


Look Under “Aluminum” in Your 
Classified Telephone Directory 


10-5-54 
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Rely on Your Nearby 





Reynolds aie Distributor 





A Partner in- 
Production : 


- 


On the job... but not on the payroll. That’s 
the way we would like you to think of our 


warehouse services. Whenever we can, we 








will give you the help. you need on produc- 
tion problems, backed by Reynolds techni- 
cal service men in the field and the fully / 
integrated staff at Reynolds home office. fy 
Let us show you how our services can solve 
some of your problems, and, at the same 


time, save you money. 








EXTRA EQUIPMENT THAT LOWERS COST 


Slittmg, cutting, shearing, sawing and 
other specialized operations are money- 
saving services we offer. Put our equip- 
ment and services to work for you. 
They'll help lower your costs. 


PLUS THESE ADVANTAGES 


CONVENIENT WAREHOUSE STOCKS 


We can help you eliminate capital tie- 
up in obsolete or idle inventory through 
our convenient warehouse stocks . . . you 
can cut your stock record keeping, ac- 
counting cost and warehouse overhead. 





Call us today for Reynolds Aluminum Distributor Service. 


—_--— 








REYNOLDS 





MODERN 














PROMPT SERVICE AND DELIVERY 


You get fast delivery on both your 
“rush” orders and regular shipments. 
This helps you keep production on 
schedule . . . eliminates costly delays 
waiting for mill shipments. 








We’re as near as your phone. 








ALUMINUM 














DESIGN HAS ALUMINUM™ iN 
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Sure, 
that old pump 


still works, 


but how much 
does it cost 
to keep? 









That rugged old pump of yours may not be the bargain 
that it seems. Let’s do some arithmetic. If the efficiency of the 
old pump is 75% vs. the 85% efficiency of the new pump, 
you are paying more to keep it than you would to replace it. 
That’s because a new unit of equivalent output uses less 
power. Thus it soon saves its own cost — then begins 

to pay dividends. 


Let’s take a specific example—a small general service pump 


Old pump efficiency 70%... . . 28.9 BHP 
New pump efficiency 79% . . . . . 25.6 BHP 
3.3 BHP Saving 


On the basis of 1¢ per KWH, the 3.3 BHP saving for a 6000- 
hour year (approximately 16 hours per day) amounts to $150. 
This saving, capitalized in 4 years at 4% adds up to $630. Yet 
the price of the new pump that saves $630 is only $438. 


What would the pump replacement profit be in your 
particular case? Your De Laval representative can tell you 
exactly — in dollars and cents — as soon as he has the basic 
facts on your present installation. Call him in today or write 
to De Laval for Pump Fax Bulletin which includes a 
valuable “power-savings” chart. 


3 DE LAVAL Pumps 


DE LAVAL STEAM TURBINE COMPANY 
807 Notsingham Way, Trenton 2, New Jersey 
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HOW TO USE THEM 


1. Precision Dowel Pins are principally used 
where parts must be accurately positioned 
and held in absolute relation to one another 
whether stationary or in motion. They facili- 
tate quick disassembly and completely accu- 
rate re-assembly. 

2. Allen Dowel Pins are also used as plug 
gauges. 

3. As plugs for determining angular dimen- 
sions of dovetail slides. 

4. As hinge and wrist pins in applications 
requiring initial and permanent accuracy. 

5. As accurate, economical roller bearings 
and axles. 


6. As guide pins, stops and position locators. 





HOW TO JUDGE THEM 


1. On precision, for low tolerance applica- 
tions. (Allen Dowel Pins are ground to a 
maximum microinch finish of 6 RMS protected 
by a rust preventive. ) 


2. On strength, for shear resistance. (Allen 
Dowel Pins are made from special Allenoy 
Steel, heat treated. Single shear strength 
measures from 160,000 to 180,000 psi. ) 


3. On hardness of surface and a core hard 
enough to prevent “mushrooming” when 
driven into a tight hole. (Allen Dowel Pins 
have a surface hardness of 62-64 Rockwell C 
Scale and core hardness of 52-54. Average 
case depth .010 to .020 depending on size.) 


The simple sure way to be sure of uniformly superior dowel pin 
quality is the same as in buying precision socket screws — 
get genuine Allens from your Industrial Distributor. Only 

he sells them but we will welcome your direct request 


for literature or application engineering assistance. 


Available in 108 Standard Sizes from 44” x 34” 
to 1” x 6”. Standard tolerance .0002 oversize. Most 
sizes also standard in .001 oversize for repair work. 
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Most folks know how to say 
nothing, but few of them when. 


Our sales representatives are paid to talk, but always 


They 


may not be able to suggest an answer to some of the 


when they know what they are talking about. 


complex problems of the affairs of state, but, when 
_ they have something to say about high carbon wires 
they speak from the book of knowledge—compiled 
through more than a quarter of a century of Johnson 
experience in the drawing of the highest grade 
specialty wire. These are “custom made” wires, made 
by special equipment employing special skills and a 


conscientious endeavor to make the best—better. 


JOHNSON STEEL AND WIRE COMPANY, INC. 


WORCESTER 1, MASS. 
New York Philadelphia _—Pittsburgh Cleveland Detroit + © Akron 
Dayton Chicago Atlanta Houston Tulsa Los Angeles 


A SUBSIDIARY OF PITTSBURGH STEEL COMPANY 
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Cleveland Ass’n Has Cost 


Cutting Forum 

“How to Cut Purchasing Depart- 
ment Costs” was the subject of 
forum held at the October meeting 
of the Purchasing Agents Associa- 
tion of Cleveland. Serving on the 
panel were Joe Adams of White 
Motor Car Co. and Carleton Gaines 
of Snapout Forms Co. The dinner 
meeting was held, as usual, in the 
Rainbow Room of the Hotel Carter. 
Featured speaker was A. T. Colwell, 
vice president in charge of engineer- 
ing, Thompson Products Co. His 
topic was “The Trend in Automobile 
and Aircraft Industry.” This subject 
was of exceptional interest since 
much of Cleveland’s industry is 
associated with autos and aircraft. 


i a 
Coming Events On The 


Sixth District Calendar 
During January 1955 the N.A.P.A. 
President, G. W. Howard Ahl, will 
visit eight of the fifteen associations 
in the Sixth District. 
January 10, 1955 
President Howard Ahl and Dis- 
trict Vice President will visit Co- 
lumbus, Ohio, Association. The 
Springfield Association will join the 
Columbus’ Association for this 
meeting. 
January 11, 1955 
President Howard Ahl and Dis- 
trict Vice President will visit Cin- 
cinnati, Ohio, Association. The Day- 
ton Association will join with Cin- 
cinnati for this meeting. 
January 14-15, 1955 
Executive Committee Mid-Year 
Meeting, St. Louis, Missouri. 
January 18, 1955 
President Ahl and District Vice 
President will visit Pittsburgh As- 
sociation. 
January 19, 1955 
President Howard Ahl and Dis- 
trict Vice President will visit Akron 
Association meeting to be held at 
Sanginiti’s Restaurant, 207 East 
Market Street. The Canton and 
Youngstown Associations will join 
with Akron for this meeting. 
NOTE: The New Castle Associa- 
tion has changed the date of its 
regular January meeting to January 
26th to permit the members to at- 
tend either Pittsburgh on the 18th 
or Akron on the 19th to hear Presi- 
dent Ahl’s message. 
January 20, 1955 
District Vice President will visit 
Cleveland Association. 
February 16, 1955 
District Vice President will visit 
(Please turn to page 224) 
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AMERICAN INSULATOR 


Since 1916 
NEW FREEDOM, PA. 





: including engineering counsel, mold making, trans- 
* fer, compression, injection and cold molding plus 
* the molding of reinforced plastics. With this array 
of services, Aico is in a position to make un- 
biased recommendations to your best advantage. 





_ Pratt : Watney 


opaTT & WHITNEY Blades 


Merersel: C-10S0: 

Operation Groove 
€ Cut-off 
Srock Dia 1-¥@ 
f 1-3: 

R.P/1 325 : 
Lead .0OF 
Production —- 

" $320 pes. 
Sharpenings- g 


Z €6d .009° 
| Production 3 24902 


aGUY 


BLADES 


COMPETITOR’s Blades 


Meteria/: rag 10S0 
Qperotien: Greo Aye 
—€ Cur-o¢r 
Stock Dia 1-# 


- £4 
72 


RP 325 


a 


UNSOLICITED PHOTOS FROM USER. 


HERE ARE THE FACTS 


One of the high-volume operations of a large manufacturer of oil-well and structural 
stee! equipment is cutting off 1-13/16” bar stock, C-1050 steel. The Six-Spindle Auto- 
matic is running at 325 rpm with a feed of .009” per revolution. Competitive blades 
averaged only 2403 pieces with only 343 pieces per sharpening. P&W T-Cut Blades... 


with their superior ability to resist burning and wear . 


. - produced 5320 pieces with 


591 pieces per sharpening . . . and are considerably longer after 9 grinds than the 
competitive blades were after only 7 grinds. In addition, blade breakage has been 


reduced to a minimum. 


In this example, Pratt & Whitney Blades delivered nearly twice the work pieces per 
grind; resulting in a very satisfactory reduction in tool costs. The wide experience of 
P&W is available to you, and a factory-direct Sales Engineer . . . working from a 
near-by Branch Office . . . will be pleased to help in your particular application. 


% : 
eee 


*eee#s e @ 


atT a Wuitney 


DIVISION NILES-BEMENT-POND COMPANY 
19 Charter Oak Blvd., West Hartford, Connecticut 
Please send my copy of Circular No. 561 featuring 
“Pratt & Whitney Cutting-Off Blades’. 


NAME 





POSITION 





COMPANY 





CO. ADDRESS. 





CITY 


ZONE__ STATE 
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(Continued from page 222 
New Castle Association. 
March 18, 1955 
District Vice President will visit 
North Central Ohio Association. 
March 19, 1955 
Sixth District Spring Council 
Meeting, Mansfield, Ohio. 
April 14, 1955 
District Vice President will visit 
Northwestern Pennsylvania Associ- 
ation at Franklin, Pennsylvania. 
May 29-June 1, 1955 
N.A.P.A. Annual Convention, Wal - 
dorf-Astoria, New York. 
October 14-15, 1955 
Sixth District Council Meeting 
and Conference, Webster Hall, Pitts- 
burgh, Pennsylvania. 
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M. P. Addresses B.C. Ass’n 


Featured speaker at the October 
meeting of the Purchasing Agents 
Association of British Columbia was 
the honorable Harold E. Winch, 
Member of Parliament. In a dy- 
namic, off-the-cuff speech he stated 
that now is the time for the Cana- 
dian government to assist sales of 
home appliances, textiles, automo- 
biles, plumbing, etc., by combatting 
cheap foreign imports, financial as- 
sistance to consumers, and removal 
of high taxes. He pointed out that 
even though many Canadian homes 
need the aforementioned essentials, 
workers producing them are un- 
employed. 

On October 26, the educational 
meeting was held. It was a con- 
tinuation of the highly successful 
presentation on “Effective Letter 
Writing” previously held. Mr. Ralph 
Kluckner of B. C. Electric presided. 
Also on October 26, PA’s toured 
the operations of the Canadian 
Broadcasting Company’s television 
station. Now when they settle down 
in front of their TV sets, they know 
what goes on behind the scenes to 
bring them the programs they enjoy. 


> 2 A 7 
Central Michigan Association 


The topic at a recent meeting of 
the Purchasing Agents Association 
of Central Michigan was one that 
warrants more and more attention 
frora PA’s and buyers. It was plas- 
tics. On hand to discuss “New Uses 
for Plastic” was Paul Ritchey, PA 
for Kish Resin Co. in Lansing. 

New members of the fast growing 
Central Michigan group include: 
Herbert R. Leece, Timken Silent 
Automatic Co., Jackson; Hubert D. 
Federer, Teer-Wickwire & Co., 
Jackson; and Don R. Smith, Lansing 
Co., Lansing. 
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FOR RUGGED SERVICE... 
All motors are 
NOT. alike : 4 






Reliance Totally-enclosed Fan-cooled 
A-c Motor. All other standard en- 
closures available, with wide choice 
of mechanical and electrical designs 
and special mountings. Ratings from 
3/4 to 300 hp. 


> Heavy shafts, bearing to bearing 
>t Indestructible pressure-cast rotors 


>+ Shock-resistant frame and 
bearing-bracket construction 


.-» AND THE BEST PRE-LUBRICATED BEARING DESIGN 
The Reliance pre-lubricated bearing provides four times more operating 
hours without re-lubrication than any other bearing used in motors today. 
And—whatever your lubrication schedule—you just can’t grease’ em wrong! 
To get the complete “inside story” on motor bearings, write today for new 
Bulletin B-2202. It contains hard facts on the advantages of the Reliance 
pre-lubricated bearing design, with cutaway view, cross-section dia- 
gram, comparison chart, and statements by bearing manufacturers, ®-148v 


RELIANCE ty5iutifcetes 


$38 % - «Sa 
> . 


$ 
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For Stampings 


...l00k for the PLUS 


beyond 


the PRICE? 
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ce 
for 
instance ! 





Ever think how much time 
good quick service saves 
you and other key men in 
both office and plant? 
Excellent service — proved 
every business day for 39 
years — is another of the 
many plusses you get when 
you buy Detroit stampings. 








Look for the Plusses beyond 
the price the next time 
you buy stampings! 


And be sure to try DETROIT 


DETROIT STAMPING 






408 Midland Ave., Detroit 3, Mich. 


“America’s Best-Known 
Jobbing Stampings Manufacturer” 
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Detroit Association Featuring 
Program Innovations 


Members of the Purchasing 
Agents Association of Detroit are 
certainly enjoying innovations with 
their recently installed president, 
Marvin A. Klang; first vice presi- 
dent, Fred Alcorn; second . vice 
president, Russell A. Stark; and 
treasurer, Al Kay. These men took 
office at the September meeting. 

The October meeting, held on the 
21st, really broke with tradition. At 
5:45 a forum was held on “Today’s 
Purchasing Agent, a Product of In- 
dustry-Education Cooperation.” Ex- 
pressing industry’s desire to coop- 
erate in a greater educational effort 
were Jim Cameron of Ford Motor 
and W. Williams of American Mo- 
tors. 

Speaking from the _ educator’s 
point of view were Dr. F. Mauser 
of Wayne University and Professor 
C. Hardwick of the University of 
Detroit. They pointed out that, “if 
purchasing wants more emphasis 
placed on its needs in the univer- 
sity curriculum, it will have to 
demonstrate this by hiring more 
graduates.” W. J. Pierce of Detroit 
Edison, education chairman, served 
as moderator of the discussion. The 
ideas expressed by panel members 
promoted considerable discussion 
among members which continued 
during dinner. 

Featured speaker at the dinner 
meeting was Jennings Randolph 
assistant to the president, Capital 
Airlines. Mr. Randolph gave an in- 
teresting and inspiring talk on “The 
Public and You.” Commodity re- 


Feature of Detroit Association meetings is a “browsing rack” located adjacent to the dining 
room. Plastic pockets on the display board are filled wih NAPA literature and at feast one 
member of the education committee is on hand to answer questions. 


OF 
ARE ‘Vow TAKING ADVANTAGE 












ports covering fuel, steel, and non 
ferrous metals have long been 
important part of Detroit Associ 
tion meetings. This year, speci 
reports on various commoditi 
have been added to the progra 
Harry Wurster of Wyandote Che 
icals has covered chemicals, includ 
ing synthetics and plastics, at th 
first two meetings this year. 

On November 16, Detroit PA’ 
journeyed across the Detroit Rive 
to Windsor, Ontario for a _ join 
meeting with the Essex-Kent Asso 
ciation. Highllight of the get-to 
gether was a tour of the Gener 
Motors of Canada plant. Membe 
are now looking forward to thei 
annual Ladies Nite and Christm 
Party on December 16. 





A ¥ 7 
Lehigh Valley Ass’n Honors 
Past Presidents 


It was past president’s night fo 
the Purchasing Agents Associatio 
of the Lehigh Valley. On hand fo 
the occasion were 15 past presiden 
of the association. Highlight of thd 
evening was a talk by 8th Distric' 
Vice President Frank Whyte, Mr 
Whyte spoke on the relationship 
between purchasing and the othey 
four major activities in a company. 

New members of the Lehigh Val- 
ley group include: Milton O’Merle 
Tru-Matic Machine & Tool Co., E, 
Stroudsburg, Pa.; Sigmund S. Ste- 
wart, Air Products Inc., Emmaus, 
Pa.; and Elmer S. Barto, Rodal 
Manufacturing Co., Emmaus. 



































BETTER INFORMED ? 
THESE DETROIT COLLEGES 
OFFER COURSES OF VALUE 
TO PURCHASING PERSONNEL 


Your Educetion 











PURCHASING 


























TWO STRIPS OF COLD-ROLLED STEEL? 




















: 
dale} Q : = : : ‘ > we ‘ 
That’s right. The picture above was made from a types, in many finishes, are carried in New York, 
photograph of two strips of Uddeholm cold- Cleveland, and Los Angeles. 
rolled strip steel, both shown here actual size. wa MALTA ; i. 
dining} ; , ' ; WRITE FOR SUBSCRIPTION TO UDDEHOLM’S MONTHLY 
You see one, %%-inch wide, but where is the am ee fe a 2eri 
t one ge STOCK LIST OF STRIP STEELS. 
second? You’ve probably guessed it: the entire 
background of the picture is a wide strip of — yppEHoLM, 155 East 44th St., New York 17, N. Y. 
cold-rolled steel. 
We took this picture to illustrate the great Please send me monthly strip steels stock list. 
range of sizes you can get when you order anil 
Uddeholm Swedish strip steel. 
m , ; TITLE 
FI Widths from \% to 1614 inches. 
Thicknesses from .001 to .125 inches; toler- COMPANY 
ances as close as + 8/100,000 of an inch. 
; ADDRESS 
Stocks of clock spring steel, bandsaw, flapper 
valve, thickness gauge, razor, and many other City ZONE STATE 


UDDEHOLM COMPANY OF AMERICA, INC. 


Tool and Die Steels New York: 155 East 44th Street, MUrray Hill 7-4575 
Specialty Strip Steels Cleveland: 3756 Carnegie Avenue, HEnderson 1-7440 
Los Angeles: 5037 Telegraph Road, ANgelus 2-5121 
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Is your Salesman Getting... 





























A BOOST... or THE BOOT? 


How often have you heard a salesman com- 
plain, “I sold the idea, but their Purchasing 


Agent gave the order to a competitor.” 


Advertising can help you do the job. That's 
why so many leading industrial advertisers use 
PURCHASING Magazine. Read regularly by 
the men responsible for 85% of industry’s buy- 
ing, PURCHASING gives you the largest avail- 
able coverage of industrial PAs. 


[t's a very common, a very sad story. But it has 
a simple moral: You’ve got to sell the Purchas- 
ing Agent, too. You've got to sell the PA on 
your product and on your company. 


If you sell an industrial product . . . : 
put PURCHASING power behind it! PURCHASING 


NB P| 
PURCHASING MAGAZINE 
205 Eust 42nd Street, New York 17, N. Y. 


The basic magazine on any industrial advertising schedule! 


A CONOVER -MAST PUBLICATION 


PIR 


rors 


PURCHASING 
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Tire Bases 

Steel bands formed and flash 
butt-welded into wheel tire 
base for industrial trucks. 






\\N 
Wheel and Rim Assemblies 
Weldment of carbon steel bar 


and plate for use on heavy 
earth-moving equipment. 


Motor Frames 

Steel bars and plate formed 
and welded into industrial 
motor frame. 








American Welded parte 


IN EVERY J-5 7 JET ENGINE 


For 35 years American Welding know-how has kept pace 
with the aviation progress. Today a large part of our extensive 
welding, machining and fabricating facilities are devoted to 
the production of welded components for U. S. jet engine 
manufacturers — 73 different kinds of parts on the Pratt & 
Whitney Aircraft J-57 turbojet alone. 


Compressor Cases 
Welded band for hermetically 
sealed refrigerator compressor. 





Armature Spiders 


Weldment of six parts com- 
bining plate and bar stock, 


This knowledge of welding and fabricating has also been 
applied.to other industries. For example, if you produce a 
component like those shown here — or if you think fabrication 
by welding may be the solution to a particular problem —let 
us know. Our Product Development Division has been able 
to assist many companies with their metal fabricating problems 
and will be glad to consult with you. 


THE AMERICAN WELDING & MANUFACTURING CO. 
460 DIETZ ROAD ° WARREN, OHIO 
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Turbine Frame Assemblies 
Formed sheet metal bands 
and flash butt-welded rings 
fabricated into a jet engine 
component. 





eeeeeeeeeeee 







Wes >> ty Y Send for Free Catalog of 
<= American Welding Facilities 


WELDING * MACHINING ¢ FABRICATING 
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Generalitt Pallet Boxes 
save 15,000 a year! 


It once took five men—just to store and ship automotive compo- 
nents produced by Excelwel Manufacturing Company of Detroit. 
Now two men handle the job—easily—with Generalift Pallet 
Boxes. That’s only one aspect of the many savings brought 
about in one year, in one plant—with Generalift. Excelwel’s plant 
superintendent estimates these savings at $15,000 a year. 


Here are 4 ways Generalift Pallet Boxes can 
ease your handling and shipping problems: 
1. They arrive “flat’’ for easy storage. 
2. They’re pailetized for easy fork lift handling. 


3. They’re light—but extra sturdy. They carry a payload of well 
over a ton—safely and easily. 


4. They stack three and four high—fully loaded—save valuable 
warehouse space. 

Write today for full details. Find out how Generalift can help solve 
your handling, storage and shipping problems—at a saving. 
Engineered Containers for every shipping need 
Facfories: Cincinnati; Denville, N. J.; East St. Louis; Detroit; Kansas City; Louisville; 


Milwaukee; Prescott, Ark.; Sheboygan; Winchendon, Mass.; General Box Company of 
Mississippi, Meridian, Miss.; Continental Box Company, Inc., Houston. 


yenetal Box 


<— BOX gai “ MINER STREET, * PLAINES, Y 
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Brown University Establishes 
Course In Purchasing 


As part of its regular University 
Extension Program, Brown Univer- 
sity, Providence, has included a 
course in Purchasing Principles and 
Practices. D. Francis Finn, purchas- 
ing agent for the university, is con- 
ducting the course. 

Current registration in the class 
is 33, including purchasing agents, 
buyers, clerks, expediters, and 
other personnel who have jobs re- 
lated to purchasing. They will at- 
end 12 weekly sessions, the first of 
which was held on September 29. 

The establishment and indicated 
success of the course are in part 
credited to the Rhode Island Pur- 
chasing Agents Association. The 
association has been encouraging 
the university to include such a 
course in its extension curriculum, 
and has given the course a good 
deal of publicity among its mem- 
bers. 


.. Fg 


Niagara PA’s Welcome Mer. Ahi 


Guest at the opening meeting of 
the Purchasing Agents Association 
of Niagara District was G. W. 
Howard Ahl, president of NAPA. 
Other notables included District 8 
Vice President Frank Whyte and 
A. L. Francis, president of the Can- 
adian Council of Purchasing Agents. 
The meeting started with a com- 
modity report by H. G. Morrow of 
McKinnon Industries. Highlight of 
the meeting was a talk by Mr. Ahl 
stressing the self-education theme 
of membership in an NAPA chapter. 

The following week some 41 mem- 
bers and 19 guests of the associa- 
tion were on hand for a trip to the 
Toronto plant of the American Brass 
Co. PA’s got a greater insight into 
the wide variety of products made 
at this modern plant. 


,. es 


Ft. Worth Activities 


Highlight of the November meet- 
ing of the Purchasing Agents Asso- 
ciation of Ft. Worth was a discussion 
on “Standardization.” The program 
was presented by Otto Dworak, 
chairman of the Standardization 
Committee. 

On November 17, there was a 
plant visit. Members toured the 
Bennett plant of the Acme Brick 
Co. and were dinner guests at its 
beautiful lake clubhouse. Next event 
on the Ft. Worth calendar is the 
annual Christmas party on Decem- 
ber 20 at the Hilton Hotel. 
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iia SO MN +s. One gear or 10,000 or more 
ILLINOIS GEAR & MACHINE COMPANY . 
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DELIVERY 





PLYMOUTH 
) Rubber ne 


4, Bands 


; j OUTSTRETCH 
OUTLAST 
ALL OTHERS 





@ Bands for Every Purpose 


@ Saves Time and Labor in Production 
PROMPT @\Ne'll Make Them for Your Special Needs 


NATIONALLY DISTRIBUTED . . . AVAILABLE AT YOUR REGULAR SUPPLIERS ON 
All Plymouth Standard Bands Made to Federal Specifications 


PLYMOUTH RUBBER COMPANY, Inc., Canton, Mass. 


N. Y. Federal Buyers 
Hear G. H. Gutekunst 


The Navy Theatre in New York 
City was the site of the October 
meeting of the Federal Procure- 
ment Officers Association of Greater 
New York. Guest speaker at the 
meeting was George H. Gutekunst, 
associate editor, PURCHASING. 
His topic was “Purchasing Office 
Equipment”. Mr. Gutekunst pointed 
out the importance of understand- 
ing the “work-flow” pattern of an 
office and its relationship to good 
office purchasing practices. He 
briefly analyzed some of the office 
purchasing problems and indicated 
purchasing’s assistance toward elim- 
inating them. Following the talk, 
Thomas E. O’Rourke, president of 
the association, conducted the regu- 
lar business meeting and then held 
a discussion on new government 
buying directives. 





ADDITIONAL 
ASSOCIATION NEWS 


PAGE 254 
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OLIDATED 


MOLDED PRODUCTS CORPORATION 


SCRANTON 2, PENNA. 
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Replacements 
last longer 
than original parts 
when you use 


AMPCO’ Stock Bars 


Get improved life and performance by using Ampco 
Grade 18centrifugally cast Stock Barsavailable“ascast” 
or heat-treated. Select properties you need from table. 








Grade 18 18-13 (H.T.) 18-22 (H.T.) 18-23 (H.T.) 
Tensile 105,000 105,000 110,000 110,000 
Yield 38,000 35,000 55,000 46,000 
Elongation 20.0 20.0 8.0 16.0 
Brinell (300 kg.) 187 183 228 207 








' order for immediate shipment from Milwaukee or one 
















Carry a supply of Ampco bars in your stock room,or 


of our franchised distributurs. Bars are 1214” long, 
rough bored, faced one end; 11%” to 3%” ID, 134” to 
6 OD. Solid extruded bars 142” to 442” diam. are also 
available. 

Attractive wall chart and 4-page data sheet give 
full details — free. Write for yours now. 


*Reg. U. S. Pat. Off. 





= 

Ampco Metal, Inc. 

= Sole prodiicer of Dept. P-12, Milwaukee 46, Wisconsin 

genuine Ampco Metal West Coast Plant * Burbank, California 
0-31 
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7 7 FE N TW FE LD - TRENTWELD stainless steel tubing gives economical, trouble- 
- free service over long periods of use. It’s an ideal choice, for ex- 
STAINLESS TUBING * ample, for applications such as the 60-foot rotary kiln dryer you 


are looking into in the photograph above... operating at high 
gives lon ger - temperatures and where corrosive conditions are encountered. 
rw 


In fact, you just can’t buy better tubing than TRENTWELD 
0 erati n life for any application. That’s because TRENTWELD stainless and 
p g eee - high-alloy welded tubing is a product of tube mill specialists. Each 
tube has a uniformly sound weld indistinguishable from the parent 

metal and just as strong and corrosion-resistant. 


FREE—Weite tor your copy of : Whether or not your job is as large and complex as a rotary 


the new TRENTWELD price calculator. dryer, you can specify TRENTWELD tubing with confidence. 
Just a tug at the selector slide gives 


seg * And when it comes to tubing sizes and finishes, Trent offers the 
you complete price information - . c - pe ce 
and weight per foot of the tubing : widest range in the industry .. . from 144” to 40” O.D. and up. Next 
size and grade you need. Better - time you have a job involving tubing, remember—you can make it 
send for your free copy now. better with TRENTWELD 


TRENTWELD 


STAINLESS STEEL TUBING 


TRENT TUBE COMPANY, GENERAL SALES OFFICES, EAST TROY, WISCONSIN (Subsidiary of CRUCIBLE STEEL COMPANY OF AMERICA) 
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Personalities 





Edwin S. Ladley has been appointed 
tor of Purchases for Hercules 

r Co., Wilmington, Del. He suc- 
Lawrence J. Finnan, Jr., who 
etiring after 40 years of service 
company. Mr. Ladley joined 

H les in 1942 as a clerk in the 
tary’s office. In 1942 he was trans- 

to the purchasing department, 

in 1944, he was named a Buyer. 
1951, he became Assistant Director 

f Purchases. Prior to joining Hercules, 
was with American Road Machinery 
Fibre Specialty Mfg. Co., and 

M. Worrall Co., Inc. At the 

sa time, it was announced that 
William A. Hoffman, Jr., had been 
med Assistant Director of Purchases. 
Mr. Hoffman joined Hercules in 1940, 
smokeless powder division of 





IN THE NEWS 


the company’s Kenvil, N. J., plant. 
He went to the purchasing department 
in 1946 and became a Buyer two years 
later. In 1950 he was appointed a 
Senior Buyer. 


C. E. Antony, formerly Assistant 
Director of Purchases for New Idea 
Division, Avco Mfg. Corp., Coldwater, 
Ohio, has been made Director of Pur- 
chases. He succeeds E. C. Carmen, 
who has been named administrative 
assistant to the general manager. Mr. 
Antony joined New Idea as a payroll 
clerk in 1934 and worked in the cost 
accounting department before being 
transferred to the purchasing depart- 
ment. 





Fred G. Rawlings (right) retiring Purchasing Agent for Hood Rubber Co., a 
division of the B. F. Goodrich Co., Watertown, Mass., receives a pinseal wallet 
and a sum of money donated by his friends at Hood from C. L. Sheldon, Manager 
of Purchasing. Mr. Rawlings has been at Hood for 26 years, starting as supervising 
engineer, then staff engineer, superintendent of Hard Rubber Finishing and, 


in 1939, Purchasing Agent. 





John H. Harmon, Jr., is now General 
Purchasing Agent af The Pure Oil 
Co., Chicago. Formerly Assistant Gen- 
eral Purchasing Agent, he succeeds 





J. H. Harmon, Jr. 


G. L. Parsons, who is retiring after 
30 years in the post. Mr. Harmon 
joined Pure Oil in 1934 and has worked 
in several divisions. He was a student 
engineer and a junior engineer in the 
research and development laboratories. 
Later, he worked in Minneapolis and 
Cincinnati as an industrial oil sales- 
man and finally became assistant chief 
clerk in the purchasing department in 
1940. He was made a buyer in 1942 
and was advanced to Assistant Gen- 
eral Purchasing Agent in 1947. 


The appointment of Carl J. Koelsch, 
Jr., as Associate Director of Purchases, 
has been announced by Trailmobile, 
Inc., Cincinnati. Mr. Koelsch will co- 
ordinate with W. H. French, all the 
purchasing activities of Trailmobile. 
Mr. Koelsch, born in Germany, settled 
in the U. S., at 14, in Pittsburgh. His 
first position was a clerical one with 


(Please turn to page 236) 
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We can give you 
PAPER to package 






STEEL 
STRAPPING 


. eee OF 


...two more examples 


of 600 Tailor-Made 
Riegel Papers 


Riegel can make a tough du- 
plex paper for wrapping 
heavy coils of steel strapping 

. Or produce a moisture- 
proof, anti-tarnish, glassine- 
polyethylene laminate for 
packaging small parts like 
delicate hair springs. It is an- 
other example of the remark- 
able range of facilities we can 
put to work for you whenever 
you have a paper problem. 
Just tell us what the paper 
must do for you. Write now to 
Riegel Paper Corporation, 
P.O. Box 250, New York 16, 
N. Y. 


‘Riegel 
SPECIAL PAPERS 
for 


INDUSTRY 
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IT’S PAPER 











Protecting the freshness and 
flavor of top-selling packaged 
foods has long been a Riegel 
specialty. Lipton’s Soup, for 
example, uses a lamination 
of paper, polyethylene and 
foil...also printed and gloss- 
coated by Riegel. This is an- 
other interesting example of 
the remarkable range of fa- 
cilities we can put to work for 
you. Just tell us what you 
want paper to do. Write to 
Riegel Paper Corporation, 
P. O. Box 250, New York 16. 


‘Riegel 
SPECIAL PAPERS 
for 


INDUSTRY 


0 er 





eetened 





This 
PAPER 
will 






fs 


MAKE DIRT 
COME CLEAN 


... it's just one 


of 600 Tailor-Made 
Riegel Papers 


No need to shake out a dirty 
vacuum cleaner today, thanks 
to modern throw-away bags 
made of special Riegel paper. 
Porosity is carefully controlled 
to handle large volumes of 
air, yet stop the smallest par- 
ticles of dust. 

It's one more example of 
Riegel’s ability to make paper 
for almost any need. Tell us 
what you want paper to do 
for you. Write to: Riegel Paper 
Corp., P.O. Box 250, New 
York 16, N. Y. 


‘Riegel 
SPECIAL PAPERS 
for 


INDUSTRY 
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, your plaait protected Z 


Many factories and plants find an 
Anchor Fence just what they need 
to keep out thieves, vandals, agita- 
tors ... find an Anchor Fence ideal 
ontrol traffic effectively at mini- 
mum cost. What’s more, an Anchor 
Fence permits safe outdoor storage. 
Valuable indoor space can be put to 
profitable productive use. 
\nchor Fence provides these bene- 
fits on a permanent basis. Exclusive 
p-driven anchors hold this chain 
nk fence erect and in line regard- 
of soil or weather conditions... 
yet fence can be moved quickly and 


easily to new locations. Square, tubu- 
lar steel end, corner and gate posts 
enhance appearance, give greater 
strength. H-beam line posts increase 
installation durability. Square, tu- 
bular steel frame gates, arc-welded at 
the corners for greater strength, com- 
plete an Anchor Fence installation. 
So insist on Anchor Chain Link 
Fence ... the fence with the zinc 
coating applied after weaving—not 
before. Write for informative “In- 
dustrial Catalog.” Address: AN- 
CHOR Post Propucts, INC., 6615 
Eastern Ave., Baltimore 24, Md. 





Division of ANCHOR POST PRODUCT S, Inc. 


Plants in: Baltimore, iendinie Sinasiohs tikes ‘oil Los Angeles, California. 


Branches and Warehouses in all principal cities. 
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(Continued from page 234) 

the U. S. Steel Corp., Pittsburgh. In 
1920 he went to Youngstown where he 
later became secretary and treasurer 
of the Newton Steel Co., which later 
merged with Corrigan-McKinney Steel 
Co. He joined Fisher Body Co., Detroit, 
in 1932 as a steel buyer and purchased 
all the armor-plate for the tank divi- 
sion during World War II. He joined 
a large trailer firm in 1943, as Director 
of Purchases, and became a_ vice 
president in 1953. 


American Cyanamid Co., New York, 
has established a Coal Tar Chemicals 
Section within its General Purchasing 





E. C. Medcalf 


Department. Eugene C. Medcalf has 
been named Manager of the section, 
which will operate at the firm’s Bound 
Brook, N. J., plant. 


Walter S. Longbottom has _ been 
named Chief Purchasing Agent of the 
recently formed Farnsworth Electron- 
ics Co., Ft. Wayne, Ind., a division 





W. S. Longbottom 


of International Telephone and Tele- 
graph Corp. Mr. Longbottom has been 
associated with the Capehart-Farns- 
worth Co., another IT&T division, for 
five years as Chief Purchasing Agent 
for Technical Products. Before joining 
Capehart, he spent four years as Pur- 
chasing Agent for Boonton Radio Corp., 
Boonton, N. J., and had been Resi- 
dent Purchasing Agent of the Cam- 
den, N. J., offices of RCA from 1935 
to 1947. 
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WE MATCH ROLLERS IN EACH BEARING to almost micro- 
scopic limits. Grinding and honing rollers to extremely close toler- 
ance isn't enough. This machine sorts them into even more precise 
sub-sizes. Result: All the rollers in each bearing are the same size; 


each roller carries the same load. This assures quieter operation, - 


longer life. It’s just one more step we take to make Timken® bearings 
number | for value. 


THE NUMBER 15245 on the bearing cup, together 
with 15123 on the cone, means it’s a tapered roller 
bearing of a certain size. But when it’s next to the 
trade-mark “Timken” it has another important 
meaning: It tells of the bearing’s fine quality and the 
services that go with it—important factors to a top P. A, 


double meaning 





TO GUARANTEE THE HIGH QUALITY of the steel 
used in Timken bearings, we make our own. We're the 
only bearing manufacturer in the U.S. A. that does. And 
even though it’s the finest bearing steel ever developed, 
we're always looking for ways to improve it. For instance, 
we use this X-ray diffraction unit to study the residual 
stresses present in heat-treated steel parts. 





OUR ENGINEERS WORK TO SOLVE YOUR PROB- 
LEMS—For example, data from this test, which runs 
bearings under abnormal conditions, has helped car 
makers get better performance from their Timken bear- 
ings. Quality and service make Timken bearings your 
number | value. And their public acceptance helps you 
sell Timken bearing equipped products. So always specify 
“Timken” with the bearing number. The Timken Roller 
Bearing Company, Canton 6, Ohio. Canadian plant: St. 
Thomas, Ontario. Cable address: ““Timrosco.” 


Quality, service and public acceptance make TIMKEN number | for VALUE 


’ 
NOT JUST A BALL © NOT JUST A ROLLER (> THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL @) AND THRUST -(@—LOADS OR ANY COMBINATION ‘y: 
t 


DECEMBER, 1954 
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>» The knights of old used shining armor plate to protect 
themselves against the dangers of their trade. When you 
move long-distance the Mayflower way, Mayflower’s expert 
packers protect your dishes, glassware and other valuables 
with the latest scientific methods and materials. Mayflower 
packers are specially trained 
to safeguard all your fragile 
articles so that they will 
ride safely to your new 
home anywhere in the 
United States or Canada. 
For a move that’s easy for 
you and safe for your furni- 
ture, use Mayflower Mov- 
ing Service. 





AERO MAYFLOWER TRANSIT COMPANY - INDIANAPOLIS 


Mayflower’s organization of selected warehouse agents provides on-the-spot 
representation at the most points in the United States and Canada. Your local 
Mayflower agent is listed in the classified section of your telephone directory. 














James Clark McGuire, Director of 
Purchase and Administrative Services 
of the Port of New York Authority, 
was awarded the bi-state agency’s 
Distinguished Service Medal for “un- 
usually efficient and distinguished ser- 
vice” at ceremonies held, recently, in 
the Barbizon-Plaza Hotel, New York. 





J. C. McGuire 


Mr. McGuire joined the engineering 
staff of the Authority in 1927 and or- 
ganized the agency’s centralized pur- 
chasing department in 1931. Since that 
time he has been in charge of all 
buying for the Port Authority’s 17 
terminal and transportation facilities. 
He is a member of the Purchasing 
Agents Association of New York, N. 
A.P.A., and was chosen chairman of 
the governmental, educational and 
institutional group of N.A.P.A. for 
the third consecutive year in 1954. 





J. H. Schul 


A major reorganization within the 
manufacturing division of Coleman 
Co., Inc., Wichita, Kansas, has ad- 
vanced John H. Schul from the posi- 
tion of General Purchasing Agent to 
the newly created post of Director of 
Material. In his new capacity, Mr. 
Schul will direct all production plan- 
ning, scheduling and production con- 
trol functions, and purchasing, stores, 
shipping and inplant transportation 
activities. He has been with the Cole- 
man Company since 1936 and has been 
General Purchasing Agent for the past 

(Please turn to page 242) 
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“Barrel nuts for a new jet... 
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AMERICAN 


delivers 
Non-Corrosive § pectals 


fast and right!” 





Special fasteners are no headaches, here. For 
American’s wide experience in non-corrosive metals, 
and unmatched know-how in cold heading, have 
taken the knots out of many a knotty problem. And 
often a lower-cost fastener has resulted, 

regardless of material costs. 


The American Phillips Fasteners shown here are 

cases in point. In both cases, American metallurgists 
and production engineers worked out a special solution 
...added the easy-driving, cost-cutting advantage of 

the engineered American Phillips Recessed Head... 
and gave each customer a low-cost special that 

has become a standard part of his product. 


Now, what’s so tough about your fastening 
problem? Let’s have a look at it. Write: 


M marks the spot 
. . . the mark of extra quality 





AMERICAN SCREW CO. 


PHILLIPS HEADquarters 
WILLIMANTIC, CONNECTICUT 
Plants at Willimantic, Conn. and at Norristown, Pa. 


arehouse and office at Chicago 
Office, Detroit, Michigan 
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ALL TYPES...ANY CLASS FIRE! 


Since different fire hazards require different types of 
fire extinguishers, PYRENE—C-O-TWO manufac- 
tures all types... the finest and most complete 
line on the market today. 

When doing business with PYRENE—C-O-TWO, 
you receive unbiased advice on what is best for your 
particular fire hazards, whether class A, B or C. 


Also, there is a well-rounded sales engineering or- 
ganization having nation-wide representation to 
render top quality service wherever you're located. 

Don’t take unnecessary chances .. . the extensive 
fire protection experience of PYRENE—C-O-TWO 
over the years is at your disposal without obliga- 
tion. Get complete facts now! 


PYRENE-- C-O-TWO 
NEWARK 1 + NEW JERSEY 


Sales and Service in the Principal Cities of United States and Canada 


COMPLETE FIRE PROTECTION 


portable fire extinguishers ... built-in fire detecting and fire extinguishing systems 


CARBON DIOXIDE + DRY CHEMICAL + VAPORIZING LIQUID * SODA-ACID + WATER + CHEMICAL FOAM «© AIR FOAM 
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Fits places and budgets 
that no other loader can!.. 


Clark’s new BULK LOADER 


This little end-loader wil do many of the things that 
bigger, more expensive machines can do—plus a lot of 
things they can’t do! The Clark BULK LOADER has 
the shortest turning radius of any machine on the 
market—5’10”. Within its capacity (11 cu. ft., 1200 lbs.), 
it’s unbeatable for handling loosely packed material in 
cramped quarters—boxcars, narrow aisles, close 
approaches to hoppers. There’s plenty of power, plenty 
of traction for light shoveling, with speeds up to 8% 
mph in both directions. Fully loaded, the BULK 
LOADER will climb a 14% grade. 







Ask your Clark dealer for a demon- 
stration of the new Bulk Loader. Send 
the coupon and we'll make the 


arrangements. 


DECEMBER, 1954 





Bucket action is also outstanding. Low-level inde- 
pendent tilt-back guarantees full bucket loads every 
time, permits carrying in lowered position without 
spillage. The 60 degree dumping action has a full 76 in. 
clearance under the hinge, 47 in. under the lip. 

Compare the performance of this new BULK 
LOADER against competitive machines. And remem- 
ber that you’ll have no service problems with this new 
Clark machine—parts and components are mainly 
interchangeable with the standard Yardlift-20. Service 
is immediately available from your local Clark dealer, 
listed in the Yellow Pages under “Trucks, Industrial.” 














C iq Q 4 Industrial Truck Division 1 

Battle Creek 23, Michigan 

3 Q U I PM 3 N T © Send details on the BULK LOADER 

| ( Contact me for demonstration | 
l | 
Name 
| Firm | 
7 Address 7 
| City ! 
ail 
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IS THE WORD as 
FOR THESE 








STAINLESS STEEL 
BLANKS... 








No matter how you look at it, these 
heavy gauge Blanks are unusual. 

Unusual because they are made of 
Type 302 stainless steel. Unusual 
because they are 5” thick x 734” 
ID x 78144” OD and weigh approxi- 
mately 7000 pounds each. Unusual 
because each required special cutting 
and machining to produce its rough 
machined shape. But such jobs are 
not unusual at G. O. Carlson, Inc. 

As specialists in working stainless 
steel, Carlson provides an unique 
service for you 


...by having skilled workers 
produce your stainless shapes. 


... by making full use of the 
specialized cutting and machining 
equipment at Carlson. 


... by giving you exactly what 
you want “on time” to keep your 
production running smoothly. 


... by eliminating shipping 
charges on material you can- 
not use. 

Put your stainless steel plate 


requirements in good hands .. . that 
means, G. O. Carlson, Inc. 


Stainless Steels Exclusively 


“CARLSON, snc. 


Plates « Plate Products e Forgings « Bars « Sheets (No. 1 Finish) 


THORNDALE, PENNSYLVANIA 
District Sales Offices in Principal! Cities 
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(Continued from page 238) 
six years. Mr. Schul has announced 
that A. F. Easley, Assistant Purchasing 
Agent, is now Production Control Man- 





A. F. Easley W. R. Oehlert 
ager. And, Wilbur R. Oehlert, formerly 
assistant to Mr. Schul, has been made 
Purchasing Agent. 


Thomas A. Edison, Inc., Orange, 
N. J., has appointed Alex N. Telischak 
as Assistant General Purchasing Agent. 





A. N. Telischak 


He has been with the company for 14 
years in the purchasing department, 
first as a clerk and later as a buyer. 
His job entails the expenditure of 
more than $13,000,000 yearly for every- 
thing from coal and fuel to a quarter 
of a million dollars worth of diamonds 
for the firm’s Voicewriter Division. 


Carl C. Svoboda is in charge of pur- 
chasing construction materials and raw 
materials for the newly formed Mobay 
Chemical Co., St. Louis. Mr. Svoboda 
has been Purchasing Agent for Mon- 
santo Chemical Co., having joined the 
firm in 1930. Mobay is jointly owned by 
Monsanto and Farbenfabriken Bayer, 
A.G. of Leverkusen, Germany. 


Kaiser Aluminum & Chemical Corp., 
Oakland, Calif., has named Robert S. 
Aubry as Assistant to Duncan Gregg, 
Manager of Purchasing. Mr. Aubry 
has had more than five years experi- 
ence in the purchasing field, first with 
Proctor and Gamble and later with 
the Westinghouse Electric Corp. His 
most recent position was executive staff 
assistant to the headquarters purhas- 
ing staff of the vice president of pur- 
chasing of Westinghouse. 


(Please turn to page 244) 
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LINEAR 


VEE-DAI 
RINGS 


Unique, new and revolutionary design 
of Lineak VEE-DAM Rings now does 
what no other packing has ever done: ; 
It completely eliminates labyrinth leak- . 
age, regardless of the fit at the ring 
joints. Even when gaps occur, through 
careless installation, or from variations 
in bore size, fluid can't leak past 
LineaR VEE-DAM Rings! 


STURDY 
RUBBER DAMS 


in the grooved hinge area of each ring 
hermetically seal off center groove sections : 
when rings are stacked together . . . elimi- oa 














AA Saas 


Zz 
nate all labyrinth flow. 
on the shoulders of each ring prevent 
lateral leakage and provide stabilizing U. S. Patent 
support. No. 2,665,151 











LinceaR VEE-DAM Rings save on instal- 
lation and maintenance ...reduce down 
time. They last longer, work better! 
We're molding them in a variety of 
sizes and compounds. Let us show you 
how VEE-DAM Rings can solve your 
packing problems! 





“PERFECTLY ENGINEERED PACKINGS” 


LINEAR, Inc., STATE ROAD & LEVICK ST., PHILA. 35, PA 
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A 
‘COMPLETE 


LINE 


FOR QUICK DELIVERY 
PLUS SPECIAL BLOCKS 


No matter what lifting problems vou have to cope with, 
MADESCO Blocks will make the job easier . . . faster . 
more economical. Their reputation for dependability under 


the most severe service is founded on over 25 years of ex- 
perience and specialization. 


Block sheaves (sheaves are ‘’the heart’’ of all blocks!) are 


available in your choice of steel or iron, with or without 
bushings. 


Our engineering services are available to aid in your solution 


to any lifting problem. Our catalog will gladly be sent on 
request. 


Write us or contact your local industrial distributor. 


MADESCO TACKLE BLOCK CO., EASTON, PA. 


Mi ADESCO pcs 


HAE-M590—2-54 
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R. S. Aubry 


The appointment of Logan H. Cash- 
men as Purchasing Agent, has been 
announced by Dumore Precision Tools, 


Racine, Wis. Mr. Cashmen joined Du- 
more in 1942, and in addition to his 
new post, he will carry on his duties 
as assistant treasurer of the company. 


Rust Engineering Co., Pittsburgh, 
has named S. D. Clarke, Jr., as Pur- 
chasing Agent. Prior to joining the 


N 


S. D. Clarke, Jr. 


Rust staff in April, Mr. Clarke had 
been Purchasing Agent of Kerotest 
Mfg. Co., Pittsburgh, with whom he 
had been associated for 11 years. He 
is a member of the Purchasing Agents 
Association of Pittsburgh. 
For More Information Circle No. 281 
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As a companion to its line of Type M Unibrake Motors with magnetic 
braking . . . Master now offers a line of Type D Unibrake Motors 


with dynamic braking. 


HOW IT WORKS. Dynamic braking is obtained with a patented* 
unique, multi-polar brake winding superimposed on the stator wind- . 


ing of any Master single-phase or polyphase induction motor. 


ADVANTAGES. Unibrake motors with dynamic braking are very com- 
pact, usually no larger than the standard motor. And since the dynamic 
brake has no moving parts, there is no wear . . . nothing to adjust 


. . . braking torque remains uniform. 


INCREASE PRODUCTION. Don't waste valuable production time wait- 

ing for machinery to coast to a stop . . . get quick slow-down for 

machine tool spindles . . . quick turn-around 

‘ ‘ time on many operations . . . speed up auto- DYNAM IC BRAKI NG 
matic cycling of machinery. And since Type D Unibrake Motors come 


to a rolling stop, they are particularly adaptable to equipment re- for 
quiring gear shift between cycles. 


A-C 
SIZES. Now available up to 30 horsepower ... . larger ratings are 
being developed. Master Gearmotors and variable speed drives can 


also be supplied with Type D Unibrakes. . CC) £4 


LITERATURE. For complete information write for Data 3810. 


THE MASTER ELECTRIC COMPANY © DAYTON 1, OHIO 


MOTOR 
WINDING 
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|NDUSTRIAL Developments 





rhe Cullom & Ghertner Co., Nash- 
ville, Tenn., has purchased the Esso 
Standard Oil Company’s Baltimore 
printing and lithograph plant. 


Production of Olin polyethylene 
packaging film and tubing has begun 
at the newly completed addition to the 
Pisgah Forest, N. C., plant of Ecusta 
Paper Corp., a_ subsidiary of Olin 
Mathieson Chemical Corp., New York. 


In a move to expand its San Antonio, 
Texas, box manufacturing facilities, 
Gaylord Container Corp., St. Louis, is 
constructing a modern box converting 
plant there. When completed, about 
July, 1955, the one-story steel and 
masonry structure will replace the 
present plant, which is equipped for 
limited production only. The new plant 
will corrugate, print, slot and fold 


containers of many types. 





~ 


A 75 TON Bliss Hydro-Dynamic Press has been added to the line of long stroke 
presses of Worcester Pressed Steel Co., Worcester, Mass. It is a single action type 
primarily for extruding, drawing or reducing work and has an adjustable stroke 


up to 60° maximum 
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A 16,000 sq. ft. warehouse has been 
completed by Quaker Rubber Corp., 
Division of H. K. Porter Co. Inc., 
Philadelphia. Constructed of prefabri- 
cated structural steel and cinder block, 
it doubles present factory warehouse 
space and includes a hose processing 
department as well as providing addi- 
tional shipping facilities. 


The Torrington Mfg. Co., Torrington, 
Conn., has changed the name of its 
Spring Machinery Division to the Wire 
Forming Machinery Division. 


Jones & Laughlin Steel Corp., Pitts- 
burgh, is building a new Container 
Division plant and office on the site of 
J&L’s present plant in West Port Ar- 
thur, Texas. Equipment now used for 
producing steel drums will be moved 
into the new building, which will have 
about 38,000 sq. ft. 


Borg-Warner Corp., Chicago, has ex- 
tended its manufacturing operations to 
the West Coast. Weston Hydraulics 
Limited, with its plant in North Holly- 
wood, Calif., has been acquired by 
Borg-Warner and will be operated as a 
subsidiary. 


The new 40,000 sq. ft. plant of the 
Colson Corp., Elyria, Ohio, is nearing 
completion. The one-story building, of 
steel construction, will be 1% miles 
from Colson’s main factory in Elyria. 


Kuhlman Electric Co., Bay City, 
Mich., is expanding its factory space. 


The completion of a new polyester 
production unit at the Azusa, Calif., 
plant has been announced by Reich- 
hold Chemicals, Inc., White Plains, 
N. ¥. The unit has an estimated ca- 
pacity of 10,000,000 lbs annually and 
provides for additional capacity. 


(Please turn to page 248) 
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A JET AIRCRAFT...6000 CAPACITORS 
AND CITIES SERVICE LUBRICANTS... 


WHAT GOES INTO A capacitor? Three Aerovox 
employees holding just a portion of the insulation and 
metal foil that goes into one small capacitor. After the 
material has been made into a roll, high vacuum pumps 
must remove all air and water before capacitor is im- 


pregnated with hot oils or waxes. 


TWO OF AEROVOX’S VACUUM PUMPS: Water 
given off in high-vacuum process was problem to pump 
operation until Cities Service Engineer Ralph Ritchie 
showed Aerovox a Cities Service Pacemaker oil that 
really sealed bearings. Results: Continuous operation 
up 300%, oil consumption down 66%. 


DrEcEMBER, 1954 


HOW DO THEY FIT TOGETHER? 


There are almost 6000 capacitors in the electronic equipment of a modern 
jet aircraft ...And it takes Cities Service lubricants to keep production of 
those tiny capacitors humming, says Aerovox Corp. of New Bedford, Mass. 


A JOB FOR VACUUM PUMPS-—Aerovox makes literally billions of 
capacitors... for jet aircraft, for radio, television, and hundreds of other 
industries. To have the greatest amount of insulation and withstand voltage 
strains, capacitors must be vacuum impregnated with hot oils or waxes. This 


requires high-vacuum pumps. . . but the water involved in the process often 
can hamper operation. 


THE NEED FOR PROPER OIL -— Sealing a pump’s bearings against the 
water from the vacuum process was a difficult problem for Aerovox until 


they discovered Cities Service Pacemaker Series High-Vacuum Pump Oils. 
Look what happened then! 


OPERATION UP 300%...OIL CONSUMPTION DOWN 66% 
—Continuous operation increased 300% and oil consumption was reduced 
66%. Says John Stager, Aerovox Chief Engineer, “Cities Service oil has 
proved far superior to any other oil thus far used.” 


Investigate the complete, high quality Cities Service line of oils and 
greases for your operation. 


CITIES ©) SERVICE 


QUALITY PETROLEUM PRODUCTS 
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ADAC shown in plastic case is normally 
hermetically sealed in metal cover. 


This servo driven Converter is de- 
signed to be read-out either ‘‘on the 

run” or ‘on demand”. For read-out, 

the digital computer sends an inter- 
rogating pulse to all the drums (and 

their segments) in common. The pulse can 
only return to the computer via the brushes 
contacting the tracks. If a brush is on o con- 
ducting segment, the pulse returns to the 
computer; if the brush is on an insulated 
segment, the pulse is blocked. All 12 tracks 
ire simultaneously read and the return 
pulses are thus coded to represent discrete 
steps of the transducer feeding ADAC. 


jsing precision servo components, the 
sccuracy of ADAC has been reduced to 


KEARFOTT COMPONENTS 
INCLUDE: 


Gyros, Servo Motors, Synchros, Servo 
and Magnetic Amplifiers, Tachometer 
Generators, Hermetic Rotary Seals, 
Aircraft Navigational Systems, and 
other high accuracy mechanical, elec- 
trical and electronic components. 
Send for bulletin giving data of com- 
ponents of interest to you. 














KEARFOTT ADAG 





Servo 

Analog 
Digital 
Analog 


Converter 





ADAC is a device for the precise 
electro-mechanical conversion of analog 
information to digital form. ADAC works 
from a synchro voltage input and produces 
a 12-binary-digit informational output. 


A SUBSIDIARY OF GENERAL PRECISION EQUIPMENT CORPORATION 





ates 


one part in 4096 (.02%), or approximately 
5 minutes of transmitter rotation. It weighs 
only 22 pounds and measures three inches 
in diameter and four inches in length. The 
device is hermetically sealed and is highly 
shock resistant. The T3100 Servo Amplifier 
provides the necessary excitation for the 
servo elements of the Converter. A direct 
drive ADAC providing the segmented drums 
and necessary gear trains, and an inverse 
ADAC for digital-analog conversion is avail- 
able. 


Let us send you complete data sheets. Write 
today. 





West Coast fice: 253M. Vinedo Avenve, Pasadena, Calif. 


sila 
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A new bonded mill depot has been 
opened in Rochester, N. Y., by Wol- 
verine Tube. Division of Calumet & 
Hecla, Inc., Detroit. It will stock Wol- 
verine seamless, non-ferrous, copper 
water tube; automotive tube and re- 
frigerator tube. 


Pressed Steel Car Co., Inc., New 
York, has purchased the assets of 


Clearing Machine Corporation, Chi- 

cago. Clearing wili operate inde- 

pendently as a PSC division. 
Sandusky Abrasive Wheel Co., re- 


cently acquired as a wholly-owned 
subsidiary by Ideal Industries, Inc., 
Sycamore, Ill., has moved its operations 
to Sycamore from Kalamazoo, Mich. 


An 8,000 ton forging press, three 
stories high, and two 4,000 ton capacity 
forging presses are included in a major 
expansion program of the facilities at 
the Harvey Aluminum plant in Tor- 
rance, Calif. Completion of the new 
structures to house the presses and 
auxiliary equipment, is scheduled for 
early 1955. 


The new “Mylar” polyester film plant 
in Circleville, Ohio, of the E. I. Du Pont 
de Nemours and Co., Inc., Wilmington, 
Del., is now in commercial production. 


Clark Equipment Co., Buchanan, 
Mich., has acquired the inventories, 
engineering designs, products, tooling, 
trademarks, patents and certain other 
assets of the Torcon Corp., Ashtabula, 
Ohio, 


Thew Shovel Co., Lorain, Ohio, has 
acquired the Dixie Crane & Shovel 
Co., Inc., Harrisburg, Pa. The Dixie 
Crane line will continue to be manu- 
factured and distributed under that 
brand name. 


Simpson Electric Co., Chicago, has 
purchased the complete plant facilities 
of O. D. Jennings & Co. The four-story 
acquisition contains more than 100,000 
sq. ft. of modern plant space. 


Edgcomb Steel Corporation, Hillside, 
N. J., has changed its name to Edgcomb 
Steel and Aluminum Corp. 


The Alpha Corp., Greenwich, Conn., 
has moved to 65 Harvard Avenue, 
Stamford, Conn. 


The complete production facilities of 
the Detroit Die Casting and Plating 
Co. have been purchased by Bart 
Mfg. Corp., Belleville, N. J. 





QUICK—CONVENIENT 
Use the Inquiry Card on 
Page 17 for additional 
information on any product 
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STAINLESS STEEL FOR TRA 


Mclouth 


STAINLESS 


Cteel 


High quality stainless sheet 
and strip steel... for the product 
you make today and the 


product you plan for tomorrow. 








McLouty Stee. Corporation 
DETROIT, MICHIGAN 


Manufacturers of Stainless and Carbon Steels 








Browning 
Bushings 


FOR SIMPLIFIED 
ASSEMBLY 


Mounting and removing the Browning bushing is so easy you 
actually can do it blindfolded! When in place, however, this split taper 
compression bushing exerts powerful clamping force on the shaft, will 
not loosen under the most punishing loads. Made of “‘unbreakable” 
malleable iron, practically indestructible. No special tools required. Inter- 
changeable in Browning single and multiple groove sheaves, Poly-V 
sheaves, roller chain sprockets, paper pulleys and rigid, flexible and chain 
couplings. Browning distributors offer thousands of size and bore combinations— 
off the shelf, ready to use. Ask for Catalog GCIOI. 











External key guides bushing into place, absolutely 
prevents incorrect mounting. 


Tapered bushing and bore provide tremen- 
dous clamping pressure, assure true running. 


Hardened cap screws in- 
sert easily, are tightened 
with ordinary open end wrench, 
locking bushing in bore. 





Barrel is double split to 
permit positive locking 
clamp fit. Flange is solid to 
maintain true accurate bore for fast mounting 
on shaft. No distortion. 

Bushing is keyed to shaft for added driving strength. 


Cap screws, when inserted in these tapped push-out 
holes, easily release the compression and permit 
fast simple disassembly. 


MANUFACTURING COMPANY 


MAYSVILLE, KENTUCKY 
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NEWS OF YOUR SUPPLIERS 





The appointment of Edwin D. Meade 
as manager of industrial products sales, 
mechanical goods division, has been 





E. D. Meade 


announced by United States Rubber 
Co., New York. He will headquarter 
in the firm’s Fort Wayne, Ind., plant. 


Thomas P. Johnson has been elected 
a director of Federated Steel Corp., 
Pittsburgh, and its subsidiaries, The 
Hamilton Steel Co., Cleveland, and 
the Morrison Drabner Steel Co., Cin- 
cinnati. 


Kier M. Boyd has been appointed 
director of the Product Service Divi- 
sion, Jones & Laughlin Steel Corp., 
Pittsburgh. He has been assistant man- 
ager of J&L’s Order Division since 
1953. 





R. L. Weidman 


Robert Lee Weidman has been made 
a technical sales representative for the 
Mid-Atlantic states by Cooper Alloy 
Foundry Co., Hillside, N. J. 


Harvey A. Craig has been made man- 
ager of sales of the Bolt and Nut Divi- 
sion of Republic Steel Corp., Cleve- 
land. He will headquarter in the divi- 
sion’s offices in Cleveland. 
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It’s not hard to get a promise of shipping con- 
tainer delivery. But often there are a number of 
“ifs” in that promise. “Ifs’” that don’t exist at Gair. 

“If our supply of raw materials permits, we'll 
be able to deliver on schedule” is one of the “ifs” 
you won't find at Gair. Our raw materials are 
grown in our own forests, processed in our own 
plants. We don’t run short. 

“If our manufacturing schedule holds up” is 
another qualification you won’t hear from Gair. 


GAIR CONTAINER PLANTS 


at an, 


% 


MEET YOUR DEADLINES 


We have eleven plants, equipped to fabricate what- 
ever quantities and types of corrugated or solid 
fibre shipping containers you need: 

“If local transportation facilities stay on sched- 
ule” is a third worry you don’t have with Gair. 
Gair trucks provide a neighborhood service from 
strategically located plants. 

Check your nearest Gair plant for the complete 
story on Gair-designed shipping containers to meet 
your specific needs. $C.4.2 


Cambridge, Mass. ¢ Cleveland, Ohio ¢ Holyoke, Mass. ¢ Los Angeles, Cal. ¢ Martinsville, Va. ¢ No. Tona- 
wanda, N.Y. @ Philadelphia, Pa. ¢ Portland, Conn. ¢ Richmond, Va. @ Syracuse, N.Y. ¢ Teterboro, N.J. 


ot Cemve 


SHIPPING CONTAINERS 
FOLDING CARTONS 
PAPERBOARD 


ROBERT GAIR COMPANY, INC. * 155 EAST 44TH STREET * NEW YORK 17 
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Horsepowers 





You needn’t be 
a gear engineer to use this 
new Reducer Catalog... 


BRAD FOOTE’S new Speed Reducer Catalog is easy to use. 
It contains simple instructions on how to choose and how to order. 
It tells you what job factors to consider and the reasons why. 
lt eliminates the “mysteries” of speed reducer selection. 
Horsepower rating tables* and dimension charts 
cre printed in large easy-to-read type. Pages are uncrowded 
and easy on the eyes. Every figure and every dimension 
can be located quickly. Complete index speeds finding the data 
you need. So do the index markers at the top of each page. 
In the new No. 120 Speed Reducer Catalog, BRAD FOOTE 
helps you choose the reducer you need from single, double 
or triple reduction parallel shaft, and double and triple 
reduction right angle types. It’s as easy as A,B, C. 


, 4 - 
day for yt 


® Brap Foore 
mas GEAR WORKS, INC. 


- 


*Conform to 
AGMA standards 


1309 South Cicero Avenue «+ Cicero 50, Illinois 
Bishop 2-1070 *« Olympic 2-7700 + TWX: CIC-2856-U 





subsidiaries 
AMERICAN GEAR & MFG. CO.) PITTSBURGH GEAR COMPANY 
Phone: Lemont 920 Phone: SPaulding 1-4600 
Lemont, Illinois \ Pittsburgh 25, Pennsylvania 
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Ansul Chemical Co., Marinette, Wis., 
has established a Chicago office for 
its Industrial Chemicals Sales Division. 
The office will be headed by John R. 
Galloway, a chemical engineer, who 
was formerly with the International 
Latex Corp., Dover, Del. 

Dumore 


Precision Tools, Racine, 


Wis., has named Lester J. LaMack as 





L. J. LaMack H. Ainsworth 
sales manager, and Herb Ainsworth as 
district sales manager, Detroit office. 


Stanley R. Venne has been named 
vice president in charge of all sales 
for Atlas Plywood Corp., Boston, Mass. 
He had been vice president in charge 
of the mid-central division with head- 
quarters at Gladstone, Mich. He will 
now operate in Boston. 





C. J. Mayo 


C. J. Mayo has been appointed gen- 
eral sales manager of the Insul-8-Cor- 
poration, San Francisco. 


The Electro Dynamic Division, Gen- 
eral Dynamics Corp., Bayonne, N. J., 
has appointed Allan B. Collins as dis- 
trict manager in Kansas City, Mo. 


Frank Barilla, formerly sales en- 
gineer in Milwaukee for The Parker 
Appliance Co., Cleveland, has been 
promoted to district manager of Wis- 
consin and Minnesota for the Tube 
and Hose Fitting Division and the 
Industrial Hydraulics Division of 
Parker. 


The Gilbert Paper Co., Menasha, 
Wis., has appointed Randall H. Decker, 
Jr., a representative in its eastern 
territory. He will headquarter in the 
firm’s New York office. 
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It's always a QOod spring 
WHEN You uss BRIDGEPORT pnospnor Bronze’ 


In any season, electrical parts made from Bridgeport Phosphor Bronze 
(Alloys 35 and 36) retain their resiliency and high flexural strength, year 
after year. They also resist corrosion and wear due to the inherent 
characteristics of these Bridgeport Alloys, and their excelient electrical 


properties help improve the operating efficiency of the parts. 


To use the advantages of Bridgeport Phosphor Bronze for your parts, 
and for prompt service on your metal needs, call your nearest 
Bridgeport Sales Office. 


@ One of the many 
Bridgeport Metals with 
High I.Q. (Inner Quality) 
for economical fabrication 
and improved products. 
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Manufacturers’ Wire 







Acco 


product 





makes 
them all 





Cross-sectional areas up to .250” square; 
widths up to %”; width-to-thickness ratio 
not to exceed 6 to 1. 


Tell us the way you want it. We’ll follow 
your specifications. 


Write or wire today 


Page Steel and Wire Division plus 
Welding 


AgCco 
> AMERICAN CHAIN & CABLE 





¥ Electrodes 
Monessen, Pa., Atlante, Chicago, Denver, Detroit, Wires 
Houston, Los Angeles, New York, Philadelphia, Rods 
muon C Portland. Ore., San Francisco, Bridgeport, Conn. 








YOU draw the Shape... 
PAGE will draw the Wire 











Association News 
(Continued from page 232) 





St. Louis Meeting Features 
Talk “Legally Speaking” 


Members of the Purchasing 
Agents Association of St. Louis met 
in the Missouri Room of the Hotel 
Statler on October 26. Featured 
speaker was Mr. Northcutt Coil, a 
St. Louis attorney. Mr. Coil’s topic 
was “Legally Speaking.” He pre- 
sented a wealth of information ap- 
plicable to general legal problems 
encountered by members in their 
day-to-day buying operations. 

Prior to the dinner meeting, there 
was an educational forum on “Pur- 
chase Forms and Procedures.” Ex- 
perts on hand included D. C. Kling 
of Moore Business Forms, Niagara 
Falls, N. Y. and William Reed, man- 
ager of Remington Rand’s St. Louis 
branch. 

New members recently welcomed 
to the St. Louis Association include: 
C. F. Hellweg, Moloney Electric 
Co.; Peter E. Kissgen, Falstaff 
Brewing Corp.; Robert W. Bardgett, 
Bardgett Printing & Publishing Co.; 
Dale E. Hood, G. S. Suppiger Co.: 
and K. W. Guillermin, Marlo Coil 
Co. 


¥ q q 


Lancaster Club Meets 


First fall meeting of the Purchas- 
ing Agents’ Club of the Manufac- 
turers’ Association of Lancaster, Pa. 
was held on October 19 at the Lan- 
caster County Riding Club. After a 
pot roast dinner, members learned 
about the “Business Outlook for 
1955.” The speaker was Mr. Charles 
Reeder, economist for the Arm- 
strong Cork Co. 


° = 4 


Pittsburgh Plant Visit 


The October meeting of the Pur- 
chasing Agents Association of Pitts- 
burgh featured both a plant visit 
and a closed dinner meeting. The 
day started off at 12:30 when, box 
lunches in laps, PA’s left in buses 
for the Ford City Plant of the Pitts- 
burgh Plate Glass Co. They enjoyed 
a very interesting and educational 
tour of this modern glassmaking 
facility. Later, following dinner, a 
panel discussion was held after a 
showing of the film “Industrial Pur- 
chasing.” Serving as moderator was 
Bruce Henderson, vice president 
purchasing, Westinghouse Electric 
Corp. A spirited discussion followed 
on the role purchasing can and 
should play with management. 
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Thermoid Hose Versatility VERSAFLEX 
Cuts Your Costs 


The versatility of Thermoid multi-purpose hose makes 
stocks of many different types unnecessary. You cut your 
hose cost through reduced inventories, simplified buying 
and less storage space. Losses from end remnants are 
greatly reduced. 


VERSAFLEX— Excellent for handling air, water or oil under VERSICON 


high pressure. Use also for butane, propane and as fire fighting 
booster hose. Red cover. 

VERSICON — Most versatile hose ever offered. Handles air, water, 
oils, greases, gases and dilute acids. A real inventory-saver! 
Brown cover. 

AQUAIR— Handles air, water, gases where oil is not present. 
Ideal for oxygen and acetylene welding operations. Tough, yet 
light and flexible. Green cover. AQUAIR 


In addition, Thermoid makes other types of hose for specific 
applications, such as paint spray, sand blast, dust collect- 
ing, etc. Call your Thermoid Distributor. He can help you 


select the hose best suited for your requirements. Or write 
direct for our latest catalogs. 


Your Thermoid Distributor also carries a complete line of Thermoid 
Conveyor Belting and Multi-V Belts to meet all your requirements. 


Conveyor & Elevator Beiting + Transmission Belting ihermoi : Rubber Sheet Packings * Molded Products 
_& us V-Belts « Sonate & Molded Hose toda soseng ets and senaier: Matorieia 


MOTE RR PE lags is SE 





“Thereaa Company « Offices & tories: Treiber N. re ‘Nevin Utah 
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is ENGINEERED into 


Perkins custom-made Gears 





Long life, trouble-free performance, low upkeep 
record—that is the true measure of gear cost. Using 
those factors as a means of comparison, PERKINS 
GEARS cannot be surpassed. As a result, you will 
find PERKINS PRECISION GEARS in the power trans- 
mission systems of the finest products made by 
industry throughout the United States. 

As one of the country’s leading gear engineering 
organizations—solidly backed by a tradition of 
New England craftsmanship, we are able to pro- 
duce—to your specifications — any size gear, in any 
material and in any quantity. Ask us to quote on 
your requirements. 


PERKINS MAKES: helical gears, bevel gears, sprockets, 
ratchets, worm gears, spiral gears, spur gears with shaved 
or ground teeth, ground thread worms. 


NOTE: The PERKINS PRECISION SPRING COILER is the latest 
dovelopment in the spring coiler field and eliminates entirely 
the use of arbors and long set-up time. It is a complete self- 
sufficient machine and enables you to make the spring you 
want when you want it—in seconds. The coiler produces any 
type of sprina. in any diameter and any pitch with this range: 
Wire sizes .005 to .125. Diameter, from 3/32" to 12” and 
larger. Size of the compact coiler is only 72x16". A POWER 
MODEL mounted on a welded steel console base is also 
available, Full information on request. 


ERKINS Machine & Gear Co. 


WEST SPRINGFIELD, MASSACHUSETTS 
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Second Toledo Serv-A-Show 
Big Success 


Reader’s Digest for November 
defines a committee: “A group of 
the unfit, appointed by the unwilling 
to do the unnecessary.” The defini- 
tion is funny, but it’s wrong. That 
it is wrong was ably demonstrated 
by the 1954 SERV-A-SHOW com- 
mittee of the Toledo Purchasing 
Agents’ Association. 

With only one year’s precedent in 
putting on the SERV-A-SHOW on 
a really big scale to guide it, the 
committee achieved an industrial 
show that was large, diversified, and 
satisfying not only to the throngs of 
viewers, but to the exhibitors them- 
selves. The fact that over half of 
the booths for next year’s show 
were sold before this year’s show 
was over is adequate testimony that 
everyone was happy with the pro- 
duction. 

A cocktail hour and dinner for 
the exhibitors, members of the 
Toledo Purchasing Agents’ Associa- 
tion and their guests opened the 
show at the Toledo Civic Audito- 
rium Wednesday October 13. Fol- 
lowing the dinner the Toledo As- 
sociation was afforded a pre-view 
of the SERV-A-SHOW; it was 
opened to the public Thursday, Fri- 
day and Saturday. 

Chairman of the Committee for 
this year’s very successful show was 
Ollie LaVallee, who was every- 
where at once, and who covered 
personally the most minute details 
attendant upon putting on a good 
show. Members of Ollie’s Commit- 
tee were: Jim Raifsnyder, Scotty 
Richardson, Chuck Thompson, Bill 
Dunn, Max Thayer, Norm Earley, 
Frank Sayre, Joe Mack, Bob Wis- 
kochil, Ken Roepke, Vic Miller and 
Charley Wyatt. Solo Star of the 
Committee was the indefatigable 
Ken Roepke, who sold over twenty 
booths. 

Immediately following the show’s 
successful close, the Committee met 
to discuss better methods of as- 
sembling the show and to lay plans 
for an even better and bigger one 
for the next year. 

Attending the 1954 Sixth District 
Council Meeting at the Biltmore 
Hotel in Dayton on Saturday, Octo- 
ber 23 were President Bob Wisko- 
chil, National Director Frank Sayre, 
First Vice-President Max Thayer, 
Second Vice-President Vic Miller, 
Scotty Richardson and former Na- 
tional Director Norm Earley. At the 
council meeting George H. Porter, 
III, made favorable mention of the 
ambitious program in public rela- 

(Please turn to page 260) 
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Get better printed circuits... lower costs... fewer rejects 


waNEW G-D-F METAL CLADS 


All manufacturers of metal clad stock for printed circuitry 
have made considerable progress in improving their prod- 
uct—a material with a metal foil surface bonded to a non- 
conducting base. How this has been done by one leading 
manufacturer, the Continental-Diamond Fibre Company, 
illustrates some of the problems involved in buying this 
type of maicrial and in understanding its design potentials. 


C-D-F CONSOLIDATED GRADES 


At first, small test lots of Dilecto laminated plastic with 
copper surfaces were made. Almost every core material was 
used. Finally the number of practical grades for printed 
circuit work narrowed down to these few grades which re- 
tained to a large degree the inherent electrical qualities of 
their base material and resin at high temperatures: 


COPPER CLAD 
GRADE XXXP-26 
A laminate with ex- 
cellent electrical and 
mechanical proper- 
ties. High moisture 
resistance and di- 
mensional _ stability. 
Recommended for 
applications where 
high heat and high insulation resistance plus low dielectric 
loss under high humidity is needed. Low cold flow charac- 
teristics. Can be hot punched to %”. Good flexural 

strength. Natural green color. 





This is one of the improved C-D-F Dilecto laminates. Ad- 
vances in resins and manufacturing techniques makes this 
grade almost homogeneous, with improved impregnation of 
the filler. Thorough impregnation eliminates entrapped 
moisture and air, giving greater moisture resistance and 
better dielectric properties. 

Any metal clad is no better than its base and the care 
taken in laminating. With the cost of material high, com- 
pared to labor and inspection, the purchase of a uniform 


metal clad material, like this C-D-F grade, becomes vital. 


COPPER CLAD 
GRADE XXXP-24 
Similar to grade 
XXXP-26 in electri- 
cal and moisture re- 
sistance properties, 
but not quite as 
strong mechanically. 
Equal cold flow and 
punching character- 
istics. Natural brown. 





COPPER CLAD GRADES GB-112S AND GB-261S 

These silicone grades use a glass fabric laminate with a 
copper foil surface on one or both sides. Recommended 
where high heat resistance and low dielectric loss proper- 
ties are required. For certain tuners and inductances the 


low dielectric loss factor of this grade makes its higher 
cost acceptable. A continuous filament (Grade GB-112S) is 
used for thicknesses 1/32 to 1/16”. A staple filament 
(Grade GB-261S) is used for thicknesses over 1/16”. 


COPPER CLAD GRADE GB-116T 


A glass base laminate using duPont’s tetrafluoroethylene 
resin, Teflon, for outstanding resistance to high heat with 
extremely low dielectric loss properties. A fine weave 

continuous filament glass fabric cloth is used for superior 
mechanical strength and good machining qualities. In spite 
of its high cost, this C-D-F grade has demonstrated that 
it can save money and do a job that no other single ma- 
terial can in microstrip high-voltage, high-frequency circuit 
elements. Remember, C-D-F is a major supplier of sheets, 
tapes, rods, tubes of Teflon, has valuable experience in 
its manufacture and fabrication. Write for samples. 


C-D-F INCREASED BOND STRENGTH 

By developing a special thermo-setting adhesive particu- 
larly suited for metal clads, C-D-F was able to increase 
the bond strength of their laminates considerably above 
their original figures. Bond or peel strength, the amount 
of pull required to separate the foil from the core material, 
is one of the most important physical properties. Therefore, 
the purchaser should compare his source of supply with 
these C-D-F average test values: 





BONDING STRENGTH—FOIL TO LAMINATE 


Average or Typical 
Value Lbs. pull per 1’’ 
width of foil to separate 
XXXP-24 or XXXP-26 plus 0.0014’’ copper 5 to8 
XXXP-24 or XXXP-26 plus 0.0028’’ copper 7to9 

GB-116T plus 0.0014”’ copper 5 to 12 

GB-112S plus 0.0014” copper 6 to 8 

GB-261S plus 0.0014” copper 7 to 10 


These values are based on tests at prevailing room temperature (20-30°C.) 


MATERIAL 











C-D-F INCREASED HEAT RESISTANCE 

Special efforts by C-D-F technicians to increase the heat 
resistance of all C-D-F Metal Clads have resulted in certain 
special grade variations able to withstand higher soldering 
temperatures without damage. As production methods 
change, C-D-F offers materials to meet your requirements. 


NOW ... HOW ABOUT YOUR STORY? 

Notice how we have talked about C-D-F and what we have 
done to improve quality and uniformity of metal clad prod- 
ucts. Much of this has been accomplished with the guidance 
and cooperation of leading users of printed circuit stock. 
No one company knows all the answers . . . but C-D-F, a 
big reliable source of supply, can help you get better printed 
circuits . . . lower costs . . . fewer rejects. Look up the 
address of your nearest C-D-F sales engineer in Sweets De- 
sign File, write us for samples you can test in the lab and 
on the production line, technical bulletins, help on your 
specific project. We want to work with you! 


CONTINENTAL-DIAMOND FIBRE COMPANY 
NEWARK 41, DELAWARE 


(Advertisement) 
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WALWORTH 





(C4 bCCOMSE «... They are pressure sealed 
th an insoluble lubricant readily renewed while 
e valve is in service. Lubricant completely surrounds 
the plug ports assuring a tight seal against leaks. It also 
nsures ease of operation by reducing friction between 
body and the plug while at the same time protecting 
the finished surfaces against corrosion and wear. 


lworth Lubricated Plug Valves are the most satis- 
tory valves available for the handling of gritty 
spensions, and many other destructive, erosive, 
| corrosive industrial and chemical solutions. 
[hey are ideal for general refinery and pipeline 
vice, 

‘or full information see your Walworth Distribu- 
r, or write for your copy of Bulletin 111. Walworth 


ympany, General Offices, 60 East 42nd Street, New 
rk 17, N. Y. 








Lubricant system of a Walworth No. 1700F 
Regular Gland, Wrench Operated, Steel-iron, 
Lubricated Plug Valve. Other Walworth Lubri- 
cated Plug Valves include Single Gland, and 
Ball Bearing types. Sizes to 30-inches — pres- 
sures to 5,000 psi, and for vacuum service. 


WALWORTH 


Manufacturers since 1842 


valves ... pipe fittings... pipe wrenches _ 
60 East 42nd Street, New York 17, N. Ti 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE W 
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specific ways to increase profits thru metal stampings 





here’s a clear cut report 
on what Crosby can do for you 


Are you faced with rising costs and stiffer competition? 
How certain are you that your metal parts embody all 
possible improvements and economies? 


It defines the many ways in which Crosby shows its 

initiative by making suggestions and recommendations 
when quoting. It explains how estimates are carefully pre- 
“Removing the Questionmarks” will tell you how The pared and how delivery dates are made to be kept. 
Crosby Company is staffed and equipped to help you solve 
numerous problems in the procurement of metal parts. It 
shows how this progressive Company can assist both large 
and small plants in the design and production of cost-saving, 
product-improving, metal stampings. 


It will enable you to measure the true value of Crosby 
services in meeting your parts requirements. 


Make sure that this informative report reaches your desk 
without delay by using the coupon below. 


SR et Re RE Pe US Le Se OE Ge Ge Bs OE ee os 
THE CROSBY CO. 209 Pratt Street, Buffalo 4, N. Y, 


Mail a copy of your report ‘Removing the Questionmarks from Metal 


- Parts Procurement’ without cost or obligation. Y)) / 
if fi 

a : i if 
a he. | 

ij Je, i 


Name Title 





Oo ‘ 
% 4 
<7 1t- Pa 


Company 








REMOVE ALL DOUBT= 
GET A CROSBY City 


ENGINEERED QUOTE 0 OS A es Se 
SALES OFFICES: Buffalo © Cleveland © Detroit © Chicago © New York © Philadelphia 


Address 








Zone State 
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HALLOWE a 
Ag 


SOLID STEEL 
COLLARS 


now size-marked for easy identification 
Your HALLOWELL distributor now 
stocks these size-marked precision ma- 
chined solid steel collars in sizes to fit 


(Continued from page 256) 


tions undertaken by the Toledo As- 
sociation in underwriting the Paul 
Mermer Course, “Clinic in Human 
Relations.” Point was given to Mr. 
Porter’s remarks by his being made 
Sixth District Chairman on Public 
Relations, 

President Bob Wiskochil, who 
originally advocated the Toledo As- 
sociation’s sponsoring of the Paul 
Mermer “Clinic in Human Rela- 
tions,” was gratifyingly surprised by 
the overwhelming response to this 
two-night, six-hour course in hu- 
man engineering. Held at the Toledo 
Yacht Club Monday and Tuesday, 
October 25 and 26, the turn-out 
of association members and associ- 
ates of their companies more than 
justified Bob’s confidence in the 
course. 


shafts from %%’’ to 3’’ inclusive. And pos- roe ae 
itive positioning of every HALLOWELL 


Collar is assured by the famous self- 5 
locking UNBRAKOSocketSetScrew—the Buffalo Ass n Holds 
Past Presidents Nite 


screw that won’t work loose. Write for literature and 
the name of your nearest HALLOWELL distributor. Past presidents were honored at 
STANDARD PRESSED STEEL Co., Jenkintown 31, Pa. * 1 ‘ 
the November meeting of the Pur- 
chasing Agents Association of Buf- 


falo. Featured speaker at the meet- 
ing was Mr. Fred A. Manske, vice 
president in charge of operations, 
National Gypsum Co. Mr. Manske 
< ; spoke on “The Construction In- 

- idég* 7, \ dustry.” In addition, the movie 
The Difference In “Skea “White Magic” dealing with gypsum 
ee a \@ was shown. 

Exterior Plywoods WS A large group of Buffalo PA’s 
were guests of the Rochester Asso- 
ciation at their November meeting. 
They heard an interesting talk by 
NAPA Executive Secretary-Trea- 
surer George A. Renard. 

New members of the Buffalo 
group include: Donald E. Whelan, 
Pittsburgh Metallurgical Co.; James 
E. Shannahan, Pivot Punch & Die 
Corp.; and Leonard J. Chisholm, 
Curtis Screw Co. 


HALLOWELL POWER TRANSMISSION DIVISION $ 


° JENKINTOWN PENNSYLVANIA 
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waterproof glue. The dif- . 


Pe 
fa TTER e All Exterior-type ply- » Se tate Y 
woods are made with SS SS 
Serence in plywoods lies in “fis f 
‘he construction. Ordinary ply- é 
vood manufacture permits open 
defects and knotholes in inner plys—resulting 


in troublesome “core gaps.” 

SUPER-Harbord fir plywood and Harborite 
plastic-faced plywood are made with extreme 
care. Only Harbor's special waterproof, boil- 
proof, freezeproof glue is used. In addition: 


.. F248 


Central lowa Ass’n Meets 


Guest speaker at the November 
meeting of the Purchasing Agents 
Association of Central Iowa was 
1. Only prime heartwood used, no sapwood. Mr. Bill Gove. Mr. Gove, a top 
2. Inner plys machine-edged and butted. flight salesman gave PA’s many good 
3. All solid wood core—no gaps. ideas on the subject of selling. PA’s, 
4. Rehumidified for dimensional stability. even though they sell no product, 
must still sell themselves and their 
function to management and their 
business associates. 

At the October meeting, members 
learned about the new wonder metal, 
titanium. Featured speaker was R. S. 
Nycum of Titanium Pigment Corp. 
Mr. Nycum’s topic was “The Story 
of Titanium Metals.” He described, 

(Please turn to page 266) 
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we SUPER Harbord ons Harbouls 

ore manufactured only by “T 
HARBOR PLYWOOD CORPORATION 
ABERDEEN WASHINGTON 
Sales Offices and Warehouses in Aberdeen, At- 


lanta, Chicago, Cincinnati, Indianapolis, Jack- 
sonville, — eee Oakland, San Francisco, 


BOWERS BATTERY & SPARK PLUG CO., READING, PA 
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ENVELOPE TO CARRY THE LOAD 







New roads last longer and cost less when the 
ibgrade is protected against water damage 
1 “waterproof envelope”. This is no ordi- 

ary envelope .. . it’s made with a special 
isphalt... catalytic asphalt containing Victor 
hosphoric anhydride (P,O,). It waterproofs 
subgrade . . . lasts indefinitely . . . permits 

of lower-cost materials . . . helps prevent 
:ving and cracking of the road-bed. In ad- 
tion, catalytic asphalt is being used suc- 
ssfully for irrigation canals, airstrips and 
epairing concrete roads. /t pays to see Victor. 




































SPHORIC ANHYDRIDE—Typical uses: Drying 
ondensing agent. Manufacture of resins, or- 
sphates, and catalytic asphalt. 








Today's cakes, muffins, waffles, and biscuits 
are easily made by adding liquid to the con- 
tents of a box of mix. Mix experts know that 
the right kind of leavening is important to 
safeguard shelf life and for uniform kitchen 
performance. That’s why mix makers turn 
to Victor for the selection of leavening ma- 
terials tailored tothe delicate balance of their 
brands. Homemakers get uniformly high, 
light, and handsome cakes, manufacturers 
gain repeat sales. If you have a leavening 
problem, consult phosphate headquarters. 
You'll find it pays to see Victor. 


SODIUM ACID PYROPHOSPHATE—Typical Uses: Bak- 
ing acid for doughnut flours, prepared flours. Manu- 
facture of commercial baking powders, and baking 
creams. Conditioning oil well drilling muds. Acid type 
metal cleaner. 








“SWEET” FINISH FROM “SOUR” START 


Victor oxalic acid is helping many laundries 
deliver sweeter, cleaner, whiter washes. Since 
laundry soaps are alkaline, oxalic acid is 
added to “sour” or neutralize the rinse water, 
discharge the bleach, or to remove iron stains. 
This produces better results for the laundry 

. greater satisfaction for the customers. 
It pays to see Victor. 


TAILOR-MADE TO BOOT! 


Natural raw rubber has many advantages .. . 
but man-made synthetic rubber has even 
more. Originally a war-born substitute, syn- 
thetic rubber has proved to be more than a 
match for nature. Even sporting goods, made 
with synthetic rubber can be tailor-made for 
a specific job. In addition, synthetic rubber 
offers properties of acid-resistance, heat- 
resi8tance . . . performance that natural rub- 
ber cannot match. Victor formic acid and 
potassium phosphates are used as chemical 
intermediates in synthetic rubber production. 
Another instance where it pays to see Victor. 


POTASSIUM PHOSPHATES—Typical Uses: Yeast 
foods, plant nutrient solutions, medicinals, fermentation 
processes, builder and clarifier of liquid soaps, dyeing 
compounds, fuxing agent, and deflocculating agent. 





TO SEE ... 








plants and offices of VICTOR CHEMICAL WORKS 


Silver Bow, Mont 


Kansas City, Mo @ 


@® Nashville, Ten 
th Gate, Cait @ Mount Pleasant, Tenn 


* Sales Offices 
Plants 


if TEXTILES ano your special ilonest 
be aune to see tha nent page 



























goes through 
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the mill 


supplies many of the chemicals 
| in modern textile precessing. For 
ple, Victor formic acid has long 
preferred as an acidifying and ex- 
ting agent in leading dyeing and fin- 
plants. Makers of synthetic fibers 
Victor for surface-active agents 
kage dyeing of nylon. Ammonium 
utes aid in chrome dyeing wool 
meproofing fabrics. 
Victor has another “extra” for 
extile industry. “Carrier spotting”, 
1er hazard of one-bath Dacron- 
d union dyeing, has been elimi- 
hrough use of Victor diammonium 
hate as the regenerating agent. 
that formerly stock-dyed blends 
»w hold them in “grey goods” form 
them quickly to meet changing 
requirements. /t pays to see Victor. 


VICTOR SERVES 
rHE TEXTILE INDUSTRY 


bleaching . . . DIAMMONIUM 
ameproofing, buffer for chrome 
ne-bath dyeing of Dacron-wool 
DIUM PHOSPHATES—buffers in 
thetic detergents, dyeing, water 
zation of hydrogen peroxide 
ring... . VICTAWETS® wetting 
FORMIC 
FYREX” compounds—flame- 
CTAMINE D—Textile softening 
JUM FORMATE—waterproofing. 
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WETTING AGENTS TO REDUCE 
SURFACE TENSION 
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ONGER 
ae BUFF LIFE § 
with New H-VW-M Binderized* Ruff-L-Buffs° 


Not just “another type of buff’, but a revolutionary new H-VW-M process which 
impregnates the entire Ruff-L-Buff with the same organic binder used in buffing 
compounds. From these new “Binderized” Ruff-L-Buffs come a host of practical, 
cost-cutting advantages, proved over many months in actual production line operations. 


Wiig 


Item by item, these are the six major advantages of the H-VW-M Binderized Ruff-L-Buff. 


@ Longer buff life — damage from overheating elimi- 
nated by pre-lubrication of buffing material, pre- 
venting excess frictional heat caused by constant 
flexing. This additional buff life has averaged 30% 
in actual test runs. 


Better compound adherence — the binderizing im- 
pregnation creates an affinity between buff and 


compound. The compound does the cutting, not 
the buff. 


Faster cutting action — more compound is retained 
on the buff, insuring an even cut for a longer 
period without re-application of compound. 
Extended composition life — additional binder in 
the cloth ensures better abrasive adhesion, longer 
life of both composition and buff. 


* Patent Pending 
** Patent No. 2,140,208 


@ Heading-up time — new wheels require only appli- 
cation of the compound to be ready for immediate 
operation. 


@ Cooler running — in addition to pre-lubrication, six 
holes in the center and twelve air channels in the 
center rim provide a forced air circulation over 


And, of course, Binderized Ruff-L-Buff retain such 
important features as bias-cut cloth to prevent unrav- 
elling, perfect buff balance for uniform rotation and 
wear, and exclusive Red-E-To-Use face that takes 
compound without need for surface preparation. 


H-VW-M bias-cut Sisalweev buffing wheels are also 
available in Binderized types. 


For complete information on H-VW-M Binderized Ruff-L-Buffs 
and other specialized buffs write for Bulletin No. B-102. 


> ae |e 


Your H-VW-M combination— 
of the most modern testing 
and development laboratory 
—of over 80 years experience 
in every phase of plating and 
polishing — of a complete 
equipment, process and sup- 
ply line for every need. 


HANSON-VAN WINKLE-MUNNING CO., MATAWAN, N. J. 


Plants: Matawan, N. J. * Anderson, Ind. * Grand Rapids, Mich. 
SALES OFFICES: ANDERSON * BALTIMORE * BOSTON ¢ CHICAGO 
CLEVELAND ° DAYTON . DETROIT ° GRAND RAPIDS 
LOS ANGELES * LOUISVILLE * MATAWAN ¢ MILWAUKEE 
NEW YORK -¢ PHILADELPHIA © PITTSBURGH © ROCHESTER 
SAN FRANCISCO ° SPRINGFIELD (MASS.) ° ST. LOUIS 
STRATFORD (CONN.) ° UTICA ° WALLINGFORD (CONN.) 


INDUSTRY'S WORKSHOP FOR THE FINEST IN PLATING AND POLISHING PROCESSES © EQUIPMENT © SUPPLIES 


For More Information Circle No. 299 on Inquiry Card—Page 17 
DrecEMBER, 1954 265 








PRECISION*MADE 





” 
acannon a 8 
— 


—aerssceneens, 





UNIVERSAL 
BRONZE BARS 
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LEDALOYL 
Self-Lubricating 











CAST BRONZE 
GRAPHITED 
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SLEEVE 
BEARINGS 





--KTOM 


“// a buy made-to-order bearings if 

fl standard, stock size Johnson GP 
Bearings will fit your application? These GP 
bearings are precision made, in standard toler- 
ances, in most cases ready for installation. And 
they are extremely low in cost. Best of all, there 
is no delay in delivery . . . they are carried in 
stock by Johnson Distributors. Since there are 
more than 900 sizes, from 14 inch I.D. to 4% 
inches I.D., Johnson GP (General Purpose) Cast 
Bronze Bearings will meet virtually all your 
sleeve bearing needs. Write today for the new 
Johnson Bearing Catalog. 


JOHNSON BRONZE COMPANY 






SLEEVE BEARING 
HEADQUARTERS 
SINCE 1901 


bl hsdoe shocks 





(Continued from page 260) 
with the aid of slides, various steps 
in the production of titanium, and 
also discussed some of the metal’s 
uses. 

New members welcomed to the 
Association are: Warren C. Strober, 
Delavan Manufacturing Co.; Martin 
A. Cook, Titus Manufacturing Co.; 
Fred Bernhard, James M. Pierce 
Corp.; E. N. Miller, Industrial Sup- 
ply Co.; O. V. Steil, Iowa State Col- 
lege; and D. H. Osterman, Iowa 
State College. 


v ¥. 


Chicago Association 


The Bal Tabarin in the Hotel 
Sherman was the scene of the 
October meeting of the Purchasing 
Agents Association of Chicago. 
Speaker of the evening was Mr. 
Stuart F. Heinritz, editor of Pur- 
CHASING. Mr. Heinritz’s topic was 
“This Changing Business of Buying.” 

Oe a 


Philadelphia Ass’n Holds Class 
on Management Relations 


“Until management realizes that 
employees are infinitely more com- 
plicated than the machines they 
operate, maximum cooperation and 
working efficiency will seldom be 
achieved,” a gathering of Philadel- 
phia purchasing agents was told. 
Alfred B. Howe, manager of office 
operations at Smith, Kline & French 
Laboratories, made this statement 
in a talk outlining his firm’s philo- 
sophy on developing intra-company 
coordination and teamwork. He was 
guest speaker at a dinner meeting 
and special class in management 
relations and administration prob- 
lems held by the Philadelphia As- 
sociation of Purchasing Agents at 
the Warwick Hotel. 

Observing that while in many 
companies there is great emphasis 
placed upon mechanical develop- 
ment, machine maintenance, strict 
inventories, and formulas for getting 
the best results with raw materials, 
Mr. Howe said too little attention 
is given to bringing out the best in 
the people who are assigned these 
jobs. 

“The employee must be made to 
to feel that his present job is im- 
portant in itself and he must be 
able to derive from it satisfactions 
specially built into the job by his 
supervisor. In other words, the job 
should be more than a stepping 
stone or a rung on the ladder. It 
should provide the employee with 
ample opportunity to exercise in- 

(Please turn to page 268) 
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100° DC 


POWER 
RELIABILITY 





...- year after year for Philadelphia’s Fire Alarm System 


with 


Federal 


SELENIUM RECTIFIER 
POWER SUPPLIES 


LIVES . . . property . . . security .. . all depend on 
the reliability of the DC power that transmits fire 
alarm signals! 

“That's why,” says Frank Schierff, Superintend- 
ent of Communication System, City of Philadel- 
phia, ‘we put our trust in Federal selenium rectifier 
power supplies. In five years of continuous service 
our Federal installation has never faltered for an 
instant.” 

» Here’s further proof that Federal’s compact 
selenium rectifiers are the efficient and economical 
way to get DC from AC... for all power conver- 
sion needs. 

Federal selenium rectifier power supplies virtu- 
ally eliminate wear, maintenance and replacement 
problems common to other devices. They are en- 


gineered to deliver maximum reliability at mini- 
mum cost! 





Patching-in power supply to test alarm circuit 
by measuring current. 2-way meters avoid 
polarity problems in patch wiring. 





For complete information, write Dept. E-934 


A Division of INTERNATIONAL TELEPHONE AND TELEGRAPH CORPORATION by Federal 
COMPONENTS DIVISION 100 KINGSLAND ROAD CLIFTON, N. J. 


In Canada: Federal Electric Manufacturing Company, Ltd., Montreal, P. Q. 


a FTR-3364-AS 


Full-wave filtered power sup- 

ply units help give Philadel- 

phia one of America’s fastest 
city fire alarm systems! 





Philadelphia’s Fire Alarm Power Room 


—controls 2800 fire alarm boxes and 105 equipment sta- 
tions, divided among 87 circuits, each served by one 
FTR-3364-AS full-wave filtered power supply. Nine stand- 
by units are kept in operation ... ready to be patched into 
any circuit if required. Here, maintenance is limited to an 
occasional dusting and checking of pilot bulbs. This type 
of DC power supply equipment meets the standards of 
the National Board of Fire Underwriters. 


Specify 


Federal Telephone and Radio Company | BATTERY 


CHARGERS 


For long life and 





dependable service 
Export Distributors: International Standard Electric Corp., 67 Broad St., N. Y. P 
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irs New! 


MILLERS FALLS 
PORTABLE SHEAR 





Newest addition to 
MILLERS FALLS famous line 
of cost-cutting tools 
for industry 


This rugged, high-production tool 
cuts sheet metal — up to 16 gauge 
(.060”) in steel and galvanized sheet 
— up to 50% greater in aluminum, 
copper and other non-ferrous metals. 
Blade adjustments for different jobs 
are quickly made — with hex keys 
conveniently located in tool handle. 

In power, in quality, in design, 
the new No. 16 Portable Electric 
Shear is an outstanding addition to 
Millers Falls line of electric tools 
for production and maintenance... 
including drills, high-speed die 
grinders, heavy-duty grinders, saws, 
hammers, sanders, polishers, screw 


drivers and nut runners. 


Compare the features 


Write for free literature on the new Millers Falls 
Shear, on Millers Falls complete selection of 
high-performance, advanced-design electric tools. 
Demonstrations will be quickly arranged on 
request. 


MILLERS FALLS COMPANY 
Dept. PR-5, Greenfield, Mass. 





On straight lines or curves, from inside or out- 
side, Millers Falls new No. 16 Portable Electric 
Shear cuts clean and fast. Light weight — only 
8 Ibs. Minimum radius for left hand cuts is /2”, 
for right hand cuts, 11%4”. High cutting-line visi- 
bility. Precision-ground, heat-treated alloy steel 
blades are quickly removed for resharpening. 
Built to Millers Falls quality standards, the No. 
16 Portable Electric Shear is the latest star in 
a notable line of industrial electric tools. 


MILLERS FALLS 


peste) e— 


SINCE 
1868 ” 
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(Continued from page 266) 


itiative and to make a reasonable 
number of decisions by himself,” 
Howe stated. 


.. tea 


New Jersey Ass’n Growing 


In a single month, applications 
for membership in the newly formed 
Purchasing Agents Association of 
New Jersey have grown to 118. 
Attendance at the group’s second 
meeting on November 10 indicated 
that further growth in membership 
was likely. To date most new mem- 
bers have been PA’s who had not 
heretofore enjoyed the benefits of 
membership in a purchasing profes- 
sional group. 

The second meeting started off 
with a round table discussion on 
“How to Handle Small Orders.” 
This is a vexing problem encoun- 
tered by every PA and many good 
ideas how to deal with it most effi- 
ciently emerged from the discussion. 
At the dinner meeting, the guest 
speaker was Stuart F. Heinritz, edi- 
tor of Purcuasinc. Mr. Heinritz 
spoke on “The Changing Business 
of Purchasing.” 

Appointment of committee chair- 
men has been announced by the 
new association. Chairmen include: 
educational, B. N. Karpson, Federal 
Telephone & Radio Co.; forum, F. 
Curran, S. Blickman, Inc.; outside 
activities, J. C. Mickens, Scandia 
Manufacturing Co.; program, L. C. 
Mercier, Federal Telecommunica- 
tions Labs.; member participation, 
R. B. Walworth, Air Associates Inc.; 
membership, H. P. Sommerer, Fed- 
eral Telephone & Radio Co.; dinner, 
A. Kraus, Hatfield Wire & Cable 
Div.; reception, R. D. Hartsig, West- 
inghouse Electric Corp.; eligibility, 
W. P. Selby, Sonoco Products Co. 

In the story on the New Jersey 
group in the November issue of 
PURCHASING, it was stated that 
“A new NAPA chapter was born 
on October 6.” This is not correct. 
As yet the New Jersey group is not 
affiliated with NAPA. However, it 
is in the process of requesting affili- 
ation in accordance with NAPA 
regulations. At the 8th District Con- 
ference, application was made to 
NAPA 8th District Vice President 
Frank Whyte. Mr. Whyte, in turn, 
appointed a committee consisting of 
E. M. Krech, M. MacBurney, and 
Fred Esser to make certain that the 
new organization conforms to NAPA 
requirements. After approval by 
this committee, the application for 
affiliation must be approved by 
the District Council and the NAPA 
National Executive Committee. 
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$2,000,000 says that 
Seymour is 76 years young! 





Yes, we are spending another two million! On the 
floor of the plant it will be “new equipment.” But in 
our thinking it is that alertness to progress which has 
put Seymour out front in quality and service. Now old 
in experience, we have long known that it pays to 
stay young in action. 





This Is What It Means 
To Our Customers 


The new Sendzimir Reversing Cold Strip 
Mill provides maximum rolling without 
annealing, high luster on the finished 
strip, improved surface quality and 
closer control on gauge tolerances and 
edge-to-edge variation. 


This Mill will be augmented by a large 
fast slitter for extremely rapid produc- 
tion. Also, a Rockwell Continuous Strip 
and Sheet Pickling Line, permitting al- 
most uninterrupted pickling at high 
speeds of a wide range of widths and 
gauges, will assure nearly unbroken 
operation on long runs of metal. This, 
in conjunction with the Sendzimir Mill, 
plus new control atmosphere anneal- 
ing furnaces, will not only improve the 
time cycle of manufacturing, but will 
make possible finished metal with a 
cleaner, brighter and more perfect sur- 
face than has been possible in the past. 


We appreciate the endorsement of the thousands of 
manufacturers who rely on Seymour Nonferrous 
Alloys. In accord with “enlightened self-interest,” we 


are planning always to keep ahead in technology NONFERROUS ALLOYS 
SINCE 1878 


and production facilities — to deserve your con- 


tinued confidence. 


THE SEYMOUR MANUFACTURING COMPANY, SEYMOUR, CONN. 





— NICKEL SILVER @e PHOSPHOR BRONZE e BRASS 





“NICKEL ANODES AND BRIGHT NICKEL 





DECEMBER, 1954 
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THE WEIGHT 
of this 
NEW 2HP 

POWER PRODUCTS 

INDUSTRIAL ENGINE 






then read how SKF helps 


make it less than you think! 


Here’s Power Products Corporation’s 
popular 2-cycle engine that delivers 2 horsepower. 


How much would you guess it weighs? Fifty pounds? Thirty? Twenty? 
Guess any of these and you’d be wrong. It weighs just sixteen pounds. 


This remarkable power to weight ratio is made possible, in a large measure, 
through the use of ball bearings at both ends of the crankshaft. Power Products 
engineers, like many others, recognized the inherent advantages of the 2-cycle 
principle —lightweight and compactness. The use of ball bearings on the 
crankshaft enabled them to virtually eliminate radial play with 
its related problems previously found in 2-cycle engines and pro- 
duce a dependable small 2-cycle industrial engine. 
The application of Sts bearings to this and other Power Prod- 
ucts 2-cycle engines helps give the engines longer life, easier 
starting, consistent operation, as well as accurate timing, hotter 
spark and less friction which means more power. 
sos Field and Home Office Engineers know a lot of places 
where anti-friction bearings should be used to make your 
product better—places where their application 
produces benefits as it does for Power Products. 
Any of them, without obligation, will analyze 


the design of your product and perhaps show 
you how to make it better. 


SKF INDUSTRIES, INC., PHILADELPHIA 32, PA., 
manufacturers of SKF and HESS-BRIGHT® bearings. 







7889 


BALL AND ROLLER BEARINGS 
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You can obtain custom-cut felt parts from American, ready 
for assembly without further processing. Gaskets, washers, 
seals, wicks, discs—any shape you need, simple or compli- 
cated, can be turned out by us on high-speed machines, with 
tolerances to meet your specifications. 


QUICK DELIVERY —American operates four strategically- 
located cutting shops to serve industry. The one nearest you 
will fill your order rapidly. Cutting shops are located at: 


GLENVILLE, CONN. DETROIT, MICH. 
LOS ANGELES and SAN FRANCISCO, CALIF. 


These are manned and managed by men who will see that 
your production is never slowed up by lack of cut felt parts. 


QUALITY —American produces felt to exact specifications, 
uniform in density, blend, thickness, strength. This is an 
engineering material which can be controlled as closely as 
any other. If you wish, we will cooperate with you in design- 
ing felt parts and specifying the right felt to meet your 
exact requirements, whether for commercial or government 
applications. 


DeEcEMBER, 1954 


QUOTATIONS .— Send blue prints and specifications to the 
nearest Sales Office. Bids will be made at once. 


AMERICAN CUT FELT PARTS MAKE IT UNNECESSARY 
FOR YOU TO INVEST IN MACHINERY AND TRAIN 
MEN TO CUT FELT TO YOUR SPECIFICATIONS. 


American felt 
Company 


TRADE MARK 





GENERAL OFFICES: 74 GLENVILLE ROAD, GLENVILLE, CONN. 


SALES OFFICES: New York, Boston, Chicago, Detroit, Cleveland, 
Rochester, Philadelphia, St. Louis, Atlanta, Dallas, San Francisco, 
Los Angeles, Portland, Seattle, San Diego, Montreal — PLANTS: 
Glenville, Conn.; Franklin, Mass.; Newburgh, N. Y.; Detroit, Mich.; 


Westerly, R. |. — ENGINEERING AND RESEARCH LABORATORIES: 
Glenville, Conn. 
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bars, billets and forgings 


in sizes, shapes and treatments for every need! 





Wheelock, Lovejoy & Company, Inc., can fill your alloy 
steel requirements promptly. This applies to both standard 
AISI and SAE steels and to our own HY-TEN steels— “the 
standard steels of tomorrow”. Take advantage of our seven 
strategically located warehouses. All of them can supply 
these steels in the form and quantity you need. Every 
warehouse, too, is staffed with expert metallurgists who 
are ready to serve you. 


Write today for your FREE copies of Wheelock, Lovejoy 
Data Sheets. They contain complete technical information 
on grades, applications, physical properties, tests, heat 
treating, etc. 


near you 
Warehouse Service—Cambridge + Cleveland «+ Chicago 
Hillside, N J Detroit « Buffalo + Cincinnati 


in Canada—Sanderson-Newbould, Ltd., Montreal and Toronto 


WHEELOCK, LOVEJOY & company, inc. 
140 Sidney Street, Cambridge 39, Mass. 
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21 Aids for Annual Inventory 
(Continued from page 70) 


18. Make Spot Checks 

Periodic checks during the actual 
inventory will insure more accurate 
results. Re-counting certain sections, 
checking out of the way spots, call- 
ing attention to empty cartons, and 
checking extensions in the tabula- 
tions will uncover some errors and 
will help keep everyone on his toes. 


19. Use Recording Equipment 


Recording equipment can some- 
times be used to advantage at in- 
ventory time. With a wire or tape 
recorder, one person can count and 
dictate to the recorder, and tabula- 
tion can be completed later, when 
the inventory pressure is off. 


20. Keep Crew Spirit High 


Employees may enter into the 
spirit of taking inventory with en- 
thusiasm. However, after several 
hours of counting, this enthusiasm 
seems to die down. Coffee and 
doughnuts, time out for a smoke 
and a coke, or just plain resting, 
will keep them interested in doing 
a good job. 


21. Hire an Inventory Crew 


In many cities, professional in- 
ventory service crews are available. 
These private organizations move 
into the plant at the appointed time, 
do their counting and listing, and in 
a relatively short time have the 
final lists ready for the inventory 
valuation. Hiring an inventory crew 
might eliminate all the headaches. 


' Fs # 


Tool Performance 


(Continued from page 85) 


In any case, tools cost a great deal 
of money. Keeping them sharp also 
costs a great deal of money. Grind- 
ing costs, together with the cost of 
down time of machines while chang- 
ing tools, may far outweigh initial 
cost of tools. Consider, then, a few 
comparative tests of competitive 
tools made by Ford tool men. 

On a test of four makes of a tung- 
sten carbide chamfering tool, in- 
cluding the make then in use, the 
average number of pieces per grind 
ranged from 205 to 906, the total 
number of pieces per tool ranged 
from 2050 to 9060, and the estimated 
monthly tool cost ranged from 
$366.40 to $1481.90. In this case, the 
tool then in use was not the best by 
any means and one of the compet- 
ing makes was chosen in its stead. 


(Please turn to page 276) 
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Down TIME costs more 
than quality Lubricants... y 








Costly down time can be often eliminated or 
sharply reduced by the use of quality lubricants, 
properly applied. A large machine tool manufac- 
turing plant found that “80% of all parts replace- 
ment can be avoided by proper lubrication.” 

To insure the best possible protection for vital 
machine parts, use Gulf quality lubricants. Their 
superior film strength, their outstanding oxida- 
tion resistance, and their effective rust preventive 
properties are excellent guarantees of smooth, 
continuous operation and low maintenance costs. 

Remember too that available to you is the help- 
ful counsel of experienced Gulf Sales and Staff 
Engineers, a convenient source of practical assist- 
ance on lubrication and on all other phases of 
petroleum science. Write, wire, or phone your 
nearest Gulf office today. Gulf Oil Corporation - 
Gulf Refining Company, 1822 Gu!f Building, 
Pittsburgh 30, Pa. 





cut your costs 
with 


GULF QUALITY 
LUBRICANTS 


LUBRICATION 
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COMMEMORATIVE MEDALLION OF BRISTOL BRONZE 
EXECUTED BY MEDALLIC ART CO NEW YORK 


BRISTOL BRASS SALUTES 


THE 50,000,000T" GENERAL MOTORS CAR 


It’s a giant step from the first General Motors car 
(a Cadillac) in 1908, to the 50,000,000th car (a 
Chevrolet) in 1954. And through the years, General 
Motors has faithfully built up quality along with 
quantity, so that today it can be said that “never 
have so many been offered so much for so little.” 
So it is a special satisfaction to Bristol to be able 
to say that there is Bristol Brass in the cooling system 


of many General Motors cars built today. And it is 
an added satisfaction to record here, also, the fact 
that the commemorative medallion shown above is 
made of Bristol bronze. 

To General Motors, on this momentous anniver- 
sary, a sincere salute, together with the hope that 
“the dreams of today will be surpassed by the reali- 
ties of tomorrow.” 


The BRISTOL BRASS CORPORATION 


makers of Brass since 1850 in Bristol, Conn. 


Offices and warehouses in Albany, Boston, Buffalo, Chicago, Cleveland, Detroit, 
Milwaukee, New York, Philadelphia, Providence, Rochester, Syracuse. The 
Bristol Brass Corporation of California, 1217 East 6th St., Los Angeles 21. 
The Bristol Brass Corporation of Ohio, 1607 South Broidway, Dayton 8. 
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A KaM_ PLANTS 









bead MEREOITH, N. H 





AMBLER, PA. 
ST. LOUIS, MO. 





SANTA CLARA, CALIF. 





NEW ORLEANS, LA 


8 ()(} DISTRIBUTORS 


Wt 
ASBESTOS PRODUCTS NEAR YOU 












\l 
PUT 











To give you prompt delivery of 
reliable asbestos products, there are 
Keasbey & Mattison distributors in 
every state, in every major indus- 
trial area. They in turn are supplied 
by the five K&M producing plants, 
strategically located. This broad dis- 
tribution set-up puts the many fine 
K&M products just a phone call 
away from your desk. 


And here’s a point worth remember- 
ing: Your K&M distributor provides 
many worth-while “extras.” His 
long experience in serving compa- 
nies like yours enables him to offer 


KEASBEY & MATTISON 


Nature made asbestos... Keasbey & Mattison has made it serve mankind since 1873 


JECEMBER, 1954 


sound advice to help you increase 
efficiency and cut costs. He main- 
tains adequate stocks of the supplies 
you need, saving you storage space, 
handling costs, and delivery time. 


For any of the products listed below, 
or for your other industrial needs, 
give your nearby K&M distributor 
a call. We shall gladly send you 
his name. 








“CENTURY” Asbestos-Cement Corrugated and Flat Structural Sheets 
“CENTURY” Asbestos-Cement Roofing and Siding Shingles 
“CENTURY” Asbestos-Cement Pressure Pipe for Water Mains 
Sprayed “LIMPET’’® Asbestos for Acoustical Correction 
“FEATHERWEIGHT’’® 85% Magnesia and Hy-Temp Insulations 
K&M Asbestos Textiles, Packing and many other asbestos products 








COMPANY « AMBLER ® PENNSYLVANIA 


<M 


@ 
St in asbe? 
® 
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tackle blocks 


Extra large hoist-type hook, 
crosshead and links drop forged 
in accurate dies. 


Forged steel 
shell plates, cast 
steel sheave. 
Rope cannot jam 
between shell 
and sheave. 


Pressure lubricated bronze 
bearing. Easily accessible fit- 
ting recessed for protection. 


| | 


Upson-Walton’s unique, simpli- 
fied, one-piece strap construc- 
tion provides greater rigidity 
under hardest working con- 
ditions. 


for EXTRA HEAVY work 








ASK YOUR HE Upson-Walton heavy duty trucking snatch 
DISTRIBUTOR block is ruggedly built for the jobs which are 
TO SHOW beyond the strength of the regular snatch block. 
YOU ONE Size Wire Rope Diameter Working Load 
6” A”"—h”’ 7 tons 
8” %"’—%”’ 9 tons 

















THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE «+ CLEVELAND 11, OHIO 
NEW YORK + CHICAGO + _ PITTSBURGH 


MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS — ESTABLISHED 1871 
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Tool Performance 
(Continued from page 272) 


In many cases, a tool which costs 
considerably more than another may 
be cheaper in the long run. Thus, 
in the case of a tungsten carbide 
reamer vs. a high speed steel one, 
the former cost $10.23, while the lat- 
ter cost only $5.49. But the HSS 
tool produced only 300 pieces be- 
fore it had to be resharpened, while 
the TC tool produced an average of 
1600 pieces per grind. The HSS 
reamer produced a total of 600 
pieces; the TC reamer produced 
8,000 pieces. After figuring the cost 
of regrinding, down time of machine, 
etc., the monthly tool cost of the 
HSS reamer was estimated to total 
$89.85 and that of the TC reamer, 
$14.75. Needless to say, the TC tool 
was adopted. 

Ford tool analysts realize that the 
higher-price tool may be more eco- 
nomical in some cases, but they 
don’t conclude, therefore, that it is 
more economical in all cases. In a 
test of reamers used on another job, 
a T-1 HSS tool cost $9.20 and a C-5 
TC one cost $16. Considering output 
of each tool per grind and time re- 
quired to change the two types of 
tools, it was discovered that when 
all of the costs were added up, the 
estimated monthly tool cost of the 
HSS reamer proved to be only 
$167.04, while that of the TC reamer 
was $1231.60. In this case, of course, 
the HSS reamer was chosen. 


Help from Suppliers 


In many cases, where difficulty is 
experienced in overcoming causes 
of excessive tool costs, representa- 
tives of tool manufacturers, and 
even of steel manufacturers, are 
called in. One such case was that 
of high consumption of gear hobs. 
Representatives of several manu- 
facturers were asked to study this 
problem, various tests were made, 
and as a result, recommendations 
were made to invest $38,400 in 
equipment which would effect year- 
ly savings estimated ‘o cotal $191,- 
416. 

As a result of these recommenda- 
tions, a M-2 HSS gear hob which 
cost $41.60 and produced an aver- 
age of 61 pieces per grind and 305 
pieces per tool was tested against a 
T-15 HSS hob which cost $59.40 
and produced an average of 206 
pieces per grind and 1030 pieces per 
tool. The T-15 HSS tool produced 
over five times as many pieces per 
grind as the M-2 tool produced, the 
down time of the machine due to 
changing tools of the former specifi- 

(Please turn to page 280) 
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think of CENTRAL 


ALL HEAD STYLES * ALL METALS 


PRECISION PRODUCTS~— Many years of independent research in 
recessed head design provide definite money-saving advantages to 
users of Central’s “perfect impression” of the famous Phillips head 
fastener. Centralized recesses, slotted to burr-free hairline tolerances, 


Ye are perfectly aligned with the driver to start right and seat tight with- 
O out wobble or overdriving. 





SALES ENGINEERING — Whip the penalties of improper Phillips 
recessed fastener driving now and forever! Call in the nearby factory- 
trained Central man. He will gladly submit specific recommendations 
for prevention of costly surface disfigurement to insure mar-free as- 
semblies of finished products. 


3 COMPLETE FACTORY STOCKS—wWrite—wire—phone or tele- 





x * type Central at any of the three addresses listed below for quick deliv- 
014. © 1956 ery of Central Phillips Recessed Fasteners fromm complete stocks of 
standard items. 
SERVING 
INDUSTRY 
MORE THAN CHICAGO, ILL, 


YEARS 


Can Depend on Central’ 


L SCREW COMPANY 


3501 SHIELDS AVE., CHICAGO 9, ILLINOIS 
3028 £. ELEVENTH ST., LOS ANGELES 23 , CALIF. © 149 EMERALD ST., KEENE, N.H 
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THIS 





\ great number ofindustrial buyershavelearned 
that they cansave many valuable hours by using 
the CONOVER-MAsT PURCHASING DIRECTORY. 
But before switching over to the C-MPD, many 

f them wondered ... ‘Can I actually get the 

nformation I want from this one-volume, con- 
veniently sized directory’’? They soon learned 
that the answer was an emphatic YES! 

C-MPD carries only listings and product 
.cts on the equipment, parts, supplies, and 
naterials needed by industry. Non-industrial 
listings and ads are rigidly excluded! What’s 
more —all the listings and ads on a given 
product appear in just one place... under 
the product’s primary name. 


4664 


DIRECTORY 


MORE and MORE 
INDUSTRIAL BUYERS 
ARE USING 





How about you? Do you want to find the right 
suppliers ... faster? C-MPD will help you do just 
that. Use the purchasing directory industrial buy- 
ers reach for—with one hand. The more you use it 


—the better you'll like it. Write for literature today. 


Conover-Mast 
PURCHASING DIRECTORY 


205 EAST 42nd STREET, NEW YORK 17, N. Y. 
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Cross-section shows how jackets extend to edge of flanges and 
include stuffing boxes on this Aloyco 1105 Jacketed Gate Valve. 
Also shown are the non-fouling, ball-and-socket split-wedge disc 
and mar-proof rocker-type gland plate and follower. 


ANNIVER, 
Aa 












Longer Lasting 


ALOYCO 


VALVES 


DECEMBER, 1954 


OW- 


fully jacketed valves 
put the heat on 
Slow-moving corrosives 


Does your plant handle corrosive fluids that slow down or 
solidify under normal temperatures? 

Then you're in line to benefit from the heat-holding design 
of Aloyco jacketed Gate, Globe and Check valves. Besides hav- 
ing all the Aloyco features shown at left, they’re the only high 
alloy valves on the market to be completely jacketed. 

They keep valves at higher temperature than steam tracing 
systems, and provide more uniform, less hazardous heating than 
thermal electric methods. You'll find them especially useful in 
line processing of rosin, resins, tars or tar oils, pthalic or maleic 
anhydrides, molten sulphur and other viscous liquids. 

We'll be glad to arrange for a trial installation of Aloyco 
jacketed valves in your plant. Write the Aloyco Corrosion Engi- 
neering Service for further information. Alloy Steel Prod- 
ucts Company, Inc., 1323 West Elizabeth Ave., Linden, N.J. 


a 4,14 


Fact-filled Bulletin No. 3 
lists specifications and 
uses of Aloyco Jacketed 
Valves. Send coupon 
for your copy today. 




















: ALLOY STEEL PRODUCTS COMPANY, INC. : 
a 1312 West Elizabeth Avenue s 
- Linden, New Jersey 5 
4 Gentlemen: . 
1 1 am interested in Aloyco jacketed valves. Please 9» 
: send me a free copy of your Bulletin No. 3. ’ 
; Name H 
‘ . & 
a Firm 7 
e 3 
4 Address. . 
. City Zone State } 
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Heres Better 


HIGH-BAY LIGHTING 


...at lower costs! 





Brilliant, 
new Sylvania R-52 
Incandescent 
Reflector Lamps 

help raise production 
records, reduce 
maintenance. 





Results show that R-52 Reflector Lamps greatly improve factory 
seeing conditions and enable workers to step up production. 


The special reflector on the inner surface of this lamp is de- 


signed to concentrate a clear, bright light directly on the working area. 
And, because the reflector is sealed in, it cannot become smudgy from 
dust or smoke. The Sylvania R-52 permits an upward component of 
cheerful, over-all reflected light. Thus, you get a better maintained 


level of light . . . at low maintenance costs. 


Sylvania R-52 Reflector Lamps are available in 500-watt and 
750-watt sizes. For full details call your Sylvania Representative or 
write to Dept. 41-4512, Sylvania today. 


SYEVAMIA 


Sylvania Electric Products Inc., 1740 Broadway, New York 19, N. Y. 
Mucins - RADIO - ELECTRONICS - TELEVISION 
In Conada: Sylvania Electric (Canada) Ltd., University Tower Building, St. Catherine St., Montreal, P. Q. 
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Tool Performance 
(Continued from page 276) 


cation was far less than that of 
changing the M-2 HSS tools, and 
the estimated monthly tool cost of 
the one was $1585.17, and of the 
other, only $628.81. 

In another case, cold heading 
punch and die failures became so 
excessive that representatives of a 
steel company were asked to study 
the problem and make recommenda- 
tions. They found that the trouble 
was in the grain structure of the 
steel being used and recommended 
another variety with closely-con- 
trolled grain size, hardenability, 
porosity, and analysis. First tests 
of the new steel produced an im- 
provement of over 300% in pieces 
per die and a second run showed an 
average improvement of 421%. 


Broad Research Program 


The Ford research program in- 
cludes general supplies of all kinds, 
as well as tools. Savings have been 
made on gloves, aprons, brooms, 
oils, hydraulic fluids, paper towels, 
soap, and many other items as a re- 
sult of making comparison tests. 

“Consider hydraulic fluids,” one 
Ford purchasing man said. “Vendors 
keep on trying to sell us a more ex- 
pensive fluid than the one we are 
using. The more expensive fluid 
would add about $700,000 a year to 
our costs. Unless there’s this much 
additional benefit to us, we'll buy 
the lower-cost material. 

“Or cutting oils. Some of the oils 
that are recommended to us would 
cost thousands of dollars a year 
more than we are paying for the 
quite satisfactory ones now in use.” 

“The success of a savings program 
on perishable tools and supplies,” 
said a Ford purchasing agent, “de- 
pends a great deal on the coopera- 
tior and coordination between Man- 
ufacturing, Tooling Analysis, Tool 
Engineering, and Purchasing. It is 
through an efficient Purchasing de- 
partment, adequately staffed with 
competent people, that many new 
methods and materials are referred 
to Manufacturing. A Tool Analysis 
Department that can be relied upon 
by Purchasing for the facts will 
play an important part in reducing 
costs of the end product. 

“For our part, our success de- 
pends in considerable measure upon 
the accurate recording of results 
and the proper use of the informa- 
tion. To compete in a buyer’s mar- 
ket, we must have better tools and 
better methods. This program is a 
major help in procuring better tools 
for less money.” 
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‘Graphic Illustration 


OF HOW ,. > 
BARRELED SUNLIGHT 
Cuts Your Painting Costs 
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Here are two “‘production charts’’ of a painter ... the man who represents 
at least 80% of the total cost of a paint job. He paints. He dips. He paints = 
and dips... hour after hour. 
You will note that with paint B he dips much less frequently than he does (( » 
with paint A... which is the surest way to save money on labor on any paint- SS __Z 


ing job. Every time a painter dips... it’s unproductive time. He’s dipping —_— 
into your pocket and running up your costs. 

That is why men who have been buying maintenance paints for years in- 
sist on famous Barreled Sunlight paints. They know that Barreled Sunlight’s 


. as : - SOT 
superior hiding power and spreading capacity make every brushful go $ | 
farther, faster. They know that with Barreled Sunlight, a painter does more Hl arre e g 
painting and less dipping per hour. He does the job faster .. . in fewer man =Sunli hty 
hours... which means savings, great savings, in costs. iy ising” 


To see... through a simple on-the-wail test... how Barreled Sunlight 
saves money on materials as well as labor, write and our representative will 


gladly demonstrate. Barreled Sunlight Paint Co., 18-L Dudley St., Provi- \ hie 
dence 1, Rhode Island. Z 4 


Barreled Sunlight 


Visit us in booth 307 at the 6th Annual Plant Maintenance and Engineering Show, International Amphitheater, Chicago, January 24-27, 1955 
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KAISER ALUMINUM PRODUCTS 








. 
Wire 
Supplied as round drawn wire, hexagonal wire, rivet 
wire, welding wire, screen wire, EC wire, redraw wire. 














Rod and Bar A 


Available in a wide range of alloys 
n rolled and cold finished rod and 

r, round and hexagonal standard 
screw machine stock, hexagonal bar, 
edraw rod, rivet rod and round 
forging stock, square and rectangular 





Sheet and Plate 





Supplied as flat sheet, plate, coil 
sheet, circles in a complete range of 
lloys, sizes and tempers. Specialty 
heets available on inquiry. 





Pig, Ingot and Billets 


—_ 





Kaiser Aluminum produces Pig, 
Ingot and Extrusion Billets in a 
range of alloys and sizes to meet 
your specific requirements. 





Nh 
OO 
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for you...the nations fabricators 








Extruded Shapes to meet your specifications 


All standard alloys are available in custom shapes 
(solid, semi-hollow and hollow), structural, rod and 
bar, and in extruded tube. Like all our products, ex- 


More THAN 85 per cent of Kaiser Aluminum’s total 
production is sold in the form of these mill products for 
fabrication by customers. It’s the highest percentage in 
the industry. 

We believe we are ideally equipped to work with you, 
because serving manufacturers with basic aluminum 
is our primary business. 

In recent years, our services have been expanded in 
order to keep pace with our greatly increased produc- 
tion capacity —which today stands at close to 30 per 
cent of all the primary aluminum made in this country. 

We have vastly expanded our national warehousing 
system, our distributing program, and our staff of metal- 
lurgists and field engineers. 

We believe that the kind of service we offer—com- 
bined with the unsurpassed quality of Kaiser Alumi- 
num —should be of particular interest to all aluminum 
fabricators in these days of stiffer competition. 


For complete information, call or write any Kaiser 


Kaiser Aluminum 


setting the pace—in growth, quality and service 


trusions are manufactured under metallurgical con- 
trol—thus assuring you of highest quality. 


Aluminum sales office, located in principal cities. See 
our catalog in Sweet’s Product Design File or write for 
copy. Kaiser Aluminum & Chemical Sales, Inc., General 
Sales Office, Palmolive Bldg., Chicago, 11, Illinois. Ex- 
ecutive Office, Kaiser Bldg., Oakland 12, California. 


Other Kaiser Aluminum products include: industrial 
foil, and electrical conductor. Kaiser Aluminum also 
supplies household, freezer and broiler foil for home 
uses; Shade Screening for the building industry and 
roofing and siding sheet for farm and industrial build- 
ings. 

MAIL COUPON FOR FREE HANDBOOK 


Send for the new Sheet and Plate Handbook, 152 pages. A “must” 
for every fabricator of aluminum. 


KAISER ALUMINUM & CHEMICAL SALES, INC. 
INDUSTRIAL SERVICE DIVISION 


| | 
| 51242 KAISER BLDG., OAKLAND 12, CALIFORNIA 
| Please send my free copy of “Sheet and Plate Handbook.” | 
SS Pa ee eee iis teal oie 
i See desc ibandrecsticbomieiii ae . 3 ; 
 . SS ae eee ee | 
ee em State I 
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CUT COSTS 


with EMERSON-ELECTRIC 
AIR CIRCULATORS 


If stale, dead air handicaps your 





employes and drives customers away, 
it’s costing you money. 


You can cut this cost with Emerson- 
Electric Air Circulators. They move 
large volumes of air quietly... to 
keep “living conditions” inside your 
buildings comfortable and pleasant 
in all seasons. Don’t let bad air add 
to your overhead .. . send for complete 
installation data today. 





EMERSON-ELECTRIC AIR CIRCULATORS 


Backed by the famous 5-Year Factory-to-User Guar- 

antee, these powerful fans are available in 24” and 

30” blade sizes, with two-speed, ball-bearing capact- 

tor-type motors lubricated for 6,000 hours’ service. 

Your choice of floor, counter, wall or ceiling mount- 

ings. For further information see your electrical 
oly contractor or write for Bulletin No. 797. 














EMERSON-ELECTRIC 
EXHAUST FANS 
CuT COSTS, TOO! 


For complete ventilation of 
your buildings investigate 
Emerson-Electric’s complete 
line of direct- and belt-drive 
exhaust fans, in capacities 
ranging up to 19,350 c.f.m. 
Write for new catalog No. 


797-A. 














THE EMERSON ELECTRIC MFG., CO., St. Louis 21, Mo. 


TH eea Ll 


FANS> MOTORS —~* APPLIANCES 
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Purchasing Department Files 


(Continued from page 86) 


Instruments (63) 
Safety Equipment (98) 
Steel Pipe (107) 
Steel Valves (115) 
Tools, Hand (123) 


For each manufacturer who has 
representative literature in the 
commodity or catalog file, it is de- 
sirable to maintain a cross refer- 
ence file card showing the following 
information: 

Manufacturer’s Name 

Catalog Yes No (Cat. Library) 

Literature Yes No (Comm. File) 

Index No. (30) (115) 

The index number indicates the 
file source of the manufacturer’s 
literature on (30) engines and (115) 
steel valves. 


Requisition File 

A purchase requisition file can be 
very valuable. The requisition is 
the medium by which the various 
departments advise the Purchasing 
Department of their requirements. 
Since it also contains the signatures 
authorizing the initiation of pro- 
curement, it is desirable to retain it. 
So long as the resulting purchase 
order is open, the requisition be- 
longs with it. After it has served 
its purpose there, it can be filed 
separately. All cross reference num- 
bers, such as purchase order and 
quotation numbers, should be en- 
tered on a space provided on the 
face’ of the requisition before the 
form is permanently filed. 

The numbering system for requi- 
sitions is important to maintaining 
such a file. Depending on the par- 
ticular company operation, it may 
be advantageous to allocate prefix 
symbols designating the department 
in which the requisition originates; 
for example: “E” for Engineering 
Department, “PL” for Pipeline De- 
partment, etc. Where numerous lo- 
cations are involved, the location 
should also be identified; for ex- 
ample: PL-6 tells us that material 
has been requisitioned by the Pipe- 
line Department at code 6 location— 
Greenville, Miss. Then by adding 
numerals of a series originating at 
the point of origin, a numerical file 
sequence can be maintained of the 
requirements of each department 
and departmental location. 

The choice of this method simpli- 
fies the filing task of all departments, 
eliminates the added expense of 
purchasing prenumbered forms, and 
establishes a definite numerical 


(Please turn to page 286) 
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It's welded— 
but you can't feel the weld 


It has to be accurate 








It's easy to 
fabricate 





Specify Brainard ror 
WELDED STEEL TUBING 


e@ Brainard welded tubing is an economical struc- 
tural material, and offers many physical advan- 
tages. It has a smooth exterior, with all weld 
flash removed. Its wall thickness is uniform, since 
it is formed from flat strip. With welded tubing 
you can cut weight without sacrificing strength. 
And there’s practically no limit to the design 
requirements you can meet with this easily 
fabricated material. 


Brainard maintains continuous quality control 
throughout manufacture—from ore to finished tub- 
ing. Careful supervision assures you high quality. 
For complete specifications call or write Brainard 
Steel Division, 2412 Griswold St., Warren, Ohio. 


STEEL DIVISION 
SHARON STEEL CORPORATION 
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For some good 
tips on cutting 
production 
costs... 
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Rast preveston 


take a trip through the pages of this information- 
packed booklet, “Some Good Things to Know 
About Metal Cleaning.” You'll find job-tested data 
) many cleaning operations that could well pave 


way to lower production costs. 





1 flip through the pages, you'll learn how pre-e —y  ~ “2355 
int treatment with Oakite CrysCoat cuts costs 10 
liscover modern methods for treating water 


paint spray booths... read of the advantages of 





Oakite’s rust-prevention methods ...and more. 


If you're also purchasing cleaning 
materials in connection with: 


@ Pickling, deoxidizing, 
bright dipping 


®@ Paint stripping, steam 
detergent cleaning 


@ Burnishing, barrel cleaning 


@ Electrocleaning steel and 
nonferrous metals 


® Machining and grinding 








you'll want a copy of this well illustrated 
booklet for your files. It’s yours for the ask- 
ing. Write: Oakite Products, Inc., 54 Rec- 
tor Street, New York 6, N. Y. 


Technical Service Representatives in Principal Cities of U. S. and Canada 


prizeo INDUSTRIiaA; Clean 
ra) 


OAKITE 


TER 
‘Als * METHOOS ° 
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Purchasing Department Files 


(Continued from page 284) 


check system to determine the ex- 
istence of a lost requisition. The 
system provides a means for the 
Purchasing Department to examine 
the previous requirements any loca- 
tion has had for any or all types of 
material. Availability of this infor- 
mation is of prime importance to 
Purchasing, providing the data 
needed to study usage, standardiza- 
tion, quantity purchases, etc. The 
purchase requisition, properly filed 
and used, can be one of the most 
important documents processed by 
the Purchasing Department. 


Filing Correspondence 


The problem of filing Purchasing 
Department correspondence is a 
constant one. Copies of incoming 
correspondence, in practically all 
instances, should be filed with the 
records of the transaction that 
caused the correspondence to de- 
velop. 

It has been found advantageous 
to distribute copies of outgoing 
correspondence and inter-company 
communications to all persons with- 
in the company who may be inter- 
ested or affected. An alphabetical 
reading file is of course essential 
for reference. Prior to filing a piece 
of correspondence permanently, it 
should be circulated in a predeter- 
mined pattern to ranking individuals 
in the Purchasing Department for 
noting and initialing. The reasons 
for this suggestion are three-fold: 

1. It keeps the Purchasing Agent 
and Assistant Purchasing Agent of 
the transactions evolved by the 
various members of the department, 
and of the progress and status of 
those transactions. This also mini- 
mizes the confusion that might 
arise due to absenteeism, transfer, 
or turnover among employees on 
short notice. 

2. It provides the Purchasing 
Agent with an opportunity to dis- 
cuss with those under his super- 
vision the various phases that trans- 
pire in the course of a day’s activi- 
ties. 

3. It provides a wholesome incen- 
tive to insure intelligent, courteous, 
and neat correspondence that will be 
a credit to the company and the 
department, and that will most ef- 
fectively achieve the desired results. 

Regardless of the merits of one 
system over another—and this will 
vary according to the specific re- 
quirements of the particular com- 


(Please turn to page 288) 
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*“ACADIA SYNTHETIC RUBBER PARTS 





ARE MADE ALL 3 WAYS! 


With Acadia you have a choice! Not only 
molded rubber . . . not only molded and die- 
cut... not only extruded rubber. . . but 
rubber parts any way you require! Better 
yet, Acadia uses whatever method the re- 
quirements of the job and you dictate is the 
best way to do it. 


Acadia is especially sensitive to your spec- 
ifications. We will process synthetic compo- 
nents for oil-resistance— good aging proper- 
ties — resistance to heat — any characteristic 
you’re seeking, or a combination of charac- 
teristics. Acadia parts are cut, molded or 
extruded to all required shapes, sizes and types, 
with almost unlimited applications. 











Also, we offer Acadia SILICONE Rubber, 
molded or extruded for gaskets, seals, ‘‘O”’ 
rings, washers, sheets, cut-parts and pack- 
ings. This is the rubber that will stay resil- 
ient at 100° below zero, or 500° above! 
There’s an Acadia Sales Engineer near 
you to serve you. Write us today, and we’ll 
put him in touch with you immediately. 


SG yh 


PRODUCTS 





DIVISION OF WESTERN FELT WORKS 


4035-4117 Ogden Ave., Chicago 23, Illinois 
Branch Offices in Principal Cities 


MANUFACTURERS AND CUTTERS OF WOOL FELT 
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through the 
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Purchasing Department Files 
(Continued from page 286) 


pany—it is a responsibility of the 
purchasing agent to select and de- 
velop a filing system that will fa- 
cilitate efficient operation and en- 
hance the department’s value to the 
company. 

When a new or improved filing 
system becomes necessary, a logi- 
cal means of setting up is to start 
by drafting a policy and flow chart 
of the various Purchasing Depart- 
ment forms concerned. Before defi- 
nitely establishing a set procedure, 
circulate the policy and flow chart 
throughout the department, solicit- 
ing criticism, opinions, and sugges- 
tions. The advantage of the writ- 
ten policy is that it can be amended, 
defined, or retracted with the as- 
surance that no doubt exists regard- 
ing a correct interpretation. No ex- 
cuse can be offered by any depart- 
ment member for not carrying out 
the specific plan outlined in the pro- 
cedure. This, however, does not hold 
true for the word-of-mouth or 
taken-for-granted policy. 

You can expect to get out of your 
files and filing systems only what 
you put into them. Files, like men 
and machines. can often be im- 
proved. Good filing techniques are 
worth investigating. 


i fe Fs 


Military Procurement 


(Continued from page 74) 


is priced competitively, and will be 
delivered on time. The seller under- 
stands that as long as these prin- 
ciples are observed, he will be able 
to rely upon continued business 
from his customer. This relation- 
ship finds its beginning in the house- 
wife regularly patronizing the same 
grocer, and it reaches maturity 
when the industrial giants of the 
Nation desire permanent trade con- 
nections with reputable suppliers. 

This condition does not impede 
the impelling force of free compe- 
tion. On the contrary, when a sup- 
plier realizes that a concern to 
whom he sells his product is a 
regular and reliable customer, he 
becomes all the more aware of the 
need to bid accurately, to price 
closely, and to back up his prom- 
ises of quality and delivery with 
action. This relationship can have 
but one result. It provides better 
performance and better products, 
with timely deliveries at lower 
prices, 

It is this relationship in industry 


(Please turn to page 292) 
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UDYLITE Z.zomaue PLATING 


USED ON FORD PISTONS 


Ford Motor Company of Canada, Lid. 
tin plates all pistons for long life 


In the big, modern engine plant integrated combination of finest equipment, 
of the Ford Motor Company of rectifiers, processes and supplies. They must 
Canada, Ltd., Windsor, On- all work together to give the best results. 
tario, you will find a Udylite 





In Canada’s rapid industrial growth more 
and more companies are turning to Udylite 
for this completely planned plating combi- 
nation, just as they are throughout the 
Tin plated pistons give longer engine life world. We will be glad to show you how 
and higher performance to Ford of Canada’s well it applies to your plating problem. 
cars and trucks ... all a part of Ford’s 
high standard of manufacture. 


plating machine performing mass produc- 
tion of tin plated pistons ... and it’s 
done automatically. 


In Canada write to: Canadian Hanson & 


Van Winkle Co., Ltd., Toronto 3, Canada. 
With Udylite equipment you can be sure 
> uniform quality whic S Sw 
of the unifo juality which must not F ~ 
| 


vary. That is where Udylite experience =) 
’ ie nc h- 9 
pays off. For when you install Udylite Lye g/g 
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“WORLD'S LARGEST PLATING SUPPLIER 
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“If our executives 
did not read 


BUSINESS 


PUBLICATIONS 
I°d consider them 


untit for their jobs” 


Col. Willard F. Rockwell, 


Chairman of the Board, 
Rockwell Manufacturing Company 


feel the same way about our sales managers,” 

nel Rockwell continues. “We expect them to 

y what is being printed in the business publica- 

ind to guide themselves accordingly. Further, 

sk our salesmen to keep our home office informed 

ut the comments of our customers on business 
iodicals.”” 


ke Colonel Rockwell, other business and profes- 





eR EN 


— 





sional leaders the country over are reading business 
publications covering their fields of activity. They are 
getting from these magazines vital information about 
new products, new methods, new marketing trends, 
price and distribution changes through the advertising 
as well as the editorial pages. The Business Press 
offers a direct route to anyone who has anything to 
sell to business and professional men. 








For a United Business Press 


NATIONAL BUSINESS 


1001 FIFTEENTH STREET,N. W. - 


The national association of publishers of 161 
technical, professional, scientific, industrial, 
merchandising and marketing magazines, 
having a combined circulation of 3,524,478 
... audited by either the Audit Bureau of Cir- 
culations or Controlled Circulation Audit, 
Inc.... serving and promoting the Business 





WASHINGTON 5,D.C. > 


PUBLICATIONS, 


STerling 3-7535 


INC. 


Press of America...bringing thousands of 
pages of specialized know-how and ad- 
vertising to the men who make decisions 
in the businesses, industries, sciences and 
professions ... pinpointing your audience 
in the market of your choice. Write 
for complete list of NBP publications. 
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Pressure Cartridge in a 
Fire Extinguisher 


Rollers for Roller Chain 


a better product at less cost can be yours when you recognize 


the advantages of using GLOBE steel tubes! 


ODAY, with cost conscious buyers demanding 

more for their money, it’s your responsibility to 
develop new and better manufacturing methods 
There may be parts of your equipment now forged, 
cast or machined which can be made better from 
Globe tubing. Result elimination of costly ma- 
chining operations, and a part that is made better, 


faster, and at lower cost. 


Why not investigate the possible use of Globe tubing 
in your product? Globe’s ‘‘one-source’’ supply offers 
seamless carbon, alloy, and stainless tubing in a com- 
plete range of sizes and analyses. Globe metallurgists 
and engineers are available to assist in the proper 
selection of tubing for your particular job. Write for 
the Globe General Catalog. 
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Producers of Globe 
seamless stainless 
steel tubes — Glo- 
weld welded stain- 
less steel tubes — 
alloy — carbon — 
seamless steel tubes 
—Globeiron (high- 
purity ingot iron) 
seamless tubes — 
Globe Welding 
Fittings 
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GLOBE 


STEEL TUBES CO. 


Milwaukee 46, Wisconsin 


Chicago * Cleveland * Denve 
Detroit * Houston * Los Angele 
New York * Philadeiphioa 
Son Francisco 


St. Lou 
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with 
Behr-cat 


bs 
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_.and slash bundling costs 


BEHR-CAT Strapping Tape is 
filament-reinforced, giving 

it tough holding strength. 

It’s easy to handle and 

sticks at a touch. Use it to 

save on shipping, packing and 
materials handling costs. 

J Behr-Manning Corp., Troy, N. Y. 


In Canada: Behr-Manning (Canada) Ltd., Brantford. 


For Export: Norton Behr-Manning Overseas Inc., 
New Rochelle, N, Y., U. S.A, 









A COATED ABRASIVES 


/ 
BEHR-MANNING. 32500 Se 


conProRatioNn A PRESSURE-SENSITIVE TAPES 
® iivision of NORTON Company TS 
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Military Procurement 
(Continued from page 288) 


that, probably above all others, 
makes industrial purchasing effi- 
cient. It is the prohibition of this 
relationship that generates the sole 
inherent weakness in Government 


purchasing efficiency. 


Price of Impartiality 


To this undesirable fact, like 
the others previously discussed, 
there unfortunately is no solution. 
When permanent suppliers are 
chosen on the basis of profit, a cor- 
rect choice is assured; if they were 
chosen on the basis of patronage 
or on any other political basis, an 
incorrect choice would be certain. 
So here again, increased costs in 
procurements must be made to in- 
sure impartiality. This is the same 
thing as again saying that there is 
no way to prevent paying a little 
extra for democratic procurements. 

The intent of this article is not to 
extol the virtues of the military 
purchasing agent. Rather it is to 
show why his administrative costs 
are much higher than those in 
industry, and why he is unable to 
get delivery as fast as his counter- 
part in industrial purchasing. 

Contrary to general opinion, how- 
ever, within the rules and regula- 
tions which he must follow the 
military purchasing agent is called 
upon to know and use all of the 
practices, principles, and techniques 
of purchasing. Top management in 
the Navy, like top management in 
industry, is fully aware that pur- 
chasing is a dynamic business func- 
tion which is deserving of the top 
talent of the enterprise for its op- 
eration and improvement. 

a a 


Third Party Guarantees Payment 
(Continued from page 92) 


cision in which the subcontractor 
was told, “We will see to it that you 
are paid.” 

“Whether a promise is an original 
one not coming within this statute 
or a collateral one required by the 
statute to be in writing,” observed 
the Supreme Court of North Caro- 
lina in a recent decision, “is to be 
determined from the circumstances 
of its making, the situation of the 
parties, and the objects sought to 
be accomplished.” 

The one method and the only 
safe method under doubtful circum- 
stances is to follow the statute. Put 
no faith in mere words but put trust 
in a writing signed by the party 
making the promise. 

(Please turn to page 294) 
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YOU EXPECT THE BEST VALUE FROM G-E FLUORESCENT LAMPS 


(RATED 1954 | ' (UNITS OF LIGHT | | DOLLARS 
HOURS = 


3000 . | 3.00 











1954 
2000 
1939 
1000 
| \_ VALI ZA Ze 
vd £ Re a3 
we 2 gid Se i MNES NT 
LAMP LIFE LIGHT OUTPUT PRICE 
UP 400% UP 38.3% DOWN 58.9% 


1939 


Today you don’t have to pay more than $1.15 for the fin- 

est fluorescent lamp made: General Electric. Fifteen years 

° ago it would have cost you $2.80 or $1.65 more. And while 

16 times more value for price has been going down, we’ve been pushing quality up. 
General Electric has upped light output 38%, increased 


your fluorescent lamp lamp life 400%. 


In terms of what you really judge lamps by, a General 
° Electric 40-watt fluorescent lamp that lists at $1.15 today 

dollar than In 1939 is a 16-times bigger value than it was in 1939, 
For further information, contact your G-E lamp supplier 


or write to Lamp Division, General Electric, Department 
166-P-12, Cleveland 12, Ohio. 








- Progress /s Our Most Important Product 


_—*—————s GENERAL @B EvectRic 
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GALVANIZING 


EXCELLENT FACILITIES 
for PICKLING & OILING 


Our Record: Over 50 years of 
progressive galvanizing service 
to manufacturers and fabrica- 
tors of iron and steel products 

. any size or shape, any size 
order from the smallest to the 
largest. Excellent facilities for 


pickling and oiling. 


“TO ECONOMIZE, 
GALVANIZE AT 
ENTERPRISE” 








ENTERPRISE 
GALVANIZING Co. 


MEE EE. CUMBERLAND STREET 
PHILADELPHIA 25, PENNSYLVANIA 
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Third Party Guarantees 
Payment 


(Continued from page 292) 


In a case in which this statute was 
interposed as a defense, decided by 
the Supreme Court of the United 
States, the promise had been made 
by the owner of a mining company 
to a trucking contractor, “You go 
home and I will pledge you my 
word that I will telegraph the 
money to you to the First National 
Bank by the Ist of October.” 


Put It in Writing 


When he was sued on this prom- 
ise, the owner of the mining com- 
pany interposed this statute in his 
defense. In holding him personally 
liable and not merely the guarantor 
of the debt of the mining company, 
the court said: 

“His promise was not one purely 
collateral to sustain the obligation 
of the mining company, but sub- 
stantially a direct and personal one 
to advance his own interests. He 
therefore, in any true sense of the 
term, occupied not a position of a 
collateral undertaker but that of an 
original promissor, and it would be 


a shadow on justice if the adminis- 
tration of the law relieved him from 
the burden of his promise on the 
ground that it resulted to the bene- 
fit of the mining company. 


A Freventive Measure 


“The purpose of the provision,” 
added the court in a comment that 
emphasizes the wisdom of putting 
any promise of this character in 
writing, “was not to effectuate but 
to prevent wrong. It does not apply 
to promises in respect to debts 
created at the instance and for the 
benefit of the promissor, but only 
to those by which the debt of one 
party is sought to be charged upon 
and collected from another. 


“There is also a temptation for 
the one to whom the promise is 
made, in a case where the real 
debtor has proved insolvent or un- 
able to pay, to enlarge the scope of 
the promise or to torture mere 
words of encouragement and confi- 
dence into an absolute promise. It 
is so obviously just that a promis- 
sor receiving no benefits should be 
bound only by the exact terms of 
the promise that this statute re- 
quiring a memorandum in writing 
was enacted.” 








BUYER'S & SELLERS MART 


Contract Work * Equipment For Sale + Employment and Business Opportunities 











Send orders to: CLASSIFIED DEPARTMENT 


° PURCHASING ° 


205 East 42nd Street, New York 17, New York 











Positions Wanted 





Purchasing Assistant wishes to work for Master 
of Business Administration degree at night ses- 
sions. New York City preferred. Northern New 
Jersey resident. Write Box 1432, Purchasing, 
205 East 42nd St., New York, N. Y. 





Purchasing Executive, age 45, Pharmaceutical 

xperience. Accounting and Business Adminis- 

tration. New York City or Long Island. Resume 
request. Write Box 1433, Purchasing, 205 
t 42nd St., New York, N. Y. 





PURCHASING AGENT—25 yrs. experience, Gen- 
eral Electric Co., Fram Corp., American Machine 
& Foundry. Inventory & Non-Inventory items. 
Fully capable of setting up complete Purchasing 
system, large or small. Relocate if required. 
Complete resume on request. Age 45, married, 
$5500 - $6500. Write Box 1434, Purchasing, 
205 East 42nd St., New York, N. Y. 
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Purchasing Agent—experienced in General Pur- 
chasing, Accounting background, seeks position 
in northern New Jersey or New York City in 
General Purchasing or specialized purchasing 
or printing and paper boxes. Eight ye>rs ex- 
perience in box industry. Write box 1435, 
Purchasing, 205 East 42nd St., New York, N.Y. 








Do you use more than 200 Ibs. of 
wiping rags a year? Do you rent indus- | 
trial towels for 14% to 3¢ each plus re- 
placement costs? 

Then camets to 17¢ per 1b. GREASE 
CHAMP .. . it costs slightly more than 
1¢ . a cloth twice the size of an in- 
dustrial towel. 

Buy It And Save Twice: (1) 4 to 
10¢ a Ib. on your present wiper bill; (2) 
on the extra work Grease Champs per- 
formance guarantees. Write For Our Spe- 
cial Trial Bale Offer Now! 


SAFEGUARD COMPANY, INC. 
DEPT. P., BOX 113 
Tamiami Station, Miami 44, Fla. 





ARE YOU THE 


PRINTING 
BUYER 


FOR YOUR FIRM? 


UR SALESMAN, 
*éouuecr COMMISSION! 
Top notch black and white 
and color offset plant 
with process color dept. 
Wants more business to 
supplement present volume. 
Art work, typesetting, print- 
ing, bindery under one roof. 
Prices cempelscere, replies 
confidential. No. 1 
frrcluasine. 208 E. 42nd § 
New York, N. ¥. 




















ABRASIVES WANTED 


Rolls, Sheets, Bands, Belts, Mounted 
Wheels, Grinding Wheels, Rotary Files, 
Snap Gages, etc. 


For best Prices and Quick Deals 


Write, K and K Sales 


525 W. 76th St. Chicago 20, Ill. 
Phore RAdcliffe 3-1818 
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Quick Prices ... Quality net 
Prompt Delivery for Every Need! 
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——— plates of every type: 
ZB Plates Data Plates 
a - ion instruction Plates 
A Dials Panels 
7 Gauges Components 
Z Z _. Any Colors 
= es . ress... Any Metal . ; 
AX Z : ee Bezels, Escutcheons, intricate 
AZ Formings oe 
BZ 2 You are invited to take advan - 
A | of our designers WI 
= of the skill O eel 
Z ; out obligation. Send for free - ee 
ZS 7 > Mayer’s unsurpasse —s 
— let showing y Ei 
= facilities for serving you: FA 
Ss E J. MAYER CO., “Since 1884 = 
E GEORGE J. uw ZZ 
BZ 546 East Market Street « Indianapolis . EE 
Z Sales Offices in Leading industrial Centers aA 
Z Name 2 
Zz Add Fame to Your Nam B 
Zz with NAME PLATES by B 
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ROLLER CHAIN DRIVE 





















new efunay ELECTRIC 


FORK LIFT TRUCKS 


YY 3 sizes offer 68”, 80”, of 100” lifting 
heights—rated at 1250 Ibs. lift. 

VY Powerful hydraulic system activated by 
avuto-type battery. Built-in charger with 
automatic cut-off, trickle charge. 

Y Electronic switch cuts off power at moxi- 
mum height — prevents jarring load, 
damage to hydraulic system. 

VW Touch control—PUSH to lift, RELEASE to 
hold, PULL to lower at any speed. 

VY Scfety hand-operated brakes prevent 
movement when loading or unloading, 
provide positive control on inclines. 

VW Ruggedly built, easily maneuvered, for 
long life, efficient one man operation. 
Load, unload, stack or move materials 
faster, easier, more safely. 


‘Snap on" Platform a plus feature 
Write for Complete Details 


Suhuay INDUSTRIAL 
EQUIPMENT CORP. 
_—_ 


“ 184 N. FRANKLIN ST 
ee a y CHICAGO 6, ILLINOIS 
~ 






BIG VALUE 


WRITE FOR CATALOG 
LOW COST 


COVERING 17 MODELS 
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You ean’t afford 


not to use 


PITTSBURGH BRUSHES 


Here’s why: Poor quality paint brushes waste 
time and money! Your best insurance against 
slow work and poor, final appearance is Pitts- 
burgh Red Stripe Brushes! For one thing, when 
Pittsburgh labeis a brush “100% hogs’ bristle” 
you know it’s not only true, but it’s also the finest 
bristle obtainable. Secondly, the Red Stripe 
trademark is your assurance of brushes made to 
the top standards of the industry. Whether you 
choose 100% hogs’ bristle, 100% texturized 
synthetic (Pittsburgh’s improved Velvet-Tip 
synthetic), 100% Tynex Nylon or hogs’ bristle— 
synthetic mixtures, you can depend on Red Stripe! 


For the address of the Pittsburgh supplier 
nearest you, write: PITTSBURGH PLATE GLASS 
ComPANY, Brush Div., Dept. H12, 3221 Frederick 
Ave., Baltimore 29, Md. 


Maintenarce, power-driven and paint brushes 
for every home and industrial use 


PITTSBURGH 


RadS , BRUSHES 


BRUSHES ® PAINTS * GLASS ® CHEMICALS * PLASTICS © FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 

IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
For More Information Circle No. 328 on Inquiry Card—Page 17 
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For long life under 
extreme conditions of shock, 
vibration, corrosion, 
humidity and temperature 


" Condi” Wry pe 


HEAVY-DUTY 


cLECTRICAL CONNECTOR 


Here is the electrical connector designed and _ built 
for maximum performance under rugged operating 
conditions. 

Intended for use with jacketed cable and not re- 
quiring ground return through mating surfaces, this 
connector incorporates sealing gaskets at all mating 
joints. 

W-Type Bendix* Connectors also incorporate 
standard Scinflex resilient inserts in established AN 
contact arrangements. Shell components are thick- 
sectioned high-grade aluminum for maximum strength. 
All aluminum surfaces are grey anodized for protec- 
tion against corrosion. 

For the real tough jobs, be sure to specify the 
W-Type Electrical Connector. 

Our Sales Department will gladly furnish com- 
plete specifications and details on request. 

*TRADE-MARK 


SCINTILLA DIVISION 


SIDNEY, NEW YORK Bondi 





Export Sales: Bendix International Division, 205 East 42nd St., 
New York 17, N. Y. 


FACTORY BRANCH OFFICES: 117 €. Providencia Ave., Burbank, Calif. 
Stephenson Bidg., 6560 Cass Ave., Detroit 2, Mich, ©@ 512 West Ave., 
Jenkintown, Pa. @® Brouwer Bidg., 176 W. Wisconsin Ave., Milwaukee, 
Wisc. ©@ American Bidg., 4 S. Main St., Dayton 2, Ohio © 8401 Ceda 


Springs Rd., Dallas 19, Texas 
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Tubular 
Aircraft Part 


machined from 
stainless steel 
barstock | 

















for Ultra-Precision Parts 


Saves you time and headaches 


Exacting jobs like the one shown here — or more simple 
pieces, from wire sizé to 4%” round — all are processed 
exactly to your specifications on modern machines by 
skilled, experienced workmen. Western does the whole 
job — all secondary and finishing operations including 
heat-treating and grinding. 

The special aircraft part illustrated above is machined 
from stainless steel bar stock and heat-treated to 28-36 
Rockwell C. It is hollow from end to end, the dimension 
of the wall being held to as little as 142”, with an I.D. 
tolerance of only .0008”. All surfaces are held to a 10 
micro inch finish. 


Your jobs may not require this “kid-glove’’ treatment, 
but large or small, plain or fancy, you can save yourself 
headaches, delays and high costs by getting quotations 
from Western — NOW. 













Western Automatic 


Machine Screw Company 
378 Woodland Ave., Elyria, 0. 

















Precision Parts and Assemblies Since 1873 








For More Information Circle No. 330 on Inquiry Card—Page 17 
PURCHASING 









































For every 
service 


















Keep your 
Operations 













Name your need! There’s a Stockham 
valve to do the job. High resistance 
to corrosion .. . !ess maintenance 
under severe conditions of tem- 
perature and pressure... excep- 
tional efficiency in controlling 
flow of normal or corrosive 
liquids, gases, slurries. 
Gate, globe, check or plug 
... bronze, iron body or steel. 


Write for Valve Catalog 50 V; Steel Valve Catalog; 
Pipe Fitting Catalog 50 F. 








STOCKHAM VALVES & FITTINGS 


GENERAL OFFICES AND PLANT- BIRMINGHAM 2, ALABAMA 
Warehouse Stocks and Sales Services Strategically Located 
DISTRIBUTED THROUGH WHOLESALERS 
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VALLEY 


BALL BEARING 
MOTORS 





When specifying the power unit 
for your machinery, bear these 
exclusive VALLEY features in mind! 


@ Specifically designed for ‘round-the-clock duty in high 
temperatures. 


@ Drip proof and splash proof, semi-enclosed construction 
protects motor from harmful liquids and flying particles. 


@ Fully enclosed ball bearings reduce friction 75% to 
provide a saving in power. 


@ Built in % to 75 horse power sizes for wide adaptability 
in your power planning. 


VALLEY Motors, stay on the job 
longer, even under heavy and con- 
tinuous power demands. Thus for 
economical power that will last the 
life of your equipment — always 
specify VALLEY. 








TOTALLY ENCLOSED 
FAN COOLED 


The latest development in Air-Cooled, 
Ball Bearing motors. Totally enclosed 
to assure protection against dripping 
or splashing liquids, metal chips, and 
damaging dust. 2 to 60 h. p. 





Write For Descriptive Literature. 


VALLEY 


ELECTRIC CORPORATION 


4221 FOREST PARK BLVD. + ST. LOUIS 8, MO. 
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behind the scenes at 


ESSMUELLER! 


One of the things visitors to the 
Essmueller plant remark about most 
frequently, is the variety of work 
going thru the plant. 





One such job was the fabrication of 
a 9°7" x 5°7" grid (shown here) to 
cover a hopper for the American 
Agricultural Chemical Company. 





All this adds up to just one thing: 
the next engineering or manufactur- 
ing problem that pops up at your 
place, pass it along to Essmueller. 
They'll gladly make recommenda- 
tions based on 76 years of experi- 
ence . . . without obligation! 


the ESSMUELLER Coxsany 


Engineers @ Manufacturers 





1224 S. 8TH ST. ST. LOUIS 4, MO. 
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Every Purchasing Agent 
Should Have This Book 


"Profiting From Industrial Standardization" — 
$5.50 


By Benjamin Melnitsky 
Foreword by Stuart F. Heinritz 


You will find complete and down-to-earth information 
on materials standards and specifications . . . purchasing, 
process and finish specifications . . . parts standards ... 
manufacturing standards . . . design practice standards 
. .. proper review intervals ... and on through the en- 
tire subject of how your company can benefit from a 
standards program 

How to use tested methods to develop and revise stand- 
ards—how to organize and use a nomenclature system— 
how to allocate standards activities, responsibilities and 
authority—how to organize company standards—all these 
and more are explained thoroughly and concisely in this 
practical guidebook to industrial standardization. 


Free 10-day Examination 


CONOVER-MAST PUBLICATIONS, INC. 





Book Division 





205 East 42nd Street, New York 17, N. Y. 
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WHEEL RIGHT UP TO 
GREATER PROFITS! 


Here are the reasons why rubber-cushioned Brightboy Wheels 
are gaining wider acceptance among a rapidly-increasing 
number of industrial users: 
BURRING, CLEANING, FINISHING, POLISHING— 
In one operation. Time savings frequently as much as 50%! 
*THE ABRASIVE “MATCHED” to the JOB 
—for faster, finer work 
UNBELIEVABLY-NEW WORKING ACTION 
WITH EXTENSIVE ADAPTABILITY 


Simultaneous abrasive-and-rubber action. Bridges the gap 
between the grind and the buff. Frequently achieves the final 
polish. For all metals, plastics, laminated 
materials. Goes far beyond other methods. 
A completely new concept of finishing. 


ste STOCK 

: NEW! ABRASIVES, 
“MATCHED” TO YOUR OWN 
FINISHING REQUIREMENTS 
Rubber-Cushioned Brightboy now 
available in either ALUMINUM 
OXIDE or SILICON CARBIDE 
GRAIN and—each f 

these compounds comes 

in GRAIN SIZES rang- 

ing from EXTRA FINE 

TO EXTRA COARSE 

in SOFT, FIRM and 
TOUGH RUBBER 
BINDERS 

TRY ATEST! Pick u 


a few Brighthoy Wheels, along wi 






















9% 





BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th St., Newark 7, N.J. 








You will find our experience in WHEEL 
IMPROVEMENT a treasure store for you 
in your search for MOBILITY at its BEST. 
We offer you— 


DESIGN of WHEELS and HUBS 


DESIGN of SPINDLES and AXLES 


SELECTION of Adequate BEARINGS 


SELECTION of Suitable Closure SEALS 


SELECTION of Sizes, Types, Rubber TIRES 







abpy20d pausaaurbugZ JNO 4 


Our PACKAGE PLAN 
can save you Research, 
Development, Tooling 
Costs. We Invite Your 
Inquiries. 


































No mattet where they're bound 
SHIP THEM WIREBOUND! 
and Stack‘em High As You Like 


Modern handling methods call for 
quick and easy storage—in a minimum 
Cost of space. The special Wirebound 

/ construction of strong steel wire and 
light, tough wood suits itself to modern 
methods of materials handling. 

You stack ’em fast, efficiently and 
high as you like. Shown above are 
some high-stacked Wirebound pallet 
boxes that are used for inter-plant 
shipments and parts storage. 

No other container is so perfectly 
Renmei suited to fork truck handling. 

They appeal to economy-minded 
management. We will be pleased to 
give you all details on versatile 
Wirebounds, regular or pallet boxes 
and crates. Write today. 

















BOXES & CRATES 


MAIL THIS COUPON Now f 





WIREBOUND BOX MANUFACTURERS ASSOCIATION 
Room 1153, 327 South LaSalle Street, Chicago 4, Illinois 
( Have a sales engineer give me the whole story 
(C0 Send me a copy of “What to Expect from Wirebounds”’ 

















Name 

: ee a ee ee a 

FRENCH & HECHT 
DIVISION Address ______ —_———- 

 KELSEY-HAYES WHEEL COMPANY 
i ae m City, Zone and State... SSE Se Se 

nce 7988 DAVENPORT. IOWA 
72 East River Street Davenport, lowa 
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LETTERS. 





REAL HELP 


nt 


to compliment you on the wonder- 
mtribution you are making to the 
asing profession through PurRcHAS- 
Magazine. Sometime over a year 
ve in Purchasing, in our organiza- 
ponsored a fairly well organized 
Reduction Program, and I find 

our magazine of real help to 


selling cost consciousness in our 
nization, particularly at the man- 
ent level. Several times in recent 

[ have taken the liberty of 


certain information and editorials 
PURCHASING, giving them wide 
ition in our own organization, to 
I hope you have no objections. 
B. M. Smarr, Dir. of Purchases 
\vco Manufacturing Corp. 
Cincinnati, Ohio 


LISTS OF P.A.’s 


nder if you’ can extend your 
ilvice to us and suggest a di- 
or annual that not only lists 
names but their personnel, par- 
rly purchasing agents. 
are currently using well-known 
lard reference works of this type 
er quite seems to hit the mark 
as we are concerned from the 
asing Agents angle. 
H. W. Cleveland 
New Departure, 
General Motors 
3ristol, Conn. 


Div. 
Corp. 


@ Most of the industrial directories 


ued by State Chambers of Com- 
ree or Manufacturers’ Associa- 
ns (like the Associated Indus- 


ies of Massachusetts) are quite 
mplete in their listing of company 
fficers and executives, including 
irchasing agents. Such directories 
re available for a number of the 
ghly industrialized states—Ed. 


“MORE EFFICIENT PURCHASING” 


nong the other interesting items of the 
September issue of PURCHASING is a 
eference to a brochure issued by the 
National Sales Executives. The title is 
20 Ways to More Efficient Purchasing”, 

ntioned on page 29. Since any new 
ideas on efficient purchasing are always 
welcome in our department, I would 
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truly appreciate your referring me to 

a source where this brochure is available. 
Doyle T. Cooley 
Celanese Corp. of 
Bishop, Texas 


America 


@ Mr. Cooley and the numerous 
other readers who have requested 
copies of the brochure may obtain 
them from the National Sales Exec- 
utives, 136 E. 57th Street, New 
York, N. Y.—Ed. 


BUILDING A PRICE INDEX 


I recently attended the Purchasing Semi- 
nar at the University of Minnesota and 
enjoyed the talk given by your Managing 
Editor. He mentioned that you had avail- 
able information on how to build a price 
index. I would appreciate receiving this 
information. 
..:L. Bastian, P.A. 

Lake Shore Engineering Co. 
Iron Mountain, Mich. 


@ Reprint of the article, “How To 


Build Your Own Price Index” 
(PurcHAsInG, Jan., 1952), has 
been sent to Mr. Bastian, and a 


number of other purchasing agents 
requesting it—Ed. 


“INDUSTRIAL PURCHASING” 
FILM 


The film, “Industrial Purchasing”, arrived 
in ample time for the preview showing on 
October 4. The meeting at which the 
film was shown was indeed a_ success. 
The film was used as the basis of a 
panel discussion and we had over 60 
minutes of spirited discussion, most of 
which came from the floor. As a matter 
of fact, we had difficulty closing the 
meeting at the appointed hour. 
We wish to thank you very much for 
making the film available to us and wish 
to compliment vou for sponsoring such 
a worthwhile film. 
T. Hunt, Jr. 

Chairman, Program Committee 

York Purchasing Agents Assn. 

York, Pa. 


e After four years, the 20-minute 
color picture, showing a modern in- 


dustrial purchasing department in 
action, continues to be a big hit. 


“Industrial Purchasing” is available 
for showing to association meetirigs, 
company conferences, etc. Address 
requests to PURCHASING Magazine, 
205 E. 42nd St., New York 17, 
N.Y. 


REWORKING DEFECTIVE 
MATERIAL 


Your recent ballot on charges for re- 
working defective material (See Purchas- 
ing Opinion Reports, PURCHASING, Oct., 
1954) is very timely. We recognize this 
as an important problem for review at 
this time. 
As in any industry, the problem is not 
just black or white but has many gray 
areas where policy must be established 
or modified to reach a practical solution 
to a situation. In our case, our ultimate 
customer may find it necessary to require 
more quality than at first was specified 
or believed by the engineers to be pos- 
sible. It is worth something in coopera- 
tion to be able to get all parts or sub- 
assemblies reworked to new standards at 
little or no increase in cost. 
Arthur G. Pearson 
Northrop Aircraft, 
Hawthorne, Calif. 


Inc. 


ASSOCIATION ADDRESS 


e@ For the benefit of the many cor- 
respondents seeking further infor- 
mation on the article, “Second Life 
for Industrial Gloves”, (PuRCHAS- 
inc, August, 1954, p. 109) the ad- 
dress of The Institute of Industrial 
lLaunderers is 1627 K Street, N.W.., 
Washington 6. D.C.—Ed. 


INDEX 


e@ An index of editorial material 
appearing in PuRcHASING during 
the past 12 months will soon be 
avaliable in pamphlet form. Requests 
for this valuable aid in finding ar- 
ticles of particular interest to you 
should be addressed to PURCHASING 
Magazine, 205 E. 42nd St., New 
York 17, N.Y.—Ed. 
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ew Design Motor 


SIL 





Speed Increased to 5,000 r. p. m. 
for Greater Performance 
On the Job! 


Powerful... fast... light...and safe! That's 
the new, improved SKIL Model 852 Heavy 
Duty Sander. With 30% more power for in- 
creased r.p.m. to 5,000, this perfectly-balanced 
sander assures you highest maintained working 
speed on all jobs. 

New front handle location makes more efh- 
cient use of tool weight. Shorter length and 
lighter weight lessen operator fatigue through- 
out day-long use. The new SKIL Model 852 
is practical, dependable... giving peak per- 
formance at maximum safety. 

No matter what your product, nor what 
phase of its production is involved .. . if the 
problem concerns grinding, polishing, sand- 
ing, or finishing—“SKIL is the Answer’! 


IMPROVED MOTOR! PRECISION-CUT GEARS! 
‘Radically changed to Spiral bevel gears cush- 
give 30% more power! _ioned in synthetic rubber. 
Maintains high load For longer-lasting, 


speed... yetruns cooler! smoother operation! 


FRONT HANDLE! 
Scientifically positioned 
for better balance and 
control. For right or left 
hand use. 


—_— 
—_— 


=) 


REAR HANDLE! 
Scientifically contoured 
to fit the hand. More 





TRIGGER SWITCH! 
For greater comfort in 


INSPECTION PLATE! 
Extra large, easy to re- 


use; with continuous oper- 
ation button. Dustproof, 
2-pole design. 


comfortable to use and 
carry to the job. 








— 


SKIL 7” Dise Sander 
Model 851, Standard Duty 
A completely mew SKIL Disc Sander. Produces 
smoother, faster results with greater ease, at less 
cost than ever before possible. Far more power; 
scientific design for lighter, easier handling; dust- 
tight trigger switch. Ball bearings throughout. 













move for complete in- 
spection and cleaning of 
brushes, commutator. 





SKIL 


TOOL REST! 
A SKIL extra for added 
convenience. Protects 
work when sander is laid 
down. 


2 
Call 


SPINDLE LOCK! 
Conveniently located at 
front of tool housing. 


CORD PROTECTOR! 
Extra-long rubber pro- 
tector keeps heavy duty 
cord away from work 
area for greater safety. 


FREE! 

Let Your SKIL Distributor 
Show You in a Con- 
vincing Demonstration 
and FREE Trial... that 
“SKIL is the Answer" 
to Your Metal Finishing 
Bottlenecks! 


ives 30% More Power to 























Makes accessory changes 
far easier. 


———-Mail This Coupon—NOW!-———4 
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SKIL Corporation, Dept. P-124 1 
5033 Elston Avenue, Chicago 30, Illinois l 
[1] | would like a SKIL demonstration and free | 
trial. | 

[_] Please send me literature on SKIL Sanders ! 
and Grinders. 
Name | 
Address ; 
City. Zone Stote_____ | 
a — 
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In Small Parts or Large... 


[arpenter Stainless No. 20 
Controls STRONG Corrodents 







SMALL— This diagram 
shows float and attached 
steel indicator strip of an 
automatic gauge used in 
sulphuric acid storage tanks. 
These parts are made from 
Carpenter Stainless No. 20 
and No. 20Cb for longer life 


LARGE—Carpenter Stain- 
less No. 20Cb sheet, plates 
and tubing, and Carpenter 
No. 20 bars provide super 
corrosion resistance that 
keeps huge acid-pickling 
machines like this one on the 
job, saves maintenance time 
and expense. 


Wherever you have small apparatus parts or complete 
large-scale equipment subjected to severe corrosive con- 
ditions, you can build extra service life into them with 
Carpenter Stainless No. 20 and No. 20Cb. 


This super stainless alloy is highly resistant to H2SO,4 con- 
centrations or solutions, as well as a long list of other 
strong corrodents. So build with Carpenter Stainless No. 
20 and No. 20Cb for greater freedom from corrosion 
troubles, extended equipment life, less down-time for 
replacements, and greatly reduced corrosion control costs. 


The Carpenter Steel Company, 
Alloy Tube Division, Union, N. J. 





This time-saving, cost-cutting super corrosion-resistant 
Carpenter stainless alloy is available in the form of No. 
20Cb tubing, pipe, sheet and plate, as well as No. 20 bar, 
wire, strip, and billets. Ask your nearest Carpenter dis- 


tributor or sales office for assistance on your corrosion 
problems... 


& e * 
and cory ofthe NEW Carpenter Staines | SH@inless Tubing & Pipe 
No. 20 and No. 20Cb handbook. atin ain ess U in | 


For information on Carpenter Stainless No. 20 strip, wire, billets, contact The Carpenter Steel Company, Reading, Pa. 
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Give High Speed, High Temperature Electrical 
Equipment the Steadfast Protection of IMC’s 
Growing Line of TEFLON® Electrical Insulations 














DIEFLEX (R) — TEMPTUBE TEFLON-TREATED GLASS SLEEVINGS * VARTEX TEFLON -COATED 
GLASS CLOTH * RM* TEFLON TAPES, TUBES, RODS, AND SHEETS. 


Remarkable electrical, thermal, mechanical, and chemical characteristics 
ire ideally combined in Teflon electrical insulations. This means that more 
and more electrical insulating requirements involving high temperature, 
high frequency, corrosion, and abrasion are being met by IMC’s Tefion 
materials. 

Thin .0025” RM Teflon film tapes, as well as RM sheets, tubes, and 
rods, thrive on temperatures in the range of —80°F to+500°F. Thin RM 
film tapes are also unique because at high temperatures they contract to 
insure a tight fit; for use in motors, generators, and coaxial cables. RM 
Tefion sheets, tubes, and rods can be fabricated into component parts. These 
RM Teflon insulations combine toughness, resiliency, and a zero moisture 
absorption factor to assure successful service under severe operating 
conditions. Teflon insulations do not readily adhere to sticky materials, 
are inert to chemicals (except molten alkali metals and fluorine at high 
temperatures and pressures), and will not carbonize under arcing. They 
offer excellent electrical properties over a wide thermal range, exhibit low 
power loss, and low dielectric constant. All of these properties are present 
to a modified degree in the different Teflon materials. 

In addition to the RM Teflon insulations, available IMC insulations in- 
clude Dieflex-Temptube Teflon-treated braided glass sleevings that qualify 
as flexible Class H materials, and serve perfectly for insulating leads and 
wires. Also there is Vartex Teflon-coated glass cloth that has excellent 
physical strength and extreme abrasion resistance for use as a coil separator, 
slot liner, coil wrapper, or layer insulation in transformers and motors. 

Ask your IMC sales office for technical data, prices, engineering 
suggestions or samples on IMC’s Teflon electrical insulation. 


OTHER IMC’S CLASS H INSULATIONS 
Varnishes +, Adhesives +, Compounds +, Resins +, and Grease + 
Varnish- or rubber-treated glass tubings, sleevings +, cloth +, tape, and cord + 
Silastic ® pastes +, tape +, and cloth 


Silicone-bonded mica segment plate, flexible plate, and mica-glass cloth combination 
sheets +, and tape 


Laminated glass cloth-plastic sheets +, tubes, and rods 
*Raybestos-Manhattan, Inc. + Local stocks carried. 


LECTR 
INSULATION “cxrccnon® (60. 
CORPORATION a, 
“CLEVELAND 14 


7 
Vsucario™ 





MILWAUKEE 2 _—S- PITTSBURGH 22 
312 E. Wisconsin Ave. 535 Smithfield Sireet ‘ 
Phone DAly 8-5359 Phone GRent 1-7100 | 


“MINNEAPOLIS 3 PEORIA | 
H. A. Molden, tne. MC. Soon 
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SAVE IN PRODUCT HANDLING.. 


Want to cut your costs of in-plant handling, wa a he or 
loading? Here are two ways that Gaylord containers can 


help you do the job: 


Speed up! Sturdy, resilient Gaylord boxes are engineered 
to stand up under fast handling by modern, high-speed 


equipment. 


Save space! Precision-made Gaylord containers are dimen- 


sionally “true.” They stand straight and solid...even when 


stacked high. 


For containers to promote profit-saving product handling 


in your plant, call your nearby Gaylord sales office today. 
CORRUGATED AND SOLID FIBRE BOXES « FOLDING CARTONS + KRAFT PAPER AND SPECIALTIES « KRAFT BAGS AND SACKS 


GAYLORD CONTAINER CORPORATION * ST. LOUIS 


— 


SALES OFFICES FROM COAST TO COAST * CONSULT YOUR LOCAL PHONE BOOK 
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MATERIALS-HANDLING NEWS 











a 


Panel Discussions by Bassick, World’s Largest Manufacturer of Casters 


and Floor Protection Equipment * 








From “Southern Cross” to B-36-- 
Zassick takes over on the ground 


one 






ng a ‘ * * seg TM. eee. 


“Southern Cross,” standing on dollies equipped with Bassick casters, 
gets once-over from Australian pilot Kingsford-Smith (right). 


Flying the big ocean 


In early June, 1928, the 3-engine 
“Southern Cross”, piloted by Kings- 
ford-Smith, made the world’s first 
trans-Pacific flight from San Francisco 

Brisbane, Australia. 

Proven conventional Bassick casters 
were selected for pre-flight handling of 
he “Southern Cross”. Today Bassick 

isters are specifically designed to 
et exacting requirements for safe 
ficient handling of modern aircraft. 


Another Convair-built 6-engine B-36 takes 


off. 
25 years later 


Convair of Fort Worth, Texas, 
chose Bassick to produce the highly 
specialized dual 18” wheel ‘“Floating- 
Hub” shock-absorbing caster for their 
B-36 handling dollies. These 675- 
pound giants have an operational load 
rating of 20,000 pounds each yet per- 
mit easy, precise handling of these 
huge Air Force bombers in produc- 
tion. Bassick’s “Floating-Hub” shock 
absorbing casters help preclude air- 
frame damage during assembly by 
eliminating winding stress, shock and 
vibration due to dolly handling — 
write for “‘Floating-Hub” catalog 
FH-53. 


80,000 Ibs. is no strain for these 4 Bassick 
casters. | 





206 














Fretting corrosion? 





“Fretting corrosion”, killer of modern 
jet engines, is another problem licked by 
Bassick’s patented ‘“Floating-Hub” 
casters —the only caster designed to 
absorb both horizontal and _ vertical 
shocks. 

When wheels equipped with “Float- 
ing-Hub” roll over obstacles or rough 
surfaces, their deflection is controlled 
and their recovery immediate — prevent- 
ing damaging shock forces, vibration 
and winding stress from being transmit- 
ted to the vehicle or precious cargo. 
Vibration frequencies are interrupted 
and immediately damped out by the 
inherent snubbing action, precluding 
resonance and “fretting corrosion”. Ask 
for catalog FH-53. 


New caster feature 


Grease dripping from bearings 
exposes them to premature wear — 
increasing maintenance and repair cost. 
It’s also an accident hazard and harms 
floor surfaces and rubber tires. Cure: 
Bassick grease retainer cup now stand- 
ard on all Bassick Series 99 casters. 

Get all the facts on the most complete 
line of shock-absorbing and conventional 
casters from your Bassick industrial dis- 
tributor. He’s got the stock and the know- 
how to give you fast efficient service on 
all your requirements. 


a 
nd 
Bassick 


A DIVISION OF 


THE BASSICK 
COMPANY 
Bridgeport 2, Conn. 
In Canada: 
Belleville, Ont. 





MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE WARNER) 


75 YEARS OF CASTER LEADERSHIP 
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THAT’S WHY 
Fort Howard’s method of treating pulp fibers results in superior 
paper towels that give you superior towel performance. A 
typical example is Fort Howard’s Pure-White Plyfold — with 
Controlled Wet Strength for firmness and strength when wet 

. . with Stabilized Absorbency so Plyfold retains its drying 
power regardless of towel age. Like all Fort Howard Paper Towels, 
Plyfold has sufficient body for maximum absorbency. 


Each of the eighteen grades and folds of Fort Howard Paper Towels 
has these three requirements of a good paper towel. In addition, 





all Fort Howard Towels are Acid Free . . . feel good, are easy 
on your hands. You can feel the difference in Plyfold yourself 
GIVE YOU BETTER — and you can see how they dry faster, better, more economically. 
PERFORMANCE AT Call your Fort Howard Distributor Salesman today! 
LESS cosT! 
For 35 Years Manufacturers of 
Quality Towels, Toilet Tissue and Paper Napkins Fort Howard 
Towels Fit 
= Any Folded 
Sisnans —_ 





Cabinet 


FORT HOWARD PAPER COMPANY 
GREEN BAY, WISCONSIN 
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Northland Center 
... World’s largest 
regional shopping center 


Architect: VICTOR GRUEN, Associated Architects and Engineers, Inc. : . 
Chief Mechanical Engineer: JOSEPH B. OLIVIER , 
Consulting Mechanical Engineers: 4. &. BEYSTER & ASSOCIATES, INC. 


General Contractor: BRYANT AND DETWILLER CO. control 50 miles of piping 


Plumbing and Heating Contractor: THE DONALD MILLER COMPANY 
Air Conditioning Contractor: CARRIER CORPORATION 


Detroit’s new $30,000,000 Northland Center is a shop- 

per’s dream. Centered in a parking space for 8341 cars, 
more than a mile of stores permit “one-stop” shopping for any 
merchandise or services desired. 

Every facility at Northland was planned to provide cost-saving 
efficiency for store operators along with exceptional comfort and 
convenience for shoppers. Many design and engineering in- 
novations were required, notably in the plumbing, heating, air 
conditioning, and fire protection systems. Jenkins Valves were 
chosen for thousands of control points on the 50-mile network of 
piping involved to assure trouble-free performance, safety, and 
long-range maintenance savings. 

This confidence in the extra measure of efficiency and economy 
provided by Jenkins Valves is shared by leading architects, en- 
gineers, and contractors in every field of construction. Despite 
this extra value, you pay no more for Jenkins Valves. 


JENKINS VALVES installed at Northland Center 


include all types of bronze valves, as well as iron 

and steel valves up to 24” diameter. Above are For new installations 
: > 

valves controlling flow through boiler feed pumps 


for all replacements, 
at the steam generating plant. Refrigerating cutsietiiaes tac avec sree owe let the Jenkins Diamond 


equipment in this same central power house since 4 . be your guide to 
provides chilled water for cooling, which is piped lasting valve economy. 
and metered to all stores, at the rate of 10,000,- ex Jenkins Bros., 100 Park Ave., 


000 gallons per day. Water needs equal those New York 17. 


of a city of 50,000 population. Fire protection Dent 


system includes 5000 automatic sprinklers and 25 
hydrants, served by 200,000 gallon water tank. 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS 
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